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I Important Trade 
and 

Business Reports 
in This Issue 




LOSS 






More Miles 
—Less Skid 


oAnnouncing— 

A New Sound 
Policy in Tire 
Merchandising 


N OBODY but the Tire Dealer knows what it costs him to do business. Overhead 
and selling expense vary widely in different localities. 

Tire Dealers must add these actual costs of doing business to the wholesale cost of 
tires before they can set a consumer’s price which will show them worthwhile profits. 

For these reasons we have discontinued issuing an arbitrary consumer price list on 
Converse Tires. Hereafter we will simply name the price at which we sell Converse 
Tires to Dealers. Converse Dealers can then make their own prices—prices which will 
give them sound profit. (Let us know what prices you decide on and we will gladly print 
your price lists—free, of course—showing your prices.) 

This new policy hitched to our one-dealer in-a-district plan, gives the Converse Dealer 
absolute control of all factors that determine his profits in selling Converse Tires. 

On request we will supply you with further information regarding Converse Tires 
and our Dealer Policy. 


Converse Rubber Shoe Company, Malden, Mass. ^ 

Service Branches: 

New York —300 Amsterdam Ave. Chicago —618-626 W. Jackson Blvd. 

Boston —801 Boylston Street 




Contents, p. 4 ; Retail Selling Prices, pp. 205-222; Index to AdTO^feerSi p. 225. 









Anyone Can Do It 

There is no known process we don’t use, to increase the wear¬ 
ing qualities of STERLING Tires. 

Anyone can use these processes. They’re not secret. 

But the fact is, practically no other manufacturer uses all of 
them. 

1. There’s an extra ply in our 30x314 and it is one of the 
biggest tires made in that size. 

2. Cords only in sizes over 31x4. 

3. All air-bag expansion process cured. 

4. All hand-made by skilled workmen from 
the finest materials we can get. 

5. Scientifically designed tread, combin¬ 
ing the vacuum non-skid with a practical run¬ 
ning surface, which will not wear unevenly or 
cause tread separation. That it is also good- 
looking was only an incidental and fortunate 
result. 

6. Locked-in bead and reinforced side- 

wall. 

7. Fully guaranteed—6000 miles on Fab¬ 
rics and 8000 miles on cords. 

terlin 

& Tires 

STERLING TIRE CORPORATION 

Established 1908 
RUTHERFORD, NEW JERSEY 
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The Utmost in Rope Value** 


We shall be glad to mail you an y or all of these circulars. 

A brief description of each follows, beginning with the lower left-hand picture. 


A—This sixteen-page book "Whitlock Cord¬ 
age," tells briefly just how carefully 
Whitlock products are made. It introduces 
to you each principal kind of rope and ex¬ 
plains graphically each step in manufac¬ 
ture from raw fibre to finished coil. It is 
illustrated by pictures of our up-to-date 
factory, rope - making processes, and 
"close-ups" of the finished products. 

B—You learn why "Whitlock Transmission 
Rope" is unsurpassed for life, durability 
and minimum of stretch. 

C—The Federal Trade Commission induced 
manufacturers to use the term "Manila" 
only on rope containing 100% Manila 
fibre. In this reprint from the Cordage 
Trade Journal, you discover why Whitlock 
ALL-Manila didn’t have to be changed to 
meet stricter Government requirements. 
It exceeded them in every respect—quality 
of fibre, yardage and strength. 


D—"Rope Schedules." These tables contain 
valuable information for everyone interest¬ 
ed in hi^h-grade Manila rope. They give 
sizes, weights, lengths, working and break¬ 
ing strengths. Also computations are 
made for costs per 100 feet of all sizes 
from 8*16 to 2% inches in diameter. The 
schedule is reinforced by heavy covers 
and water-proofed. A time-saver for deal¬ 
ers, engineers and purchasing agents. 

E—During the war, the Navy Department 
placed with ns one of the largest orders 
ever riven for rope (1,400,000 lbs.), and 
our deliveries greatly exceeded our war¬ 
ranties of superior strength, etc, 

F—Engineers' tests tell the truth. Here are 
the cold, straight figures. Four Manila 
rope samples were tested. Whitlock ALL- 
Manila proved strongest by a wide margin. 
G—You are protected by a guarantee when 
you buy or sell Whitlock Manila rope. 
This reproduction of our green tag states 
exactly what the Whitlock guarantee 
means. 


Check the circulars you want; cut off this coupon and mail TODAY. 


Whitlock Cprbace Company 

A . D. Name .— 

B. E. Address 

C. P. .. 

G. .. 


46 South Street, New York 


.... H. W. 
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Coldwell Lawn Mowers 

“ MAKE BEAUTIFUL LAWNS ” 

Your Customers Will Be Satisfied With 


Coldwell’s Imperial 

TRIPLE PAWL RATCHETS REVERSIBLE BOTTOM KNIFE 

BRONZE BEARINGS SELF SHARPENING 

ACCURATE EASY ADJUSTMENT 


Coldwell Lawn Mowers are 
made in all sizes and at all 
prices. Best and most com¬ 
plete line in the world. 

Motor—Horse—Hand. 


Dealers’ Catalog 
on Request 


COLDWELL 
LAWN MOWER CO 

NEWBURGH, N. Y. 
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DISSTON 

SAWS AND TOOLS 



Every Home Needs Some of These Tools 

The day of useless gifts at Christmas time has passed. Most people choose 
articles of practical value for their presents. 

And what is more valuable than a good saw or toolf With good tools any 
man can do practically all the repair work around his house. 

Most home workers find a lot of fun in doing their own work, too—in saw¬ 
ing a tough, knotty board with a saw so keen and well balanced that it bites its 
way through with little effort. 

Even driving home a screw gives pleasure, providing the screw driver has a 
handle that will not turn on itself or slip—one that fits the palm. 

Disston advertising throughout the country is telling the home owner the 
advantages of owning the best tools. Such papers as The Saturday Evening 
Post, Popular Mechanics and the Farm Journal are reaching hundreds of thou¬ 
sands of homes. Link your arguments with these. The home owner wants the 
best for his home. 

And this is a mighty good time to help him choose wisely—choose things 
that are useful and things that are the best in the line. 

HENRY DISSTON & SONS, Inc. 


General Offices, Philadelphia, U. S. A. 
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Protect Your Good Will 

WITH 

The Segal Jimmyproof Lock 

If the Segal Lock was not burglar-proof would every 
Burglary Insurance Company in the United States recommend 
itl 

Without a single exception they all do. 

With such an unparalleled endorsement and with the 
newspapers recording burglaries every day, it behooves every 
Hardware dealer to protect his own store and sell Segal 
Burglar-Proof Lock protection to customers. 

Bight now when everybody is talking about robberies is 
the time to act. 

Every storekeeper, every home, every garage owner, every 
club house, every man with a well stocked cellar, loft or bam 
is a possible customer for the 

SEGAL JIMMYPROOF LOCK 

The reason the Segal Lock is burglar-proof is because it 
cannot be pried—it interlocks the door and jam together by 
an Interlocking Vertical Bolt which goes through the keeper. 

And it is a big, wide seller because adaptable to practically 
all kinds of doors—swinging, sliding, double and reverse bevel 
doors. 

We supply dealers with a Demonstrating Model for counter 
use. This model shows just how the Segal operates and makes 
sale after sale. 

If your Jobber cannot supply you, write us. 


Cuts an Accurate Key in 
Less Than a Minute 

The 8egal Rectifying Key Cutter No. 
800 makes key-cutting profitable be¬ 
cause it will cut a duplicate key accu¬ 
rately in leas than a minute. 

Absolute accuracy is guaranteed be¬ 
cause this Key Cutter cuts keys from 
the groove, the same way key-manufac¬ 
turers do. 

Our machine cuts flat steel keys as 
well as all makes cylinder or grooved 
keys. 

Booklet on request 

Segal Lock 
and Hardware Co. 

156-161 Leonard St., New York, N. Y. 

Maker s of Jimmyproof Locks 




No. 667 


Still Holding 

The above cut was made from an actual 
photograph of a Segal Lock taken from 
a reverse bevel door at 99 Madison Ave., 
New York City. December 16, 1918. Note 
the lock ie still holding, after vain, long 
efforts to break in. 



No. 666 
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A machine in one of our large machine »hop» t drilling outlet flange of reducing 
long turn tee—on an 8 spindle multiple drill 

When You Sell Pipe Fittings- 

Put yourself In the place of the man with the wrench. 

Poor fittings on the job mean extra work for him. 

Poor fittings after the job is done*mean that he has a dissatisfied customer. Often the 
installation has to be done over. The kick goes through this man who did the job straight 
back to the man who sold the fittings. Tou know this from experience. 

Why take the unnecessary chance? Tou can sell Grinneil perfect fittings and save time, 
trouble and money. 

Why Grinneil Fittings are Better 

We started to make fittings for our own sprinkler work, because we had to. Our work 
required better fittings than we could buy. We decided if we could make fittings that 
came up to Grinneil Automatic Sprinkler requirements, that we would put them on the 
market. Here’s the rest of the story in a nutshell—Grinneil fittings made good for us and 
they have gone on making good wherever they have been installed. 

Every blank and every finished piece is rigidly inspected. We sell from the same stock that 
we use ourselves. Grinneil fittings are insurance of universal satisfaction. 

In normal times we always carry a big stock of “G” fittings and National Pipe. We cut 
and thread to sketch, and we shall be glad to show you what Grinneil service means. 


GRIM NELL 


COMPANY 


'he PicV' 


453 MISSION STREET, SAN FRANCISCO 
439 EAST 3rd STREET, LOS ANGELES 


Ask the owners of 25 million Grinneil sprinkler fittings 
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The Typewriter Requires 
Accurate Drill Holes 

Even a surface examination of the 
mechanism in the typewriter, the ally 
of modern business, will show the 
importance of accurate drill holes in 
its construction. 


Deeper scrutiny of the main frame—the 
key bracket—and the carriage will further 
emphasize this importance by showing 
hundreds of accurate drill holes varying 
from fifty thousandths to five sixteenths 
of an inch and larger in size. 

Like the makers of the other tools of 
business, the builders of typewriters use 
Detroit Twist Drills because of their con¬ 
tinuous record for giving more accurate 
holes with less regrinding and with less 
cost for power. 

Specify Detroit Twist Drills in 
Your Next Order for Drills 

Detroit Twist Drill Company, Detroit, Michigan 

New York Sales Office: 45 Warren St. 
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Lawson Nu Jamb Spring Hinge 



|AWSON Nu Jamb Spring 
Hinges are applied directly 
to aoor jambs without hang - 
ing strips . No strips to buy, 
finish or mortise. The 


saving on each hanging is at least $1.50. 

Dealers everywhere prefer them. A 
Western dealer recently said: 


“Since I’ve been showing LAWSON’S 


hinges, customers won’t buy others. 
The hinge that requires no strips out¬ 
sells all the others put together.” 

Stock LAWSON hinges, compare sales 
with ordinary hinges, note how easily 
they sell once you explain the direct- 
application feature, and you too will 
prefer to handle LAWSON’S hereafter. 


Write today for illustrated catalog describing in detail this and other styles 
of Lawson Spring Hinges, for residence, office and factory doors , gates , etc. 


Lawson Manufacturing Company 

Dept.7781, 230 W. Superior St., Chicago, Ill. 


Eastern Representative 

John H. Qraham & Co. 
t S3 Chambers St. 05 Reade St. 

New York City 


Pacific Coast Representative 

C. N.<S?F. W. Jonas 

Seattle San Francisco 

Los Angeles 
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Gravity Fan. Aiata Buuringa. 
Total capacity. 110 lbs. 

Chart’s capacity. 10 lbs. 
Basin’s capacity. 10 lbs. 

90 lbs. in weights. 

Iron plstform. 16” x 16”. 
Metal housing front and rear. 


art range from 4c 
to 60c with various graduations. 
Regular finl 
Electric Flashlight, 'extra attach 
ment 


It is essential that the weighing equipment of a hardware store be accurate 
and fast in operation. Loss of time and profits due to inadequate weighing 
facilities can be stopped. 

The jfittUl&QlRP Automatic Hardware Scale combines accuracy with speed, 
making it the superior scale for hardware stores. The instant goods are placed 
upon its platform the price, weight and value are accurately indicated upon the 
computing chart. It cannot make a mistake. 

This scale is equipped with a rack to facilitate the weighing of rope, screen 
and wire; a scoop with "scoop on and off" device and an extra large oxidized 
iron platform. Consider these convenient features. They will convince you that 
this scale can be adapted to your business as a time, labor and money saver. 

There are over 10,000 users in the United States who have found the 
I mUXT Automatic Hardware Scale to be an indispensable fixture in their 


Full information without expense or obligation , upon request 

Detroit Automatic Scale Co. 

lUMIOIAliy Of 

COMRUTtNO-TABULATINO-RCCOROINO CO. 

54 Anrists m Sense 

Detroit, Michigan 
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Tp merging from the welter of unrest 
Hi :and uncertainty, let us face the 
future with an optimism and a resolute' 
ness that will carry us forward to ever 
increasing success and prosperity- 

The L S Starrett Company 

ATHOL- MASSACHUSETTS 


42*127 
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Our New Trade Mark! 


STAHiEY 


aw 


Announcement 


ITH the purchase by The Stanley 
Works of The Stanley Rule and 
Level Company, a new trade 
mark, as above shown, has been estab¬ 
lished. In the future it will be stamped 
upon dependable 

Wrought Steel Hardware 

and 

Carpenters 9 Tools 


which will be manufactured under the name 


THIS 


Main Offices and Plants: NEW BRITAIN, CONN. 

Branch Office*: NEW YORK CHICAGO SAN FRANCISCO LOS ANGELES SEATTLE 


Digitized by 


Google 







12 


HARDWARE WORLD 



“Short Ad” 
about a 

“Short 


Name” 


There is little danger of people forget¬ 
ting that name 


COES 

TRADE MARK REGISTERED U. R. PATENT OFFICE 


when they need a wrench, because it is short 
and easily remembered. 

Also because the name of 11 COES ’ 9 has 
always been associated with serviceable screw 
wrenches—for more than half a century. 

And last, but not least, because that name 
on a wrench commands more money, simply 
because the Coes Wrench returns more SERV¬ 
ICE—one COES Knife-Handle Wrench outlasts 
two or three ordinary wrenches. 

After all, don’t you and your salesmen be¬ 
hind the counter find that more customers ask 
for the “COES” by name than any other 
wrench? Most dealers do. 

Seven sizes: 6" to 21". 

All leading Jobbers handle the Coes. 

“Cost a trifle more, 
but return the cost in SERVICE.” 

Coes Wrench Company 

Established 1841 

WORCESTER, MASSACHUSETTS 

AGENTS 

J. C. McCarty & Co., Pacific Coast Agents 

29 Murray St., New York John H. Graham A Co. 

268 Market St., San Francisco 




John H. Graham A Co. 

113 Chambers St., New York 
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ANNOUNCEMENT 

Our new treatise on selling, entitled How to Sell a Saw, is 
ready for distribution to hardware dealers and we will be 
glad to send a copy free postpaid to any dealer who makes 
a request. 


f«1 


I 


The supply is limited, therefore please write at once if you want a 
copy. 

It will be found invaluable by many salesmen as it contains a great 
many excellent ideas that can be used to good advantage in selling 
hardware, but more particularly Atkins Silver Steel Saws and Tools. 

Address your letter to Advertising Department, E. C. Atkins & Co., 
Indianapolis, Indiana. 

E. C. ATKINS & COMPANY, Inc. 

“The Silver Steel Saw People“ Established 1857 

Home Office and Factory, INDIANAPOLIS, INDIANA 
Canadian Factory, Hamilton, Ontario Machine Knife Factory, Lancaster, New York 

Branches carrying complete stocks in the following cities: 

Atlanta Memphis New Orleans Portland, Ore. Seattle Sydney, N. S. W. 

Chicago Minneapolis New York City San Francisco Vancouver, B. C. Paris, France 



3?GE 
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'OR many years Bassick Casters-have 
' rilled every caster need, from the tiny 
cabinet caster to the 8-inch truck 
caster that permits the easy moving 
of huge loads from place to place in 
the factory or warehouse. 

many ways, in many industries, 
they have helped to cut costs in han¬ 
dling goods. 

There is a large demand for the well 
known Steel Gem Line, also for the 
Gem and new steel Harvard truck 
casters. 

Are you in a position to meet your 
customers’ wants for this line? 

The Bassick Company 

Which is a consolidation of— 

l/nfeoial Castor A Foundry Works 
Tho M. B. Schonck Company 
The Bums A Bassick Company 

General Offices 

BRIDGEPORT - CONN. 
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The Perfect Percolator- 
Housewives Are 
Demanding It 


The Mark of Supreme Achievement 
in Aluminum Ware 

“West Bend” originality in design; “West Bend” 
lasting beauty and brilliancy of finish; “.West Bend” 
extra strength and purity of aluminum—these are but 
outer evidences of the deeper value which has made 
“West Bend” supreme in Aluminum Ware. House¬ 
wives who discriminate between true value and its 
imitation look for the “West Bend” trade mark on the 
Aluminum Ware they buy. As a result “West Bend” 
dealers are experiencing quick turnovers and gaining 
substantial profits. 
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This Tea Kettle Sells 
on Sight 

At last—a tea-kettle that can be 
fUled from a faucet through the 
spout. Think of the convenience 
—and the freedom from danger of 
scalding the fingers by Bteam. 
You can never break off the 
spout—it will support weight of 
kettle fiUed with water—in years 
of service. Another original fea¬ 
ture-opening at top of kettle is 
large enough to hold “West 
Bend” Bice Boiler — makes a 
double boiler of your kettle—a 
time and fuel saver. 

Made in five, six and seven quart sizes. 

Witb or without Rice' Boiler Inset. 

-ft 


Western Representatives 

ALBERT GROESCHEL 
1055 Market St., San Francisco, Cal. 
W. M. CLARK 

707 8palding Bldg., Portland, Oregon 


The “West Bend” Percolator—made of finest aluminum—is 
the last word in perfect coffee making. Beautiful and perfect 
in design—solidly balanced. Wide base prevents tipping. An 
unique, original feature is the Spreader. Water falls upon the 
Spreader and is evenly distributed over the coffee grounds, in¬ 
suring perfect percolation of aU the coffee. 

A hot well in the base of the Percolator brings the water within 
1-16 inch of the flame, starting percolation almost Instantly. At 
the bottom of the spout is a mechanical valve which automati¬ 
cally pumps the hot water up the spout, making percolation 
continuous and even. All these features are only to be had in 
the “West Bend” Percolator—the perfect coffee maker. For 
gas, coal or electric range. 

Made in two sizes, six and nine cup. 

Some of the Features That Make “West Bend” 
a Superior Aluminum Ware 

The aluminum we use is guaranteed 99 per cent pure—the purest 
and most sanitary metal obtainable for cooking utensils. Every 
piece of “West Bend 77 is stamped out of a solid sheet of metal— 
there are no joints, seams or hollow beads—no solder to melt. 
Nothing to chip, scale or dissolve—the one best ware to use for 
cooking purposes. All spouts and bases are welded on—cannot 
break under hard usage. “West Bend 77 Ware will not easily 
burn, dent, break or bend. All covers are made of soring alumi¬ 
num—special design. Bend a “West Bend 77 * kettle cover as 
much as you like—-it will instantly spring to its original shape. 
Intense heat will not affect the shape of “West Bend 77 ware. 

All ‘ * West Bend* 7 Beads are rolled solid —no moisture or particles 
of food can lodge under or deposit inside to cause unsanitary 
condition or odor. 

Our Original Sun-Bay Finish gives “West Bend** the lasting 
brilliancy of sterling silver. Very beautiful—easier to keep 
clean than duller finishes—another big feature. 

West Bend Aluminum Ware bears the Star of Approval of Good 
Housekeepinglnstitute, which signifies that authorized investi¬ 
gation finds West Bend aluminum ware to be strictly first class 
and all that its manufacturers claim. 

Present stock enables us to deliver promptly. Get in touch with 
us at once. We allow generous discount from prices. “Kitchen 
Kraft, 77 a little booklet on the use and care of Aluminum ware 
is furnished free to housewives on request. Write for sample 
copv. 

WEST BEND ALUMINUM CO. 

Dept. D, West Bend, Wis., U. S. A. 
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Meet the Growing Demand for 
All-Steel Refrigerators with the 
Quoftey Athermos 

TJERE’S an All-Steel line that shows right and is right—a line whose 
attractive appearance creates an instantly favorable impression 
and whose construction is the last word in scientific refrigerator building. 


Athermos refrigerators are made from deep finish — pure white and battleship gray—are 
drawing steel sheets riveted and seamed together offered. Heavy bronze nickle-plated trimmings 
so as to make them absolutely water tight. are used throughout. 



Linings are all enam¬ 
eled, except for the re¬ 
movable Ice Chamber, 
which is of galvanized 
iron. The construction 
of the Athermos pro¬ 
vides unobstructed cir¬ 
culation of cold dry air 
and our 100% efficient 
Sanitary Trap is used 
in it. 


They are heavily insulated with Flaxlinum 
sheets overlaid with two layers of heavy water¬ 
proof paper with % inch of dead air space pro¬ 
vided to assure complete non-conduction of 
heat. They are not affected by dampness and 
will last a lifetime. Two styles of enamel 


Beside the unequalled 
All-Steel Athermos, we 
manufacture a complete 
line of Wood Case Re¬ 
frigerators in so many 
different styles and sizes 
that no Gurney dealer 
need ever lose a sale 
through inability to offer 
just what the customer 
wants. 


Localized Selling 
Helps That Do 
Get Real Action 


We back Gurney quality 
and Gurney reputation 
by giving Gurney dealere 
advertising aid that 
amounts to something — 
not mere “general pub¬ 
licity” but practical 
sales helps adapted to 
his community and his 
store . These helps will 
increase your refriger¬ 
ator business . Write for 
details . 


Shall we mail you one of our 


new catalogs? 


Gurney Refrigerator Co., Fond du Lac, Wis. 





i;;. i;.| 

.fell 


.. ,1!':. 


;mm> mm,, 

Jr ' 4 . 


: .--riT ,| ;l -I 
rb - 4. i 




Vit. 

fr : Tv~ K ' 















Mirro Utensils Mean Better Cooking 

A savory and tempting dish! Or the other kind! hanging. ^(5) Prongs built into socket to pre- 

Often, the difference lies not in cooks, but in vent handle from turning—exclusive Mirro 
the utensil used. feature. Handle cannot slip or give. 

This thick, substantial Mirro Fry Pan, for in- (6) Smooth, flaring edge is wear-resisting and 

stance, is a perfect utensil for its purpose. Its use easy to clean. (7) Fry pan is double-lipped for 

assures better fried foods. It takes heat quickly, easy pouring with either hand. (8) Smooth, 

distributes heat evenly, and requires a minimum round edges easily cleaned. (9) Famous Mirro 

of grease. finish. ^(10) Famous Mirro trade-mark stamped 

Like all Mirro utensils, it is made of pure into the bottom of every piece, and your guar- 
sheet aluminum rolled repeatedly under heavy antee of excellence throughout, 
pressure to insure durability and freedom from The full significance of this guarantee is best 
defect. It will last a lifetime. appreciated by those who know that back of it 

Note these ten features of convenience: is the world’s foremost manufacturer of aluminum 

(1) The ebonized wood handle is replaceable, so utensils —a manufacturer with nearly thirty 

the durability of the article is not measured by that years’ experience in the making of better 

of the handle alone. **(2) Handle socket is welded aluminum ware. 

on—no wobbling—an exclusive Mirro feature. You will find Mirro Aluminum at the leading 

^(3) Handle has metal cap to prevent splitting stores everywhere. 

—exclusive Mirro feature. (4) Bolt with eye for Send for miniature Mirro catalog. 


Every Mirro utensil 
bears this imprint 



Aluminum Goods Manufacturing Company 

General Office*: Manitowoc, Wis., U. S. A. 

Makers of Everything in Aluminum 


IRRO 


ALUMINUM 

Reflects 

Qood Housekeeping 


peat csrcalatioo. You will profit by having a Mirro Fry Pan display at this time. 
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American Chain Company, Inc., U. S. A. 

\»c / In Canada—Dominion Chain Co., Ltd., Niagara Falls, Ontario va* 1 / 

\r . General Sales Office: Grand Central Terminal, New York v 

District Sales Offices: Boston Chicago Philadelphia Pittsburg Portland, Ore. San Francisco 

Largest Chain Manufacturers in the World 

Digitized by Google 


—And now Horses are “Weed Chained to Safety** 


American Chain Over-Shoes 

Protected by American and Foreign Patents 

The Principle of the Weed Tire Chains for Automobiles 
and Motor Trucks Humanely Adapted to Horses' Hoofs 


American Chain Over-Shoes make horses sure¬ 
footed on ice and snow covered roads and pave¬ 
ments. The Chains are so constructed and 
arranged that they give the animal 48 points of 
contact—12 under each foot. 

Awarded a prize of $500.00 by the American 
Society for the Prevention of Cruelty to Animals 
—the only one of its kind ever granted. Warmly 
endorsed by the Massachusetts S. P. C. A. and 
the New York Women’s League for Animals. 

American Chain Over-Shoes cannot injure the foot 
or leg in any way, as it is impossible for the chains 
or center link to touch the frog. They also pre¬ 
vent the “balling” of snow and ice in the shoe. 


American Chain Over-Shoes enable a horse to 
step out fearlessly on the slipperiest pavements and 
roads, and thus every ounce of his strength can be 
used for pulling power instead of being wasted in 
pitiful efforts to keep on his feet. 

Mr. Dealer: Here’s a real sales opportunity only 
measured by your willingness to accept our co¬ 
operation. To every dealer stocking American 
Chain Over-Shoes we will furnish attractive cards 
and folders printed with his name and address, 
ready to send out to all of his customers. 

Order American Chain Over-Shoes from your 
jobber today. The Big Season is On. Act Now. 


DIRECTIONS FOR ORDERING 


No. I Horseshoe 
No. 2 “ " 

No. 3 M “ 
No. 4 " “ 

No. 5 M M 


(4V? in. across middle) 
(4V 2 . ) 

! 5 :: ) 

(5 Vi . ) 

( 3 % 


takes No. 3 Over-Shoes 
" No. 4 “ 

No. 4 “ “ 

" No. 5 “ ** 

** No. 6 “ M 


No. 6 Horseshoe (6% in. across middle) 

No. 7 •; •* m . ) 

No. 8 “ " (7 . ) “ No. 7 

Extra Large Size.No. 8 


takes No. 6 Over-Shoes 
" No. 7 - 


The average 1400 lb. horse requires a No. 5 Chain Over-Shoe and the average 1600 lb. horse requires a No. 6 Chain 
Over-Shoe. American Chain Over-Shoes for Mules are made in small, medium and large sizes, and fit all Mules. 
List price for any size: $3.00 per pair for horses or mules. 










GOODELL- 

PRATT 


1500 GOOD TOOLS 





Breast Drills 


THE BIG, COMPLETE UNE 


28 Styles 

Two Important Facts 

They have the Quality the user 
demands and yield the Profit the 
seller expects. 

A Profitable Plan 

A good variety of one make re¬ 
duces your selling expense and 
increases your profits. 


W« manufacture a?great variety 
of tools for the 

toolmaker, motorist and carpenter 


Goodell-Pratt Company 



Greenfield, Mass., U. S. A. 
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Your Profits Will Grow 


^ HE Mueller makes a higher sales record 
every year. Mueller Merchants find 
the Mueller franchise a bigger money maker 
every year they hold it. 

Mueller sales grow and keep on growing 
because the Mueller, the “Big 3” Pipeless 
Furnace, has the real service qualities that 
make home owners who install it enthusias¬ 
tic boosters. When you make a Mueller sale 
you have made a loyal customer and a friend. 


MUELLER 




BI'PELESS FURNACE 


1921 will be a big year for every Merchant 
who sells the “Big 3. ” Mueller merit, backed 
by Mueller national advertising and effect¬ 
ive sales helps, are a combination that means 
sure profits. Join the Mueller family — 
write now for information regarding a 
Mueller dealership for your community. 


The “Big 3” 

The exclusive construc¬ 
tion features that have es¬ 
tablished Mueller superi¬ 
ority: 

1. Large and Properly Propor¬ 
tioned Register Face. 

2. Spacious, Unobstructed Air 
Passages. 

S. Vast and Scientifically De¬ 
signed Heating Surface. 


L. J. MUELLER FURNACE CO. 


i Makers of Warm Air, Steam, Vapor and Vacuum Hot Water Heating Systems 

233 Reed Street established isst Milwaukee, Wis. 

DISTRIBUTORS 

The Salt Lake Hardware Company, Salt Lake City, Richards A Conover Hardware Co., Kansas City, 
Utah, and Pocatello, Idaho. Missouri, and Oklahoma, Okla. 

Holbrook, Merrill A Stetson, San Francisco and Los Lee-Colt-Andreesen Hdwe. Co., Omaha, Nebraska, 
Angeles, California. and Denver, Colo. 

The Jackson Hardware Co., Aberdeen, So. Dakota 

Stocks also carried at Brooklyn, Buffalo and Syracuse, N. Y.; Pittsburg, Scranton, Lancaster and Phila¬ 
delphia, Pa.; Atlantic City, N. J.; Baltimore, Md.; Toledo, Ohio; Nashville, Tenn,; Detroit, Mich.; 
Minneapolis and St. Paul, Minn.; Chicago, Ill.; St. Louis, Mo.; Omaha, Neb.; Portland, Oregon; 

Seattle, Washington 
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Printing Presses— 

and Nicholson Files 


The first mechanical printing press was built by William 
Blaen in Amsterdam* Holland, in 1612. The first cylinder 
printing press was constructed in Connecticut in 1812, its 
builders following the original ideas of William Nicholson, 
an Englishman, who first planned a cylinder press in 1790. 
Contrasted to these early efforts, the enormous Double 
Octuple newspaper presses of today, print, cut, fold and 
courft 96,000 sixteen page papers per hour. 


NICHCLSCN FILE8 


first made in 1864 by William T. Nicholson, have shaped 
and fitted the parts of thousands of printing presses. Their 

100% uniformity of temper and sharpness is appreciated by 
mechanics and valued by executives. NICHOLSON on 
the Tang guarantees a perfect file. 

A File for Every Purpose 
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“ECLIPSE” 

AU-Steel 

Revolving 

NAIL BINS 

Are constructed with ball bearings 
to assure easy revolving. They are 
made in sizes to hold from 15 to 25 
kegs of nails with from 3 to 5 sec¬ 
tions and 15 to 25 compartments. 


“Eclipse” Nall Bin 

“ECLIPSE” 

AU-Steel 
Revolving 

BOLT CASES 

Are also built with ball bearings, and are made 
in sizes of from 3 to 10 sections and from 36 to 
120 compartments for all kinds and sizes of 
bolts. _ 

LE BOY SMITH, Western Representative 
112 Market Street, San Francisco, California 

The Wellston Manufacturing Company 

WELL8T0N, OHIO "Eclipse" Bolt Case 
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Sargent No. 20 Door Cloeer 
for light door* 


Let slamming 
doors 

bring you profits 

Now is the time to sell Sargent door 
closers. Display them, talk them—make 
every slamming door in your neighbor¬ 
hood a constant reminder that it should 
have a door closer. 

Lots of people think that door closers 
are for large doors only. They don’t 
know about the Sargent No. 20 model for 
light inside or outside doors. 

Think of the countless kitchen, pantry, 
bathroom, front-hall, lavatory and other 
doors where the No. 20 closer could be 
used to advantage. Recommend them for 
the new “All-Season” Combination Screen 
and Storm Doors. 

Sargent & Company 


NEW HAVEN, CONN. 


New York 


Chicago 



Digitized by 


Googl< 












HARDWARE WORLD 


25 


MAKE YOUR SALE A SUCCESS 

Handle 

American Maid Aluminum Ware 

The Popular Price Line 



“American Maid” 

For years we have had one main ideal in the manufacture of aluminum cooking utensils 
—“to produce and sell at a moderate cost a line to meet all demands, coupled with entire 
satisfaction.” We have attained this in the production of the 

American Maid Line 

Mr. Dealer: You will find every housewife an enthusiastic buyer for 

American Maid Ware 

—ahe cannot resist the popular prices; your sales will prove a success and your profits 
astonishing. 

Ask Your Jobber (or American Maid Aluminum Ware 
Manufacturers 

ILLINOIS PURE ALUMINUM CO. 

LEMONT, ILLINOIS, U. S. A. 
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Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Pence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


American Steel & Wire Company 

UNITED STATES STEEL PRODUCTS COMPANY 

SELLING AGENTS 

Ban Francisco Los Angeles Portland Seattle 

Awarded the Grand Prize at the Panama-Pacific Exposition 
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Fresno State Normal School, Fresno, California. Designed by Geo. B. McDougall, State Architect. 


Used by the State of California 

The Fresno State Normal School is a splendid institution, in every 
way worthy of the great state of California. 

Fifteen acres of land in the suburbs of Fresno, on the San Joaquin 
River, form the campus. 

The buildings, in keeping with the character of the institution, 
were constructed for both beauty and permanence. 

The exterior walls are of Roman Tapestry brick. Corridor floors, 
walls and stairways are of reinforced concrete. Most of the two 
hundred rooms have hardwood floors and the interior walls of 
plaster have a backing of Metal Lath. This Metal Lath as well as 
all sheet metal work is 



The excellence of Toncan Metal has been so thoroughly proven in California 
that Sheet Metal Men, Architects and Owners now realize that the use of 
Toncan Metal is true economy. 

The growing demand for Toncan is such that you cannot afford to be without 
this Better Sheet Metal. Write your distributor for quotations and further 
information. 

The Stark Rolling Mill Co., Canton, Ohio 

Coast Distributors of Toncan Metal 

THE BERGER MFG. CO. OF CAL. HOLBROOK, MERRILL & STETSON 
San Francisco—Los Angeles San Francisco—Los Angeles 


Build for Lasting,Economical. 

Better Business vitnV/r-iETAiQ^ Satisfactory-USERS KNOW 
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GENUINE 


"PHILADELPHIA 


9f 


THAT’S ALL 

you need consider, and now is the time to think about LAWN MOWERS 
for 1921. 


When thinking about Lawn Mowers, most jobbers, dealers and users think 
of the “PHILADELPHIA” and the reason that most people demand the Gen¬ 
uine “PHILADELPHIA” Lawn Mower is because they give entire satisfac¬ 
tion and long service. 



Style* “Graham" and “A"—All Steel 
Vanadium Crucible Steel Blades. 
Practically Indestructible 


Since 1869 the name“PHILADELPHIA ” 
has been associated with the highest 
grade Lawn Mowers everywhere. All 
of these Fifty-Two years being devoted 
by the makers to a specialized study of 
Lawn Mowers and nothing else. 

Remember, the sole purpose of a lawn 
mower is to cut grass. No other ma¬ 
chine has ever been made that cuts 
grass like the “PHILADELPHIA” 

THE ORIGINAL—THE OLDEST—THE* BEST 


The most perfect in material and construc¬ 
tion. The famous Vanadium Crucible 
Steel Blades, and the Bearings bored to 
rifle barrel accuracy, being features that 
have made the name “PHILADELPHIA” 
worth remembering when buying Lawn 
Mowers. 

To supply the constantly increasing 
demand, we are making the Genuine 
“PHILADELPHIA” Lawn Mowers in 18 
styles of Hand, 3 styles of Horse and 2 
styles of Motor—all Highest Grade. 

A Mower for every purpose 
Are you ready to supply them? 


Send for Catalog and Discounts NOW 



MOTOR MOWERS are becoming more 

popular each season as great time and 
labor savers for Parks, Cemeteries, Golf 
Courses and large Estates, and 
like our Hand and Horse Mowers, 
the GENUINE “PHILADEL¬ 
PHIA ' 1 are the very finest that 
can be produced. 


Write for 
FOLDER 
giving de 
tails. 


MOTOR Mowers. 30-inch walking type; 
40-inch riding type; combination lawn 
roller and lawn mower. 


The Philadelphia Lawn Mower Co. 

31st and Chestnut Streets, Philadelphia, Pa. 

HAVEN A HAVEN, 508 Mission Street, San Francisco, California, Selling Agents 
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New Year’s Greeting 
1921 

T^RIENDLY relations make 
commerce something more 
than cold "business.” 

Each year the Holiday Season 
gives us the opportunity to 
renew our assurances of good 
will and esteem to all of our 
friends in the Hardware and 
Sporting Goods Trade. 

For 1921 , the entire personnel 
of this Company extend to 
each one of you their sincere 
wishes for happiness, good 
health and material progress.* 

REMINGTON ARMS COMPANY, INC. 
Woolworth Building New York City 

^ SucceMor to ^ 

The Remington Arms Union Metallic Cartridge Co., Inc. AW 
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WHEN YOU SELL THIS 


“LOXPRING” Snaps are the only snaps made 
with the spring locked in. Even if the tongue 
should become spread, the spring would remain 
in place. Extra heavy frames resist the biting 
wear of hard work. 

To horse owners who buy “LOXPRING” Snaps 


IDENTIFIED BY THE ANCHOR 


HINGED EYE 

CHAIN SNAPS 


YOU CAN SELL THIS— 

Because “QUICK-KLOZE” Snaps are needed by 
truckers and farmers. All delay is eliminated 
when “QUICK-KLOZE” are handy. Figure 2 
shows how the hinged section is swung against 
the other half of the eye. The projecting lug is 
struck with a hammer or stone—and the job 
is done. 


MAKE PERMANENT, 
ON-THE-SPOT REPAIRS 


CHAIN 

REPAIR LINKS 


TIME, TROUBLE AND TRIPS 
TO THE BLACKSMITH 


AND THEN THIS— 

Customers who invest in repair snaps will surely 
show a live interest in chain repair links. These 
are quickly substituted for broken or worn links 
and actually improve the chain, easily carrying 
their part of the load under peak strain. 


LEADING JOBBERS 
EVERYWHERE 
SELL 

'‘ANCHOR BRAND” 
HARDWARE 
£) PRODUCTS 


NORTH & JUDD MANUFACTURING CO. fj 

NEW BRITAIN, CONN. 

WHOLESALE ONLY 


























Digitized by 


WARNER MFG. CO.. | 

Ottawa. Kansas 

Without obligation to me please send me De- — 
scriptive Literature and Special Dealers' Pro do- ■ 
sition on the Warner "4-in-l” Drag Saw. 

Name. 


••I Address. 


Sells Just Like 
It Saws — Fast! 


The WARNER 

Trees; 2, Saws Logs; 3, Buzzes Up Branches; 
4, Does Belt Work—is known as 4 'America’s 
Most Dependable Saw.” It is in demand by 
Farmers, Loggers and Timberworkers. The 
WARNER cuts logs into any length and saws 
fast, often replacing 8 or 10men. Takes all the 
hard work out of wood sawing. The WARNER 
is lighter in weight, saws fast and is most eco¬ 
nomical to operate. Mounted on 18-inch wheels 
with wide tires. Easy to adjust and operate. 


B ta The live dealer is 

making up for the 
slackening in markets by pushing tne Warner 
Drag Saw. He finds it easy to sell because it 
does, by power, one of the hardest jobs about 
the farm. Instead of drudgery, wood sawing 
becomes a pleasure. Knowing that coal will 
be scarce, he has sold many to people having 
wood lots that they might have wood to sell 
at high prices. Many Tractor Dealers are 
pushing|the WARNER during the dull season 
and it pays them big for our prices are right. 




-3RNER, 4^1 


1—Falls Trees, >2—Saws Logs. 3—Buzzes Up Branches. 4—Does Belt Work. 

-ETTTflJT””” A rlxTpyfi cpc 'Vrvii I While the Warner 

K’ m /vaverrises I OU; Drag Saws have been 

^ Mjli. SSI on the market for years, they are still considered as a 

new a machine by many. If you put one on 

somebody’s place, the neighbors will soon know about it. 
y They will go over to watch it run and inquire where it 
'zLcr*' J was bought. Then they will visit you. Our dealers tell us 

nl\ . SL there isn’t any machine on the market today that at- 

I t * XPtMOOtc tracts so much attention to them—very good advertising. 

dose to the ground. TnvPCfiaafP Write toda y for free descriptive 

^^ —— llivvollgaic literature and attractive Dealers’ proposition. 


L1 n atv ^ literature and attractive Dealers’ proposition. 
Supply this demand for this splendid seller in your locality. 

^ WARNER MFG. CO. 

PCfiS, OTTAWA, KANSAS 
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Some High Grade Standard 

Rubber Tips and Bumpers 


For Chair Legs 


Fencing Foil 
Tip 




Rubber Caster Cups 


Fender 2 Stsee 


Each made iu 6 sizes 


No. 231 No. 232 No. 233 

Slotted Screw Tips 


^^4 


H No. 143 


I I ^ | No. 141 No. 142 

i V 10 cents per dozen 

1 1 No. 144 

Brass headed nails only used in the manufacture of these rubber nails 


Rocking Chair Tip 


Crutch Tip 



That ought to 
be in your 


stock 


Rubber Tips and 
Bumpers are in big de¬ 
mand these days—peo¬ 
ple are beginning to 
realize the great advan¬ 
tages of their use. 

But all tips are not 
good tips—and a bad tip 
prevents further sales— 
further business. 

It is up to you to 
stock the best and most 
varied line. Inspect 
some of the illustrations 
—there’s a tip in our 
line for every practical 
tip purpose. Youhad bet¬ 
ter investigate—for the 
sake of good business. 

Write today—ask for 
catalog, prices and 
terms. 


THE ELASTIC 

TIP COMPANY 

370 Atlantic Avenue 
Boston, Mass. - U. S. A. 

Digitized by Google 










A Henry W. Peabody & Co. 17 State Street, New York 


Domes of Silence Division 


Digitized by 


Google ( over ) 


Counter 
Displ ays 
Sell Goods 


on your counter. Sales of these efficient slides are sure to increase. 

ORDER FROM YOUR JOBBER TO‘DAY special assortment HI con¬ 
sisting of ^ gross sets each of the following sizes: ^ ,f H u . Domes of 

Silence save floors, rugs and furniture. Steady profit earners everywhere. 


DOMES of SILENCE DISPLAY PACKAGE 


& 


A UTOMATICALLY reducing selling costs to the minimum. The experience of 
i many merchants proves this. If you have not already utilized our counter 
display, why not profit by the experience of others. Put the 


DOMES 


SILENCE 


I 





















Here are the jobbers who already have the NEW 
Domes of Silence display package in stock: 


Lon Angrelen, Cal. 

California Ildwe. Co. 

Cniuii Hdwe. A Metal Co. 

1 Ionry 1’. Huffman Whol. Hdwe. Co. 
llarj.tr A Reynolds 
Southvvtwt Hdwe. Co. 

Peerless Products Co. 

Han Francisco, Cal. 

Dohrman Commercial Co. 

Dunham, Carrigan A llaydcn Co. 
Slugs A Brittain 
Ilulse-Bradford Co. 

Baker. Hamilton & Pacific Co. 

I). N. & K. Walter & Co. 

Tho Heyman Weil Co. 
Sacramento, Cal. 

The Schaw-Batcher Co. 

Oakland, Cal. 

Maxwell Hdwe. Co. 

C. L. C.reeno Co. 

A. Sehlueter & Co. 

San Dlegro, Cal. 

Whitney & Co. 

Denver, Colorado 
The Morey Mercantile Co. 

C,co. Tritch Jldwe. Co. 

Wm. Volker & Co. 

Bridgeport, Conn. 

The Bassick Co. 

Hartford, Conn. 

Clapp A Treat. Inc. 

The Tracy. Robinson A Williams Co. 
L. S. Knock & Co. 

New Haven, Conn. 

The John E. Bassett & Co. 

Bronson & Townsend Co. 

Cairo, III. 

Woodward Hdwe Co. 

Chlcagro, Illinois! 

Hibbard, Spencer, Bartlett A Co. 
(’arson. Plrio, Scott A Co. 

Lassky, White & Coolldge, Inc. 
Marshall Field Co. 

8. A. Maxwell A Co. 

E. Silverman Sons 
Butler Bros. 

Kehm Hdwe. Co. 

Fuller Morrison Co. 

Decatnr, Ill. 

Morehouse St Wells Co. 
Evannvllle, Indiana 
Clifford TIdwe. Co. 

Frank Hey den 
Boettlcker A Kellogg Co. 
Indlanapolln, Ind. 

Tan Camp Hdwe. A Iron Co. 
Davenport, Iowa 
Sickles A Preston Co. 

Den Molnen, Iowa 
Brown-Camp Hdwe. Co. 

L. H. Kurtz A Co. 

Fort Dodgre, Iowa 
Prusla Hardware Co. 

Keokuk, Iowa 
A. Weber Co. 

Ottumwa, Iowa 
Haw Hardware Co. 

Hloax City* Iowa 
Dymond-Simmons Hdwe. Co. 

Knapp A Spencer Co. 

Waterloo, Iowa 
Cutler Hdwe. Co. 

Atchlnon, Kansan 

Bllsh. Mize A Sllliman Ildwe. Co. 

The Klostermeier Bros. 

Sallna, Kansas 

Lee Hdwe. Co. 

Wichita, Kansas 

Simmons Ildwe. Co. 

Loulnvllle, Ky. 

Belknap Hdwe. A Mfg. Co. 

Otis Hidden A Co. 

New Orleans!, La. 

United Hdwe. Co. 

A. Baldwin A Co.. Ltd. 
Pltard-Saxton Ildwe. Co.. Inc. 
Plttnileld, Mans, 

Pierson Hdwe. Co. 

Sprlngrfleld, Man. 

Carlisle Hdwe. Co. 

Detroit. Mich. 

Buhl Sons Co. 

Standart Bros. Co., iAd. 


Saginaw, Mich. 

Morley Bros. 

Grand Hapldn, Mich. 

Foster, Stevens A Co. 

Miehigan Hdwe. Co. 

Paul Stekcteo A Sons 

Minneapolis, Minn. 

Butler Bros. 

Jantiey. Semple. Hill A Co. 

Hall Hdwe. Co. 

Simmons Hdwe. Co. 

Duluth, Minn. 

Kelly- How -Thomson Co. 
Marshall-Wells Co. 

St. Panl, Minn. 

Adam Decker Hdwo. Co. 

Fanvell. Ozum, Kirk A Co. 

Harkctt Gates-Hurty Co. 

G. Sommers A Co. 

Kannan City, Mo. 

Townley Metal A Hdwe. Co. 

S. A. Maxwell A Co. 

Bunting Hdwe. Co. 

Ric hards A Conover Hdwe. Cot 
Abernathy Furniture Co. 

Wm. Velker A Co. 

Bangor, Maine 

Haynes A Chalmers Co. 
Lewinton, Maine 
Hall A Knight Hdwe. Co. 
Portland, Me. 

The Emery Waterhouse Co. 

Talbot. Rrooka A Ayer 
Edwards A Walker Co. 
Ilaltimore, Md. 

Eastern Hdwe. A Supply Co. 

Meyer A Thalmoler 
American Wholesale Corpt 
John Duer A Sons 

Dowton, Mann. 

W. T. Hight A Co. 

BurdJtt A Williams Co. 

Chandler A Karquhar Cb. 

Deeatur A llopklns Co. 

Atlantic Coast Hdwe. Co. 

J. B. Hunter Co. 

Bigelow A Dowse Co. 

Geo. S. Harrington Oo. 

J. J. Rlehards Co. 

Simmons Hdwe. Co. 

Camhrldgre, Mans. 

J. L. Hammett Co. 

Fitchburg:, Mass. 

Fitchburg Hdwe. Co. 

St. JoNeph, Mo. 

Wyeth Hdwe. A Mfg. Co. 

St. LoqIn, Mo. 

Butler Bros. 

Blaekwell-Wlelandy Book A 
Stationery Co. 

Ely A Walker Dry Goods Co. 
Southern Hdwe. A Supply Co. 
Rtihelman-Lucfts Hdwe. Co. 
Simmons Hdwe. Co. 

Geller, Ward A Hasner Hdwe. Co. 
Shnplelgh Hdwe. Co. 

Witte Hdwe. Co. 

H. W. Jameson Hotel Supply Co. 
Specialty ndwe. Co. 

RlUIngN, Montana 

Billings Hdwe. Co. 

Lincoln, Nebraska 

Pleper Bros. 

Omaha, Neb. • 

Wright A Wilhelmy Co. 

Keene, N. H. 

Spencer Hdwe. Co. 

Newark, N. J. 

Banister A Polard Co. 

John Glesingor A Co. 

Roy A Conover 

Paternon, N. J. 

J. A. Van Winkle A Co. 

Albany, N. Y. 

Albany Hdwe. A Iron Co. 

Hudnon, N. Y. 

J. C. Rogerson A Co. 

New York City 

Masback Hdwe. Co. 

Butler Bros. 

C. H. A E. S. Goldberg 


Hammacher, Schlemmer A Co. 

R. K. Carter Co. 

Ch&a. Conlta A Co., Inc. 

Hdwe. House of America 

E. Ullman A Sons. Inc. 

Mathews. Richardson A Co. 

W. L. Blumberg A Co. 

B. Christensen 

Benz. Intermann A Granett, Inc. 
Wm. Goldenblum A Co. 

Gould Mersereau Co. 

Chaa. Kurzon A Co. 

Neal A Brlnker Co. 

Slekels-Loder Co. 

Cbas. U. Pratt 
Chas. J. Smith A Co. 

C. A. Baynon 
Benjamin Gillespie Co. 

Neuss Heesleln A Co., Inc. 
Underhill, Clinch A Co. 

James S. Barron A Co. 

Rothhaum A Ltnwand 
Berner Hdwe. Co. 

M. Shiftman A Son 

American Hry Goods Co. of N. T. 

Simmons Hdwe. Co. 

Binghamton, N. Y, 

Crocker A Ogdon Co. 

Bal>cock. Hinds A Underwood 

Buffalo, N. Y. 

H. T>. Taylor Co. 

Weed A Co. 

Buffalo Wholesale Hdwe. Co. 

Beals. McCarthy A Roger* 

Elmira, N. Y. 

Barker, Rose A Clinton Co. 

Hornell, N. Y. 

The Frank B. Peck Co. 

Ithaca, N. Y. 

Treman, King A Co. 

Kingston, N. Y. 

L. 8. Wlnne A Co. 

Plattnburgrb, N. Y. 

M. P. Myers A Co., Inc. 

Rochenter, N. Y. 

Mathews A Boucher 

Schenectady, N. Y. 

Clark. Wltbeek Co. 

Wallace Armer 

Syrncnne, N. Y. 

Burhant A Black, Inc. 

Troy, N. Y. 

J. M. Warren A Co. 

Dticn, N. Y. 

Roberts Hdwe. Co. 

David S. Foster Sons A Cb. 

Watertown, N. Y. 

W. W. Conde Hdwe. Co. 

Fayetteville, N. C. 

Huske Hdwe. House, Ino. 

Greensboro, N. C. 

Odell Hdwe. Co. 

Barberton, Ohio 

The Weisberger Co. 

Canton, Ohio 

Canton Hdwe. Co. 

Chllllcothe, Ohio 

Spetnagel Hdwe. Co. 

Cincinnati, Ohio 

The KruBe A Bahlmann Hdwe. Co. 

The Kuhlmann Hdwe. Co. 

The Kruse Hdwe. Co. 

Cleveland, Ohio 

The W. Bingham Co. 

The Luetkemeyer Co. 

The Wm. Edwards Co. 

The Geo. Worthington Co. 
Columbus, Ohio 
Smith Bros. Hdwe. Co. 

Columbus Uphol. 8upply Co. 

Toledo, Ohio 

The Bostwlck Braum Co. 

Simmons Hdwe. Co. 

Marietta, Ohio 

The Union Hdwe. Co. 

Portland, Oregron 

Marshall Wells Co. 

The JToneyman Hdwe. Co. 

F. S. Harmon A Co. 

Allentown, Pa. 

C. Y. Schelly A Bro. 

F. Hersh Hdwe. Co. 


Bradford, Pa. 

Emery Hdwe. Co. 

Erie, Pn. 

Palace ildwe. Co. 

Hnntlngrdon, Pa. 

C. 1L Miller Ildwe. Co. 

Lebanon, Pa. 

Geo. Krause Hdwe. CO. 

Lancaster, Pa. 

Herr A Co. 

Be illy Bros. A Raub 
Btelnman Hdwe. Co. 

Philadelphia, Pa. 

Dunn A Eldridge Co. 

Bupplee, Biddle Hdwe. Co. 

W. H. A G. W. Allen 
J. Jacob Shannon A Co. 

Chas. J. Field’s Song 
Simmons Hdwe. Co. 

Plttabargh, p«. 

James C. Lindsay Hdwe. Co. 

Fort Pitt Hdwe. Co. 

Logan Gregg Ildwe. Co. 

The nukill-llunter Co. 

8. A. Maxwell A Co. 

Btelner A Voegtly Hdwe. Co. 

Joseph Wpodwell Hdwe. Co. 

J. A. Williams A Co. 

Reading:, Pa. 

Bard Hdwe. Co. 

8tlchter Hdwe. Co. 

Scranton, Pa. 

Weeks Hdwe. Co. 

Wilke* Barre, Pa. 

Lewis J. Bennett Hdwei Go. 

Providence, R. I. 

Belcher A Loomis Hdwe. Co. 

Nanhvllle, Tenn. 

Keith Simmons A Co. 

Dalian, Texan 

Butler Bros. 

Huey A Philip Hdwe. Co. 

Laredo, Texan 

A. Deutz A Bro. 

El Pano, Texaa 

Krakauer. Zork, Moyee. Sues, Inc. 

San Antonio, Texas 

Geo. Potchernlck 
Heuslnger Hdwe. Co. 

Salt Lake City, Utah 

Strevell Paterson Hdwe. Co. 

The Salt Lake Hardware Co. 

Zion Co-operative Mercantile lost. 

Richmond, Ya. 

Virginia Carolina Hdwe. CO. 
Watklns-Cottrell Co. 

Lynchbnrg:, Va. 

Anslle-Martin Co., Inc. 

Tacoma, Wash. 

F. 8 . Harmon A Co. 
Bellingham, Waah. 

Morse Hdwe. Co. 

Seattle, Waah. 

Bpelger A Hurlburt, Ina 
Bchram A Ware. Die. 

F. 8. Harmon A Co. 

Beattie Hdwe. Co. 

Rhodes Bros. Co. 

Whlton Hdwe. Ca 

Spokane, Wanh. 

F. 8. Harmon A Co. 
Jensen-Klng-Byrd Co. 

Holter Hdwe. Co. 

Everett, Wanh. 

Pacific Hdwe. Co., Inc. 

Washington, D. C. 

Barber A Ross 

F. P. May Hdwe. Co. 

Rudolph A West Oo. 

Parkernburgr, Went Va. 

W. H. Smith Hdwe. Co. 

Milwaukee, Win, 

Wm. Frankfurth Hdwe. Co. 

John Pritzlaff Hdwe. Co. 

Green Bay, Win. 

Morley, Murphy Hdwe. Co. 

LaCronne, Win. 

Y. Tausche Hdwe. Ca 


17 STATE STREET 


HENRY W. PEABODY & COMPANY 

Domes of Silence Division 


NEW YORK 

(OVER) 




Royal Service 


Q UICK delivery of Royal Cotton Waste is made possible by the 
immense stock that is always on hand in the finished-stock room. 
The Twelve Standardized Royal Grades, ordered by grade name 
from the Royal Sampling Catalogue, eliminate the delays, as well 
as the quality variations, that are unavoidable 
in the case of ordinary Wastes. Royal service 
is as prompt as it is dependable. 


Ask your Jobber or us for the Royal Sampling 
Catalogue and the booklet “Clean Clean Thru.” 


Small Users Should Ask To Be Shown 
The Handy New Royal Autopak Bale 


ROYAL MANUFACTURING C* 


General Offices * Mills 
Baliway. N. J. 


New Tork Chicago 
Baltimore 


THEQUARJwSE: tfcufcrm Qualify 


6%Tar# (Wr ap pmy) ExactW«iqkt 
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Look over your ledger some day and pick out 
your best customers. Likely enough their 
profit-making connection started with the pur¬ 
chase of some small article like Star Hack 
Saws. 

The satisfaction that brings back your customer 
day after day, and year after year, depends on 
your ability to sell him what he wants, not 
something that you think will serve just as 
well. 


Experience shows that repeat sales come from 
selling standard goods, which sell best because 
their high quality is so well known it needs no 

proof. 
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started with 

Star Hach Saws 




For 37 years Star Hack Saws 
have been the largest selling 
blades, because they are known 
to give so much better metal 
cutting results than any other 
saws. 

Scarcely a hardware store or 
supply house in the country but 
has its stock of Star Saws in the 
famous green box. To thousands 
of dealers and users the Star is 
literally the only hack saw they 
know. 

Old friends of the Star have 
been interested in our an¬ 


nouncement that we who have 
made Star Hack Saws since 
1883 have taken over the mar¬ 
keting of them as well. Which 
is part of our policy of getting 
Star quality even more widely 
known and appreciated than it 
is now. As part of this policy 
our national advertising for the 
coining year will be carried out 
on a wider and more dominat¬ 
ing scale than ever before. And 
our sales cooperation with you 
will be as complete as we can 
make it. 


In ordering through 
distributors, be sue 
yon get 

Tour Inquiries and 
direct orders should 
be sent to this office, 
where they win here 
prompt attention. 
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We shall be glad to send you a copy of this book 
—said to be the largest and most complete cata¬ 
log and barn book ever published showing a line 
of everything needed for the barn. 

It is a valuable book for any dealer to have. 
Even as a reference book you will find it conven¬ 
ient, but you will be more interested in the 
business opportunity it will show you in selling 
STAR Line Goods in your territory. 

Selling STAR Line Goods means having “some¬ 
thing to sell the whole year around’ 1 —plus the 
backing of vigorous year around farm paper 
advertising and the prestige of the name STAR 
everywhere as the mark of quality on barn 
equipment. 

If you haven’t received your copy of the STAR 
Line Book you are missing something. Let us 
send it. 

HUNT, HELM, FERRIS & CO. 

Harvard, Ill. Complete Barn Outfittera Albany, N* Y. 
Designers and Manufacturers of 
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Facts that Every Dealer 
Should Know about 
DuPont 


THE STANDARD SHOTGUN POWDER 

I-- 

The Du Pont Plan for Reducing 

Your Inventory on Shotgun Shells 

I N these times no one can afford to give shelf-room to 
“slow-movers.” 


“Du Pont” has the largest 
sale of any powder made. 


—because it gives the highest 
velocity. 


—because it gives the closest 
patterns. 

* * * 

—because it develops the lowest 
initial pressure which means 
less strain on the gun. 

♦ * * 


The Du Pont plan advocates the elimination of all shell 
loads except those in active demand with the great majority of 
shooters. This cuts out all “special” loads that tie up space and 
dollars, and provides highly concentrated stock that can be 
turned over rapidly and completely. 

The loads themselves are listed below. They are the very 
best that our experience of over a century can produce, and will 
satisfactorily meet all requirements in all sections of the country. 
Last fall practically every sportsman’s magazine carried our 
message to the shooter, to ask his dealer for shells from this 
table. This campaign will be stronger than ever in 1921. Bear 
this in mind when ordering your stock for the coming year. 

Most Shooters Use Du Pont Powders 

STOCK THEM IN THESE STANDARD LOADS 


i 

I 


* 



—because it is the cleanest 

burning powder made. 

* * * 

—because it is waterproof, de¬ 
pendable, and absolutely uni¬ 
form year in and year out. 

* * * 

A shell is only as good as the 
powder it contains. 

E. L du Pont de Nemours dC Co., Inc. 
Sales Dept.: 

Rifle Shotgun Powder* Division 
WILMINGTON, DEL. 


— mm> — 

Standard Twelve Gauge Loads 


DUPONT BALLISTITE 
SMOKELESS SMOKELESS 
Drams Grains 


DUPONT 

BLACK 

Drams 


OUNCES 

Shot 


SIZES 

Shot 


Large Ducks.3. 3H or 3Va 

Small and Medium Ducks 3, 3*4 or 3‘s 
Grouse, Partridge, 

Prairie Chicken ... 3 or 3*4 

Pheasants ...... 3 

Geesa. 3 1 * 

Wild Turkey. 3^ 

Squirrel, Rabbita .... 3 

Dovea, Pigeons. 3 or 3'* 

Quail. 3 or 3*4 

Snipe, Woodcock .... 2*t or 3 

Shore Birds. 2*4 or 3 

Sora Rail. 2*4 or 3 

Trap Loads. 3 or 3*4 


1‘* or lU 
I l t» or 1** 


4, 5, 6 or 7 

5. 6. 7 or 8 


26 or 28 
26 or 28 


1% 

1% 

l‘» 

is 
1* 
1 or 1 1 1 | 
1 or 1V6 
1 or I'/fc 
1 or lVG 


6, 7 or 75* 
5.6. 7 or 7‘4 
4,3,2,1, or BB 
4, 3,2 or 1 
6 or 7 
6, 7 or 8 
7*. 8 or 9 
8, 9 or 10 
8,9 or 10 
8, 9 or 10 
lYt or 8 


24 or 26 
24 
28 
28 

24 

24 or 26 
24 or 26 


22 or 24 
22 or 24 
24 or 25 
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Stewart 
No. 1 
Clipping 
Machine 


Cow Clipping 
Spells a Big 
Opportunity to 
the Dealer 


For Cows, 
Horses and 
Mules 



Price 

$16.00 

East of 
Denver 

$14.00 


National A dvertising 
Brings the Customer 
to Your Store 


What the Users Say 
Facts for Tour Customer 
Edgemoor Farm 

Santee, Calif., Feb. 9, *20. 

We find that keeping the 
tail, udders and hindquarters 
of all our cows in milk clipped 
helps greatly in keeping down 
the bacteria count, which is ab¬ 
solutely necessary in certified 
milk, although very desirable 
in ordinary commercial milk. 


9 


^IGrHT NOW, and for several months ahead, 
cow clipping makes more selling chances 
for Stewart Clipping Machines. Get in 
touch with every cow owner in your co mmuni ty. 
Dairymen and farmers have read our advertising 
in their leading papers, and you’ll find them 
interested. 


EDGEMOOB FARM. 

Spokane, Wash., Nov. 6, ’19. 

I have used the Stewart 
Clipping Machine for the past 
seven years, and I could not 
wish for a better machine. I 
consider it a necessity to keep 
the cows’ tails, udders and bel¬ 
lies clipped all the time, when 
one is trying to produce per¬ 
fectly clean milk. 

WALTER D. JONES. 


You should know, and tell your customers, that 
progressive dairymen clip flanks and udders of 
all dairy cows during the stabling period; makes it 
easy to keep them clean, and helps clean milk pro¬ 
duction. Essential for certified milk. Very de¬ 
sirable for ordinary commercial milk—even the 
small milk dealer with three or four cows finds the 
Stewart a good investment. 


We Back You With Sales 
Helps, Too 

New window cards, featur¬ 
ing National Dairy Show prize 
winners. 

Electrotyped ads. ready to 
run. 

“Clean Milk” folders for 
mailing. 

Cuts for ads. or circulars. 

Ask for them. 


If you’ve overlooked this up to now, don’t wait one 
hour longer. Your jobber has a stock, and will fill 
your order immediately. 

P P 

Chicago Flexible Shaft Company 

5604 Roosevelt Road, Chicago 
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UNIVERSAL 


UNIVERSAL 


THE LATEST ACHIEVEMENT 

In the Great Line of UNIVERSAL SUCCESSES 


The line of Universal successes traces back to an organization which has 
never been content to make merely acceptable products nor to stop at 
achieving ordinary results. 

The new Universal Electric Washer is the typification of advanced design¬ 
ing—the culmination of progressive experience in producing Electric 
Home Needs of surpassing quality. 

The Universal is a perfected washer destined to win the confidence and 
preferment of housewives who for years have had unwavering faith in 
Universal products. It will bring full realization of their exacting ideals 
and prove in service far superior to its price. 

LANDERS, FRARY & CLARK - New Britain, Conn. 

Write for Special Bulletin which 
pictures and describes 
the Universal Washer in detail. 


UNIVERSAL 


“The Washer That Needs 
No Watching” 

Simplicity and sturdiness 
for service without servic¬ 
ing. 

Has combined advantages 
of revolving and oscillating 
types. 

Motor and transmission 
mechanism entirely enclosed 
in handsome cabinet. 
Quick-draining, galvanized 
tub with settling zone. 

Non - sagging, swinging 
wringer locks in four posi¬ 
tions. 
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PACIFIC COAST REPRESENTATIVES 

OHAS. A. DOWD SALES COMPANY, 320 Market St., San Francisco, Calif. 


Evansville 


Indiana 



Casters That Sell 


Twenty-five hundred different sizes and 
styles comprise our lines. Faultless Cas¬ 
ters of today are the result of twenty-five 
years of consistent effort to produce the 
leading line of these goods. 

Comparative tests in actual service will 
substantiate the reputation for quality 
they have rightfully earned. 

Send for Catalog “G” 



Full Size Plate 2-8 


Move the FAULTLESS Way’ 
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We 

GUARANTEED 

ROPE 


“Yes—it’s Tape-Marked Columbian 
Pure Manila Rope” 

“See this Tape with the red, white and blue colors bearing the name 
and trade mark of the Columbian Rope Company, which I have pulled out of 
this strand and untwisted. This Tape-Marker is imbedded in that strand for 
the entire length of the rope and is an absolute guarantee that the Columbian 
Rope Company stands behind its Tape-Marked. Rope as regards durability, 
strength, quality of fibre and workmanship. 

It’s easy to sell this superior rope when the broad guarantee of the 
manufacturer is backed up by this red, white 
and blue marker and signature in every foot 
of it. Each customer benefits by that guar¬ 
antee whether he buys ten feet or ten coils of 
this Columbian Cordage.” 


Branches: — 


LUMBIAN ROPE COMPANY 

AUBURN, N. Y. “The Cordage City ” 


New York 
Baltimore 


Chioafo 

Houston 


Boston 


■IIIIIIIIII1 
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c Cwo pieces of home equip 
ment every housewife positively needs 
—the Iron Horse Sink Garbage Pail, 
shown above, and the Underground 
Garbage Pail, featured below. The 
combination we call the 


Iron Horse Complete Garbage 
System for the Home 

Sink Garbage Vail. Neat and con¬ 
venient, the cover perforated for drain¬ 
ing off all liquid, fly-proof and sani¬ 
tary, garbage out of sight and odorless. 

Underground Garbage Pail . Frost¬ 
proof and fly-proof, the earth absorbs 
all odor, out of sight, and wonderfully 
convenient. 


oAre you selling these two profitable items ? 
If not, write for booklet 113. 



We Specialize 
on Ash and 
Garbage Cans 

EAVY, rigidly built, hand 
soldered ails and Cans— 
the kind that go on giving 
satisfactory service long after 
the ordinary can has been rele¬ 
gated to the rubbish heap. 

c 'And that is •why 

Iron Horse Metalware 

"c As Strong as the Home Implies ” 

is the exclusive brand with progressive 
hardware dealers the country over, for 
both they and their customers have 
come to rely on the extra heavy mater¬ 
ials, the superior workmanship and 
carefully thought out design, which 
charaderizes that wide variety of metal¬ 
ware items built under the Iron Horse 
label 

‘By the way, have you a copy of the complete 
Iron Horse Catalogue ? If not, 

•write for one today 


ROCHESTER CAN COMPANY 

ROCHESTER, NEW YORK 
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Stimulate Your Screw Driver Sales 

A IJEXTO Screw Driver Display on your counter or show case will 
sell many screw drivers with little sales effort. 

The New No. 3 Solbar Screw Driver is of solid steel construction. The 
bar extends the entire length of the tool, making it one of the strong¬ 
est screw drivers on the market. 


i 


f 

< 


It is fitted in the round, fluted wood handle scales, held securely in 
place by two heavy flush rivets. 

This style handle fits the hand perfectly and gives a positive continuous 
grip. 

It is the only tool of its kind with a heavy, beveled shoulder, which 
prevents the hand from slipping down the rod. 

Finished in natural wood, it is an exceptionally attractive tool, and 
its sturdy make up will appeal at once to mechanics and automobilists. 
y\ Our Machinist’s screw driver has a square 

Z _^ shank, which permits using with a wrench. 

Carpenter’s and Cabinet styles made in sizes 
from 2-inch to 12^ inches. 

Send for a supply of folders, describing 
entire line of Screw Drivers 



mm 


WORTH WHILE TOOLS 


\The Peck , Stow & Wilcox CoJ 

Southington, Connecticut. U. S. A. 

-—* E ■■■ — —w—r w - 
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It is a pleasure to own a 

Baldwin Porcelain Lined 
Refrigerator 

It is an equal pleasure to sell one. 

The glossy white porcelain lining of THE BALDWIN 
is in one piece—hard as flint. It cannot crack—it will 
not peel. Clean it as easily as a porcelain plate, and 
when clean it stays clean. 

Baldwin Refrigerators have been manufactured for 
upwards of fifty years and in selling them you are not 
offering to your customers an experiment. 

There should be a good refrigerator in every home. 

BALDWIN REFRIGERATOR COMPANY 
Burlington, Vermont 


There is a stock of Baldwin 
Refrigerators carried in 
San Francisco by Heyman- 
Weil Company. 
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torrid utew dont 

_ d the Giant Ham 

^" at CkmtXali/orma. 

Tho most mamfacturors 

Your customers know there is a logical reason for the better and cheaper 
blasting results of Giant Powders. They have been improved and developed 
longer than any other dynamite or powder made in this country. 

In 1866 the first Giant laboratory was built in the present Golden Gate 
Park. Today, with our chain of great plants and magazine stocks through¬ 
out the entire West, we can serve you with Giant Powders. 

There is a good profit in every sale of Giant Farm Powder. Its use leads 
to improvements, permits the use of intensive tillage methods and develops 
your farm machine market. More than 3000 merchants are selling Giant 
Powder in constantly increasing quantities. These merchants have found 
that sales of Giant Farm Powders bring repeat orders. Farmers who once 
use them always come back for more. Dealers who have been selling only 
the ordinary dynamites find that their sales increase rapidly as soon as 
they stock the G4ant brands. 

Write for information regarding the ways in which we help Giant dealers 
to sell more Powder. 

THE GIANT POWDER CO., Con. 

“Everything for Blasting" 

HOME OFFICE: SAN FRANCISCO 
Branch Offices: Butte, Denver, Los Angeles, Balt Lake City, 

Seattle, Spokane, Portland 
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ONE PIECE 
COLD HANDLE 


THEY BUILD 
UP YOUR 
TRADE AND 
SATISFYYOUR 
CUSTOMERS 


INSIST ON THE 
“GENUINE” 
ACME 


SOLD BY ALL 
FIRST - CLASS 
JOBBERS 
THROUGHOUT 
THE WEST 


Pacific Coast 
Representatives 

Wm. P. Horn Co 

Rialto Bldg. 
San Francisco 

Portland 
Los Angeles 
Seattle 


NEW YORK STAMPING COMPANY 

Brooklyn, New York 

Digitized by Google 



The Man as a Purchaser 
of Silverware 

Pew men are good at remembering anniversaries or at 
knowing what to give, even while they are anxious to 
give something and have that something right. But if 
they know that the wife, or mother, or daughter is gradu¬ 
ally acquiring a silver flatware service, the question of 
what to give is solved—not for one anniversary but for 
several in succession. 

The man who becomes a regular customer is worth culti¬ 
vating. 

INTERNATIONAL SILVER COMPANY 
Meriden, Conn. 

Pacific Coast Warerooms, 150 Post St., San Francisco, Calif. 

The Family Plate for Seventy Years . 


SILVERWARE 


* 


Digitized by v^ooQle 








50 


HARDWARE WORLD 





Announcement 

W E take pleasure in announcing that The HOFFMAN 
HAR DWARE CO., Los Angeles, California, will distribute 
MONARCH REFRIGERATORS in Southern California and 
Arizona, effective at once. 

We wish to thank the dealers who have handled our Refrigerators in the past 
and solicit for The Hoffman Hardware Co. their future orders. 

The Hoffman Hardware Company is prepared to fill orders for 
Monarch Refrigerators at the present time. It will be our aim 
in the future as in the past to see that dealers are provided with 
Monarch Refrigerators from the large stocks in Los Angeles and 
San Francisco. 

The Monarch Refrigerator Works, Burlington, Vt 


THE HOFFMAN HARDWARE CO. 
Los Angeles 


SLOSS & BRITTAIN 
San Francisco 
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LANTERNS 


Dietz Lanterns Belt The Globe 

East To West-North To South-Everywhere 

R.E.DIETZ COMPANY 


NEW YORK 

Makers or La nt t bn s in rut World, Founded /840 

Your Jobber Stocks DIETZ Lanterns 
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MASCO PRODUCTS 


/t\^ 

%S«A 


MACHINED COTTON WASTES, MASCO MOTOR WASTE, MASCO MOPS AND 
MOP HEADS, CAULKING COTTON, WICKING, ROPES AND TWINES. 


The real money makers in any store are the 
goods that sell quickly and steadily in the face 
of a big, continuous demand. 

You find just this kind of goods in mops, cotton wastes, 
and cleaning cloths. There ’s hardly a home or large 
building in your town that has not got one or more 
mops in constant use. There ’s not a factory that is not 
consuming waste in heavy quantities. 

Right in your town this trade is waiting for you, offer¬ 
ing you a chance for big, new profits. You can get more 
of this business. Stock up with Masco products. Give 
them window and counter space. They Ml do the rest. 
Customers find long wear and efficiency in all kinds of 
Masco goods. Thirty-eight years of manufacturing ex¬ 
perience have made them standards. In every line they 
sell themselves, bring you repeat orders and new busi¬ 
ness. Write today for our descriptive catalogue. 


Money Makers 
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STAINLESS—The New Cutlery Steel 

“NEITHER RUSTS, STAINS NOR TARNISHES” 

As its name suggests, Stainless is an alloy steel 
that does not rust, and is immune to the»effects 
of certain acids found in food. 

At a time when the “maid” problem has 
reached such an acute stage, it is only natural 
to look for the materials and appliances which 
tend to reduce to a minimum work in the 
household. 

A plated knife is only an imperfect expedient 
for, while it saves frequent cleaning, it cannot 
be sharpened properly. 

Stainless does away with frequent scouring, 
so necessary with ordinary steel knives, and it 
can be sharpened to a keen edge. 

Incidentally Stainless should be the means 
whereby some of the trade now going to 
the department and jewelry stores, can be 
brought back to the cutlery and hardware 
establishments. 

If you would turn out work of the highest character, there are two import¬ 
ant things to be considered, QUALITY of MATERIAL and QUALITY 
of WORKMANSHIP. Because it has non-staining qualities, possessed 
by no other high-grade steels, Stainless must be considered a Material of 
Quality. The names of those companies manufacturing Stainless cutlery 
are guarantees of Quality of Workmanship. 


Stainless cutlery is “made in America” by the following companies: 

American Cutlery Company.Chicago, Illinois 

Clement Manufacturing Company.Northampton, Mass. 

Failor-Martin Corporation.Bloomfield, New Jersey 

International Silver Company.Meriden, Connecticut 

John RuBsell Cutlery Company.Turners Falls, Mass. 

Lamson & Goodnow Mfg. Co.Shelburne Falls, Mass. 

Landers, Frary & Clark.New Britain, Conn. 

Northampton Cutlery Company.Northampton, Mass. 

Reed and Barton.Taunton, Mass. 

Rogers, Lunt & Bowlen.Greenfield, Mass. 

8imeon L. and George H. Rogers Co.. .Hartford, Connecticut 

Wm. A. Rogers, Limited.Niagara Falls, New York 

Shelton Tool and Machine Co.Derby, Connecticut 

R. Wallace & Sons Mfg. Co.Wallingford, Conn. 

Washington Cutlery Company.Watertown, Wisconsin 

AMERICAN STAINLESS STEEL COMPANY 

1543 Oliver Building, Pittsburgh, Pa. 
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THE JAMES SWAN COMPANY 

SEYMOUR CONNECTICUT 


BITS 

AUGURS 



CHISELS 
DRAW KNIVES 




NAIL SETS 
GIMLETS 


GOUGES 

SCREW DRIVERS 


New York Office: 100 Lafayette Street 

WE WERE AWARDED THE MEDAL OF HONOR ON MECHANICS’ TOOLS AT THE PANAMA- 

PACIFIC EXPOSITION 

Sold by THOMSON-DIGGS COMPANY, Sacramento California 


PHOENIX 


HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 


BEST IN THE WORLD 

Phosnlx Shoes are Kept In Stock by tho Following Houses 


Boise, Idaho.Northrop Hardware Oo. 

Butte, Montana.Montana Hardware Oo. 

Frewio, California.Inland Iron Oo. 

Hamilton, Montana... .Tbs Valley Mercantile Oo. 
Los Angeles, Calif.— 

W. T. McFle Supply Company 
Perdval Iron Company 
Waterhouse 4 Lester Company 

Ogden, Utah.Geo. A. Lowe Company 

Portland, Oregon— 

Northwestern Hardware k Steel Co. 

J. E. Haselttne Company 


Pocatello, Idaho. .Salt Lake Hardware Company 

Sacramento, Calif.Schaw-Batcher Company 

San Francisco, Calif.— 

Baker, Hamilton k Pacific 
Scovel Iron Store Company 
Spotswood-Helfer Company 
Taylor-Spotswood Hardware Company 
Waterhouse k Lester Company 
Salt Lake City, Utah... .Salt Lake Hardware Co. 

Seattle, Washington..Gray Brothnm 

Spokane, Washington. .Holley-Mason Hdws. Oo. 
Tacoma, Washington.West Coast Wagon Oe. 


MANUFACTURED BY 


PHOENIX HORSE SHOE CO. 

Largest Hone Shoe Manufacturers in the World 

ROLLINS MILLS AND FACTORIES JOLIET, ILL., POUGHKEEPSIE, NEW TO] 
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SIMON DS 

NON - BREAKING HACK SAW BLADES 


For machine or hand use, there is 
no hack saw blade that will give as 
efficient service as the Simonds 
Hard Edge Blades. They are the 
non - breaking blades that do not 
shell teeth and stand up to the 
toughest kind of metal cutting jobs. 
Dealers in all parts of the country 
find a big demand for Simonds 
blades and Hack Saw Frames. 

Write for prices and sailing 
proposition. 

Simonds Manufacturing Co. 

“The Sau? Maker*" 


San Francisco, Calif. 

Portland, Oregon 


Seattle, Wart. 
Vancouver, B. O. 


Screw Plates in Four Styles, Cutting up to iy 2 " 

CHAMPION TOOLS, Built for Service 

CARRIED IN STOCK AND DISTRIBUTED 
BY ALL THE LEADING JOBBERS 

Write for Our 350 Page Catalog ^ QQ 

CHAMPION BLOWER & FORGE CO. f e°e i p o ° 8 t 
Lancaster, Pa., U. S. A. DnU * 


Champion Blowers, Forges, Drills and Screw Plates 


No. 401. Rivet Forge 


No. 50. Cham¬ 
pion One-Fire 
Variable Speed 
Electric Black¬ 
smith Blower. 


Ne. 208 . 
8elf - feed 
and Double 
Cam poun d 
Lever Feed 
Drill. 



























“Yankee Vise” 

No. 1993 

WITH SWIVEL BASE 

A GREAT LITTLE VISE FOR 
A BIG LOT OF WORK 

An entirely new feature in 
vises, quickly appreciated by 
Tool Makers, Machinists, Elec¬ 
tricians, Amateurs, and all users 
of high grade labor saving tools. 

Quickly detached from swivel 
base by the turn of a set screw; 
and being accurately machined 
all over can be used in any posi¬ 
tion as a jig for special work on 
drill press, shaper, etc. 

Holds work rigid at any angle 
with use of the special grooved 
block. • 

The swivel base is easily and 
firmly locked and released in 
any position by a short move¬ 
ment of lever at the side. 

Jaws 23,4" Wide, 1%" Deep, 
Opening 3%", Base 7^" long. 

YOUR JOBBER WILL SUPPLY YOU 

NORTH BROS. MFG. CO. 

PHILADELPHIA, PA. 


TOUR TRADE WANTS 


pr ^ The Highest Grade Coil 
nua\ File Made 

& IT’S A TOOL 


Will Please Your Customers 


Needs Only to be 
Displayed to Make 
Sale 

REMEDY Your IGNITION TROUBLES with 

DELTA COIL HLE 


Mr jwr W»Tiwlfcnibi“Mi ,, M He 


•MOULD K W TW TDOi DOT OM CVIlCr 



Cleans All Contact Points, Spark 
Plugs, Coils, Magnetos 

Should be in theTool 
Kit on Every Auto¬ 
mobile or Motor Boat 

High Grade Files for Every Purpose 


jk DELTA FILE WORKS 

jf&Sik PHILADELPHIA, PA M 0. S. A. 


DELTA 
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Worth 

Remembering 


In ordering 
Window or Fly 
Screen Cloth from 
your Jobber don’t 
^B forget these vital 
^B facts: 

The amount of 
service and satis- 
HH faction your cus- 
tomers get out of 
9HB Screen Cloth de- 

V4jB pends almost en- 

|g|Hl tirely upon the 
BH materials used 
IffH and the methods 
employed in the 
making. The la- 
mM bel which identi- 
fies every roll of 
the “Perfect” 
Screen Cloth is 
i ;%$ your guarantee of 
the best materi- 
als, accurate 
i»| mesh, the proper 

HV width and a full 

100 lineal feet to 
every roll. 

That’s why dealers buy all of 
our wire products, Screen Cloth, 
Hardware Cloth, Poultry Net¬ 
ting, Fly Traps, etc. 

Please Order Through Your 
Regular Jobber 


Built Right - 
Priced Right 


Quality 

LAWN MOWERS 


The present prices of 

“PENNSYLVANIA” Quality 
line of Mowers, as compared 
with pre-war figures, is fifty 
per cent less than the average 
increase on 259 Hardware lines, 
as shown in a list compiled by 
a Hardware Jobber and sub¬ 
mitted to the Atlantic City 
Convention. 


It costs more to build now, 
than six months ago, when 
present price was made, so if 
any change occurs before July 
1st’, 1921, it will not be a de¬ 
cline. 


Manufactory by 

The LUDLOW SAYLOR 
WIRE CO. 

ST. LOUIS, MO. 


Pennsylvania^ SfiowERWoRKS 


JMiladelphia 






THE BRIER HILL STEEL CO. 

MANUFACTURED 

Washed Metal, Basic and Bessemer Pig Iron, Low Phosphorous Pig Iran, Forging and Re-rolling 

Billets, Slabs, Sheet and Tin Bar 


PLATES and BLUE ANNEALED—12 Ga. to 2" Thick 
Rolled on 84" and 132 " Mills 

SHEETS—Blue Annealed, Black and Galvanized 
10 Gauge and Lighter 


Formed Roofing and Siding, Special Finish Sheets for Automobile and Furniture Manufacture. 

Deep Drawing Stock, Etc. 



Brier HillSteelCo 



PICKLED STOCK 

2 inches Thick and Lighter 
72 inches Maximum Width 
222 inches Maximum Length 


General Offices: Youngstown, Ohio 


DISTRICT OFFICES: New York, Chicago, Philadelphia, EXPORT AGENTS: 

Cleveland, Kansas City, Lynchburg Pittsburg, New Orleans, Consolidated Steel Corporation, New York City 

Salt Lake City, San Francisco, San Antonio. 


The "PONT” 

Is the very best Hand Machine that money 
can buy, for setting Tubular or 
Bifurcated Rivets 



IT’S GUARANTEED 
SOLD BY JOBBERS EVERYWHERE 

Mad* by 

F. H. SMITH MFG. CO. 

CHICAGO, U. a A. 


PORTER’S 


New Easy Bolt Clippers 



Are you handling the 

10-in. and 14-in. 0. K. Gutters? 


If not, my Pacific Coast representatives 
will tell you why you should. 


Address 

Omer Oox Jones A Oox, 

Newhouse Bldg., 
Salt Lake City, Utah 


Postal Telegraph Bldg. 
Ban Francisco, Oal. 

Bands A Oox, 

Ban Fernando Bldg., 
Los Angeles, Oal. 

Strlmple A Oox, 

L. O. Smith Bldg., 
Seattle, Wash. 


Taylor, Youngs A Oox, 
209 Ideal Building, 
Denver, Colorado 

Strlmple A Oox, 
Corbett Bldg., 
Portland, Ore. 


H. K. PORTER 

Bolt Clipper Specialist 

6 ASHLAND STREET, EVER ETT, MASS 
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“Pittsburgh Perfect” 

Electrically Welded 

Farm Fencing 

Maximum strength, durability and 
appearance are combined in this one- 
piece fence fabric. Electrically 
welded at every joint, thus eliminat¬ 
ing wraps, twists and ties that add 
weight and hold moisture. Made ex¬ 
clusively of our own Open Hearth 
steel, heavily galvanized. A per¬ 
fected fencing; every rod guaranteed. 
Designs and heights to meet every 
need. Write for Catalogue. 


SPACING BETWEEN 


Pip 

S&gsiiS! 



gggiDjf 

igSgssgssgs 

mm 


Eli : rv:: 


Pittsburgh Steel Company 

GENERAL OFFICES: PITTSBURGH. PA. 

Pacific Coast Office 

369-363 Monadnock Bldg., San Francisco, OaL 

Distributors of “Pittsburgh Perfect” and “Columbia” ' < 
Wire Fencing 


Dunham, Oarrigan A Hayden Oo. 

San Francisco, Cal. 
northern California and Nevada 


Whlton Hardware Company 
Seattle, Wash. 
Washington and Oregon 



There Is e Difference in Washers 


I 



/vat am la aay other commodity. Our Waehere are 
made of thee Beet Material and with the utmoet oere. 
That’s why the largest veers of Washers prefer those 
ot qvt make. 

We also make 

MaleaMe Washers aad Cast hw Washers 
Whe^ht aed Steel Plate Washers 

ef all description*. Round and Square, Plain or 
Galvanised. 


4 Bret tors Felon Plates 
Sheared aad Pmched Plates 


PROMPT SHIPMENTS 

Wrought Washer Mfg. Co. 

Milwaukoo, Wte. 

Ooait Representatives, 

HUGHSON A MERTON, Inc. 

Saa Prandaeo, OaL; Los Angeles, Oalj Portland, Ore.; 

WMh . ; Denver, dole. 


Every blew •/ 
the hemmer 
refimes the tteel *• 


No. 30 Cold Chisel 
Assortment 


Sell more cold chisels 

Your mechanic customers will cruickly discover the 
superior quality and design of these Mayhew cold 
chisels when you place them on your counts. The 
assortment consists of 24 chisels, including Regular. 
Cape. Round Nose, and Diamond Point taoer. and 
all sizes from K inch to X inch, shipped in our 
combination displayand packing case. Then qual¬ 
ity is guaranteed. They have the patented eaay-to* 

hold Mayhew hand grips. <._, , 

Every Mayhew tool sold sella others. Stock the 
entire line. .... 

At your jobber's—oc 

MAYHEW STEEL PRODUCTS, INC. 
291 Broadway, New York 

508 Mission Street, San Francisco 

MAYHEW-TOOLS 

ARE RIGHT 
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End Your Fire Shovel Trouble 


WITH THE 


NEVERBREAK” 



Blade and Handle Forged from One Piece of High Grade Steel. 
Blades 5y 2 -m. by 8-in., with Handles 10, 16 and 20 inches long. 

The Shovel You Can Absolutely Guarantee. 

Your Jobber can supply you, or write us direct. 

Made Only by 

THE UNION FORK & HOE CO. - Columbus, Ohio 


/UFK/N TAPES 

Quality and Assortment Unequalled 

Stocked by Your Jobber 

th e/ uF/rtN R ule Ho. rssr & 


New York 
London, Eng. 
Windsor, Can. 



SHELBY SCREEN DOOR HARDWARE 



SHELBY 
SCREEN DOOB 
BRACES 


Shelby Screen Door Check and Closer 


For Screen, Storm and Light Inside Doors 
and Office Gates 


GOOD TONIC 
FOB SAGGING 
8QBKEN DOOB* 


THE SHELBY SPRING HINGE CO. 

POND HARDWARE SPECIALTY CO.. Lm Angela*. Cal. ■*- 


SHELBY, OHIO, U. S. A. 


i Coast Rsp w n t a Hvst i 


D. L. HERMAN. Seattle, Wash. 
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ELECTRO-ZINCKED AFTER WEAVING 

GALVANOID has won the pre-eminent favor of the trade because it is the most depends 
able zincked screen cloth made. You can confidently recommend GALVANOID to your 
best trade 

ORDER NOW AND TAKE SHIPMENT EARLY 

If your Jobber cannot furnish, advise us and we will see that you are supplied. 

WE ALSO MANUFACTURE 
BRONZE, COPPER, PAINTED AND GALVANIZED 

AMERICAN WIRE FABRICS CO. 

208 So. La Salle Street, Chicago, Illinois 

FACTOBIE8: 

Chicago, Illinois Mt. Wolf, Pa. 

REPRESENTATIVES: 

EWING-LEWT8 CO., San Franeiseo and Los Angeles, Cal. D. L. HERMAN, Seattle, Wash. 


MAYDOLE HAMMERS 

THE WORLD’S STANDARD 

Highest Quality Steel Handled Hammers 
Guaranteed First-Class in Every Respect 


The David Maydole Hammer Co. 


NOBWICH, N. Y., U. a A. 
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“Sterling” 


STERLING 
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TUNGSTEN STEEL 


riexibie 


HACK SAW BLADES 


Many years of personal caretaking attention to manufacturing details have produced 
in STERLING Blades a cutting tool of unquestionable merit. 

We claim Endurance—Dependability—Fast cutting — Long Life — Satisfaction to 
Dealers and Consumers. 

Users declare that our slogan—“They don’t Scratch, They Cut”— tells the story. 
SOLD THROUGH JOBBERS ONLY 

CORRESPONDENCE RESPECTFULLY SOLICITED 

DIAMOND SAW & STAMPING WORKS, BUFFALO, NEW YORK 

CALDWELL SALES COMPANY 

Lachman Building, Room 321, 417 Market Street, San Francisco, GaL 

Exclusive Pacific State* Be p raentatlra 



Handle Detached. Out snows Bight Hand Casement Adjuster 


Superior 

Casement Adjuster 

For windows that open out 
Operates without disturbing the screen 

Saperlor Casement Adjuster is the meet 
convenient to operate because ell that la Tw¬ 
in i red to unlock and more the window is to 
nimplj more the handle; when jon let gw the 
1 an die the window is looked automatically. 

Superior Casement Adjuster Is the strong* 
oit because it looks on the rod fastened to 
the window and thne combines the strength 
of the two rode. 

Superior Casement Adjuster holds the win¬ 
dow firmly at any angle and does not allow 
the window to rattle. 

SUPERIOR SPRING HINGE CO. 

136 W. Lake Street* Chicago 


I^AGNEk Door Hangers dnd Tracks 


/ 


Quality hangers and tracks designed to overcome all the troubles and 
draw-hacks of cheaply built hangers and tracks that are made merely to sell 
at a price. Wagner Hangers have roller-bearing wheels, tandem trolley with 
bumper on end to protect wheels, a very simple an<r practical cam vertical 

adjustment and other features that put them out of the ordinary class. Tracks Roller flam fuss 

are self-cleaning, bird-proof and much heavier than ordinary tracks. They 
please customers and build trade Write for catalog showing entire line. 

Complete stock carried at Tigard , Oregon , Branch WAGNER MFG. CO„ Dept. T, Cedar FaUa* Iowa, 
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The Great Demand 

FOUR HEI6MT For 

A ADJUSTMENTS _ 

S-* Garden Tools 


ADJUSTABLE 

FROM 

4 TO 10 IN. 


caused by the ever in¬ 
creasing prices of vege¬ 
tables has opened a con¬ 
stantly growing source 
of profitable • business 
for the hardware man 
who handles 


' GILSON 
WEEDEH 
BLADE 


PLOW 


LIBERTY ' 

CULTIVATOR 
IN POSITION 


These sturdily built, handy tools are adaptable to both home and 
market gardening requirements, cover these requirements completely 
and sell readily wherever introduced. 

The Gilson Triplex combines cultivator, weeder 
and plow; all mounted on a revolving axle and inter- 
changeable by simply adjusting hand wheel and 
^ shifting the desired tool into position. 

The Gilson Weeder does the work of a hoe, four Jy 
’u times as fast, with half the effort, and changes // A 

]] into a rake when turned upside down. I 

/» jjT 11 The Liberty Cultivator (made in wheel and \ 

M yJ handle types) destroys weeds and loosens the soil V, \ V 

* n one operation. No downward pressure required. 

J. E. GILSON CO., Port Washington, Wis. . '. 

Write for literature, terms and details of Gilson selling aids —£ 


Bridgeport, Conn, 


A practical high-grade little tool. Made 
just as carefully as the large Drivers. Packed 
on a very attractive red and gold card. 

The “Fastest Seller” of the Year 

No. 42 Assortment 

Four 1 %-inch, four 2-inch, four 3-inch 


No. 55 Assortment Heavy Cardboard Stand 
2 Dozen 8-4, 8-5, 8-6 inch 
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Posted Scale 

A TRINER, OF COURSE 


^ m The chart indi- 

^V~TT. cator shows in- 

- mm stantly the 

amount required 
for al 1 out of 

_ ™ L town postage—as 

well as the oor- 
4 rect local postage. 

V EN| Avoids the 

worry and inao- 
M curacy of com put- 

N Btfi R i ing the new rates, 

Ijyti jrJ £ g fffiB | ■ ) pays for itself 

mf£ SUbS bv ellmln sting 

ifettTrn L li " over po»t*«e. M 

This new^cata 

^<1- -- w 7 mm erty Postal 

^9SS99NyiteHiyBiJ^ Scale” — capac¬ 
ity two pounds. 

Finished in gold bronze or oxidized copper. 

Order this TRINER scale now. It’s a quick seller, 
with a good profit. 


TRINER SCALE & MFC CO. 

it Twenty-First Street CHICAGO, ILLINOIS 


MR. DEALER 

Have you placed your Sprayer order for 
1921? We want your business, and your 
trade wants our Sprayers. 

REMEMBER 

There is no other line of Sprayers so simply 
made or that gives better satisfaction to 
Dealer or user than 


THE UTILITY LINE 


W. P. HORN A CO. 

Pacific Coast Representatives 
Rialto Buildinr San Francisco, Oal. 

Los Angeles Portland, Ore. Seattle, Wash. 


NOTA 
UINE1 


No. 40 Portable Outfit 


Write for 
Catalog and Prices 


ALBERT LEA SPRAYER CO. 

ALBERT LEA, MINN. 






Ba— 
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Here’s a 
Light 
Low Priced 
All-Steel Hatchet 

You’ll find it an easy matter to 
sell this full Blade Special 
Hatchet — an ideal household 
tool. 

The blade has been tempered 
in oil, making a keen edge that 
will last. The blade is 3 14 
inches wide, with nail pull in 
the side. The handle is of steel, 
hollow, ll^ inches long. The 
blade has been riveted to the 
handle under heavy pressure, 
so that it is impossible for the 
head to become loose. 

This is only one of the many 
hatchets made by us. Place 
your order today, or write us 
for a catalog of our complete 
line. 

Bur-Nor All-Steel 
Hatchets 


BURGESS-NORTON MFG. CO. 

GENEVA, ILL. 

851 Pacific Bldg.San Francisco 

1603 I*. O. Smith Bldg.Seattle 


• • * ♦ ■ 'v4~11 r*\, r f*\\\ fay; rAaSi; i» 





Now 

Secure Your Stock 

F OR years you’ve stocked the 
Savage Automatic, the Pistol that 
“aims as easy as pointing your 
finger .’ 9 You know it—have handled 
it—have sold it to your customers, as 
the Champion Pocket Gun—the home 
protector. 

What about youf Have you a Savage located 
conveniently in your store, so that you can 
get at it, and utilize these 10 quick shots to 
guard your stock against the sneak thief or 
the bolder, more daring hold-up manf 

Big banks recognize this peril, and are train¬ 
ing their Tellers to shoot straight and shoot 
quick. 

And you ’ve put Savage protection in countless 
homes. 

You’ve stocked this security for years—NOW 
SECURE YOUR STOCK! 

Caliber .32 .11 Shots 

Caliber .380.10 Shots 

We’ll supply descriptive booklets on the new 
Savage Automatic, with the grip that fits the 
hand. T^hey will help you sell yourself. 

Savage Arms Corporation 
UTICA NEW YORK 

Owntrt and Ot*rat*n •/ 1 A# 

J. Stevens Arms Company 
Chicopee Falls, Mass. 
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nor 


Dependable Tools 


Dealers! You will find the Buf¬ 
falo Tools a profitable addition to 
your line. 

Buffalo Blacksmith Tools are de¬ 
pendable, accurate and serviceable— 
they represent the product of over 
forty years of experience. 



Our advertising department is at your service. We will be glad to furnish cuts or 
advertising literature and to help you at all times with your catalog or advertising copy. 

Write Dept. 37 for more information. 

BUFFALO FORGE COMPANY % 

M BUFFALO, N. Y. 
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LANE’S 

Steel 
W agon 
Jack 


NO CAST METAL 
NO WOOD 

Strong — Light—Compact 

SUBSTANTIAL PROFIT TO 
THE DEALER 

Have You Catalog and Latest Prices ? 


LANE BROS. CO. 

RIVER STREET POUGHKEEPSIE, N. Y. 



BLAST GATES 




We make these Blast Gates ourselves 
of the best material obtainable and they 
are absolutely the best and finest gate on 
the market. 

These gates are used for closing pipes, 
supplying blast to furnaces, forges, boil¬ 
ers, etc.; for use in exhaust or blast pipe 
systems and various other wa?s. 

Made in a large assortment :>f sizes. 

Also steel, “Armco” ingol; iron and 
Toncan metal locked seamed pipe in light 
and heavy gauges. 

Our prices are lowest—get tlem. 

BERGER BROS. CO. 

229-237 Arch Street, PHILADELPHIA. 


Digitized by Google 




HARDWARE WORLD 


67 


HARGRAVE TOOLS HARGRAVE 



Pin Punchoes 
Solid Punches 
Prick Punches 
Center Punches 
THEY 8ATI8FY 
THE MOST 
PARTICULAR 
MECHANIC 
Our nmw catalog 
■howi a eompleto line 
of theae ana a hun¬ 
dred other “QUAL¬ 
ITY TOOLS.* * 




Odd Chisels 
Cape Chisels 
Dia. Pt Chisels 
Bd. Nose Chisels 

YOUR JOBBER 
CAN SUPPLY 
YOU 

Thn Cincinnati 
Tool Co. 

“Montgomery Rd .** 
CINCINNATI, OHIO 


A. O. RIDDELL, Pacific Coast Representative 
ffiffiaa Bldg.. Loo Angeles, Cal. Marrin Bldg.. San Frandaco, Cal. 


HAY-BUDDEN Forged ANVILS 



Entire top being in one piece of high-grade forged 

steel, makes a loose face impossible. 

For over a quarter of a century, the name 
of “Hay-Budden” in connection with 
anvils has stood for perfection. The first 
Wrought Anvil Makers in America. An¬ 
vils made from the best American wrought 
iron and steel and sold by all the leading 
hardware jobbers. 

WESTERN SALES REPRESENTATIVES 
Omer Cox, Postal Telegraph Bldg., San Francisco, OaL 
Sands A Cox, San Fernando Building, Los Angeles, OaL 
Strimple A Cox, L. 0. Smith Building, Seattle, waafc. 
Strlmple A Cox, Corbett Building, Portland, Oregon 
Jonea & Cox, Newhouae Building, salt Lake City, Utah 
Turnbull A Cox, Inter State Trust Building, Denver, OoL 


250,000 
In Use 



WM. H. OTTEM1LLER CO., York, Pa. 
Uaaafactirars of Cap and Sit Screws, Screw Martin Wort 

REPRESENTATIVES 

Omer Oox, Poatal Telegraph Bldg., San Franclaeo, Cal. 

Sanda A Cox. San Fernando Blag., Loa Angelea, OaL 
Strimple A Oox, L. C. Smith Bldg., Seattle, Waah. 

Jonea A Oox, Newhouae Bldg., Salt Lake City, Utah. 

Taylor, Youngs A Cox, 209 Ideal Building, Denver, Colorado 
Strimple A Oox, Corbett Bldg., Portland, Ore. 



With the- 

Praeisloa Key Madias 

Anyone can out a perfect 
duplicate of any Yale 
type key in leas than 
one minute. Machine is 
automatic. No experi¬ 
ence or skill necessary. 
Write for descriptive 
booklet today. 

mtmm mam A TO* CO.. Salas omen MO laaMtsa Avaaat, Alleatfva, Pa. 


SAND'S PLUMBS AND LEVELS 



Deserve vour confidence beoanae they are known and 
wanted throughout the building trades and represent 
the easiest telling level atock on the market. 


YOUR JOBBER CARRIES THEM 

I. SAND A SONS Dntrolt, Michigan 

■ 
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OTHER IMPORTANT 
MYERS PRODUCTS 
PUMPS for EVERY PURPOSE 
HAY TOOLS and DOOR 
HANGERS 


s 


$?■•;• W 

.-W 


ilPH 


YOU ABB BIGHT ZBT 


r4:{>if),',i '.i:<j>)i. [t ] 


“WORLD'S BBST** 
nr NAME AND FACT 

World’s Bost 
Tubular Truk 

Bam, Factory 
and 

Warehouse 
Door Hanger 


EXCLUSIVE FEATURES 
Frame ia beet grade malleable iron. 

Wheel underneath track prevents derailment. 

Wide bearing ot the wheel distributee weight and 
makes it the Easiet Running Hanger on the market. 

Packed one pair in box complete with bolts; me- 
half dosen pairs in a case. 

Track has Slidable Braoket, which has made the 
World's Best Hangers so popular with the building 
trade. 

If your jobber can't supply you we will. 

THE TOPPING MFG. CO. 

For 18 Years Safety Door Hanger Co. 
ASHLAND, OHIO, U. S. A. 



“EASY EMPTYING" 

Grass Catchers 

“Favorably known the 
world over 9 9 now made 
with 

Re-lsferced 
Non-Sfippng 
Bo 




Durable 


Many exclusive 
patented fee 
tures and strong 
selling points 
expi ained in 
Catalog No. 20. 

Write for it 

SOME OF OUR PAOIFIO COAST JOSSbiU) 

California Hdwe. Co. Baker, Hamilton A Pacific 

Union Hardware A Metal Co. 

Oe. Honeyman Hdwe. Oo. 

Hoffman Hdwe. Oo. Jensen, King, Bird A Oo. 

Harper A Reynolds Oo. The Schaw-Batcher Oo. 
Failfng-McCalman Oo. Schwab acker Hdwe. Oo. 

Marshall-Wells Hdwe. Oo. Seattle Hardware Oo. 
Holley-Mason Hdwe. Oo. The Thomson-Diggs Oo. 

Dunham, Oarrigan A Hayden Oo. 

THE SPECIALTY MFG. CO., St Paul, MmM.S. A. 


Thompson “Junior” 
Revolving Sprinkler 



The “Dollar-Seller” 

The embodiment of simplicity has been the 
watch-word in the construction of this 
Sprinkler. For service and durability we 
recommend its use. 

We solicit your inquiries on the problems 
of sprinkling. 


Thompson Manufacturing Company 

East Eighth and Santa Fe Ave. 

LOS ANGELES 
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It Pays to Buy 
Good Tools 


Vaughan’s Vanadium Supersteel 
Braces embody radical improve¬ 
ments over ordinary braces. The 
patented key construction of the 
socket frame is a positive remedy 
for the chuck working loose. Vana¬ 
dium supersteel jaws hold all bits 
up to y 2 inch. Nickel plated—wal¬ 
nut handles—ball bearing. Four 
numbers 8 to 14-inch sweeps. Your 
jobber will quote or write for our 
full catalogue. 

VAUGHAN & BUSHNELL 
MFG. CO. 

For SO Years Makers of Fine Tools 
2114 CARROLL AVENUE CHICAGO 


M PRODUCTS THAT 
GIVE SATISFACTION” 

Wood Screws 


The Edges of Slots do 
Not Chew Up at the First 
Application of the Screw 
Driver. The Slots are 
Cut deep Enough 



MACHINE SCREWS 
CAP AND SET SCREWS 
BOLTS, NUTS, RIVETS, BURRS 

SPECIALTIES 




Thousands of workers demand 
STAB HEEL PLATES on their 
shoes. Are yon helping them by 
keeping up your stock f 

It’s a good plan to suggest them 
for work shoes and for boys’ shoes. 
It’s a good way to win friends. 

Order from your jobber and 
insist upon STAB HEEL PLATES. 

If he can’t supply them write 

STAR HEEL PLATE CO. 

367-391 WILSON AVE„ NEWARK, N. J. 


OHLEN - BISHOP 

circular n a iirn hand 

CROSSCUT W £k \Ai W COMPASS 
BAND |J/a ▼▼ ij BUTCHER 

TOOLS AND TROWELS 

—Made by— 

THE OHLEN-B1SHOP CO. 

The Master Saw Makers 
Lawrencebnrg, Imd. Columbus, Ohio, U. S. A. 

Western Trade Supplied Thru Branches at 
Baa Francisco, CaL Portland, Ore. 


“STAR” Expansion Bolts 

ALL THE NAME IMPLIES 
Also: Sebco Screw Anchors 
Sebco Toggle Bolts 
Sebco Concrete inserts 
Sebco Star Drills 
Sebco Cold Chisels 
Sebco Cable Clamps 

STAR EXPANSION BOLT CO. 

Trade “SEBCO" Mark 

STOCKS AT 

147 Cedar Street 120 West Lake Street 

New York Chicago 
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THE 

“CANNON 
OILER" 


FORCES 




CanaoH Ramp 
Oilers 

Force the oil 
anywhere r e- 
gardlees of po¬ 
sition of can. 
i pt., 1% pt., 

1 qt. 

Write for 
catalog. 

CANNON 
OILER CO. 

Kelthsbnrg, 111. 


Sells to Every ^ 
Belt User ^sssfv> 

^ X for ] 

f< 4. V Balt Dre 


^ Your market 

. X X W for Blue Ribbon 

^ Belt Dressing is Hn» . 

K.\\ .<«> ited only by the avuaber 

\X\\ . of belt users In your riein- 

X\\\ ity * T* 16 Quality of the Dressing 

\\ i* high enough to suit the most dia- 

criminating purchaser. Ask yonr whole¬ 
saler for it or write for prices and samples. 

THE JOBBER'S MFC. CO. S&&& 8 A 1 “i£ 


“Forstner” Brace and Machine Bits 

For Fine Carpenter, Cabinet and Pattern Work 

SPECIALLY ADAPTED FOB HARDWOOD WOREIKO 

^ The Foster Labor Saving Auger Bit, unlike other bits, ia Raided 

i ryT' I i—■—by its Circular Bim instead of its eenter; consequently it wifi bore 


wffBSiSSSSSSiES^St^^ b.Y its Circular Bim instead of its eenter; consequently it wifi bore 
m any arc of a circle and can be guided in any direction regardless of 

grain or knots, leaving a true polished surface. It is preferable and 
more expeditious than chisel, gouge, scroll-saw, or lathe tool com¬ 
bined, for core-boxes, fine and delicate patterns, veneers, screen 
work, scalloping, fancy scroll twist columns, newels, ribbon mould¬ 
ing and mortising, etc. 

Manufactured by THE PROGRESSIVE MFC. CO., Dept “A,” Torrington, Conn. 

Enquire of Tour Hardware Jobbers, or Write Ui Direct. Supplied in Sett Write for Catalogue 


This 

Slaymaker 

Padlock 

has a wider distribution 
than all other adjustable 
shackle padlocks com¬ 
bined. Over 100 Western 
jobbers of hardware, au¬ 
tomobile accessories, bi¬ 
cycles, etc., sell it. 


DEALERS 

f IgSBfJ: | ASK YOUR JOBBERS 

fiTn — 

LI n° 2 U JOBBERS—WRITE 

SIAYMAKER LOCK CO. - LANCASTER, PA. 

—OR— 

A. O. RIDDELL, Western Sales Manager, 

624 Higgins Building, Los Angelos, Calif. 


Los Angelas, Calif. 
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STEARNS 

Saw Filing Guide and Visa No. 11 

(Patented August 22, 1899. October 8, 1907) 

The front Jaw of this Vise ia faced with a strip of 
rubber which holds the saw firmly, and prevents noise 
and vibration. The ball and socket which connect the 
vise and clamp allow favorable adjustment to light while 
filing. jgy 



10 H inch Planed Jaws 

WITH THI8 DEVICE SAW-PILING IS MADE EASIER 
AND EVEN A NOVICE CAN PILE A SAW CORRECTLY 
The guide has three rigid positions in which it holds 
the file; one position for filing the saw on first side, 
another for filing it on the opposite side, a third for use 
in filing rip saws only. By means of the ball and socket 
joint the ruide may be set at either of these positions; 
and it is then impossible to file the teeth inaccurately. 

In the illustration the guide is shown in position for 
filing the first side of the saw. 

The solid guide bar on which the file holder slides 
is 16 inches long and is very rigid, being made of K* 
8-16 inch flat steel, perfectly true and highly polished. 

All parts of the guide, except the handle, are of mal¬ 
leable iron, finished in dull nickel plate. 

Packed with full directions, one in a box. One dozen 
in a ease. 

L C. STEAMS ft CO, 155 OaeMa Stmt, Syracuse, N. Y. 




ONLY 


DOUBLE ACTING! 

SPRING BUTT HINGES 

have the weight 
supporting 
bearings cor- 
rectly located to 
liberate the 
action of the 
springs, redu¬ 
cing breakage 
and Increasing 
spring power, 
preventing une- 
q u a 1 wear of 
the barrels, and 
giving practi¬ 
cally unlimited 
durability. 

Bommer Floor Surface Spring Hinge 

las Meleese and Holdback Features, Ball 
Bearing an d Alignme nt Device 

The most durable hinge of its type; holds the 
door open when swung to 90 degrees. The spring- 
action can be entirely released so door will swing 
m free, without spring-action, by Inserting a 

■ wire nail (when the door is open) into a 

■ hole provided In the side plates. The 

■ spring - a c- 

U — ^—-— ■ i imp tlon can be 
^restored by 
I HB9nM" IB withdrawing 

\ -B'XH the nail. 

^22B|3iro. 18 Type 

BOMMER SPRII6 HUGE COMPART, Mfre. • Bmklyi. I.T. 





Wl LKINS’ °gs ’ 

LEAD JOINT MX f 

RUNNER 

Ask tor it ^ nun, ____ •*' ^ 

6E0. H. WILKINS CO. I \ \ 

Patentees and 
Manufacturers 

CHICAGO Wilkins Lead Joint Runner 

8PRAKE SALES CO., INC., Representatives 
822 Higgins Bldg., Los Angeles 
Branches: San Francisco, Portland 


SAMSON SPOT SASH CORD 


Extra quality, guaranteed free from all imperfections. 
Can be distinguished at a glance by the Colored Spots. 
Specified by architects and builders everywhere. 

We manufacture braided cord in all alsea and colors, for 
sll purposes. Carried by all jobbers. 

Bosh Cord Shade Cord 

Clothes Lines Masons' Lines 

Solid Braided Rope Chalk Lines 

Bend for catalogue and samples 

UUSSOM CORDAGE WORKS Boston, Moss* 

JOHN T. BOWNTBEB, IWC„ Bep. 

Son Francisco, Los Angeles. Seattle, 

Denver, Salt Lake City 


The Only Wrought Iron Anvil Manufac¬ 
tured in tiie United States 



The body is made of wrought iron, the f&ee of 
highest grade crucible cast steel. 

The COLUMBUS ANVIL A FORGING 00. 

Columbus, Ohio 
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F.D.Koes M f&C o.Beatrice.Nebr. 
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areMadetoHease 

Brownie Ball-Bearing 
Roller Skates 


Bridge-like extension truss, easily adjust¬ 
able from 6Vfc to 11 inches. Built to 
support the heaviest adult skater. Anti¬ 
friction ball bearings carried in a double 
race—give twice the ease of motion—are 
self contained. Stock a few pair and 
increase your profits. A demonstration 
assures you a quick, easy sale. 


Write Dept. 50 for details 
and prices. 


The Ontario Knife Company, Franklinville, N. Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If you are a wholesale dealer and have not our catalog and prices, you should write for them at once. 


BUTCHER 

SKINNING 

STICKING 

BONING 

SHEATH 

SLICING 

CORN 

SHOE 


KNIVES 


KI TC HEN 

CANNING 

FISH 

VEGETA BM 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with improved Sanitary Aluminum Handles 


We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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' 


ular sale. National advertising is intensifying demand. 
Ask your jobber. Write for booklet. 

HERCULES PRODUCTS CO. 

IMP*. A COUNCIL BLUFFS, IA. 

NOWMAN COWAN CO., Pacific Coast Representatives 
445 Rialto Bldg., San Francisco, Calif. 
AMERICAN MERCANTILE CO., 510 Bsttery Street, 
San Francisco, Calif., Export Representatives 


NORCROSS «!?!“. 


Growing in Demand 
Every Day 

Sell one to a customer—and 
you get his next door neigh* 

bor. 

Comes in (8) sixes, 5* 
PRONG, 3 PRONG and MID¬ 
GET, suited to both Men and 

Women. 

The N0RCR08S" is Dis¬ 
tinctively a “Quality" Line. 

Handsome in appearance 
and built to give long Service 
and Satisfaction. 

You'll enjoy selling them 
because of tneir wonderful 
efficiency—and because you 
can confidently reoommend 


Manufactured by 

C. S. NORCROSS & SONS 

BuuhuuU, HL 
Distributed by 
LEADING HAEDWAEE 
JOBBERS 

EVERYWHERE 


v, 


w ^ Jo 




V I? 


GLmJiLim 


GRAND PRIZE 


VbTWHATlttii y 


m.pacipic y 






Digitized by 


Google 




























74 


HARDWARE WORLD 


THE TRITCH HARDWARE CO. 


JOBBERS OF 


WALLINGFORD 

Farm and Garden Took 



All Wallingford Farm and Garden Tools are made in one large 
ONE factory at Wallingford, Vermont. This factory is fully equipped 
PAfTORY with every modem improvement which experience and ample capital 
can provide, insuring a uniformity of high quality in all Wallingford 
Tools. 

The entire Wallingford factory is devoted to the manufacture of 
ONE high quality Farm and Garden Tools, hence the careful attention 
PRODUCT given to every detail in the Manufacture and Inspection of Walling¬ 
ford Tools. 


Write for Prices 


The Tritch Hardware Company 
Jobbers 

Denver, Colorado 


FRANK A. BARE, 
President. 


O. E. BABE, 
Vice President. 
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Makes Stoves Look Like New 

KTLL8 BUST; PREVENTS BUST¬ 
ING; CLEANS AND POLISHES. 
Writ© for Wholesale Prices 
SUPERIOR LABORATORIES 
General Offices, Dept. 26 
Grand Rapids, Mich. 
GENERAL SALES CORPORATION 
Pacific Coast Representatives 
718 Mission St., 737 Terminal Bt., 
San Francisco Los Angeles 
Seattle, Wash. 


Eph F«lf 
Grand Central 
Palace 
New York 
City, N. Y. 

Prescott * Co. 
Boston, Mass. 

K. B. Hessler 
Co. 

Syracuse, N.Y. 

J. P. Rappel 
Company 
Manitowoc, 


wflRAYinosr 

YOST GEARLESS MOTOR 
WASHERS 

are the Ideal Family Christmas 
Presents. They make Happy 
Homes. 

This is an ideal time to make 
a drive on Practical Holiday 
Purchases. Alertness to this 
opportunity means Increased 
Profits for Active Dealers. 

We wish you a most satisfac¬ 
tory Holiday Trade, a Merry 
Christmas and a more Prosper¬ 
ous New Year. 

The Yost Gearless Motor Company 

8prlngfleld, Ohio 


-rs WOrK ar\d Nov r 



Scientifically Designed 
to conform to the habits 
of the fly. 


At Your Service 

For 1921 

Right on hand with the beginning 
of the new year to remind you of 
the business AVIS SANITARY 
PLY TRAPS bring you. 

Every year increases the demand 
for the trap because acquaintance 
with its merits inspires confidence 
and confirms its proven efficiency. 


MANUFACTURED BT 


Avis Hardware Co, 

Pomona, California 
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Clover Leaf Manila Rope * 


Trade Mark 


* 

Trade Hark 


The same careful attention is always given to the 
production of this staple commodity. 

Rope, or any other manufactured article is judged, 
like people, by service rendered. 

It is always a pleasure to advertise good goods, be¬ 
cause when people are never deceived, the next ad. 
attracts thoughtful attention. 

No better Pure Manila Rope made than 

CLOVER LEAF 

Manufactured by 

The Portland Cordage Company 

Portland, Oregon -Seattle, Washington 


GARDEN HOSE 


THE 

BRANDS 

OF 

GARDEN 

HOSE 

WHICH 

INSURE 

QUALITY 




INSIST 
UPON 
THESE 
BRANDS 
AND YOU 
GET 
THE 
BEST 


WHI T E FOB CATALOGUE AND PBICE8 


Goodyear Rubber Company 

E. H. PEASE, Prest. J. A. SHEPPARD, Vice-Preet. H. B. PEASE, JB., Trees. a F. BUNYON, See?. 
639 Mission street Nos. 61, 63, 66, 87 Fourth St. ft Pine St. 

SAN FRANCISCO, CAL. PORTLAND, OREGON 

GOODS SOLD TO THE TRADE ONLY 
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Marshall-Wells Company 

PORTLAND, OREGON 


OUR LINES 

AUTOMOTIVE SUPPLIES 
BUILDERS’ HARDWARE 
BUILDING SUPPLIES 
CUTLERY, WATCHES AND CLOCKS 
ELECTRICAL SUPPLIES 
HEATING AND PLUMBING SUPPLIES 
HEAVY HARDWARE 
HOUSE FURNISHINGS 

MILL, LOGGING AND AGRICULTURAL SUPPLIES 
MINING AND RAILWAY SUPPLIES 
OILS AND GREASES 
PAINT AND GLASS 
SADDLERY AND SHOE FINDINGS 
SPORTING GOODS 
STOVES AND RANGES 
TOOLS 


EXCLUSIVE DISTRIBUTORS OF 

QUAKER PIPELESS FURNACES 
HARTFORD AUTOMOBILE TIRES 
ZENOIL MOTOR LUBRICANTS 


OTHER MARSHALL-WELLS HOUSES AT 
Duluth Winnipeg 

Billings Spokane Edmonton 

Great Falls Aberdeen Vanvouver 


The combined purchasing power of our nine houses enables us to 
keep a more complete stock on hand at all times and thereby 
give better service to our customers. 
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Hardware Specialists 

IN ALL THAT THE TERM 
IMPLIES 


We solicit your patronage and assure you of 
two things which will assist you in developing your 
business—SERVICE, Equal to the Best, and DE¬ 
PENDABLE QUALITY MERCHANDISE 

EVERYTHING IN HARDWARE 


Salt Lake City, 
Utah 


The5sall Lake 

cHardware Go. 


Pocatello, 

Idaho 


THERE ARE MANY REASONS 


For the tatimed asd mmm Growth off Oir Trado 


If yM are 9M at 
MT OKtMMniW 


If jm are Mt «m 


BVBRYTHING IN HARDWARB, IRON, PIPB AND HOUSE- 
HOLD UTBNSILS, SPORTING GOODS AND CUTLBRY 

THETHOMSON-DIGGS COMPANY, SACRAMENTO, CAL. 
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Greetings 


Pacific Northwest Hardware 
and Implement Dealers * 
Association 
In Convention 


Visiting members are cordially invited to 
make this house their headquarters and to 
avail themselves of the opportunity of in¬ 
specting our recently completed plumbing 
display rooms. 

Walworth Manufacturing Company 

414 First Avenue, South, Seattle 


Stillaon 

Wrenches 


Values-S* 


Flags 


yizxv year’s 

(Erecting 

We wish our many patrons 
both new and old 

Ufappy Slew year 

May the coming year 
prove a happy 
and prosperous one. 


Honeyman Hardware Co. 

Park at GUaan 
Fourth at Alder 

Portland's Largest Hardware and 
Sporting Goods Store 


A. M. HOLTER 

Hardware Company 


Helena, Montana 


Establish*! 1867 


HOLTER 

Hardware Company 

Spokane, Wash. 

F 

WHOLESALE 


WHOLESALE 

Shell and Heavy Hardware 
Blacksmith Supplies 
Sporting Goods 


Auto Accessories 


Monarch Ranges 
Peninsular Stoves, 
Ranges and 
Furnaces 
Plymouth Rope 
Sargent Hardware 
Automatic Washers 


Rawlings Sporting 
Goods 

Acme Paints 
Schuttler Wagons 
Mill, Mining and 
Logging Supplies 


Automobile Accessories 


Prompt, Courteous Service 
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YAKIMA 

Hardware Company 

YAKIMA, WASH. 

Jobbers of Standard Lines of Hardware 

Wholesale 


BUILDERS’ HARDWARE, ROOFING, 
STOVES, TIN AND ENAMELED WARE, 
IRON, STEEL, PIPE AND FITTINGS, 
BLACKSMITH AND WOOL GROWERS’ 
SUPPLIES, HOP AND FRUIT GROW¬ 
ERS’ SUPPLIES, SPORTING GOODS 
AND CUTLERY, AUTOMOTIVE 
EQUIPMENT 


Front Door Handles 

Casement ^ 

Fasteners (Oj 



Orders fined 
seme day 
as received 



Prompt 

Courteous 

Service 


BUY IN THE 
WEST 


PROMPT 

SHIPMENTS 


We take care 
of the special 
requirements of 
our customers. 


<r 

N0.0&3Q 


c»t*»u»m(o •••• 


WESTERN BRASS MFG. CO. 

217-219 Tehama St, Ban Framciaoo, Oal 


WASHINGTON 

Hardware and Implement Underwriters 

OF 

SPOKANE, WASHINGTON 

IS CONDUCTED BY HARDWARE AND IMPLEMENT 
DEALERS FOR THEIR SOLE BENEFIT 
AND PROTECTION 

INSURES Stocks of Merchandise, Store and Warehouse Build¬ 
ings, Dwellings and Household Goods for Hardware 
and Implement Dealers. 

SAVINGS FOR 1920 

50 % OF PREMIUMS 

This is for yon if a member of yonr State Hardware or Implement Association. 


An inquiry addressed to 


E. E. LUCAS, Secretary 

will bring full particulars by return mail. 
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All That the Best 
Should Be 

That’s Our Story in a Nut Shell 

General Hardware 
Tools 

Automobile Equipment 
House Furnishings 
Sporting Goods 
Cutlery 
Phonographs 
Phonograph Records 

Push Quality lines for Quality results—merchan¬ 
dise of guaranteed merit, from a house famous 
for its service. 



WHOLESALERS — JOBBERS 

Strevell- Paterson Hardware Co. 

SALT LAKE CITY 


The BIG FOUR Strapper 

For Gillette Blades 

Manufatured by 

The Novelty Strapper Co. 

Now York 

For Sale by your Jobber 

Best for customers 
Best for your profits 

Western Sales Reueseatattve 
W. H. WILBURN 
60S Williams BuHdlng 
San Francisco 


“ANSONIA" NAIL CLIP 



Hade by the mek- 
« of the “Gem- 
Ntil Clipper. 
Twelve in a box or 
Uonadlsplay 
card. 


Wilts 



N. C. COOK CO. 


ANSONIA, CONNECTICUT 


EYELET TOOL CO. 

Manufacturers of Punches and Sets 
(hand drive and foot power) for 
Leather, Cloth and Metal. Punch 
Tubes, Punches and Dias. All kinds 
and sixes made to order. Write Jobber. 
Booklets frse. Established 1858. 

40 LlneoHi Street 



Mr. Dealer! 


You need the exclusive agency for this — 

3-Service Range 

Bums Coal, Wood or Gas, either 
separately or together 

Has three independent ovens—can all 
. be operated at the same time at 
different temperatures 

Spark Range 

No. 2834 

It only 38 inches wide, 26 inches deep—takes up 
no more room than two kitchen chairs 

A handsome, attractive, quick-selling 
Range. Guaranteed for five years 

If we are not already represented in 
your locality, write for the Exclusive 
Agency for this Spark Range— The 
Stove of the Future. 

MANUFACTURED BY 

HAMMER-BRAY COMPANY 

In a Daylight Plant—tht faint atone plant 
in tht watt 

Oakland, California 


DISTRIBUTORS 

g*»ttle..F. L. GREEK 00., 42 Pike St. 

Portland..B. L. MARKBB, 624 faliamook St. 

Los Angeles-D. D. ADAMS, 3$2 South Spring St. 


BOSTON* MASS 
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Favorite Stoves and Ranges 

BEST IN THE WORLD 

BUILT IN THE MOST COMPLETE AND 
SCIENTIFICALLY CONSTRUCTED 
FOUNDRY IN THE WORLD 


A big line to choose from, 
consisting of pearl gray 
and royal bine porcelain. 
Oas, coal and gas combi¬ 
nations. 




Also regular line of Gas Ranges, with Porcelain Lined 
Ovens; full line of Coal and Wood Ranges in all finishes. 

This line should appeal to live dealers who are looking for 
a line that is right up-to-the-minute in modern construc¬ 
tion and finish. 

EXCLUSIVE AGENTS 

MANGRUM & OTTER, Inc. 

827-831 Mission St., San Francisco 
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When Old Man Winter Conies ’Bound Give Him a Warm Reception 

by Carrying a stock of the 

Elgin Smokeless Oil Heater 


For the bitter cold of winter or the damp days of spring, the 

Elgin “E” Smokeless Oil Heater offers the sanest, safest and most 
economical heating comfort that one can buy. It is odorless and 
fool-proof. It is a good-looking, safe piece of household furniture 
that is a necessity in every home. 

Black Japan Trim, Polished I - , Pull Nickel. Trim, Blue Por- 

Bine Steel Body. , eelain Enamel Body. 

No.41—Extra Heavy*‘Lead- \ ? m 

ed” Fount with Brass Wick i x ') No.45—Extra Heavy" Lead- 

Tube and Burner. y ©d” Fount with Brass Wick 

No. 51—Heavy Solid Brass Tube and Burner. 

Fount. 1tpvj C i 

It may be readily car- f( ^ J , *°: 55 ~ Heavy 8olid BraM 

lied to any room in the 

house to do its bit in mak- mmmn Though sturdily built, it 

ing home more comforta- is light and small enough 

k 1 ®* _* i_ i _ to tuck away in any handy 

Blue Steel Body. ^ corner or closet. 

- v ., SmRh a*—***.-* 

Tube and Burner. ^ erate priced Oil Heaters, 

No. 52—Heavy Solid Brass \ the **Elgin’* does not re- 

Pount. /. SV • . .., 

For quick, rdiabl. hMt, T ‘ r.H" 

use it instead of .tatting — P* e.ch wick, thereby very 

the furnace. It will save much lessening the cost of 

its cost in one season. renewal. 

Base and legs made of one piece. Burner entirely of brass. 
Flame spreader and extinguisher in two parts, making them easy 
to keep clean. Wick tubes of seamless brass tubing, supported in 
bottom of fount by heavy tripod brace. Wick raising device sol¬ 
dered and riveted to breast of fount. Any No. 3 Rochester wick 
will fit the Elgin burner, as the wick is not riveted to carrier. 
Drums perforated, so as to take in plenty of cold air from floor, 
which enables heater to throw off more pure warm air than any 
other heater made. 

Exclusive Wholesale Distributors for Northern and Central California 

DUNHAM, CARRIGAN & HAYDEN CO. 

SAN FRANCISCO, CALIFORNIA, U. S. A. 
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PRISCILLA WARE 

ALUMINUM 

“Speaks for Itself” 

Until January 10th the factory permits us to 
make you a price of only 

$13.00 Per Dozen 

for a 

Six Quart Convex Kettle 



Convex Kettle No. 2506 
Extra Special 


One dozen sold at this price for each $25.00 worth of 
PRISCILLA WARE ordered in addition. 

PRISCILLA ALUMINUM WARE is unequalled 
in finish and workmanship. 

Write us at once. 

H.<J.(jvte &Go. 

PACIFIC COAST 
FACTORY REPRESENTATIVES 

150 Post St. Sa^n Francisco 

CA.LA F'OFfcN IA 


mm* 


Digitized by 


Google 









C oleman 

Q uick - Lito 


'* n< ^t, I] 




Qjten»i£. 

QoKkli!f 


13,000,000 PEOPLE 1 

\ttend the Movies Dally 


art of the Coleman Dealer Co-operation service includes sup 


lying you with a series of picture slides as illustrated opposite. You can 
e up with our National Advertising by using these slides. They show 
uick-Lites, they boost Quick-Lites, and you, to the same folks who read 
»ut Quick-Lites in the magazines and farm papers. It's profitable 
advertising, keeps your name before the buying 
public and helps make your store headquarters 
for merchandise of quality. Use the cou- 
g C3B \ pon. Send for your slides now. 


# Lamps and Lanterns» | 

' If you haven’t stocked Quick-Lites as yet, 
use the coupon below and write us for latest 
catalog and prices of Quick-Lite Lamps and 
Lanterns and full information regarding how 
i we help you sell more than your quota. 


The Coleman Lamp Co. 


( Atlanta Chicago 

Sold by more than 20,000 Deal¬ 
ers and 400 Jobbers. Used in a 
million American homes—on 
farms, in towns, and cities 
everywhere. 


COLEMAN LAMP COMPANY, 


t Write Name of 

Nearest Coleman Office- 

' 1 Send me a set of Quick-Lite slides showing my name and 
_ J store slogan as below. 

Send Quick-Lite catalog and details of your Dealer Co-opera¬ 
tion service. 


' Name_ 

Store Slogan 


Address 


















THE NAME BEHIND THE TIRE 


W HEN you ride on G & J 
Tires, you roll on miles of 
road without delay or mishap. 

“The Name Behind the Tife” 
is the power behind the throne 
that says G & J Tires give service 
plus service . And the makers 
put quality material and work¬ 
manship into the making to 
deliver that service. 

G & J Tires are springy and 
spunky. They blot out bumps. 

As you drive along you have 
confidence in “The Name Be¬ 
hind the Tire,” satisfaction in 
the banishment of tire trouble. 

G & J Tires pull your cost per 
mile right down to rock-bottom. 

The G & J Cord Tire is a prod¬ 
uct of the highest development 
in tire-making skill. Other G & J 
Tires are the famous “G” Tread 
and the G& J “Stalwart.” 

Prices Guaranteed to May, 1921 

A Few Territories Open for Agency Appointment 


Baker, Hamilton & Pacific Co. 

SAN FRANCISCO 
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THE 


HERD 


GUARANTEED 




Not of Japanese or 
inferior make 


Pint size only 

Packed 6 dozen to case 

Order from your Jobber 
now for May 
delivery 



BOTTLE 


Beautifully Enameled 
Rich Brown Color 


Mechanically perfect 
Always threads easily 
Sturdy construction 
Long wearing qualities 

Heavy Aluminum Cap 
and Top 

Steel Container 

Heavy shock-absorbing 
Lining 

BACK TO NORMAL! 


If your Jobber cannot 
• apply you, write m 


LLOYD SALES AGENCY 

MONADNOCK BLDG., BAN FRANCISCO 
Pacific Coast Sales Agents 


Within Reach of AU 
Better Profit 
More Sales 


2-in-l Washing Machine 

Electric or Power—A Machine That Sells and Stays Sold 


Washes : Rinses : Wrings 

All three with the same power and Ca7a/og° r 

Has less parts than any other washer— pS SSfl r 

no exposed gears or belts. All work- ! x r - T’_" 11 

ing parts enclosed. — "ITT ^ 

No dangerous rocker arms. 

No machinery on top or down the sides. ( — l 

Only two gears under the machine. B , i 

A push button controls all mechanism M BP W| m _ v .$ y i 

from any position. - /At , 

Machine and wringer can be operated by hand. 

Wringer swings entire circle and can be nsed B 
in four different positions. Can be lifted I 

off or swung aronnd when rolls are running, 9 W \ v& \ 

without removing nuts or screws. / ^ 

Machines are finely finished and the price is \ .* 

right. JL ^ 

We want a good live agency In every town. C V# 

PACIFIC PUMP & SUPPLY CO., S51-853 Folsom Street, San Francisco 
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WRITE FOR CATALOG NO. 128 


We now have a Large Stock and Assortment 

of Oil Stoves 


SEND YOUR, OBDBBS TO 


OmpoU Bnnur Oil Eton 


QUICK MEAL STOVE CO., DIV. 

OF AMERICAN fJTOVB COMPANY 


Short Chimney Oil Stora 


Wo also carry a largo 
lino of 

GAS RANGES 


0. H. SOEIEOK 

Pacific Ooaot Agent 
716 Indiana 8t^ noar 10th St, 
San Frandsoo, OaL 


Wo also carry a largo 
lino of 

OOAIs RANGES 


IT’S “SOME GUN” 

OUT SELLS 
OUT SHOOTS 
OUTLASTS 

All Other* 

Stock this National Adver¬ 
tised Gun today. Sales com¬ 
pelling placard on request. 

WRITB 

BENJAMIN AIR RIFLE MFC. CO. 

611 N. Broadway 

ST. LOUIS MISSOURI 


“THE BENJAMIN” 


A REAL AIR RIFLE 

This is the air rifle which is so much in demand by boys 
and men. It has the power, accuracy and reliability which 
makes an air rifle popular for target practice and small 
game hunting. 

SALES PROFITS SATISFACTION 

Order a sample gun today and five It a "tiyoaxt," Its shooting qualities wffi 
surprise yon. If not satisfactory in every way return at onr expense. 

Paeifio Ooaat Representative!: McDonald A Linforth, Call Bldg., San Praaeiaeo 


1880 


FORTY YEARS 

EXCLUSIVE AGENTS TO THE WESTERN TRADE 


1920 


ARROW 


BRAND 


CUTLERY 


ADOLPH BLAICH, Inc. 

Wholesale Only 


693 Mission Street, San Francisco, Gal. 

Samples and Prices on Request 
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A Peters G. A. H. 

Oae of the moat notable features of the Grand American Handicap was tbe great number of shooters using 

The ® Brand 

and the number of events won or tied with these shells made it look like a Peters week 
® Brand Plums include the following: 

PBKT.TMTNABY HANDICAP 

H. K. MITTON, of Colorado, won this event from 19 yards. He dropped his first 
bird and then went 99 straight and 26 straight in the shoot-off. 

JUNIOR CHAMPIONSHIP 

TEDDY BBEM, JR., of Dlinois, made the old timers open their eyes by breaking 
48 x 60 and 23 X 25 in shoot-off, winning the Championship. 

THE AMERICAN AMATEUR CHAMPIONSHIP AT SINGLE TARGETS 

OSCAR HANSON, of Nebraska, broke 197 x 200, tying for the Championship. 

THE AMERICAN PROFESSIONAL CHAMPIONSHIP 

“POP" HEIKES, the Daddy of them all, kept up his old time G. A. H. pace and 
broke 195 x 200 from 18 yards, tying in this race. 

THE GRAND AMERICAN HANDICAP 

Shooting from 23 yards Woolf oik Henderson smashed 97 x 100 in the big event. 
CLASSIFICATION TROPHIES 

Class B. R. C. MILLER won with 99 x 100. Class D. H. F. BOPP (tie) score 97 x 100. 

Stock Peters Shells this Fall. They’ll bag the game as they have broken the clay birds. 

The Peters Cartridge Company - - Cincinnati, Ohio 

BRANCHES: NEW YORK—SAN FRANCISCO 
PACIFIC COAST BRANCH —585-87 HOWARD STREET, SAN FRANCISCO 

MARSHALL-WELLS COMPANY, Portland-Spokane-Duluth-Winnipeg-Edmonton 
HIBBARD, SPENCER, BARTLETT A CO., Chicago, Ill. SLOSS A BRITTAIN, Inc., San Franciaco 


CLASS 

JEWEL 

Oil Stoves 

have every good point known in oil stove 
construction. 

Their splendid service makes satisfied 
and lasting customers. 

They are Durable, Handsome, Economi¬ 
cal in operation and always dependable—the 
Clark Jewel is the best oil stove to buy. 

They save time. They save oil. 


CLARK & COMPANY 

Division American Stove Company 
CHICAGO 

HOLBROOK, MERUIT J» ft STETSON, of San Francisco and Dos Angeles, Jobbing Agents for California 



GEORGE M. 
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YOUR CUSTOMERS WANT THE BOOMER 

IT YOU ONLY SHOW IT TO THEM 

BOOMER CANNON 

Adapted for every use. Suitable for Factories, Store or School Rooms. It is the strongest and most 
durable Cannon Stove made. Constructed so that a sheet iron drum may be attached, and thus increase 

the heating capacity. 

Made in six sixes— 1 2 3 4 5 6 

Diameter of Fire Pots 13%" 16" 18" 20" 22" 24fc" 

Weights 182 240 300 385 525 575 

OUR LOW PRICES WILL SURPRISE YOU—Writo for them. 

THE'HESS-SNYDER CO., Manufacturers MASSILLON, OHIO 

Trad* Mark “Boomer” Beglatered—No. 58228 


POCKET KNIVES 
BUTCHER KNIVES 
PARING KNIVES 
RAZORS 
RAZOR STROPS 



SHEARS 
SCISSORS 
MANICURE GOODS 
FLASHLIGHTS 
FISHING TACKLE 


California Stock Pattern 

We specialize in Stock and Ranch Knives for the Western trade. 

WESTERN STATES CUTLERY & MFG. CO. 

Write for Samples and Prices Mfgr*. of Cutlery and Cutlery Product* BOULDER, COLO. 



PULL RADIUM WHITE DIAL 

ONE DAT INTERMITTENT 

Height, 4 inches. Dial 2M inches. 

Alarm rings for 5 minutes, intermittently in 20-second 
intervals. Has silent switch. Case, seamless brass, 
heavily nickel plated. A compact, strongly made, at¬ 
tractive little clock. 

MORGAN & ALLEN CO. 

150 Poet Street, San Francisco, California 


ATLAS 

10 Cent 
Fly Swatter 

This swatter has an 
extra long handle — 10 
inches. It is very neatly 


soft green felt — cannot 
mar the finest furniture. 
Especially adapted for 
parlor or drawing room 
use. We have made it 
extra strong and flexible 
— will outlast any now 
on the market 

Our 6 cent swatter is 
the best every sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
insertion of your ad. if 
you desire. 

Now is the time to 
place stock orders. We'll 
gladly quote prices and 
terms. 

Atlas Mfg. Co. 


IOOOOV * MBBTOV 

Pacific Coast Agents 
Ian Francisco, Los Angeles 
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TUNG-SOL 

l_ A N/l F> S 


E What are the Advantages? 

Lamp sellers by the score are 
coming under the Tung-Sol banner 
every day. One reason is that 
they make more money selling 
Tung-Sol than other brands and 
are permitted to sell without ham¬ 
pering restrictions, filing of re¬ 
ports, etc. 

. Tung-Sol jobbers are every¬ 
where. There *s one near you who 
is prepared to fill your lamp or¬ 
ders quickly and for any quantity. 

There is a Tung-Sol lamp for 
every standard use. Find out 
how you can increase your lamp 
profits—today I Write to 

The Panama Lamp & Commercial Co. 

696 Mission St., San Francisco 


“ATLAS” 

Shears and Scissors 

SHOULD BE IN THE STOCK OF 
EVERY JOBBER IN AMERICA 

The wonderful Atlas Brands are the best values 
in popular priced cutlery. Years of experience, 
with improved machinery and methods, now 
enable us to offer the wholesale trade a wonder¬ 
fully complete and up-to-date line of Shears and 
Scissors in all styles and sizes. 

Our Counter Display Carded Assortments 
sell Scissors for dealers very quickly. 



Send for New 19 Catalog 
We are prepared to make prompt shipments. 

THE ATLAS SHEAR COMPANY 

250 North Av., Bridgeport, Conn. 


Distributors for Pacific States 
or the following jobbers: 


Western Metal k Supply Oo. 
San Diego, Oanf. 

Standard Woodenware Oo. 
Lot Angeles, Oallf. 

San Joaquin Orooery Oo. 
Freano, Oallf. 

Nsthan-Dohrmann Oo. 

All Their Branches 


Thomson-Diggs Company 
Sacramento, Oallf. 

Honeyman Hdwe. Oo. 
Portland, On. 

Whlton Hardware Oo. 
Seattle, Waah. 

E. W. Murray Lighting Oo. 
Spokane, Waah. 


Bono Electrical Works 
Beno, Nev. 


Distributors for Western States 

Capital Electric Company 

1126 California Street 
Denver, Colo. 


Colorado 

Wyoming 

Oklahoma 


Kansas 
Nebraska 
New Mexico 



Represented by 
JOHN T. ROWNTREB, Inc. 

San Francisco, Los Angeles, Seattle, Salt Lake Oity and 
Denver 


O. LINDEMANN & CO. 

35 and 37 Wooster St, New York Established 18S3 





mot JAPANNED. BRASS « 
TINNED WIRE 


Bird Cages and Cage Sundries 


A. L. Conger Oo., 70S Market Street, San Francisco, M. 

Representative for California 
T. D. McLean L. 0. Smith Building, Seattle. Wash* 
Represe ntati ve for Washington, Oregon, Idaho, 
Utah, Montana and British Colombia. 
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*’s a Wide Market for 
Hygrade Lamps 


Every building that’s wired for electricity 
is a prospect for Hygrade Lamps. 

Every house, shop, factory, store, bank, theatre, 
club, restaurant, billiard parlor, school, church, hall or 
lodgeroom where plenty of good dependable light is 
a necessity, needs Hygrade vacuum lamps, Hygrade 
gas-filled lamps and WHITE Hygrades. 

Then, too, you can compete for business with 
Hygrade Lamps, because you are offering a complete 
line which you buy at outright sale without restrictions 
or agency agreement and sell at your own price. 


Hygrade Lamp Co 


General Office 
and Factory 


Salem Mass 


Make Sharpening Machines 
Pay Your Store Rent Every 
Season Through the Year 

even more than that 


Don’t keep your hardware out of eight, in odd 
shapes and sizes of boxes. Get it out where 
people can see it. If yon do this yon will sell 
more, becanse your customers will then be re- 
minded of their needs. 

Put “Duluth” Hardware fixtures to work for 
you, and they will pay for themselves in extra 
sales made. 


Complete Sharpening Machine 

and how one N. Y. customer is making over 
$5000 a year. The Hatfield is the only machine 
in the World that sharpens with a Lateral 
Motion. 

Used successfully for over 8 years all over the 
eivilized World. * Send for the Booklet now. 

HYFIELD MFG. COMPANY 

21 Walker Street, New York City 


DULUTH SHOW CASE CO 

DULUTH, MINNESOTA 
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No. 632 

Steel Two Bonier Gas Plate 



Line 



No. 633 

Steel Three Burner Gas Plate 


D O YOU wish to increase your sales in 
high grade Gas Plates f Then give the 
HEADLIGHT line a trial. Every one 
you sell means a satisfied customer and, as you 
know, a satisfied customer is your best ad¬ 
vertisement. The HEADLIGHT line is built 
to satisfy you and your customers. 

Now the unbreakable steel gas plate, which we 
illustrate, is something entirely different than 
any you have ever s<3d before, and is bound 
to please. Full steel top, body and legs, fin¬ 
ished in black, baked on enamel, with nickel 
plated valves and feed pipe. Has cast iron, 
star shaped, drilled burners, equipped with 
adjustable mixer cap. Note the wide top, 14 
inches, and compare it with any other gas 
plate you ever handled. Stands 10% inches 
•high. The aristocrat of the gas plate line. 
Also made in a laundry style, standing 18% 
inches high. 

Write for our catalogue and prloe llet. 
Manufactured by 

THE L. A. ALTHOFF MFG. CO. 

180 N. Dearborn St. Chicago, Ill. 


Mr. Jobber: 


Do Not Buy Oil Heaters 


mmwi 




1921 

Until you have 
received quota¬ 
tion from 

A. T. LLOYD 

on 

Miller 

Heaters 

(Price 

LOW< Oil Con- 
( sumption 

+ 

HirH \ ° uaUty 
mGH (Efficiency 


\J SATISFACTION 

YOUB SAMPLE IS BEADY. May We Send It? 

EDWARD MILLER & CO. 

Momadnock Bldg., San Francisco 
A T. LLOYD, Pacific Coast Sales Representative 


ARK 1 



MMaaii 


Food 

for Thought 

The 

ACME 

Freezer 


“A few years ago freezers were con¬ 
sidered seasonable only during the summer 
months. Quite a change, however, has 
taken place in nearly everybody’s mental 
attitude and today Ice Cream is one of the 
most generally appreciated desserts made 
and served in homes the year ’round. 
Freezers can no longer be considered 
summer stock by the modern hardware 
dealer who caters to the home trade”— 
Hardware Age. 

MADE BY 

RITTER CAN & SPECIALTY CO. 

Philadelphia, Pa. 

Factory Selling Agents 
BEH & OO. 

106 Franklin Street, New York City 
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WHITE MOUNTAIN REFRIGERATORS 


“The Chest With the Chill in It” 


The name “WHITE MOUNTAIN" for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Effort, 
Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE" Refrigerator has 
provision chamber lined with Snow - White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN¬ 
TAIN" Refrigerators yon should 
send for our finely illustrated 
catalogues and booklets. 

Maine Manufacturing Company - Nashua, N. H., U. S. A 

BRANCH OFFICES: 

New York City Boston, Maas. Atlanta, Ga. Dallas, Texas San Francisco. CaL Denver, Colo. Melbourne, Ann. 

PACIFIC COAST DISTRIBUTORS 

San Francisco.Dunham, Canton A Hayden Co. Portland.Honeyman Hardware Co. 

Sacramento .lfiUef»Bnwzigfet Co. Seattle.Schwabacher Hardware Oe. 


ROCK-A-BYE 

NURSERY ACCESSORIES 


SWING NO.I 


•JUMPER NO. 17 


SWING BEO NO.19 


SWING NO.2 


SPECIAL NO.7 


ROADSIER NO.IO 


ROCKEF 


WALKER NO.I6 


PERFECTION MANUFACTURING CO. ST.LOUIS.MlSSOURI. 

Leffingwell Ave and Montgomery street. 
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MAGNETIC CLOTH 

The Most Complete Domestic Help Device Known 

It instantly removes Grease, Burned Foods and all dirts from all 
kitchen ware. ALSO cleans Vegetables, New Potatoes, Sweet Potatoes, 
Carrots, Parsnips and such like. ALSO Tile work, Marble or Brown 
Stone Steps and many other things too numerous to mention. ALSO 
is used extensively for cleaning stained and greasy hands, for instance in 
machine shops, garages, etc. 


The MAGNETIC CLOTH is as pliable 
as cloth, entirely as efficient as the best 
abrasive. Made to slip on the hand like 
a mitten. After using, rinse in warm 
water and hang up by the loop, to dry. 


These are the days of 
progress and efficiency. 
The woman in the 
kitchen is no longer sat¬ 
isfied with the old-fash¬ 
ioned, back-aching 
methods of cleaning 
greasy pots and pans; 
MAGNETIC CLOTH is 
now the active house¬ 
maid that saves time 
and labor and conserves 
sweetness of disposi¬ 
tion. The kitchen sink 
of the modern house¬ 
wife is no longer com¬ 
plete without a MAG¬ 
NETIC CLOTH hang¬ 
ing on a hook. 


As a magic wonder this MAGNETIC 
CLOTH is demanded everywhere; its 
market is wide and insistent and it is a 
logical, inevitable profit-maker for the 
merchant who reads and heeds the mind 
of his trade. 


Retails for 10 Cents 


Retails for 10 Cents 


Send us your jobber's name if he can't supply you with a trial gross. Packed in two 
dozen attractive cartons for show case display. 


MAKTJFACTTOED B7 


JOHN W. GOTTSCHALK MFG. CO. 


LEHIGH AVE. AND MASCHER ST. 


PHILADELPHIA, PA 


MCDONALD A LINFOBTH, Pacific Coast Representatives, 739 Call Building, San Francisco 
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Glasbak Dishes 
are Popular 

T HE demand for them is increas¬ 
ing rapidly — which results in 
increased sales and a quick turn¬ 
over! 

Women have quickly learned the 
value of a glass baking dish, the 
transparency of which affords a clear 
view of food as it bakes. They ap¬ 
preciate that Glasbak dishes mean 
successful baking because the heat 
is absorbed by them so evenly that an 
even baking temperature is assured 
throughout. 

Not only that, but Glasbak dishes 
are attractive, and this saves extra 
dishwashing, for they can be served 
from right at the table. And they 
are very easily washed. 

Glasbak dishes are quick sellers. 
Write for particulars. 

McKEE GLASS COMPANY 
Jeannette, Pa. 





- 


Dealer's Favorite 

The best proof a dealer 
can give that he is sat¬ 
isfied with a line of 
goods is his repeat or¬ 
ders. For nearly half 
a century dealers have 
sold 

Foster Bros. 
Brand 

to their most discrimi¬ 
nating customers, with 
the result that they are 
now accepted as stand¬ 
ard. 

One of the reasons for 
this popularity of Pos¬ 
ter Bros. Cutlery is the 
excellent material em¬ 
ployed in their manu¬ 
facture. The handles 
are well made of ma¬ 
terial best suited to 
the purpose, properly 
shaped to fit the hand, 
so a firm grip can be 
secured. These handles 
are securely fastened 
by strong rivets to 
blades of excellent [$$ 
quality cutlery steel. 

These factors combine 1 
to make cutlery that 
will withstand the se¬ 
verest service, with 
the least possible re¬ 
grinding. 

Ask your jobber about this well- 
known Foster Bros. Cutlery 


_ .fi-iXi'h. _ 

iHM rHA'TiLLON 


r VA(^C 
U.S* A. 
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The live hardware 
dealer says: 


“I’ve Only Had Her a Week 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 

The largest hose manu¬ 
facturers in the world. 
Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands. 


“—but Polly has already learned to say 
‘You can’t beat BULL DOG,’ 

“She hears the boys say it, she hears me 
say it, and she hears the customer say it 
frequently. 

“BULL DOG hose needs very little oral 
salesmanship, so I think I’ll move Poll’s 
cage nearer to some stock that needs her 
efforts more. 

“Polly probably doesn’t know what an 
important truth she is telling but all the 
rest of us in the store do. BULL DOG 
%ths hose is unbeaten and unbeatable.” 
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The ‘Individual” Elemp^St^^ , j 

i—». ^ I 

XT EARLY everything in business today hinges upon the sincerity "or the in- 

111 terest that the individual takes in the performance of his duties. 

All occupations are suffering from the indifference of the bulk of their opera¬ 
tives. Both men and women workers do not seem to see that the losses their 
neglect and half-hearted work entail bulks to a terrific total which is projected 
against their own comfort. 

Many have more regret over the loss of a dollar than they have over a loss 
of the consciousness of duty. The real fact of the matter today is that this coun¬ 
try is in far greater danger of a self-indulgence panic than it is of a money panic. 

Safety, prosperity and the ability to enjoy more fully the privileges of the 
present advancement of civilization are wrapped in the desire to serve in the 
manner that the individual himself would be served. Such a belief practiced 
makes one first worthy of prosperity, then presents him with it and protects 
him in it. 

Once we can get a general acceptance of the fact—and it is a fact beyond 
dispute—that “safety, prosperity, and the ability to enjoy more fully the privi¬ 
leges of the present advancement of civilization are each wrapped in the desire 
to serve in the manner that the individual himself would be served,” we shall 
have advanced far toward a satisfactory solution of our economic problems. It 
is because of this fact that our appeal almost invariably i s to the individual 
rather than to the mass.. 

Each one of us must come to feel individual responsibility for existing con¬ 
ditions and to practice individual effort to bring about a change in these condi¬ 
tions. Progress lies along the way of individual consciousness and effort, not 
along the way of mass consciousness and effort. The “individual element” al¬ 
ways has held, holds now and always will hold the secret of human advancement, 
morally, socially and economically. 


Don’t simply see how you can “put in the When in a fix, sweating will get you farther 
day.” See how much you can put into the day. than swearing. Let mules do the kicking. 


Never contrive to make it easy for your con¬ 
cern to get along without you. 


Fortune may knock at your door, but it 
Won’t waste much time hunting for the keyhole. 
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Know the Goods Behind You and the 
Customer Before You 

T HE seller must always know the article he is selling. He must have its sale 
points at his tongue’s end, and when he has studied his goods and appreci¬ 
ates the degree of quality that has been built into them, he has a higher con¬ 
ception of their value and feels more enthusiastic concerning the satisfaction 
they will deliver. 

If a merchant is selling garden seed, there is one thing he knows positively, 
namely, that those seeds are expected to grow; they must produce, bear fruit. 
If this particular virtue is lacking, there has not been a fair exchange of value. 
Goods are not greatly different; they are merely tools to be used in achieving 
a concrete result, satisfaction. 

Selling Service Your Goods Will Give 

A merchant is not selling mere merchandise; he is selling what the goods will 
do, how long they will do it, the benefit or pleasure they deliver. 

All this is behind-the-counter knowledge. The merchant who is acquainted 
with his wares, who knows their sale points, and who knows what they will do 
when put into service, is equipped with a reliable selling weapon. This knowledge 
alone, however, is not sufficient. 

We stock goods when we ascertain both their intrinsic value and their points 
of service, but our knowledge of these facts must be supplemented by another 
form of knowing—before-the-counter-knowing—which means an acquaintance 
with the customer as an individual and as a member of a group, and having a 
knowledge of her need. 


The Merchant Must Know His Customer 

Buying relations are friendships, created and sustained through taking an 
interest in others and providing them something that will confer a pleasure or 
benefit upon them. 

Acquaintanceship with customers is highly essential. We must become ac¬ 
quainted with the customer as an individual; we must know him or her person¬ 
ally; we must know the customers in our locality as a class and be able to 
classify them into groups to better study their needs and provide for them. The 
more intimate and extensive we can make our knowledge of the requirements of 
the buyers before our counters, the greater will be our sales. 

Here is Mrs. Brown, for instance, coming into the store. Let’s check up on 
our knowledge of Mrs. Brown. In a flash we recall all the circumstances about 
her. She has an attractive home in a desirable part of town, and she is said to be 
a good housekeeper. 

She keeps her home and particularly her kitchen equipment up-to-date. We 
remember selling her certain cooking utensils last spring. Perhaps she has need 
of others at this time. Let’s create a little business; let’s show her something 
new that has come in, or let’s show our interest in another way. 

She Will Be Pleased 

Her “ego,” her sense of self-interest, will appreciate this evidence of our 
interest in her, and by so doing we will create business. 
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Here comes Mrs. Jones. Her situation is a little different. She hasn’t quite 
as liberal a household allowance as Mrs. Brown, but nevertheless she has a keen 
appreciation of economy and of things that serve, and she will appreciate our 
interest just the same, and if we do not create a sale for today, we will create 
one for tomorrow, through our knowing what she needs and when she imagines 
she could purchase. _ 


DO NOT DISCOUNT YOUR OWN THOUGHTS 
AND IDEAS 

The only way to have a personality is to be 
one. The only way to have thoughts is to think 
them. The only way to develop ability to plan 
and execute, is to do that very thing. 

Quit depending upon someone else to do 
your planning and your thinking. Think for 
yourself and plan for yourself. This does not 
mean to be foolishly radical, or to follow some 
chimera. 

There is a right way to do things—a right 
way to plow, to reap, to sow—the secret of 
success in these lines of endeavor is to find the 
right way, and make use of it 

There is a right way to think, and a right 
way to plan the interests of your life, and it is 
your business to find that way. It is not secre¬ 
tive. hidden, not difficult. Anyone can do it. 

The sum and substance of the whole matter 
is. Be Yourself. Do not try to ape someone else 
in your thinking and planning any more than 
you would in your dress or your manners. 

Every individual is a distinct personality. 
Some are stronger than others, of course, but 
there is an individuality belonging to each per¬ 
son. To some extent this individuality must be 
submerged for the good of all concerned, but 
on the other hand it is worthy of cultivation, 
and is entitled to expression. 

Be yourself; make you own first hand ob¬ 
servations on life, and draw your own conclu¬ 
sions from your own observations. It will make 
vour life richer and happier. Plan your own 
career. No one can successfully do that for you. 

There is some one thing that you can do bet¬ 
ter than anyone else can. Learn what that is, 
and then get yourself intelligently at the task. 
It is better to be yoursrelf and succeed in a 
small way, than to be a feeble echo of someone 
else, and have no strength of character or 
marked success either. Do not discount you own 
thoughts and ideas simply because they are 
your own. 


Enthusiasm is one of the most desirable 
qualities! It attracts people to you and causes 
them to cooperate with you. 


YOU ARE EITHER MASTER OR SLAVE TO 
YOURSELF! 

£ No man is absolutely void of fear, 

r but many men are held back by it. 

When a man gives way to his fears 
he is conquered before he ever tries. 

Or when he does try, under the belief 
that there is no chance for a successful 
outcome from his efforts, he never succeeds. 

There is no fear as terrible and distressing 
in its results as the fear of oneself. 

A man under its influence yields before he 
attempts. 

If we could only know how many men with 
absolute power within themselves are held back 
by fear of weakness they don’t possess, it would 
startle us. 

Men who have gone through the tortures of 
self-fear and have come into the realization of 
the powers within themselves are the only men 
who really appreciate what it means to come 
into the feeling of self-confidence. 

Fear of self is a drawback that kills more 
good opportunties than anything else. 

No man really knows what he can do until 
he tries, and until he realizes that he must 
keep on trying until he succeeds in his efforts. 

There are lots of men who can do things but 
don’t do them just because they think they 
can’t do them. 

These men seem to imagine that the other 
fellow is possessed of some super-human power 
which enables him to do big things well. 

But when you size up successful men care¬ 
fully and thoughtfully you will find that they 
are not much different from other men. 

Their main qualifications are nerve, industry 
and persistency. It is just a case of plug, keep¬ 
ing at it, not being afraid to tackle a proposi¬ 
tion and profiting by mistakes. 

The Wisest Wisdom is just Common Horse 
Sense! 

There is really nothing wonderful about 
great things or great deeds except that they are 
great. 

If men could just realize the value of not 
being afraid more men would get up the nerve 
to make them try for things which seem to them 
impossible. 


For the convenience of our subscribers and advertisers, we maintain offices and our representatives will be 
found at any of the addresses mentioned below. Correspondence will receive prompt attention by addressing the 
•ffice nearest home. 


Boatmen's Bank Building Chicago 70 Fifth Ave. Phelan Bldg 1302 Yonng St. 

Broadwaj and Olive, 8t. Louis 421 First Nat. Bank Bldg. New York San Francisco Dallas, Texas 

388 Tavlor 8t. 624 Higgins Bldg. 607 Pioneer Bldg. 204 Scott Bldg. 220 Pacifie Bldg. 

Portland, Ore. Loa Angeles Seattle Salt Lake Vancouver. B. O.. Can. 
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Cultivate Acquaintance with this Family 


Man Who Attained Success by Learning a 
Trade or Business Teach the Advantage of 
_Being a Producer_ 


(By B. J. Boorman) 


+ Do you know the Success Family? 

t The father of Success is Work. 

The mother of Success is Ambition. 
The oldest son is Common Sense. 

Some of the other boys are Perse¬ 
verance, Honesty, Thoroughness, Foresight, 
Enthusiasm and Cooperation. 

The oldest daughter is Character. 

Some of her sisters are Cheerfulness, Loyal¬ 
ty, Courtesy, Care, Economy, Sincerity and 
Harmony. 

The baby is Opportunity. 

Get well acquainted with the “old man” 
and you will be able to get along pretty well 
with all the rest of the family. 

Tour Capital Is Time 

When you were born, Nature deposited to 
your credit in the Great Bank of Life the big 
and ample capital of time. Each and eveiy 
person has all the time there is—twenty-four 
hours of each day. In that one thing you are 
as rich as the wealthiest man in the world. So 
we all start equally, insofar as the inherent 
commodity or capital is concerned. 

Yet, as time passes on, we see two persons 
pursuing the same lines of endeavor, accom¬ 
plishing different results—the one succeeding 
and perhaps the other meeting with dismal 
failure. 

One is content to remain in the valley—the 
other seeking companionship of the mountains 
and higher things. Quite likely he will turn 
his face toward the sunshine, letting the shad¬ 
ows fall behind him, and through his own 
efforts and endeavors rise from the valley of 
depression to the mountain top of good things, 
good times and success. 

Let us analyze the contributory causes of 
one man’s failure and the other’s success. The 
former, perhaps, has not a definite object or 
goal toward which to work—the latter has an 
objective, and has prepared himself for it. Your 
future absolutely depends upon choosing the 
right vocation and training for it. We would 
all, perhaps, meet with a good deal of success 
is we chose the work best adapted to our tem¬ 
peraments and characteristics. Here is where 
vocational training can contribute of its science 
and guidance. 

First, by Character 

The successful man is always under the be¬ 
nign influence of Character. What is Character? 


It is the will to do the disagreeable thing when 
it is right, and not to do the agreeable thing 
if it is wrong! 

Magnifying Opportunities 

We all see men of different ideas and ideals, 
but with the one purpose. The successful man 
never minimizes his duties, but always magni¬ 
fies his opportunities. It should be an inspira¬ 
tion to any man to know that in this great 
nation, under the greatest of flags, where men 
are born free and equal, that success is ob¬ 
tained in but one channel, and that through 
individual effort. Let us brush aside the cur¬ 
tain and look down the corridors of some of 
our most successful men—men who are or were 
leaders of men—Captains of Industry. 

A Trade No Barrier to Success 

The Nazarene, the Savior of Man, the 
world’8 redeemer, was a craftsman—a carpen¬ 
ter and the son of a carpenter. This thought 
alone should dignify any honorable trade as 
most worthy and exalted. 

The next president of these United States 
was a farmer’s boy, and learned the trade of a 
printer. 

The late Frederick Weyerhauser, the dean 
of the lumber industry in America, a man of 
profound Christian character and vision, was 
an orphan at 12 years of age, worked on a 
farm, in a saw mill, ran a retail lumber yard 
with success. Good judgment and industrious 
habits soon gained for him promotions. 

One of his first partners, Mr. C. F. Denk- 
mann, was a blacksmith and machinist. His 
practical experience was valuable to the firm’s 
early history. The name of Weyerhauser has 
become a national household word—his charac¬ 
ter an inspiration to the younger generation of 
lumbermen—his life and memory a heritage of 
rich endowment to posterity. 

The late Philip D. Armour, the dean of 
packers, was born on a farm, worked in Cali¬ 
fornia, building sluices for miners, and through 
his own efforts arose to the high position he 
enjoyed. 

The founder of the Studebaker concern, 
builders of wagons, vehicles and automobiles, 
was a blacksmith. 

John Deere, father of the colossal plow and 
implement industry which bears his name, was 
also a blacksmith. 

Likewise, Mr. McCormick, the pioneer reap¬ 
er and binder man, was a farmer and black¬ 
smith. 
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The great empire builder, the late Hon. 
James J. Hill, was born upon a farm, worked in 
a country store, and later as a shipping clerk, 
has often been referred to as the greatest cap¬ 
tain of transportation of his age. He turned 
tide lands into metropolises—he made rails and 
water meet, and so on to the Orient. 

Charles Schwab, industrial head, had as 
his foundation, the trade of a machinist. 

Andrew Carnegie, the steel magnate, was a 
telegraph operator in his early days. 

Marshall Field, the peer of merchants, began 
his knowledge behind the counter as a practical 
and thorough clerk. 

Thomas Edison, the most remarkable of all 
inventors, was a telegraph operator and printer. 

H. J. Heinz, of the “57 Varieties’’ fame, be¬ 
gan life on a little truck farm, carting the 
products of that farm or garden in a wheel¬ 
barrow to a nearby village. 

Henry Ford, the greatest of all automobile 
manufacturers, was a mechanic. 

We might mention scores or hundreds ot 
Americans—our most famous men—who have 
become captains of industry or leaders of men, 
and who arose from the ranks of the crafts or 
the common people to positions of influence 
and power. 

Be a Producer 

Is it not more enviable and honorable to be 
classified as a producer than a consumer? These 
are problems that must be considered, and con¬ 
sidered sanely as well as seriously if we are to 
advance in efficiency and if our advancement 
is to endure along economical lines. We have 
become a tradeless nation—the results are most 
alarming. Why not direct our attention, ef¬ 
forts and energies to the sublime attainments 
of creators and producers? 

Put the producer, whether he be a laborer, 
tiadesman, farmer or craftsman, on a high 
pedestal. Why not use our influence toward 
the changing of our school curriculum to less 
Greek and Latin and more of the practical, 
such as manual training, domestic science, agri¬ 
culture, civil and electrical engineering and 
such other practical trades that are the founda¬ 
tion of the great industrial nation in which we 
are privileged to live. Any person with a good 
education should make a better craftsman—any 
person who is a good craftsman has a better 
chance for success, and eventually, when the 
time comes, can better conduct his own busi¬ 
ness or act in the capacity of an executive than 
he could had he not that practical knowledge 
or experience. 

Business as a Profession 

We look upon medicine, surgery and law 
as about the only professions. This is all wrong 
—business, industry, manufacturing, trades¬ 
man ship, agriculture are essentially as much 
professions as the so-called self-styled profes¬ 
sions of medicine and law. Let us get down to 


fundamentals. Dignify labor and the mechani¬ 
cal arts, honor the producer and when the 
American people arrive at this stage, a newer 
and clearer horizon -will smile upon this great 
nation and there will be less want and discon¬ 
tent. Let the hope of this point to a morning 
dawn. 


THE SPIRIT IN WORK 

The value of work depends upon the spirit 
that is put into it. After all, we are nothing 
but human beings, whether at work, at play or 
asleep. Work is nothing but the forthputting 
of the human spirit. It is the light that shines 
from the candle in the soul. It is the energy 
streaming out of the human mind. 

No matter how well trained you are, how 
quick your eye and how skilled your hand, your 
work is not the best unless you put your spirit 
into it. And the more spirit you put into your 
work the more good it does you. It reacts upon 
you wholesomely. Work that you do listlessly, 
unwillingly and with your mind on something 
else, is the kind that breaks you down. For 
when you work at work you like, at work where 
your heart and soul and interests are, then it is 
not work any more—it is play. 

—Dr. Frank Crane. 


HOW YOU SAY IT 

It’s not so much the thing you say 
But how you say it; 

It’s not the compliment you pay 
But how you pay it. 

A word is but a little thing 
Yet joy or sorrow it may bring, 

That little word may moan or sing; 

It’s simply how you say it. 

You may say “thank you” to your trade, 
It’s how you say it; 

You may say thing are highest grade, 
It’s how you say it. 

Don’t hand out kind words with a moan, 
Put warmth and good cheer in your tone 
And then success will be your own; 

A great game, if you play it! 


Every customer who comes into your store 
should be made to feel at home. He should be 
made to know that his visit is appreciated. Isn’t 
that the least you can do for one who comes in, 
money for you in hand? 


You can never stand on anyone’s legs but 
your own, nor can you expect to go very far 
on the credit of other’s work. 


You never catch a man in the act of sneaking 
up quietly behind your back for the purpose 
of putting money in your pocket. 
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CAN YOU MAKE MONEY FOR OTHERS? 

Half the complaints you hear from 
employes are like this: 

“I am tired of making money for the 
boss. What I’d like is a chance to make 
money for myself.” 

That is what everybody would like. 
And if the employe would stop and think, he 
would discover that the only way to make 
money for himself is to make it for somebody 
else. 

Who are the high salaried men in the 
country? 

The men who can show a firm how to pay 
big dividends. 

Who are the lawyers who get the largest 
fees? 

The lawyers who know how to keep their 
clients out of litigation or to win lawsuits for 
them, thus making money for them. 

What are the articles that have the biggest 
sale? 

The articles that effect a money saving, or 
bring about economies. 

You will never make money for yourself 
till you learn how to make it for other people. 

Life is largely a struggle for money. If 
you can help somebody to make more money 
he will pay you to do it. He can afford to. 

If you can show him how to increase his 
sales or cut down his expenses, you can come 
pretty near fixing your own salary. 

Don’t worry if the other fellow is making 
money. The more money he makes, by your 
help, the more he will pay you. He will have 
to pay you, for he will lose money if you quit. 

Whether you are working for a salary or 
are in business for yourself, success will come 
to you only if you can make money for other 
people—success that is in a business sense, 
which is just as necessary as success in any 
other sense. 

Get the idea of making money for others and 
you will make it for yourself. 


Always before us is the miser who hoards up 
his gold, then later wishes he had spent his 
heir’s money. 


TEACH COMMON COURTESY 

This morning I went into a store and as the 
regular clerk was not on hand, the proprietor 
waited upon me. He offered no word of greet¬ 
ing. When I tendered him my money he did 
not say “Thank you.” True, it was only a 
quarter, whereas the boss usually tends to the 
wholesale end of the business. Nevertheless, I 
felt that he should have shown ordinary polite¬ 
ness. I’ll go elsewhere in future, writes B. C. 
Forbes. 

The owner of the barber shop I visit never 
used to say “Thank you” when paid. Just for 
fun, I made up my mind that I would make 
him become a little more polite. So every time 
he handed me change, I said “Thank you,” 
with great cordiality. He stood it for a month 
or more, and then one day got his “Thank you” 
in ahead of mine! 

It is going to be more difficult in the next 
two years than it has been in the last two years 
to sell goods. At the same time, it is going to 
be less difficult to get and keep the right kind 
of help. Employers should lose no time in start¬ 
ing to teach employes the importance of show¬ 
ing every courtesy to customers. 

No person likes to be treated with cold in¬ 
difference, still less with the rudeness which 
has been lamentably common in all sorts of 
establishments during and since the war. It 
doesn’t matter whether the customer be the 
purchasing agent for an enterprise doing $50.- 
000,000 worth of business a year or a humble 
housewife, each prefers to do business with a 
person who has polite manners rather than a 
person who does not act politely. 

One of the two clerks in a chain store located 
in a suburb of New York recently was killed. 
He had built up the store’s trade wonderfully 
by his unfailing cordiality to customers of all 
degrees of importance. The other clerk, his 
superior in position, acted entirely differently. 
And when the news spread of the polite clerk’s 
tragic end. the comment made on all sides was 
“Isn’t it a pity it wasn’t the other fellow?” 


You can be ever so busy, but if you are 
doing the thing in the wrong way you won’t 
get very far. 



Try your hand at something, and if you 
fail, try both hands. Then, if unsuccessful, try 
using your head. 


Enthusiasm is a sure antidote for laziness 
and procrastination; it is the main-spring 
which keeps your mental machinery in action. 
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YOU ARE LIKE ONE OF THESE THREE 
BROTHERS 



Three brothers left the farm to work 
in the city, and all got jobs in the same 
company, starting out at the same pay. 

Six years later one was receiving $100 
a month, a second $200 and the third 
$500. 


Their father, hearing of these salaries, de¬ 
cided to visit his sons 1 employer and find out 
why they were paid on what seemed to be such 
an unfair basis. 

“I will let them explain themselves/’ said 
the boss, as he pressed a button under his desk. 

Jim, the lowest paid of the three, answered. 

“I understand the Oceanic has just docked/' 
said the employer. “ Please go down there and 
get an inventory of her cargo." 

Three minutes later Jim was back in the 
office. 

“She carries a cargo of 2000 seal skins," re¬ 
ported Jim. “I got the information from the 
first mate over the telephone." 

“Thank you, Jim," said the boss. “That 
will be all." 

He pressed the button again, and Frank, the 
$200 man, reported. 

“Frank, I wish you would go down to the 
dock and get an inventory on the Oceanic's 
cargo." 

An hour later Frank came back with a list 
showing that the Oceanic not only carried 2000 
seal skins, but that she had also 500 beaver and 
1100 mink pelts. 

The employer pressed the button a third 
time and George, the $500 man, walked into the 


office. 

He was given the same instructions his 
brothers had received. 

George did not return for three hours, and 
the office had closed for the day, but his father 
and the boss were waiting for him. 

“The Oceanic carries 2000 seal skins," he 
began. “They are offered at $5 each, so I took 
a two-day option on them, and I have wired a 
prospect in St Louis, offering them at $7. I 
expect to have his order tomorrow. I also 
found 500 beaver, which I sold over the tele¬ 
phone at a profit of $700. The mink pelts are of 
poor quality, so I didn't try to do anything with 
them." 

“That’s fine, George," said the boss. 

Then, when he had gone, the employer 
turned to the father and smiled. 

“You probably noticed," he said, “that Jim 
doesn’t do as he’s told, Frank does as he’s told, 
while George does without being told." 

That accounts for the difference in the sal¬ 


aries. 


If you are not enthusiastic over your work 
you do not love it, therefore you are trying to 
perform work for which you are not fitted. 


ERRORS IN STATEMENT ASSIST IN 
COLLECTING ACCOUNTS 

Here is a brand new way of getting the 
“slow payers" to sit up and take notice. And 
according to its originator, it certainly does 
the work. The idea comes from Sumner, Miss., 
but in spite of the fact that Sumner is a small 
city, it’s a good idea, although some merchants 
might be inclined to think that it is bad busi¬ 
ness. 

On the second statement sent out to a 
customer who has not paid when the first was 
sent, the proprietor makes an intentional error 
and one which will bring the customer into the 
store post haste. ' 

If the bill comes to $62.50, the statement 
sent is for $162.50. 

Then when he comes into the store to correct 
the error, the chances are ten to one that he 
pays the bill, so that the same mistake will not 
occur again. And after all, the proprietor ar¬ 
gues, these mistakes are easily explained, and 
cause no hard feelings. 


HOW DO YOU WAIT ON CHILDREN 
There are many merchants who do not seem 
to appreciate the importance of serving children 
in the same manner as the adult trade. It has 
frequently been observed that children are 
needlessly kept waiting. This practice is not 
fair to the children who visit the store, nor is 
it good business policy. 

I know one very successful store whose own¬ 
er makes it a custom to give first attention to 
the little men and women who come to his store. 
The children appreciate this and he is about 
the most popular “store man" in that section 
of the city. The parents like this policy, too. 
They like to have their children served with, 
courtesy and consideration. The success which 
this merchant has had, he attributes mainly to 
efforts he has made to cultivate the good will 
of children, for in gaining their good will he 
has likewise won the good will and friendship of 
the adult population of his community. 

Child Represents the Parent 
Frequently it happens that a child comes to 
the store with a note requesting merchandise of 
an urgent nature and is forced to wait until the 
grown ups are waited upon. Bear in mind that 
the child may have teen told to hurry back 
with the purchases and that you are serving one 
of your best customers through the medium of 
the child. 

It may be true that many children who come 
into the store are not on an important errand. 
Nevertheless, this supposition should not be 
made, and it is always a good plan to ascertain 
the wants of each child in a prompt and cour¬ 
teous manner. Almost every retail dealer caters 
to family or neighborhood trade, and, by giving 
the best service, to children and adults alike, 
this trade is held and increased. 
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The Survival of the Fittest 



This article has been written especially for the Hardware World by one of our most valued and 
faithful readers, who choses to sign himself “ A Blade of Grass. ” 

The author has served and studied the hardware trade for many years and speaks from a wealthy 
experience, a keen insight and a thorough appreciation of the real facts. 

His grasp of the subject, his analysis of future possibilities and his conclusion and word of warning 
—all make this article well worthy of careful study and thought. 


I have been re-reading Charles Darwin’s 
“The Origin of Species/’ a book strictly and 
undisguisedly a scientific work, but written 
with a simplicity and clarity which makes it as 
easy to read as a child’s story book, and much 
more interesting. 

One cannot read this book without having 
it unforgetably impressed upon him that one 
law of nature, unescapable and always in work¬ 
ing order, is that every organization, a blade of 
grass or a giant mercantile establishment, must 
of necessity be engaged in a war to the death 
with its competitors and can only maintain ex¬ 
istence and growth by superior efficiency. 

All of which preamble leads up to the ques¬ 
tion: Is the average retail dealer today effi¬ 
cient to a degree which justifies and guarantees 
his existence as a merchant T 

Many years in the jobbing hardware busi¬ 
ness have at least made the writer more chari¬ 
table and more deliberate in his judgments 
than when he was a youngster, and he is not 
unmindful of the fact that his continuance in 
this work is dependent to a large extent upon 
the success of his retail customers. But this 
cannot swerve him from the conviction that the 
average retail dealer is a storekeeper and not 
a merchant, and that unless as a class he wakes 
up to the fact that both his mental processes 
and his business methods must be brought up in 
line with modern progress, he will ultimately 
be eliminated. 

Probably the keenest competition felt today 
by the country storekeeper is that of the cata¬ 
logue house, and the success of the catalogue 
house is due to its recognition and grasp of 
modern ideas in merchandising. Perhaps we 
would be more just if we were to go farther 
and say its originating of modern merchandis¬ 
ing ideas. The existence of this competition 
and the pronounced success of these modern 
methods cannot be ignored. They must be met 
and met efficiently if the country storekeeper 
is to survive. 

That the country storekeeper has an impor¬ 
tant and almost essential function to perform 
in our social fabric, and that his elimination 
would be little less than a calamity, are facts 
that have profoundly impressed everyone who 
has given this question unprejudiced thought. 

Granting that he has his important and per¬ 
haps essential functions, it logically follows that 
he can and must meet this competition. The 
world can get along without the small mer¬ 
chant, but his elimination and the consequent 


and necessary readjustment would involve a 
serious and far-reaching loss to a host of small 
communities and there would be nothing gained 
by the explanation that the community had 
brought all this loss and inconvenience upon it¬ 
self by its failure to support the local store¬ 
keeper. He must justify his support by fur¬ 
nishing a service which will beat the catalogue 
house on its own ground. 

Bales Helps Available for Merchant 

One of the most disappointing and disheart¬ 
ening features of the jobbing business today is 
the impossibility of inducing the average coun¬ 
try storekeeper to take full advantage of the 
numerous and valuable sales helps which the 
jobber and the manufacturer are offering him. 

A specialty of obvious value and selling 
qualities will be offered to him by the jobber’s 
salesman and he will be induced to buy a reason¬ 
able quantity. Advertising matter of an at¬ 
tractive nature and cuts for newspaper adver¬ 
tising may be had for the asking. The salesman 
will be only too glad to give the clerks selling 
helps. 

The storekeeper is given every possible as¬ 
sistance and inducement to do real selling 
among his neighbors and customers, but again 
and again the salesman comes around on his 
next trip to find that the item is only accumu¬ 
lating dust on the shelf, while the storekeeper is 
waiting for people to come in and ask for it. 

Catalogue Houses Capitalize Written Word 

The catalogue house, lacking the great ad¬ 
vantage which the local merchant enjoys of 
personal contact with the customer, gets out 
at an enormous aggregate cost a catalogue in 
which is clearly and fully put forth the good 
qualities of what it has to sell, and lays this 
catalogue before every probable purchaser. It 
is more than likely that the local dealer has the 
same article on his shelves. Although his clerks 
should be prepared to give a much fuller de¬ 
scription and follow it up with a demonstration 
if desired, they cannot furnish as much infor¬ 
mation about it as is found in the condensed 
description of the big catalogue. 

The catalogue house sets a price on every 
item and has to submit to the very considerable 
handicap of being unable to readjust prices to 
fit a changing market before the issuing of 
another catalogue. In this way they lose when 
the market advances and are unable to offer 
customers the benefit of a market decline. The 
local dealer has the helo of the weekly visits 
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of the jobber’s salesman with the latest market 
reports. 

Jobber Needs Retailer's Cooperation 

No one now denies the value of the jobber 
to the retail merchant or the essential part 
which the jobber plays in the success of the re¬ 
tailer, but the jobber’s success is in turn de¬ 
pendent upon the maintenance of the present 
system of distribution, manufacturer to jobber, 
jobber to retailer, retailer to consumer. Ex¬ 
perience has fully demonstrated that this is the 
most economical plan of distribution known. 

If then the jobber does not receive sufficient 
cooperation from the retailer to justify the 
manufacturer in keeping his place in the 
scheme and the manufacturer decides to market 
his product direct with the retailer or the con¬ 
sumer, the jobber and the retailer will both 
lose out; the jobber because he is deprived of 
the cooperation of and is put into competition 
with the manufacturer, and the retailer because 
he cannot buy a large proportion of his require¬ 
ments in shipments from a number of different 
manufacturers without incurring the evils of 
overbuying, almost the largest single factor in 
the failure of small stores. 

Other and only little less important draw¬ 
backs to this plan are the loss of the jobber’s 
help when the retailer needs accommodation to 
tide him over a dull season or a crop failure, 
and the loss of the jobber’s helpful advice 
through the medium of his salesman’s frequent 
visits. 

Let us assume then that the retailer is 
equally interested with the jobber in the main¬ 
tenance of the present plan of distribution. 
Should he not be even more solicitous to achieve 
and maintain a level of efficiency sufficiently 
high to enable him to hold his own in competi¬ 
tion with the catalogue house? If he is to do 
this must he not bestir himself, became a mer¬ 
chant, not a mere storekeeper, takes advantage 
of the sales helps which the jobber is always 
glad to supply, and back up the jobber in his 
attitude toward the manufacturer? 

Keep Jobbers Out of Temptation 

Should the retailer look upon this as too 
altruistic a stand for him to take, and hold that 
it is not up to him to fight the jobber’s battles? 
We will look at the question from another side. 
When the time comes that the jobber is satisfied 
that he is not getting the backing of a sufficient 
number of the retailers to justify him in con¬ 
tinuing on the present lines, do you imagine 
that he is going out of business? It is unthink¬ 
able and especially so in view of the fact that 
he already has an organization which with a 
minimum of difficulty and delay can be 
changed over to a catalogue house, with the 
enormous advantage of already having his 
name and reputation widely recognized over 
a large field, and having been for years in the 
catalogue making business. 


It is quite possible that the successful jobber 
will find himself even more successful in this 
new field and the retailer would find his last 
condition far worse than his first. Mr. Retailer 
—it’s your move. 

—A Blade of Grass. 


GROWTH OP MAIL ORDER BUSINESS 

A few minutes employed in studying the 
figures herewith would be time well spent. 

The chart indicates the growth of the busi¬ 
ness of Sears, Roebuck & Company from 1910 
through 1919. It tells more plainly than words 
of the tremendous growth of one big mail 
order house, and indicates with equal accuracy 
the growth of the mail order business in general. 

Sears, Roebuck & Company did a business 
of $61,329,792 in 1910. Last year their net sales 
were $233,982,584. Here are the figures in de¬ 
tail for the last ten years: 



Net Sales 

Net Profits 

1919 .... 

.$233,982,584 

$20,082,067 

1918 .... 

. 181,665,830 

13,781,948 

1917 .... 

. 165,807,608 

15,025,413 

1916 .... 

. 137,200,803 

16,488,622 

1915 .... 

. 106,228,421 

11,100,388 

1914 .... 

. 96,024,755 

9,081,521 

1913 .... 

. 91,357,276 

9,027.669 

1912 .... 

. 77,116,859 

8.322,611 

1911 .... 

. 64,112,194 

6,984,967 

1910 .... 

. 61,329,792 

6,759,876 


Sears, Roebuck & Company is the largest 
mail order house in the world. Montgomery 
Ward & Company has run a fair second. Under 
the new leadership of the Whalen and Duke 
interests that control the United Cigar Stores, 
there is the expectation of a big increase in 
their business. There are hundreds of other 
mail order houses that are constantly tempting 
millions of home dollars to make the perilous 
journey to Chicago and other western cities. 
The total value of mail order business is es¬ 
timated at a figure running close to >a billion 
dollars annually. 

Mail order and chain store competition is 
becoming more and more serious. Some people 
are inclined to throw up their hands and say 
it’s no use—that the retail business is a losing 
fight. 

At the other extreme we have those who 
refuse to recognize the existence of mail order 
houses and go plodding along with their eyes 
shut to their most serious form of competition. 

The mail order houses can’t get all the 
business. But just now the mail order folks 
are pushing ahead. They are getting new cus- 
timers all the time through their advertisements. 

Wherever they find merchants negligent in 
not advertising in their local communities, 
there is where they draw the bulk of their 
trade. 


Look in and look up. 
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Increasing Sadie of Electric Washers 

Suggestions Each Merchant Can Use to Advantage 


D URING a recent industrial parade in War- 
ren, Pa., the float that attracted the most 
attention was Beckley’s, devoted to a com¬ 
plete showing of electric household helps. 

Around the four corner pillars were thrown 
life preservers, and each of the larger machines 
—vacuum cleaner, dishwasher, washing ma¬ 
chine and ironing machine—were operated by 
young women in sailor suits. 

Above the heads of the operators was 
stretched a big canvas banner, “Beckley’s Wife 
Saving Station. ” The clever substitution of 
“wife” for “life” caught the fancy of the 
crowd, and the demonstration of these electric 
machines that almost think, showed to the mul¬ 
titude that they were truly wife savers. 

With the advent of the new year, every 
hardware man should push his electric house¬ 
hold helps and especially his laundry machines, 
since they relieve the housewife of the greatest 
burden. 

Methods of Live Canadian Institution 
The Ashdown Hardware Co., Winnipeg, 
Man., is always in the front rank when it comes 
to pushing anything that is new and efficient, 
and recently they have been expending much 
time and thought towards increasing their elec¬ 
tric washer sales. 

Realizing that the appeal to the eye is the 
quickest method of attracting attention, tbey 
arranged a colorful display of washing machines 
and supplies. The background was tinted blue, 
with a big oval of pastel tints showing an alle¬ 
gorical design of Electricity. At one side was 
an electric washing machine, and at the other 


a bench with two tubs, between which was a 
wringer. 

A long low bench of polished wood held a 
tall vase filled with branches of red foliage, as 
well as several electric irons. On the floor were 
half a dozen of these irons, several of them 
being boxed, ready for delivery. 

Three tall panel cards, lettered uniformly 
suggested: 

“Do you still use the old fashioned tub and 
washboard in your home. It's time for a change. 
Use a Voss Electric Washer.” 

“The electric washer makes a large washing 
look small. It does the work easily and quickly.” 

“No steps back and forth from a hot stove 
with the electric iron. And the handle never 
gets hot—the heat is in the iron.” 

On the bench was an alarm clock, the hands 
pointing to eight o’clock. A card observed: 

“With an electric washer you don’t have to 
get up at daybreak. The washing is done in an 
hour’s time, without the labor and back-break¬ 
ing toil that usually is the accompaniment of 
Blue Monday.” 

Gum tape is used in fastening all light 
weight packages that go out from the store—it 
being cheaper and much more expeditious than 
string. Stamped at regular intervals on this 
tape is: 

THERE WA8 A TIME 

when all household work was drudgery. The advent 
of electrical labor-saving appliances and adequately 
wired homes has changed all that and made house¬ 
keeping a real pleasure. 



The Ashdown Hardware Co. has an international reputation for attractive sales windows. They are among 

the most progressive merchants in America. 
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Bach package that goes out, therefore, be¬ 
comes an advertiser for the electrical merchan¬ 
dise department. 



Complementing their direct mail advertis¬ 
ing, they arranged a colorful window that at¬ 
tracted much attention by its very simplicity. 
In the beginning, it was extremely well lighted 
—the white lights from above, shaded so that 
their rays did not strike the eye, being turned 
full on the contents of the window. The floor 
was covered with clean white sand, in which 
were resting a number of toy camels. In the 
center was the washing machine, with wringer 
attachment, to which were fastened long water¬ 
falls of sky blue paper. Cards of blue, lettered 
in white, stood by the machine, and on them 
were printed : 


AN OASIS IN THE DESERT 
That is what an enthusiastic possessor of an 
electric washing machine said. “It’s an oasis in 
a desert of housework,” she explained. These 
oases would be far more frequent if she had also 
possesed an ironer, dish washer and vacuum cleaner. 
In fact, with these four reliable work savers, coup¬ 
led with an electric range, and some table utensils— 
such as toaster and percolator—she would find that 
the desert disappeared entirely, and that the house 
was like a fair garden which needed only a little 
daily attention in order to blossom out into a perfect 
Eden of comfort and content. 


Emphasizing the shortage of laundresses and 
their unreliability, The Electric Maid Shop, 
Portland, Oregon, got out a folder recently, 
which they enclosed in an envelope and sent 
under letter postage to a large number of house¬ 
wives in the city and surrounding country: 


The expressions were doubtless a little 
flowery, but consider what visions of ease and 
comfort they gave the housewife who beheld 
them; while the practicality of them could not 
be doubted after having been given a thorough 
demonstration in her own home. 


Dear Madam: 

Every housewife today wants electrie labor-sav¬ 
ing appliances to make her housework easier. She 
has heard enough about the electric clothes washer, 
clothes dryer, ironing machine, electric irons and 
electric range to know how they simplify house¬ 
keeping. She knows that they make it easier to 
keep a servant; as well as making it possible to get 
along without one. She wants tnem all. 

But very often the matter of first cost stands 
in the way. The house account can't spare the 
money at present to buy these things. And so she 
waits. 

I'm going to show you that you needn't wait. 
It isn't necessary, after all. You want them now. 
You need them now. You ought to have them now. 
And so you can, if you will let us show you how 
to turn the trick. The way is easy. 

They buy themselves. If you are sending your 
washing or ironing out or having a woman come 
in each week—just stop it. Get an electric washer 
and ironer. Then put the same money aside that 
you have been spending for wages and before a 
year is out you will nave paid for them—after 
which they work for you for nothing. 

Or, if you have two servants, these electric labor- 
savers will enable you t o let one go and keep house 
far more easily and economically and happily. The 
wages you save will pay for them. 

Or, if you are doing your own work, these appli¬ 
ances will save you many hours for rest and recrea¬ 
tion. And they will save you enough in actual cash 
to pay for them. 

See them on display in our show windows, and 
watch them demonstrated in our electrical household 
merchandise department. 

Yours for efficient service in 1921, 

THE ELECTRIC MAID SHOP. 


Getting well acquainted with vour customers 
and coming into personal touch with them, if 
possible, is one of the surest methods of holding 
their trade. 


THE DRIVE IDEA 


All our lives will be more sunny, and we’ll 
chirp a gladder song, when they quit the 
“drives” for money, which have bothered us 
too long. All such schemes were gladly par¬ 
doned when the Kaiser danced his jig, and the 
heart was cold and hardened that neglected to 
up-dig. I am always prompt and willing to 
help out a worthy cause, but I will not place a 
shilling in the drivesmith’s eager paws. For 
I’m sick of people telling what I ought to give 
and where, tired of always digging, shelling, 
for some scheme that makes me swear. I will 
give to help the living and I’ll give to plant the 
dead, but I won’t be bossed in giving, and I 
won’t be chased or led. In the wartime drives 
were splendid, and they helped to can our foes, 
but the war is done and ended, and the people 
need repose. Do not bother friends or neigh¬ 
bors with requests for honest dimes; leave 
them to their quiet labors, as we did in olden 
times. Do not think up worthy causes that re¬ 
quire financial aid, for we’ve all been Santa 
Clauses till our nerves are tired and frayed. 

—Copyright 1920 by Walt Mason. 
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EFFICIENCY AND PRODUCTION SHOULD 
BE THE BASIS OF WAGES 

(By Thomas McCusker) 

We quote the following from a circular re¬ 
cently received from an Eastern city: 
Bricklayers and Building Operations— 
Pertinent figures which may or may not 
have their relation to the building situation: 


Year. 

Rate per hour. 

Bricks per 

1909 

$ .55 

1100 

1916 

.65 

900 

1918 

.80 

614 

1919 

1.00 

587 

1920 

1.25 

541 


Thus wages were more than doubled, while 
less than half the work was done. 

Doubtless it was a condition of this kind 
that influenced the Industrial Court of Great 
Britain to promulgate a new principle for wage 
increases. Read the following report from the 
National Industrial Conference Board: 

“The Industrial Court in Great Britain very 
recently issued a decision that is regarded as of 
considerable importance, because it lays down 
a new principle for determining claims for 
wage increases. Hitherto the awards of the 
committee on production, and subsequently of 
the Interim Court of Arbitration, have been ac¬ 
cepted as standard; these provided for wage 
increases commensurate with cost of living in¬ 
creases. The decisions as a rule provided for 
lehearinp every four months, so that if the 
cost of living were found to have increased, an 
equivalent wage increase might be considered. 

Work Done Is the Determining Factor 

“In its decision the Industrial Court states 
that no increase in wages is due as a result of 
increases in cost of living, but that the value 
of the work done must be the determining fac¬ 
tor. 

“The Court holds that: 4 The remuneration 
of the various classes of work people should, in 
ordinary circumstances, depend on the value of 
the work done, and the value of the w T ork done 
depends upon the state of the market and the 
demand for the products of the workshop.’ 

“The principle that wages must bear a di¬ 
rect relation to production and not to cost of 
living was laid down by the Industrial Court 
in the case of a demand for a wage increase in 
the engineering and foundry trades. Subse¬ 
quently in a decision affecting the shipbuilding 
and ship-repairing trades, the court took the 
same position. Both the engineering and ship¬ 
building trades are between 90 per cent and 100 
per cent organized. 

“In commenting on this decision, the British 
Ministry of Labor states that 'it has long been 
seen that the effect of an increase in wages to 
meet the increased cost of living is still further 
to increase the cost of living, and it will be ap¬ 
preciated that, if the lead of the Industrial 


Court is followed, the “vicious circle ’ 9 may be 
broken.’ ” 

There is much to be learned from Eng¬ 
land’s method of handling industrial matters, 
but the principle is not new, as it is but an 
iteration of our contention that efficiency and 
production should be the basis of wages. 

What we commend about the English In¬ 
dustrial Court, is that it has the good sense to 
stand on this principle. 


HOW HOGS HELP HARDWARE 

What is the connection you ask? We would 
refer you to the Garland County (Arkansas) 
Weekly, published at Hot Springs, principal¬ 
ly known to the hardware trade not as a base¬ 
ball training site, but as the seat of operation 
of our always good friend, Hamp Williams. 

In a recent issue of the Garland County 
Weekly Hamp Williams carried a want ad, in 
which he offers to give away two fine Duroc 
Jersey boars. 

Sounds marvelous, doesn’t it? When we 
tell you that he has given away five of these 
fine animals this year, perhaps you will marvel 
all the more. 

Hamp Williams believes in going back to 
the beginning and searching the origin of 
things, and this is how he figures: 

To start with, 20 sows to the boar will bring 
litters of 8 pigs each, which is 160 of the little 
squealers. At less than a year old they will 
weigh 200 pounds, which gives us 32,000 pounds 
of pork. At 20 cents per pound, the price in 
Hot Springs today, that nets $6,400. Now there 
are seven of these males in service in the county, 
and that means $44,800 will be available to buy 
Fords and things. 

And that is just from one litter 1 Pigs is 
pigs. 

So Hamp Williams turns over a boar to any¬ 
one in the county who will agree to take good 
care of him and breed him to 20 sows on 20 
different farms in Garland County, taking the 
name and address of the owner of the sow. 
When the twentieth sow is bred, then the hog 
becomes the sole property of the man in whose 
charge it has been given. 

We might arise to remark that with all the 
agricultural extension departments of all the 
universities that we have known, this is perhaps 
the most comprehensive and one of the simplest 
extension plans that has been brought to our 
attention. 


THINK THIS OYER 

You don’t have to belong to the “laboring 
classes” to be honest; you don’t have to belong 
to the “capitalistic class” to become wealthy. 
Most other popular beliefs are about as well- 
founded as those. 
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MODEST WAY OF “SANDY MACKAY” 
“Oh my! 

“You ought to have seen Mackay,” sings 
Harry Lauder as he strolls the hills of Tober¬ 
mory. 



ALEXANDER P. MACKAY 

Genial and capable tales manager of the Corbin Cabinet Lock Co. 

Yet we must change our rhyme and take as 
our text, “The Modest Way of ‘Sandy Mac¬ 
kay. 9 ” For when the Mackays left Scotland 
their “eye” became “aye,” and so it is with 
Alexander L. Mackay, factory sales manager 
for the Corbin Cabinet Lock Co., officially, but 
known to his legion of friends among builders' 
hardware buyers throughout the United States 
as “Sandy Mackay.” 

It is a pride and principle of ours never to 
violate the confidence and wishes of any of our 
friends in the trade. Mr. Mackay's last ad¬ 
juration as he left our office after a most pleas¬ 
ant visit was to the effect that we “touch the 
harp gently,” so we cannot go very far into 
his personal history, nor more than mention 
his connection with that great institution 
where his life's work has been centered and 
which now reflects the power of his efforts. 

We can only say that he is even more inter¬ 
esting than he looks, and although the Mackay's 
may have dropped the “eye” from their name, 
they have not dropped the sparkle from their 
eyes. An able business man, a keen student of 
human nature and a past master in knowledge 
of builders' hardware, Alexander Mackay is 
also a most charming and witty companion. 

Expect a Big, Steady Tear 

As for the general outlook these were ap¬ 
proximately his words: “We of the Corbin Cab- 
met Lock Division are most optimistic in enter¬ 
ing the coining year—most optimistic. We have 


made our plans for full operation during 1921. 
We have ordered our materials and we are 
going right ahead. In fact we are in need of 
men to keep our factory running full blast and 
up to the standard of perfection that we take 
pride in maintaining. 

Orders are still coming in, yet we realize 
that the coming year will see the sales depart¬ 
ment in a situation even more crucial than any 
it has occupied for some time. But we are 
ready — and full of the most assured confi¬ 
dence.” 

Mr. Mackay recently returned from a visit 
with their western sales representatives, John 
T. Rowntree, Inc., who for many years have 
represented them in the West. 


MAKE YOUR STORE POPULAR 

Merchants all over the country are realizing 
that there is a new class of buyers growing up 
who are most important to cultivate and secure 
as regular customers. 

These are the laboring, hard working buyers, 
who, up until a few years ago, were only buying 
the bare necessities, satisfied with inferior 
goods, very often through catalog or cut-rate 
houses. 

Thousands of these people are now in posi¬ 
tion to buy the best merchandise and are 
anxious to buy it. Yet they are at a loss some¬ 
times to know what to get and where to go for 
their goods. In other words, here are new 
buyers who have the necessary capital and who 
have not the experience or the nerve to get the 
quality and quantity of goods they are well 
able to buy and want to buy. 

It is this class of buyers that the wide¬ 
awake merchant must educate and welcome to 
his store. 

Of course, many of the men in this class 
know what they want in the tool department, 
and need no instructions along these lines. Yet 
their wives may be persuaded to buy high class 
household goods. These goods need only be 
shown to them and their advantages explained. 
They are all prospects for vacuum cleaners, 
washing machcines, electrical supplies and con¬ 
veniences, if you will only take it for granted 
that they want and need such merchandise. 

When a man who labors with his hands 
becomes a little easier financially, he is the 
very one who wants his wife to have labor- 
saving conveniences available, and household 
conveniences appeal most to them. 

So take it for granted that they are pre¬ 
ferred buyers and take it for granted that they 
want this merchandise. It is very unwise to 
sell only staple goods. 

It should be a principle with every clerk 
and every merchant to flatter these buyers, 
telling them that they know the good from the 
bad. Give them credit at least for wanting the 
best that you can provide. 
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What Policy Should Merchants Pursue? 

^^^■^HERE never was a time when merchants, both wholesale and re- 
4 J tail, were more concerned as to a “safe and sane” policy, and it is 
with this idea in mind that we here present to our readers opinions 
that have been gathered from all sections of the country as to the trade 
situation and business outlook for the new year. 

In many sections cancellations have been quite prevalent. In some 
agricultural or farming sections, where the cotton, grain and similar prod¬ 
ucts have not been disposed of, the merchants have hesitated to place their 
orders. Nevertheless, it seems to be almost a universal opinion that after 
the inventory is taken, after the first of the year, normal resumption of 
placing orders will be followed. 

It will be remembered that two years ago when the armistice was 
signed the opinion seemed to prevail that prices would immediately be 
lowered and there was some hesitation in placing orders. The result was 
that almost a parallel situation was presented to that which now exists. 
There was a “scramble” to get orders accepted and filled. Many were 
caught short and loss of business resulted through inability to obtain goods 
when needed. 

Quite a number of letters were received too late to include in this 
issue, but they will appear in our next issue. 


CAN’T SELL GOODS UNLESS YOU HAVE 
THEM 

Editor Hardware World: 

As far as the chain industry is concerned, there is 
a shortage of chain everywhere. Our prices being based 
on the material prices of the corporation, we do not 
contemplate any reduction, but will follow the corpora¬ 
tion’s prices as closely as our labor conditions will 
permit. 

As to the distributor. I would certainly advise con¬ 
servatism in placing business, but they should certainly 
supply themselves with sufficient material of all kinds 
to meet the demand which they may have. 

This is no time to speculate, but at the same time 
the distributor should be in a position to meet normal 
demands. He certainly will sell no goods if he does not 
have them in stock. 

We look for some improvement after the turn of 
the year, when we anticipate prices will have reached 
bottom, and after which time there should be no hesi¬ 
tancy in going ahead. The fundamental conditions of 
this country are absolutely sound, there is going to be 
plenty of money at reasonable rates to take care of all 
legitimate business, and we ourselves are very hopeful 
that business will tend towards normal soon after the 
first of the year. 

Yours very truly, 

UNITED STATES CHAIN & FORGING CO., 
Pittsburgh. C. M. Power, Vice Pres. & Sales Mgr. 


BELIEVE LARGE BUSINESS WILL BE IN 
EVIDENCE 

Editor Hardware World: 

We believe a lot of people are going to be fooled 
next year when they think they are not going to have 
a business that will require their keeping a goodly 
stock of goods on hand to meet the demand, which we 
believe is going to be very much in evidence, contrary 
to the opinion of many in our line. 

Very truly yours, 

INTERNATIONAL SILVER COMPANY. 
Meriden. Geo. H. Wilcox, Pres. 


STOCKS MUST BE REPLENISHED 

Editor Hardware World: 

Merchants should follow a conservative buying plan 
for the first half of 1921. 

We believe the method now being pursued by a 
great many merchants, i. e., the method of buying 
nothing whatever no matter how badly needed, is a 
mistake. We believe that stock should be replenished 
as they run out, not with a speculative buying, but as 
the goods are needed. 

THE WITT CORNICE OO.. 
Cincinnati, Ohio. J. W. Witt. 


C. 


Boyers Hardware Co. have taken over the stock of 
M. Hornbaker of Bonaparte, Iowa. 
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IN A MULTITUDE OF COUNSEL THERE IS WISDOM 


TOOL MANUFACTURER’S SENSIBLE 
STATEMENT 

Editor Hardware World: 

We have quite a habit in this country of going to 
extremes, and in times of extreme activity are quite 
apt to buy too much. The moment that there is the 
least hesitation in the commercial world, we are quite 
apt to buy too little, forgetting that *in this great and 
wonderful country of ours there is a steady and con- 
inual consumption of all commodities; and, as J. P. 
Morgan once said: Don't be a ‘ 1 bear" on the pros¬ 
perity of the United States; if you do you wifi go 
broke. 

Our advice to the hardware merchants, particularly 
to those carrying tool stocks, is to keep their stocks in 
good condition, sufficient to care for the requirements 
of their trade. The demand for and use of tools of a 
mechanical nature, particularly small hand tools, is 
increasing and will increase, because this is a mechan¬ 
ical age. Following in the wake of a world upheaval 
caused by the war, when prices in many lines were 
badly distorted, there comes a universal clamor—and 
rightfully—that these prices be brought to a safe and 
sane level. 

This brings up the question: “When is a price too 
highf" Our answer to this is: Our price is too high 
when based on actual cost it represents more than a 
just and reasonable profit; and our price is too low 
when based on actual cost it represents less than a 
fair and reasonable profit. 

We believe that any merchant that studies the tool 
situation and compares the prices today with those 
prevailing six years ago will compliment the tool manu¬ 
facturer on his moderation. 

As far as this company is concerned, our policy of 
the last six years will be continued: All our prices 
will be based on actual cost plus a fair and reasonable 
profit, and we cannot see the slightest possibility of any 
lower cost to us during the first six months of 1921. 
Yours very truly, 

GOODELL-PRATT CO., 

Greenfield. W. M. Pratt, Pres. 


PRESENT SITUATION WILL BENEFIT 
THE LOCAL JOBBER 
Editor Hardware World: 

Based on conditions that apply strictly to our 
own immediate territory of north Texas and Southern 
Oklahoma, we feel that for the country as a whole, the 
beginning of the year 1921 will show a very decided 
ehange for the better, but local conditions will possibly 
prevent a much better situation in this part of the 
country. We do not look for a big business until 
another crop is made. 

We believe merchants, both retailers and jobbers, 
will be very conservative in their buying. The retailer 
will no longer buy far ahead as he has been doing, but 
will plaee his orders at the time he needs the goods 
and relatively smaller quantities. We cannot help 
feeling that this will redound very largely to the bene¬ 
fit of the local jobber ana while, as stated, we do not 
look for a large business, we do hope for something 
better than the average during the first part of 1921. 

We expect to keep up our stock and hope to be as 
fortunate in serving our customers as we have been 
during the rather trying years of the war. 

Sherman, Tex. ROBERTS, SANFORD & TAYLOR GO. 


WOULD CERTAINLY KEEP STOCK UP 

Editor Hardware World: 

If we were a hardware merchant and intended to 
“live and move and have our being" in the hardware 
business and knew that we were located in a good, 
healthy community with a good country round it, we 
would certainly keep our stock up and we would order 
goods right now for business in the spring of 1921, if 
we had not done so already. 

The fundamental conditions of the country are 
sound, and this apparent psychological scare, through 
which we have been going the past few weeks, will 
pass away more quickly than it came on and then the 
merchant with the goods on his shelves will be the man 
who will get the business, whereas the man who waits 
until the season is on and then tries to get the goods in 
from his source of supply in time for the trade, is liable 
to have trouble in securing a good many articles. 

It is all right, no doubt, for the price to be reduced 
on any article where it has been too high. It is the 
rule of the law of supply and demand that prices will 
eventually reach their proper levels, but we cannot 
stand still and there is no danger in our estimation of 
the United States of America going backward. 

The wise, experienced merchant watches all of his 
stock at all times and tries to keep up a supply of those 
things that are in demand, especially seasonable goods 
which always have to be ordered in advance, so as to 
have them on hand in time for the trade. 

This rule, of course, applies more to the jobber than 
to the retailer, but right now if the retailer will show 
his faith in the future by ordering goods, it will cer¬ 
tainly help his jobber to also have more confidence, 
and that is what is needed more than anything else— 
confidence—especially where we all know that back of 
everything the fundamentals are all right. 

Yours sincerely, 

E. C. ATKINS & CO., 

Indianapolis. N. A. Gladding, Y. P. & Gen. Mgr. Sales. 


NEW ORLEANS JOBBERS ADVOCATE 
CONSERVATISM IN SOUTH 

Editor Hardware World: 

We think that conservatism is advisable and that 
jobbers should guide themselves, not so much by sales 
of previous years as by the probable demand they are 
likely to have in the winter and spring of 1921. This 
will probably be lessened because of fear of the buying 
public that deflation is not yet complete, that prices 
will be lower, and that by waiting a reasonable time, 
their wants can be provided for to better advantage. 

Should there be any improvement in cotton, rice 
and sugar in the South and wheat and corn in the East 
and West, we feel that fresh buying will develop, and 
once this begins the markets will become firm and new 
and liberal buyers come in to make purchases. 

We believe in the early spring, the future can be 
better considered than at the present time and chiefly 
for this reason we favor conservatism in purchasing. 

Yours truly, 

STAUFFER, ESHLEMAN & CO., LTD., 
New Orleans. W. R. Stauffer, Pres. 


Weber & Aschman of Nickerson, Kansas, have dis¬ 
posed of their implement stock. They will still con¬ 
tinue to handle a general line of hardware and harness. 


J. H. Voss of Dispatch, Kansas, has sold his half 
interest in hardware and implement business to B. D. 
J. Verbage, who is taking charge. 


The Casey Implement & Hardware Co. is purchaser 
of the hardware and implement business of M. B. Lease. 
A line of motor trucks has been added. 
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WHAT POLICY SHOULD MERCHANTS PURSUE? 


GOOD REASON TO FEEL OPTIMISTIC 

Editor Hardware World: 

The present conditions vary so much in various 
sections of the country that it would be impossible to 
express an opinion that would apply generally. We 
believe it will be necessary for each merchant to make 
his plans in accordance with the prospects in his imme- 
liate territory. 

Prices, of course, have reached the peak; in some 
lines there have been declines. It is our opinion that 
there will be a gradual improvement in the volume 
of business and that by the time spring arrives there 
will be a healthy volume of business. We would cer¬ 
tainly advise merchants to place their orders with firms 
that can give them service. We also feel that in a 
great many lines prices have been stabilized enough 
so that dealers can carry reasonable stocks without fear 
of any loss. 

We all feel that if the price of building material 
and labor is sufficiently reduced that this country will 
enter upon an era of building surpassing anything that 
we have had in the past. A great many states are 
ready to start elaborate programs of road building as 
soon as they feel that prices are rigut, and we hardly 
think that this work will be delayed very much longer. 

We should also keep in mind that the shelves of the 
world are practically bare and that the United States 
is not receiving the foreign business that it should on 
finished products because of the high rates of exchange 
and the poor credit facilities which exist at this time. 
Business men, however, are taking steps to correct 
this condition and it is very probable that there will 
be a turn for the better on many lines of goods which 
are in demand for foreign markets. 

We cannot help but feel optimistic in regard to the 
future. We believe that when the books Lre balanced 
at the end of 1921 that most business houses will con¬ 
sider it a very satisfactory year. 

Yours very truly, 

VAUGHAN & BUSHNELL MFG. CO., 
Chicago. Irving S. Kemp, Sales Mgr. 


OPTIMISTIC AND BUSINESS AHEAD OF 
LAST YEAR—DISCOUNT NEWS- 
PAPER TALK 

Editor Hardware World: 

The writer is exceedingly optimistic about the fu¬ 
ture. Many are not. The newspapers are doing the 
merchants a great injustice through their unwarranted 
propaganda advocating slashing of prices, buying pub¬ 
lic not in mood to buy until prices are down, and all 
this rot. 

To date no one has noticed any reduction in the 
price of advertising, yet the newspapers are biting 
the hand that is feeding them. 

The writer may be away off, but it is his candid 
opinion that 1921 will prove to be a very good year. 
True, there will be declines, that is, inflation will be 
squeezed out of prices. 

Thus far our business has been running away ahead 
of last year every week, notwithstanding all the cry to 
the contrary. 

THE EDWARDS & CHAMBERLAIN HDWE. CO. 
Kalamazoo. J. Chas. Ross, Sec. and Gen. Mgr. 


The Blodgett Hardware Store at Burbank, Califor¬ 
nia, has been sold to E. J. Jackson, formerly of Glen¬ 
dale. 


H. G. Gunhus, successor to Roy L. Dun, at Ridge¬ 
way, Iowa, is carrying a full line of hardware, especial¬ 
ly in the household goods department. 


STOCK GOODS THAT APPEAL TO WOMEN 

Editor Hardware World: 

We believe that all enterprising merchants will con¬ 
sider carefully the inventory of their stocks as they 
find them after the holiday trade and they will find 
that the lines making the greatest appeal to women 
buyers are the lines which have sold most readily dur¬ 
ing December, because the women of the household 
spend the greater part of the family income in most 
families. 

All manufacturers realize that dealers 1 orders have 
been most sparingly placed during the past three 
months, therefore, their stocks must be low. This must 
result in a large volume of purchases, taken in the 
aggregate, coming to the manufacturers during Febru¬ 
ary and March. For many reasons, it will pay the 
dealer to place these opening orders early. 

With reference to the kind of merchandise, the 
writer believes that most merchants will buy staples 
sparingly because all manufacturers are practically in 
a position to ship promptly, but the wise dealer will do 
well to handle as many lines as possible, especially 
those which will attract buyers to his store, because 
women want labor-saving appliances and novelties. 

Yours very truly, 

NORTHWESTERN STEEL & IRON WORKS, 
Eau Claire. W. H. Kestin, Sales Mgr. 


PROFITS MADE BY HAVING GOODS ON 
HAND MORE THAN OFFSET 
POSSIBLE LOSSES 

Editor Hardware World: 

We do not believe that the dealer should change his 
policy for the first half of 1921 from the policy he has 
practiced during the past six months. That is, to buy 
carefully in small quantities and buy often, but he 
must continue to buy. A dealer refusing to buy items 
needed because of a condition caused by price is ac¬ 
cepting a loss in profits and prestige. 

The profits he makes by having the goods which 
were bought during a given period are usually greater 
than the loss he must take on account of lower prices 
on goods bought during the same period. We do not 
believe the dealer should buy far in advance of his 
requirements but do believe it safe and good business 
to place his future orders for seasonable goods at 
guaranteed prices. 

Yours truly, 

El Paso. MOMSEN-DUNNEGAN-RYAN CO. 


Robert Marty of New Glarus, Wisconsin, has sold 
his interest in the firm of Tollefson & Marty to Wilbert 
J. Hefty. The name has been changed to Tollefson 
& Hefty. 


Desmond & Horn have succeeded to the business of 
Kingston & Desmond at Mukwonago, Wisconsin. The 
new concern will handle a line of barn equipment, 
sporting goods, shelf hardware and stoves. 


As a purchaser and storekeeper for an engineer¬ 
ing company, where we carry about fifty thousand 
dollars worth of hardware and plumbers * supplies, 
which we purchase from jobbers and manufacturers, 
the .hardware World is very helpful in my work, 
aside from being most amusing and entertaining to 
read. 

New York. WILLIAM J. BROWN, Storekeeper. 
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CANNOT MAKE PROFIT UNLESS 70U HAVE THE GOODS 


HARDWARE SITUATION NOT LIKE 
TEXTILES 

Editor Hardware World: 

The buying public have been passing through a few 
months of very limited purchasing, directly opposite to 
their custom in the last two years, when all were 
influenced by the feeling that we had better buy 
more than we really needed at the time to avoid pay¬ 
ing more the next time we needed to purchase. 

The pendulum had swung very far beyond normal, 
and is now as far out on the other side; as a result 
there is accumulating daily a mass of deferred pur¬ 
chases, both retail and wholesale, which may continue 
for several months, a damming up of the ordinary nor¬ 
mal demand for goods, which may last until the impera¬ 
tive needs of spring weather and the compelling force 
of Dame Nature melt the frozen stream, and then even 
a moderate amount of stocking up will result in a 
tremendous demand for ordinary commodities, which 
will tax to the utmost all of our productive capacities. 

The hardware situation seems to be governed by 
very different conditions as compared with textiles, 
wearing commodities of all kinds, and the more luxuri¬ 
ous items of household use. The ratio of increased 
price is much less, as shown by the tables extending 
over the last five years, and so, less decline in price is 
to be expected than is already evident in food supplies 
and the items above referred to. 

The question of price will be subordinate to that 
of supply. The merchant who has made his plans to 
keep his shelves fairly well stocked will have no regrets. 
Many manufacturers are helping to meet this situation 
by the statement that no change will occur in their 
present prices before July 1. 

With this assurance both the wholesale and retail 
distributor will have less difficulty in handling the 
situation. 

Very truly yours, 

PENNSYLVANIA LAWN MOWER WORKS, 
Philadelphia. J. S. Bonbright, Sales Mgr. 


JOBBER SAYS ORDERS SHOULD BE 
PLACED WITH GUARANTEED PRICE 

Editor Hardware World: 

We feel confident that early in the new year the 
present uneasiness, to a large extent, will disappear, 
and should one or two conditions be realized, such as 
railroads coming into the markets for material, both in 
finished and semi-finished, and should the building 
start, which has been postponed, there will be a great 
clamor for merchandise. 

Merchants should not allow their stock to run out, 
and should place future orders, but only with the under¬ 
standing that prices are guaranteed, which gives both 
the manufacturer and jobber an opportunity to prepare 
and avoid being caught with a short stock. We, our¬ 
selves. have received very few cancellations for goods 
sold for spring delivery. 

Ottumwa, Iowa. HAW HARDWARE CO. 


BUY ONLY SPRING SEASONABLES NOW 

Editor Hardware World: 

It is our opinion that merchants should not place 
any orders in advance except for spring seasonable 
goods, which they would necessarily have to purchase 
now in order to have the material in time for their 
spring requirements—other than this it is our opinion 
that their policy should be * ‘Conservative Buving . 99 

Richmond, Ind. JONES HARDWARE CO. 


NO PRICE REDUCTION FOR SIX MONTHS 
OR LONGER 

Editor Hardware World: 

We are advising our customers that there will be 
absolutely no reduction in our prices for some time to 
come. We cannot state any length of time, but there 
certainly will not be any within six months and prob¬ 
ably not then. 

Our last prices went into effect March 15, 1920, 
and our costs are higher today than when those prices 
went into effect. Our business is such that wo are 
compelled to have most of our raw material made to 
order and consequently have to buy it long in advance 
of the time we need it. Not only have we a stock of 
this raw material, but we have orders in that will be 
shipped at the prices at which the order was taken. 

As far as labor is concerned, and over 50 per cent 
of it enters into the cost of goods, there have been no 
reductions, and we do not anticipate any great reduc¬ 
tions in the near future. We will admit some advan¬ 
tage, and that is more efficiency, but taking everything 
into consideration, we cannot afford to make any de¬ 
clines. 

Now, this same proposition will, in our estimation, 
refer to practically all manufacturers of tools and 
small hardware, generally, and we believe most of them 
are taking the same stand we are. 

We have not issued a new price list since March 
15, 1920, but are now working on our January 1 price 
list, in which there will bo no reductions whatever; in 
fact, some minor articles we find we are selling very 
close, either below or too near cost we will advance, 
but these changes, however, will be few—but there 
will be no reductions. 

Our ideas for the future are very optimistic. Build¬ 
ing, in our estimation, will be resumed on a more 
extended scale after the first of the year than for 
some time past. Railroads are buying now and will 
buy more liDerally in the future, and we consider the 
demand all along the line will be increased to a large 
extent. 

Yours very truly, 

THE LUFKIN RULE CO., 

Saginaw. Theodore Huss, Y. P. & Treas. 


EXPECT NORMAL CONDITIONS 

Editor Hardware World: 

Due to tlie unsettled conditions and the prospects of 
prices going lower, and with a general readjustment 
in process, it is policy to go along, at least for the 
present, on a hand to mouth basis. 

We have every hope that conditions will be back to 
practically normal during the first three or four months 
of 1921, but we do not believe that it is policy at 
present to even consider contracts covering any por¬ 
tion of next year. 

Detroit. * ROEHM & DAVISON. 


The Fisher-Glassford Hardware Co. is erecting a 
new uome on a $40,000 site on Van Ness Ave., Fresno, 
California. 


V. I. Stevens has bought an interest in the firm of 
Carr, Howard & Cram at Ellensburg, Washington, and 
will devote his attention to the hardware department. 


John H. McLin, for the last twelve > ears a popular 
and successful hardware merchant at Astoria, Oregon, 
and proprietor of the McLin Hardware Co., passed away 
last month. 
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WHAT POLICY SHOULD MERCHANTS PURSUE? 


“19-2-1 SALES MUST BE CREATED BY 
SALESMANSHIP 

Editor Hardware World: 


PLACE ORDERS NOW IF EXPECT TO DO 
BUSINESS 


Editor Hardware World: 


1921, in our opinion, means * 1 Nineteen to One” 
chances in favor of a sale not being created by either 
retailer, jobber or manufacturer unless he uses sales¬ 
manship. 

For the past four years everyone has been busy 
taking orders and not selling goods, so the art of sales¬ 
manship has gradually become extinct and must be 
brought back next year to a high standard, especially 
by the retailer and in this connection the following 
suggestions are offered: 

We say by the retailer, because he is a man who is 
in personal touch with the consumer of merchandise, 
and while on that subject this little incident will im¬ 
press that point upon your mind. 

Merchants Overlook Sales Possibilities 

A few days ago the writer was in a retail hardware 
store while the proprietor spent over twenty minutes 
selling a woman a common handpower wringer. He 
made the sale, but he never mentioned washing ma¬ 
chine to that woman in whom he had the livest kind of 
a prospect put before him. 

Every customer that comes to a retailer for any 
articles whatever, should have their attention invited 
to articles with relative sales possibilities, an example 
of which is: Sales Display Suggestions 

In the neighborhood of a washing machine, ironing 
boards, electric flatirons, clothes pins, clothes lines, 
wash tubs, boilers, etc., should be displayed where the 
customer can see them and have his or her mind re¬ 
freshed or the salesman can instantly call their atten¬ 
tion to those articles. 

Another combination in which the display should be 
adjacent to each other is brooms, sweepers, mops, oil 
mops, duster, mop wringer buckets and furniture polish. 

Other Worth While Suggestions 

A customer calling for an oil stove, should have his 
attention invited to fireless cookers, as they are right 
at that minute in a frame of mind to purchase cooking 
devices that will eliminate excessive heat in the room. 

A display of coal stoves should always be surrounded 
with coal buckets, stove boards and like accessories. 

During the fruit season, a display of glass fruit jars 
should always be accompanied with grape seeders, jelly 
presses and cherry pitters, as well as preserving kettles. 

When churns are displayed, around the churns should 
be a stand containing milk strainers, butter workers, 
butter ladles, milk pans and pails, cream separators and 
other dairy utensils. 

Those are the principles of modern merchandising 
as applied to the leading sales, and the modern mer¬ 
chandising store should have its stock arranged that no 
matter where a customer steps to buy an article they 
will see right beside that article something that can be 
used in conjunction with it and if they do not see it 
the salesman should see it and at once use salesmanship 
by calling his customer’s attention to that article. 

If those principles were followed out throughout the 
United States during the year 1921, it would be the 
means of selling nearly double the goods in every retail 
store than would be sold by permitting the customer to 
purchase what they want and trust to luck in having 
them come back to you in the course of the next few 
days or weeks for another item which they could use 
in connection with that purchase. 

If the retailer follows out these ideas, we do not 
believe he should have any hesitancy in ordering as 
liberally after the first of January as he has previous¬ 
ly, that is, if he has confidence in himself to “Come 
Back” into the selling game that he was in four years 
ago. Yours very truly, 

WASHKOSH MANUFACTURING CO., 
Oshkosh, Wis. J. E. Bolduc. 


We are thoroughly convinced that the dealers whs 
expect to do business during the coming season should 
place their orders now and through the winter for their 
reasonable spring requirements, just as it haB been their 
custom to do in former years. 

The bottom has dropped out of prices in speculative 
lines, that is, in the case of commodities whose prices 
have been fixed on “what the traffic will bear” 
theory. 

Manufacturers of oil stoves, gas stoves, coal stoves 
and many hardware lines have all through the period 
of advance in prices kept their feet on the ground and 
have not varied materially from the pre-war ratio 
between cost and selling price. 

Many manufacturers in these lines as evidence of 
their confidence in the reasonableness of the present 

§ rices are guaranteeing their prices against their own 
ecline well into the season of 1921. When doing busi¬ 
ness with such houses the dealer should be not only 
willing but glad to place his orders for his reasonable 
requirements, as he makes sure that he will have the 
goods to sell when the selling season arrives, and in 
sures himself against loss in case prices go down. 

Yours very truly, 


Chicago. 


GEORGE M. CLARK & CO. DIV., 
By A. F. Millikan. 


DOES BEAT H-HOW BUSINESS 

KEEPS UP 

Editor Hardware World: 

If one believed everything one read in the daily 
papers there would be no convincing him that this 
country, as far as business was concerned, was not well 
on the way to the bow-wows. Strange as it may seem. 

it does beat h- how business keeps up. True, we 

are going through the readjustment period and mer¬ 
chandise is bound to be lower. Merchants are buying 
what they need when they need it and futures are 
being bought conservatively. This is as it should be. 

Buyero Are Protected 

The hardware trade is an old business. The lines 
of merchandise handled by the jobber are made by 
manufacturers of standing and their policy has not 
been one of attempting to load the jobber and the 
retailer and then to cut the ground underneath them. 
Their prices for spring delivery are guaranteed. If 
there is any readjustment the dealer will be protected. 

This is surely no time to plunge, though we believe 
there will be a reaction higher on some lines that have 
gone below production costs after the first of the year. 

As the public is still buying what they need when 
they need it, it behooves the retail merchant to keep 
his stock well assorted, by buying often, in this manner 
he can meet the declines as they come and not suffer 
a serious loss on stock on hand. 

THE SMITH BROS. HDWE. OO., 
Columbus. J. A. Drury, GenL Mgr. 


The Nagel Hardware Co., of Cuero, Texas, have in¬ 
creased their capital stock from $30,000 to $60,000. 


Lunblad Bros., at Georgetown, Texas, are the new 
owners of the stock of George McDaniel. 


Cave & Cave is a new firm 1 at Crandall, Texas. 
Their stock includes builders’ hardware, crockery and 
glassware, cutlery and stoves. 
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YOU CANNOT DO BUSINESS WITHOUT STOCK ON HAND 


BUYERS SHOULD COOPERATE WITH 
MANUFACTURERS 

Editor Hardwabe World: 

As it seems to us, from a manufacturer’s point of 
view, unless the retail trade commences to order for 
reasonable requirements in the early pari of 1921, 
manufacturers will have nothing to guide them in the 
matter of production, and in the absence of such orders 
manufacturers will have to continue to restrict produc¬ 
tion, all of which tends to increase the cost of manu¬ 
facture. 

A gradual process of returning to normal conditions 
is greatly to be desired, and the cooperative spirit 
should manifest itself all along the line. This will be 
better for all concerned, manufacturers, merchants and 
consumers. 

We believe that it is up to the manufacturer now 
to make any reductions in their prices for the coming 
year that are justified by the cost of production. This 
should start the ball rolling in the right direction. Then 
if they can get the cooperation of the merchants 
throughout the country to anticipate their wants, even 
on a reasonably conservative basis, this will help tre¬ 
mendously to restore confidence, and to keep men and 
women employed with both manufacturers and mer¬ 
chants, all of which will tend to keep money in circula¬ 
tion, helping the merchants, manufacturers and con¬ 
sumers through the natural and inevitable result that 
must come from a restoration of business. 

Any prolonged stagnation in production will neces¬ 
sarily keep business at a low ebb and in the end will 
increase the cost of production again, thus preventing 
that early and highly desirable thing—the reduction 
of the cost of living. The old commercial policy of 
4 4 everyone for himself and the devil take the hind 
most 9 9 i 3 a thing of the past. Prom now on there 
must be more of the cooperative spirit all along the 
line. 

We are disposed to take an optimistic view of the 
outlook for 1921. 

Tours very truly, 

BISSELL CARPET SWEEPER CO., 
Grand Rapids. R. E. Shanahan, Sec. & Gen. Mgr. 


BUY ACTUAL NEEDS AS NEEDED 

Editor Hardware World: 

We think the best way for a retailer to handle his 
business is to buy his goods conservatively—to buy 
what he needs, to buy in small quantities and buy 
often. 

A Buyers’ Strike is on now. A Buyers’ Strike in 
our territory, which is a strictly farming territory, is 
very serious. The farmer’s prices are low. He is hit 
harder than anyone else. For this reason we believe 
be will buy just what he needs. 

This in turn will make the retailer’s business a little 
slow. The retailer should buy what he needs, and not 
cut out any items, but buy his actual needs as he 
needs them. Buy close to home, and try not to miss 
any sales. 

Evansville, Ind. BOETTXCHER & HELLOGG CO. 

LET THE JOBBER CARRY HIS STOCK 

Editor Hardware World: 

We believe the proper policy for the merchants to 
do is to buy from hand to mouth; buy in small quanti¬ 
ties; buy often and let the jobber carry his stock. 

While we do not anticipate there is going to be any 
material declines in hardware, still there is no occasion 
for the dealer to take any chances. 

Yours truly, 

GEO. A. LOWE COMPANY. 


BROAD GUARANTEE POLICY 

Editor Hardware World: 

It is our honest opinion that hardware jobbers and 
dealers should begin immediately after the first ot 
January to place advance specifications for future de¬ 
livery, in order that the manufacturers may be able to 
continue the operation of their plants at as nearly full 
capacity as possible. Otherwise the factories are forced 
to shut down, men are thrown out of employment—and 
buying by the consumer is greatly decreased. 

Our policy will be to guarantee against decline dur¬ 
ing the next six months at least—our price for a period 
of 60 days. This guarantee to affect not only orders 
on file, but also goods in the jobber’s stock. This 
proposition enables the jobber to carry 60 days’ stock 
without incurring any chances of loss, and at the same 
time it will help keep factories in operation. 

We believe about February 1 business will begin to 
pick up to a very large extent, but it will not pick up 
at that time, however, unless the retail merchant will 
take his proportional share—which reduction in price 
of goods necessitates. 

He cannot expect the manufacturer and jobber to 
bear this entire loss, and to date very few retailers 
have reduced their prices, hoping that the holiday trade 
will take most of the stock on hand. 

Summing the whole thing up: We believe that lack 
of buying will result in lack of sales—due to un-em¬ 
ployment, and it comes around the circle again, making 
a still greater cut in the size of orders. 

Yours very truly, 

BURGESS-NORTON MFG. CO., 
Geneva. C. M. Burgess, Sales Mgr. 


CARE—CAUTION — CONSERVATISM, BUT 
OPTIMISM, SHOULD PREVAIL 
Editor Hardware World: 

The only policy anybody could sensibly and profita¬ 
bly pursue in placing orders or endeavoring to foretell 
the future would be that of extra care, caution and 
conservatism with the full belief, however, that in 
this gTeat and grand country of ours, optimism should 
prevail. 

A. BALDWIN & CO., LTD., 
New Orleans. W. M. Pitkin, Genl. Mgr. 


BELIEVE NORMAL WILL RETURN IN 
SPRING 

Editor Hardware World: 

We believe in confining purchases to present needs 
only. All indications are that the wise merchant will 
be conservative in his buying for the next six months 
at least. We believe in the late spring that the public 
will have resumed the usual buying and business will 
have returned to almost normal. 

Bay City, Mich. BAY CITY HDWE. CO. 


• ‘HARDWARE WORLD” MAinai MER CHAN T 
MORE MONET THAN ANT PAPER HE 
EVER REAP 

Enclosed find check to cover our subscription 
for three years. I want to state that I have received 
a great deal of good from your paper in the past 
year, and I think I am safe in saying that it has 
made me more money in the last twelve months than 
any other paper I have ever read. 

Nebraska W. C. KLEIN. 
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WHAT POLICY SHOULD MERCHANTS PURSUE? 


NO PROFITEERING PRICES IN 
HARDWARE 

Editor Hardware World: 

Modern American business dates from the period im¬ 
mediately following the Civil War. In those strenuous 
times were founded the industries which have made 
America commercially great. 

Another great war has passed. An awakened Amer¬ 
ica is again entering a new day in world commerce. 

What policy must the retail merchant adopt that 
he may advisedly enter the activities of this new day 
and participate in its profits! To be specific, how shall 
he place his orders, especially during the first half of 
1921? 

Buy only well-known lines of assured quality from 
old-established houses. Buy carefully, but in ample 
time for delivery. Delays will be frequent. Ask these 
houses to inform you speedily and pointedly just what 
the market has in store on their particular commodity. 
It will be a point of business honor with them to 
advise you correctly. They are closer to sources of 
information affecting their lines than anyone else— 
frequently by many months. 

Pay no attention to market rumors. Get accurate, 
reliable information or none at all. A panic will not 
smash prices. Not all lines will drop in price. In many 
lines—notably hardware—there has not been profiteer¬ 
ing, and so far many of the manufacturers of these 
lines have found it impossible to cut costs and cannot 
do so for many months to come. 

Next to finance, the metal products industries com¬ 
prise the world’s largest business. Its leaders are men 
of sound judgment and far-seeing vision. Their utter¬ 
ances are those based upon a keen knowledge of funda¬ 
mental conditions. Let it be our policy to carefully 
heed them. 

Yours very truly, 

STURGES & BURN MFG. CO., 
Chicago. E. J. Grundy. 


BUY WHAT YOU NEED 

Editor Hardware World: 

We have been following a conservative policy for 
some time, looking forward to lower prices and better 
deliveries. Now we are glad we followed this policy, 
as we find that goods are getting cheaper and more 
plentiful. We will continue this policy through the 
spring. 

We will arrange to keep a good jobbing stock on 
hand and buy Buch goods as we need, and place very 
few future orders, and then only when they are for 
seasonable goods, and we would suggest to the retail 
dealer to live close to the shore, carry small stocks, 
buy what he really needs from month to month from 
their nearest jobber, which will enable them to make 
deliveries to their customers, also assist them in paying 
their bills from month to month, as their bills will be 
smaller but more frequent, and they have no excess 
stock to carry. 

We believe if they will follow this policy it will 
work out all right. As soon as the retail dealers find 
out that the jobbers are supposed to carry their stock 
for them, and buy their goods in limited quantities from 
their nearest jobber, they will find they will also be 
able to discount their bills, providing they will watch 
their business closely. 

Birmingham. WIMBERLY & THOMAS HDWE. CO. 


Groth Bros. Hardware Co. succeed Henry G. Groth, 
of Cedarburg, Wisconsin. They will specialize on auto¬ 
mobile accessories, shelf hardware, sporting goods and 
washing machines. 


BY ALL MEANS HAVE THE GOODS 

Editor Hardware World: 

For first ten months of 1920, makers of all classes of 
goods were probably called upon or could have sold from 
25 to 100 per cent more than they actually could ship. 
Late in October orders for hardware goods dropped off 
and shortly almost disappeared. A direct turnabout 
from previous conditions. The excess called for, not 
delivered, nor dead or withdrawn, will run, I estimate, 
to 25 per cent of the generally large business of first 
ten months of 1920 and this potential business probably 
will come to market soon after the turn of the year. 

Much of this demand died with declining prices 
through losses in every direction; balance left and to 
come I estimate as above. It therefore behooves all 
distributors to keep in stock just such goods as they 
have found sell this year, luxuries as well as necessities 
and by all means have the goods. The buying habit 
is on and certainly sellers should assist its fruition. 

Everyone should exert himself right now toward 
increased sales, not allow the nervous fear of something 
that may happen and which generally never does to set 
back his figures of profits for 1921 to less than 1920. 
They should be and probably will be much greater, but 
the necessity for doing business without borrowing 
from banks will still continue, for no change in the 
onerous federal tax demands is likely for several 
months, and I predict a deficit in collections next year 
covering 1920 that will continue the government taking 
possession of, through the banks, a very large propor¬ 
tion of available dollars that should go to commerce. 
By all means let everyone conserve his cash and direct 
his energies toward a larger volume through frequent 
turnovers. 

Yours truly, 

UNITED ROYALTIES CORPORATION, 
New York. L. Bordwell, Pres. 


SITUATION CONTROLLED BY COTTON 

Editor Hardware World: 

We can only give our opinion on our immediate 
territory, which you no doubt understand is controlled 
almost entirely by cotton. There exists in this territory 
at this time a depression that is causing some alarm 
among the merchants, and for which we believe they 
have some reason to be alarmed. The cost of producing 
the cotton crop which is now on our hands have been 
very great, ana in many instances a farmer cannot sell 
his cotton, especially if it happens to be a low grade, 
for enough money to pay the cost of making and gath¬ 
ering. 

This, therefore, puts them and the merchants who 
have furnished them, in somewhat of a precarious 
position. They are unable to pay their debts and the 
merchants are unable to say to them positively that 
they will be able to furnish them another year. This, 
of course, is a serious situation confronting our mer¬ 
chants, and, therefore, we draw the opinion that strict 
economy in buying and selling would be the best course 
to pursue during the year 1921. 

No Reason to Be Alarmed 

People in Texas are not alarmed specially, and we 
have no misgivings about the ultimate outcome of the 
situation, but as a matter of precaution we feel re¬ 
trenchment in many lines is the best policy for the 
present. 

Waco. McLendon hdwe. co. 


E. M. Hawley of Santa Ana, California, reports that 
while he bought heavily last year he sold twice as much 
as ever before, particularly in the fishing tackle line. 
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MERCHANDISE THAT ADVANCED QUICKEST WILL FALL FIRST 


NO INDICATION OP PRICE REDUCTION 

Editor Hardware World: 

As far as our own product is concerned, we have 
held our prices with but very slight advances since 
1915, and, as the largest items in our cost are labor, 
transportation and coal, we cannot discover any indi¬ 
cations at the present time of these large cost items 
being reduced for a long time to come. 

We believe that a careful merchant should first see 
that he at all times has a stock of such goods as he 
has a demand for, and in the second place should main¬ 
tain this stock in as small quantities of individual 
numbers as he possibly can without at any time being 
out of any single item. 

All of the information which we have causes us to 
believe that there will be no great falling off in the 
consumer demand in 1921, so far as staple goods are 
concerned, and that merchant who has a stock at all 
times, who can promptly serve his trade, is the one 
who is going to come through next year with the most 
satisfactory profit. 

Yours very truly, 

CORNING GLASS WORKS, 

Pyrex Sales Division, 

Corning. W. T. Hedges, Mgr. 


MAIL ORDER HOUSES DO BUSINESS 
WHERE MERCHANTS NEGLECT TO 
CARRY AMPLE STOCKS 

Editor Hardware World: 

We do not consider it a time to over-buy and specu¬ 
late, but see no reason why hardware merchants of 
this section should decline to carry in stock a reason¬ 
able quantity of all the goods required by their trade. 

Unless the dealers pursue this policy, we fear that 
the large mail order concerns will obtain a foothold 
from which it will be hard to remove them. 

Yours truly, 

Nacogdoches, Tex. CASON, MONK & CO. 


MISSISSIPPI JOBBERS SAY BUY 
CONSERVATIVELY 

Editor Hardware World: * 

We think merchants should buy as conservatively 
as possible. 

This does not seem to us to be a time to speculate 
on future markets, and it will be our policy to buy 
only such goods as we have to have for present needs. 
Deliveries are very much better now, and it is not 
necessary to buy heavily. We mean to place small or¬ 
ders and repeat as often as necessary. 

We are optimistic as to a change for the better in 
the near future and look for a change around the first 
of the year. 

Yours very truly, 

Vicksburg. 0 7 NEILL-McNAMARA HD WE. CO. 


VALUE THE "HARDWARE WORLD" MORE 
THAN ALL THE REST OF THE TRADE 
JOURNALS TOGETHER. 

In enclosing check for the renewal of onr 
two subscriptions, we want to tell yon that we 
value the "Hardware World" more than all the 
rest of the trade journals together, and wouldn’t 
think of missing a number. 

GLENWOOD MERCANTILE CO. 


CAREFUL ANALYSIS OF A NORTHWEST 
JOBBER 

Editor Hardware World: 

Contrary to what a great many people seem to think 
we believe the present situation will develop into a 
very satisfactory condition by March 1. 

We certainly believe the factories have not caught 
up with orders; that jobbers 7 shelves are even yet bare 
of a great many commodities; that there is nothing like 
an average stock of hardware on hand, either wholesale 
or retail, and especially as applying to heavy goods, 
and that it will require several months of normal selling 
and normal buying to level up hardware stocks general¬ 
ly- 

We must take into consideration on the Pacific 
Coast also, concerning heavy lines of merchandise, that 
the government and the shipyards which have ceased 
operation have released for sale $75,000,000 worth of 
merchandise which is being rapidly absorbed, and it 
will not be more than four or five months before all of 
the staple merchandise out of this tremendous collective 
stock will not alone have been absorbed into the job¬ 
bers 7 stocks, but will have been sold—and what the 
jobbers at one time thought was a great menace con¬ 
fronting them will have been eliminated. This, how¬ 
ever, has all been done so quietly and easily that the 
public at large do not suspect the real condition of 
affairs. 

We find that several commodities are already over¬ 
sold for the coming season, and that manufacturers are 
refusing further orders upon those commodities. We 
must also expect that the buying public will require a 
reasonable amount of the commodities which they 
ordinarily purchase during the spring season. 

This increased spring demand coming after an early 
autumn cessation of buying will bring an influx of 
Bmall sort-up orders, which will tax the jobbers 7 ca¬ 
pacity. 

The fact that the largest factor in the steel business 
is maintaining its schedule consistently as of Mav 
1, 1919, and that the independent steel mills are able 
to continue operation upon fifty cents per hundred 
pounds premium basis, is conclusive proof that there 
is an insistent demand for staple heavy merchandise at 
a price above the market. 

As soon as it becomes apparent that prices cannot 
be expected to drop with a dull, sickening thud, thou¬ 
sands of merchants throughout the country will feel 
disposed to place orders sufficient to care for their 
daily demands. 

There is certainly nothing the matter with the coun¬ 
try except extravagance, and the thousands of automo¬ 
biles which are left in second-hand emporiums for sale 
is conclusive evidence that those who are unable to 
afford them are rapidly ceasing the joy-riding habit 
and are going to work at anything they can find to do. 

Now is the time for the farseeing merchant who has 
constructive ideas, to entrench himself with his trade 
and surround himself with the best class of help—weed¬ 
ing out the sleepers. But finally and most important of 
all is the collecting of bad accounts which have accu¬ 
mulated during the past three or four years—making 
every effort to collect them possible, charging those 
which are uncollectible off to profit and loss, and 
squaring himself for new business, having as assets only 
those customers who are reliable and responsible. Now 
is the time to clean house from every angle, and we feel 
quite sure there are thousands of responsible retail mer¬ 
chants throughout the country who are giving thought 
to these vital problems just at this time. 

WHITON HARDWARE COMPANY, 

J. F. Welborn, President. 
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WHAT POLICY SHOULD MERCHANTS PURSUE? 


EXPECT TREMENDOUS BUSINESS AFTER 
JANUARY 

Editor Hardware World: 

It is a well known fact that jobbers and dealers 
have absolutely refused in most cases to purchase any¬ 
thing no matter what price is offered, and in most cases 
have jeopardized their own business by their attitude. 
As the steel mills have reduced their price of sheets 
to what is considered rock bottom, we feel satisfied 
that after inventory is taken at the first of the year, 
there will be heavy buying and if the jobbers in general 
do not specify their wants sufficiently far enough in 
advance, we will have a repetition of conditions that 
existed shortly after the armistice was signed. Everyone 
will want goods and all want them at the same time. 
Railroads will not be able to handle all the freight and 
it will have a tendency to raise prices, and if the buyers 
do not anticipate their wants they will be the instiga¬ 
tors of higher prices and will be overtaxing the trans¬ 
portation companies. 

The jobbers and department stores have been buying 
from hand to mouth for some time. We can tell from 
the many telegrams which we receive for small ship¬ 
ments. We are looking for a tremendous draw on the 
manufacturers of metalware shortly after the first of 
the year. 

Very truly yours, 

ROCHESTER CAN COMPANY, 
Rochester. James A. Buyers, Sales Mgr. 


BACKS UP JUDGMENT BY GUARANTEE¬ 
ING PRICES 

Editor Hardware World: 

As far as our lines are concerned, we are advising 
all our customers to place their orders for spring de¬ 
livery very early in the year before the rush of spring 
business comes. 

This we recommend for two reasons in particular. 
First, we are confident that there is not going to be 
any great reduction in prices on lines handled by us. 
We are so confident of this that we are guaranteeing 
prices against our own decline up to June 1, on one line 
in particular which we handle. 

Second, the factories are in a better position to take 
care of orders placed in the near future than they will 
be later on when everyone wants goods shipped at once 
on receipt of order. 

We are prepared to take care of increased business 
and believe we are going to have it. Prompt service 
will be a factor in 1921. 

Yours very truly, 

Chicago. GEORGE H. WILKINS CO. 


DON’T DISSIPATE TRADE YOU HAVE 
WORKED TO BUILD UP 

Editor Hardware World: 

There is no doubt in our minds but that the market 
will steadily but slowly decline on most of the items 
handled by our trade. Nevertheless, it is foolish for 
merchants to be entirely out of goods when they have 
calls for them, as they would soon dissipate the trade 
that they have worked hard to build up. 

THE HEYMAN-WEIL CO., 

Sol Heyman, President. 


M. S. Barker & Co. of Crandon, Wisconsin, have 
disposed of their hardware business to the Triple 
Hardware Co. 


NEWSPAPER PROPAGANDA ACCENTU¬ 
ATES BUYERS’ STRIKE 

Editor Hardware World: 

Due to liberal newspaper propaganda, the consumer 
as well as the retail buyer has been on a strike for the 
last sixty days, with the result that many factories 
have no orders and with little prospect of getting any, 
and have been obliged to restrict their production and 
in many cases, have to close down. 

The retail merchant has suddenly discovered that 
he has made a big mistake in refusing to buy goods, 
causing the factories to close down and throw the work¬ 
men out of work, and in this way has stopped buying 
completely. 

Our impression is that a great many orders in this 
commodity have not been placed, not more than 50 per 
cent of the orders placed during the season. Hence, 
we are expecting a revival of business after the first 
of the year. 

Yours very truly, 

GURNEY REFRIGERATOR CO., 
Fond du Lac. E. G. Yail, Pres. 


BUY TO COVER NORMAL DEMANDS 

Editor Hardware World: 

We feel that this is no time for speculation and that 
the retail merchant should cover his spring requirements 
with orders covering his normal demand only. We are 
firmly of the opinion that there will be no radical 
decline in the greater bulk of hardware items. The 
hardware merchant should confine his business to his 
local jobber. 

The man who consistently keeps an assortment of 
salable and seasonable merchandise on hand will be the 
man who will go through the season of 1921 with some 
profit on the right side of the ledger at the end of the 
year. 

EMPKIE-SHUGART-HILL COMPANY. 
Council Bluffs. Fred D. Empkie. 


CONSUMERS WILL BUY HEAVIER AS 
SOON AS COTTON AND WHEAT 
MARKETS OPEN UP 

Editor Hardware World: 

Both consumers and merchants must commence buy¬ 
ing before we can hope for better conditions. However, 
owing to the condition of merchants in our territory, 
there is only one method for them to pursue. Push 
collections and sales for cash as much as possible, pro¬ 
rata this among their creditors, and only buy what 
goods they are having demands for, and these in small 
amounts. 

However, as soon as the cotton and wheat markets 
open up. their stock will first deteriorate, for, owing to 
to the fact that the consumer has not purchased this 
fall, it will compel him to buy heavier as soon as it is 
possible for him to do so. The merchant can then 
increase his buying accordingly. 

RUSSELL HARDWARE COMPANY, 
McAlester, Okla. F. C. Russell, Pres. 


I want to tell you that the “Hardware 
World ,, is, in my opinion, the finest magazine 
printed. It is surely the hardware dealer’s 
friend, and one of the biggest assets the travel¬ 
ing man has. It is always to be found in my 
grip from month to month. J. E. GRANT. 
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MOST MANUFACTURERS PROTECT AGAINST PRICE DECLINE 


BUY FOR FIRST HALF OF YEAR 

Editor Hardware World: 

Merchants should buy carefully and wisely, but by 
all means buv their requirements for the first half of 
1921. 

We believe the present situation is largely psycho¬ 
logical and the nervousness evinced by the trade gener¬ 
ally is not warranted by the basic facts. We believe 
that especially after the first quarter of 1921, there 
will be a strong demand for goods of all kinds. 

Stocks generally are low and much needed building 
and other improvement programs should get well under 
way before the first half of 1921 shall have passed. 

Yours very truly, 

RICHARDS-WILCOX MFG. CO., 
Aurora. Milton D. Jones, Sec-Treas. 


PRACTICE WHAT THEY PREACH 

Editor Hardware World: 

We believe that the outcome of the present unsettled 
conditions depends largely upon the public mind. If 
the public as a whole will view the future from an 
optimistic standpoint and go ahead and place orders 
covering their requirements for the next tew months, 
confidence vill rapidly be restored. We believe that 
all lines of industry, including manufacturers, whole¬ 
salers and retailers, should pursue this policy and by 
so doing reduce the army of unemployed. We ourselves 
are pursuing this policy and trust that more will do 
likewise. 

Yery truly yours, 

ROYAL SELF HEATING IRON 00.. 
Big Prairie. R. R. Sterling. 


OUT OF GOODS DRIVES CUSTOMERS 
AWAY 

Editor Hardware World: 

A conservative buying policy should be inaugurated 
by every retail merchant for the year 1921. Some 
merchants go to extremes and allow their stocks to 
become entirely depleted before ordering. Regardless 
of any shrinkages which may occur, it 1 not good 
policy for the merchant to be out of stock, for he not 
only reduces his volume of sales by his inability to care 
for his customers, but he takes a chance that his cus¬ 
tomers will form a habit of trading with some other 
merchant. 

One of the greatest evils that has existed for the 
past few years has been that dealers have vied with 
one another to see how many different varieties of an 
item they could stock. Such a policy is very costly, 
for it increases interest and insurance charges, taxes, 
and fills up the store room uselessly and is of no real 
benefit to anyone. 

That merchant who selects quality goods, backed 
with the guarantee of the manufacturer and the jobber 
who distributes them, and carries only a limited line, 
but keeps up his stock, is the one who will win in 
times like these. 

Coupled with a conservative buying policy should be 
an ultra-conservative credit policy. Merchants should 
not undertake to be the bankers for their customers, 
for in doing so they are weakening their own position. 
Customers with overdue accounts should be made to 
pay up or to give ample security before they are given 
further credit. 

Yours truly, 

THE SALT LAKE HDWE. CO., 

H. A. Schweikhart, Y. P.-Gen. Mgr. 


The Auto Signal Supply Co. has been established at 
Spokane, Washington, where an auto signal and a 
three wheel push cart are to be manufactured. Child, 
Day & Churchill are jobbers for the products. 


The Jones-McCord Hardware Co. of Baker, Oregon, 
will erect a new warehouse on property just purchased 


AN EDUCATION FOE THE SALESMAN. 

The €t Hardware World" is read with much 
interest by everyone in our hardware depart¬ 
ment. 

Many of the articles therein are an educa¬ 
tion to the salesman that would otherwise be 
hard to procure. 

KALI8PELL MERCANTILE CO. 


A SAFE AND SANE POLICY 

Editor Hardware World: 

We take it that the ordinary merchant expects to 
be in business not only today but tomorrow, next month, 
next year and for some time to come; and, in our judg 
ment, there is only one safe and sane policy for the 
merchant to follow at a time like this. 

It is not a time for speculative buying, neither is it 
a time for a merchant to become panicky and hesitate 
about buying goods that he knows he needs to replenish 
his stock and keep himself in shape to take care of the 
normal requirements of his customers. 

In a wholesale way, it is not our intention to let our 
stocks become broken; but to anticipate our require¬ 
ments so as to avoid such a condition. We realize that 
in doing this that we are going to take a loss on some 
purchases; but the profits that we will make by having 
goods for sale will far more than offset it. We are 
urging our customers among the merchants to follow 
this same policy, as we believe that it is the sane and 
safe one and that before many months roll by we will 
find a firm market and, in many lines, a scarcity of 
goods. 

Yours very truly, 

MARSHALL-WELLS CO., 

Jay Smith. 


ADVOCATE CONSERVATIVE POLICY 


Editor Hardware World: 


Our trade depends largely on what the farmers have 
left after they have sold their crops and paid their 
obligations. 

With corn dropped from $2.00 to 60c a bushel and 
wheat dropped from $3.10 to $1.55 a bushel in less than 
four months. With the price of hogs dropped from 
18c to 10c inside of two months, it does not look much 
like the farmers are going to have much money to buy 
anything with. Some of them are already asking us 
to renew notes they have given us for tractors, tools, 


etc. 


Too much money was spent for automobiles and 
other luxuries during the war prices for labor. Of 
course, all dealers have made good money the past few 
years, if they were in position to get goods they needed, 
but care should be used so as not to lose more in the 
coming year than they have made in the past four 


years. 

Owensboro. 


GUENTHER HDWE. CO. 


Manager Schee of the Lakin Hardware Co., Prine- 
ville, Oregon, made everlasting friends of the cowboys 
in his community at a recent county fair when he do¬ 
nated a fine rope lariat to every rider in the bucking 
contest. 


Digitized by v^ooQle 






124 


HARDWARE WORLD 


WHAT POLICY SHOULD MERCHANTS PURSUE? 


PROTECTING CUSTOMERS AGAINST 
DECLINE 

Editor Hardware World: 

We are encouraging our customers to place their 
specifications with us at their earliest convenience and 
we will protect them against any decline in price should 
such decline go into effect before their goods are 
shipped. 

We feel that the crisis has been reached as far as 
fluctuation in valuations is concerned and that from 
now on there will be a great tendency to settle down 
to normal conditions, depending somewhat on the loca¬ 
tion of the merchant in connection with large industries 
whose employes have been laid off and who intend to 
create a somewhat more or less excitable condition, 
which, I dare say, will be only locally. 

The trend of the larger industries will be to start 
up immediately after the first of the year on a more 
nearly normal basis than has been established in the 
past five years, and that there will be no difficulty 
ror employes obtaining work nor employers to obtain 
the desired help. I feel that conditions will be very 
much settled by February 1, and the idea which now 
lingers in the minds of most dealers of a “terrible 
crisis 19 will have been wiped out entirely, and things 
will focus on good, sound, substantial business princi¬ 
ples again. 

West Bend, Wis. WEST BEND ALUMINUM CO. 


MUST HAVE STOCK TO TURN OVER 

Editor Hardware World: 

The best minds of the country have been at work 
trying to devise means for arriving at a satisfactory 
result, without using too drastic methods. The country 
is undoubtedly sobering up and coming to its senses 
slowly, after a long period of crazy extravagance. Con¬ 
tinued prosperity is to be expected, but not without 
work, personal sacrifice, conservatism and confidence. 

In order to maintain confidence, there must be a 
period of cooperation among manufacturers, jobbers 
and retailers. The jobbers and retailers who are doing 
a good business along conservative and legitimate lines 
oan rest assured that they will get the usual cooperation 
of the banks, and the best advice obtainable advocates 
buying a sufficient quantity of merchandise far enough 
in advance to supply the demand of the customers. 

Production has not entirely caught up with the de¬ 
mand in certain lines handles by hardware jobbers. In 
my opinion prices will not take a terrific drop and 
many business men are predicting a swing back the 
other way. 

It is the policy of this concern to buy what is 
needed, but buy conservatively, feeling that the decline, 
which we have been expecting, would be less harmful 
than a shortage of goods. It is up to the jobber and the 
retailer to reduce their prices in accordance with the 
prices of the manufacturer, and to offset losses by more 
rapid turnover. You cannot turn over stocks of goods 
if you have not got the stock. 

Sincerely yoursr, 

ROBINSON BROS. & CO., 

Louisville. R. A. Robinson. 


DON’T ALLOW STOCKS TO RUN TOO LOW 

Editor Hardware World: 

We do not believe that either the retailer or jobber 
should permit their stocks to run too low, and we are 
trying to keep our stock reasonably complete. 

Yours very truly, 

JELLICO HARDWARE CO., 
Jellico. F. L. Smith. 


NO REDUCTION IN PRICES POSSIBLE 
UNLESS LABOR IS REDUCED 

Editor Hardware Would: 

Until the price of labor is materially reduced, there 
is no opportunity for the manufacturer to reduce his 
prices to the jobber and retailer. 

Statistics will show that from raw material to fin¬ 
ished product, 80 per cent of the cost is represented 
by labor and 20 per cent raw material. When labor 
charges are reduced by increased production, then the 
manufacturers of honestly priced commodities can re¬ 
duce their prices. No one wants to see a lower scale 
of w’ages, everyone looks for more production. 

True enough, there have been many instances of 
inflated prices. There has been profiteering and, true 
enough, abnormal profits must be eliminated. That 
is just what is going on now, the abnormal profits are 
being shaken out. The normal profits are still there. 
Manufacturers whose goods have been priced on actual 
cost to produce, plus normal profits, have no inflated 
figures with which to appeal to the buyers by sensa¬ 
tional announcements of price reductions. Prudent, 
studious buyers will not be misguided by erroneous 
principles. 

Manufacturers who have served their customers on 
a basis that will justify their continued solicitation of 
business without apologizing for abnormal prices, will 
no doubt enjoy the continued patronage of these buyers. 
While the distributors are reducing their stock as much 
as possible, by the end of this year, this feature will 
no doubt stimulate buying during the first half of 1921. 

Springfield, Ohio. YOST GEARLESS MOTOR CO. 


MAKE USE OF JOBBERS 

Editor Hardware World: 

There seems to be no reason, though, for a retail 
dealer to buy any great quantities of anything, that is, 
a great deal more than he feels sure he can sell. The 
distribution of hardware is so thoroughly organized 
it is entirely possible for a dealer to carry a small 
stock in good variety and by buying frequently in 
small quantities from his local jobber he will find he 
can make just as much or more than he would by buying 
any larger quantities from distant factories or dis¬ 
tributors, even though an apparent lower price was 
offered. This is because of the terrific freight rates 
and high interest charges and risks. 

It is entirely possible for conditions to be changed 
in a thirty day period by financing Europe so that 
they can buy our cotton and grain, which would imme¬ 
diately bring the price of these commodities to a more 
reasonable figure. 

Yours truly, 

Little Rock. KIDD-BOSSINGER HDWE. CO. 


Cox & March are successors to D. B. Shackleford 
fe Co., at Richmond, Kentucky. 


The Edgar Brothers Co. have established a branch 
store at Imperial, California, to operate in connection 
with their stores at Calexico, El Centro and Brawley. 


The Sedro-Woolley Mfg. Co., at Sedro-Woollev, 
Washington, will manufacture such specialties as cedar 
chests, blackboards, children's desks and kiddie,kars. 


Frohriech & Hanson, at Yankton, South Dakota, are 
successors to F. Nvberg, carrying a stock of belting, 
packing and electrical household specialties, farm im¬ 
plements and washing machines. 
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NO TIME TO SPECULATE, BUT ANTICIPATE REQUIREMENTS 


BUSINESS DEMANDS NECESSARY 
STOCKS 

Editor Hardware World: 

We are looking hopefully to the opening of the 
spring trade in hardware. 

In our judgment, neither the manufacturers, the 
jobbers nor the retailers can afford to forget the one 
fundamental fact that they have an important public 
duty to perform, and that is to render a service to 
their customers. 

To do this, it is, of course, necessary to carry 
reasonable and well assorted stocks. The time for 
speculation in merchandise is definitely past, but we 
are inclined to believe that there will be a return of 
stability in the early months of 1921. Business is 
almost sure to resume a reasonably normal volume, and 
to meet such a condition, we all should see that we are 
in normal condition to take care of it. 

Yours very truly, 

THE ENTERPRISE MFG. CO. OF PA. 
Philadelphia. C. W. Asbury, Vice Pres. 


KEEP BUSINESS MOVING BY USING 
JOBBERS’ SERVICES 

Editor Hardware World: 

We believe all merchants should endeavor to do 
everything that would assist in keeping business mov¬ 
ing to as nearly normal as possible. This can be done 
and the merchants still protect themselves by making 
use of local jobbers for their requirements, thereby 
being able to keep their purchases to the minimum and 
still have a complete stock. 

It will be unwise for anyone to purchase from any 
point which will necessitate buying anything beyond 
their immediate requirements. This service will natur¬ 
ally cost something in the way of price, but the advan¬ 
tage to be gained by the retail merchant will be many 
fold compared with what the result would be if a dif¬ 
ferent policy were pursued. 

Respectfully yours, 

SCHWABACHER HARDWARE 00., 
Sol Friedenthal. 


ORDERING NORMALLY FOR PRICE AT 
DATE OF SHIPMENT 

Editor Hardware World: 

We are buying just the same as we have always 
bought. We feel that the spring is going to open up 
a regular year. We are placing ourselves in the posi¬ 
tion that we think is the correct one; that is that any 
high class factory, such as we usually deal with, is 
going to give us the benefit of everything they have 
to offer on spring prices. 

We are contracting and the placing ourselves at 
their mercy entirely, with the proviso that all goods 
must be biiled at prices ruling on the date of shipment. 
We are specifying shipping dates, and we believe that 
is the only solution. We believe, on the other hand, 
that to retard placing orders for spring deliveries would 
be a serious handicap, and it would take just twice as 
long in the spring for business to recuperate, as it 
would under our plan. 


J. I. Cunningham has just opened a modern plumb¬ 
ing shop at Hoquiam, Washington. 


L. S. Frantz has succeeded to the business of Bur¬ 
ley & Frantz, at Park City, Montana. 


MORE GARDENS AND HENCE MORE 
TOOLS NEEDED 

Editor Hardware World: 

Dealers should buy steel goods more freely this 
spring than at any time in the last three years. There 
are going to be so many men out of work or on short 
time that thousands of families ought to make gardens 
this year to help out their diminished incomes. 

Furthermore, many of the men out of work will go 
back on the farms and new forks will be necessary to 
equip them, as the farmer’s stock of tools has been 
running low for some time on account of scarcity of 
hired help. 

It is highly improbable that prices can be any lower 
on steel goods for many months to come. 

Yours very truly, 

THE AMERICAN FORK & HOE CO., 
Geneva, Ohio. Robert H. Cowdery, Mgr. 


SOUTHERN JOBBERS CONSERVATIVE 

Editor Hardware World: 

It does not seem to us the part of wisdom for any 
merchant—whether he is a jobber or a retailer—to buy 
except for his immediate needs. 

Readjustment of prices has just begun and there is 
a long way to the end of this readjustment period. 
Prices should not go down too rapidly, but all of us 
recognize that prices are too high. 

There is no more escape from reduction in prices 
than there was from inflated prices. 

Yours truly, 

KING HARDWARE CO., 

Atlanta. . Geo. E. King, Pres. 


PLACE ORDER ON DEFINITE BASIS 

Editor Hardware World: 

One of the most important things to the jobber is 
the obtaining from the manufacturer a definite price 
and time of shipment on the goods accepted by him. 

The jobber having to place his order with the manu¬ 
facturer to be shipped at any old time and in many 
cases at price ruling at time of shipment, is a thing 
of the past. The jobber and the retailer cannot sell 
their goods in that way and, in truth, the jobber cannot 
afford to buy in that way. 

We are mindful of the fact that the conditions we 
have just gone through have warranted the placing of 
orders in this way, and has probably been the only way 
in which the jobber could obtain goods for distribution; 
but, that time is now past and he should not place his 
order without something definite. 

We are just closing one of the largest years in the 
history of our existence, in the volume of business, 
and we are optimistic over the outlook for 1921. 

Yours very truly, 

E. L. WILSON HD WE. CO., 
Beaumont, Tex. John L. Kieth, Pres. & Gen. Mgr. 


Johnson Bros., of Centerville, South Dakota, have 
takeif over the business of C. J. Johnson and would like 
to have catalogs on hardware and harness. 


A. D. Sponholz has commenced business at Ramona. 
S. Dakota. He plans to handle a complete line of 
hardware goods, including sporting goods, stoves and 
ranges. 


Cooney & Winterbottom are erecting a plumbing 
shop and warehouse at Anaheim and Gardena, to cost 
approximately $6000. 
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HARDWARE WORLD 


WHAT POLICY SHOULD MERCHANTS PURSUE? 


KEEP STOCK IN HEALTHY CONDITION 

Editor Hardware World: 

We feel that every merchant should make purchases 
in reasonable quantities as will enable them to keep 
their business in healthy condition and for immediate 
requirements, with special allowances for delivery time 
on goods which have to be made specially to order. 

We do not believe that any reckless methods should 
be attempted and that a conservative, well balance pur¬ 
chase will greatly assist in stabilizing these conditions 
and still prevent the carrying of an excess stock. 

We do not believe that any general rule can be set 
for all merchants, but that each individual case must 
be looked upon separately, and in accordance with the 
standing condition of each particular case. 

Respectfully, 

BUFFALO WIRE WORKS CO., 
Buffalo. John C. Scheeler, Sec.-Asst. Treas. 


ULTRA CONSERVATIVE POLICY WOULD 
BE UNWISE 
Editor Hardware World: 

We have been advocating a conservative policy for 
the past year and we believe a continuance of this plan 
will be the proper course for merchants to pursue for 
the first half of the year. 

We believe 1921 will be a non^al year; we would 
not be surprised it there would be more business in 1921 
than there has been in 1920 and we believe that mer¬ 
chants should keep their stocks well assorted so that 
when they have a demand for merchandise they will be 
in a position to take care of their customers promptly 
always remembering that tney are merchants, not spec¬ 
ulators. And remembering that if they are out of goods 
they are liable to suffer much more keenly from the 
loss of profits on sales than they will be from declines. 

If everyone pursues an ultra-conservative policy 
and refrains from buying goods, I predict that there 
will be much disappointment and dissatisfaction, and 
manufacturers are not going to make up a lot of goods 
that they have no orders for. 

A manufacturer’s policy is usually to get the orders 
and then manufacture the goods. So if the jobbers do 
not buy conservatively, and they will not if merchants 
show a disposition of ultra-conservatism, then there is 
bound to be a shortage and all will be to a more or less 
degree disappointed. 

Yours truly, 

MARSHALL-WELLS COMPANY, 
E. S. Redeker, Mgr. 


BUYS ONLY WHEN PRICES ARE 
GUARANTEED 

Editor Hardware World: 

For merchants such as ourselves, we believe the 
policy of buying seasonable goods for delivery as near 
the dates of requirements as possible with prices pro¬ 
tected to that time is desirable. We are placing orders 
only on this basis. Stocks should be kept well assorted, 
not heavy. 

Retail merchants should be far more particular %bout 
readjusting hardware prices down even than they were 
in meeting the conditions when prices were on the in¬ 
crease. 

Yours very truly, 

WARNER HARDWARE CO., 
Minneapolis. Leon C. Warner, Pres. 


The Alger Plumbing Co. is moving into new quarters 
at Manteca, California, where a Duilding is being es¬ 
pecially erected for them. 


ONLY ARTIFICIALLY INFLATED PRICES 
WILL GO DOWN 
Editor Hardware World: 

We believe it will be good business for merchants 
to place stock orders for their current needs with a few 
exceptions. 

Prices cannot go down very materially except on 
lines which were boosted out of all reason and arti¬ 
ficially inflated during the past three years. 

Luckily, we do not come under this class and we 
look for things to go along smoothly and expect a 
steady demand for our goods. 

Yours very truly, 

THE BRAINERD MFG. OO., 
East Rochester. H. L. Brainerd. 


PROGRESSIVE MERCHANTS SHOULD 
KEEP UP STOCK 

Editor Hardware World: 

We wish to state that a good progressive merchant 
should keep up his stock. If he does not, the business 
is going to the mail order houses, as we believe that no 
matter how hard times are there is a certain amount of 
business to be done. We think that any buyer should 
purchase in small quantities and buy often, and get 
just as long a guarantee against declines as possible 
from the factories. 

We look for a continued decline in prices for some 
time to come, but we do believe that there will be a 
great deal of improvement in business after the first 
of the year. However, we feel sure that we will not 
see business like it has been during 1918 and 1919 for 
years to come. 

Yours truly, * 

MONROE HARDWARE CO., INC., 
Monroe, La. P. M. Atkins. 


BETTER SELL GOODS THAN AWAIT 
DECLINES 

Editor Hardware World: 

Buy, but not too heavily. Keep a stock, but be 
conservative in purchasing. 

The merchant cannot sell goods not on his shelves 
or in his possession to a satisfactory degree and margin 
of profit. There may be reductions of a slight nature 
gradually in prices, but being out of goods loses a 
margin of profit. Therefore the merchant suffers 
a greater loss than he would in a slight decline, and he 
loses prestige by his customers going elsewhere and 
perhaps not coming back the next time. The foresighted 
merchant lays by as a reservoir somewhat of the mar¬ 
gins that he has made on the advanced market, and he 
naturally expects to take at some time or other a 
slightly reduced margin of profit. 

Prices probably never will go down to the low level 
they were before the war. 

LANSING COMPANY, 

San Francisco. J. O. Ernsberger, Mgr. 


The t( Hardware World ,' 9 in our opinion, is a 
magazine containing information that is of the 
greatest value to anyone who is interested in 
the hardware business. Every page of it should 
be carefully studied. We go through from cover 
to cover. MORSE HARDWARE 00. 

Washington. 
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WELL TO GET THE VIEWPOINT OF OTHER MERCHANTS, JOBBERS 

AND MANUFACTURERS 


PRACTICE THE ALLOCATING PLAN 

Editor Hardware World: 

In our opinion there is only one policy to pursue, both 
in the interest of the buyer and seller, and that is the 
policy that we have practiced the past few years, name¬ 
ly, the allocating plaix. By this, neither the seller nor 
the buyer can suffer t any great extent in a financial 
way, because both are riding on the market either up 
or down, whichever way the trend takes them, and the 
buyer is only obligated from a price standpoint for 
thirty day period. 

Very truly yours, 

THE BRIER HILL STEEL COMPANY, 
Youngstown. Paul H. Hubbard, Gen. Sales Mgr. 


CONSERVATIVELY OPTIMISTIC 
JOBBERS 

Editor Hardware World: 

During the year 1921 we expect a fair volume of 
business. We also believe that prices are going to 
soften until gradually they reach a level which we 
might call a standard price level. 

We would not advise retailers to buy except in a 
conservative way. However, we do not think that 
stocks of retailers should be allowed to run down, as 
we all hope to be in business right along and there is 
no need of carrying one's purchase policy to the ex¬ 
treme, either one wav or the other. A good middle of 
the road course, with the idea of taking some losses, 
as a natural consequence of declining prices, is in our 
judgment the only fair way to look at the matter. 

General conditions in our territory are good and we 
look for good crops next year. Our deliveries from 
factories are getting better and more prompt, and in 
the final clearing up of the year's business we rather 
think collections will show to better advantage than 
they do at the present time. In other words, we are 
conservatively optimistic regarding business for the 
coming year. 

Yours very truly, 

STREVELL-PATERSON HARDWARE 00., 
Salt Lake City. P. C. Gill, Secretary. 

BELIEVE IN MAINTAINING COMPLETE 
STOCK 

Editor Hardware World: 

Our policy for the first half of 1921 will be to main¬ 
tain complete stocks in all of our departments, reducing 
prices made possible by manufacturers' reductions and 
endeavoring to convince our customers that we are all 
right and that every industry in the country is, or will 
soon be, paying dividends. 

We thank you for this opportunity for expressing 
our confidence in the future. 

Yours very truly, 

PRATT-GILBERT CO., 

Chas. Gann. 


Henry Knaup now owns the hardware and imple 
ment stock of Thomas Cahill at Ladd, Illinois. 


HARDWARE WORLD EVERYWHERE. 

I cover all the territory west of Denver, and 
I always find in every hardware store and many 
other stores the i€ Hardware World/ 9 which has 
convinced me that it is the popular hardware 
dealers 9 magazine of the West. 

0. A. BERGH. 


EACH SHOULD DO THEIR FULL PART 

Editor Hardware World: 

Necessary liquidation to stabilize business and re¬ 
store public confidence cannot be accomplished from 
the sacrifices of any particular group. Industries, 
manufacturers, jobbers, retailers, farmers and the work¬ 
ing public have all enjoyed high prices and in many 
cases excessive profits. To set the whole thing back 
near pre war levels, everyone, with no exception, has 
got to take his proportionate loss and start next year 
on a fair, sound basis with prices, etc., thereby estab 
lishing confidence of the buying public, and then busi¬ 
ness is bound to go on. 

The longer any group holds out, refusing to take 
their part of the loss and start on the right foot next 
year, just so much longer will the present condition 
exist. By the end of this month, every thinking citizen 
will see the solution to the problem to do his part and 
next year’s business should be somewhere near normal. 

Merchants should buy when offered reasonable 
prices, but they will find additional sales effort is 
necessary to move this merchandise instead of having 
a continual demand of more stock than they were able 
to buy. 

We are counting on a normal year, certainly not 
only willing but expect to do our part to set conditions 
right again. 

Yours very truly, 

THE MALLEABLE STEEL RANGE MFG. CO., 
South Bend. J. J. Woolverton. 


EXPECTS A LARGER YEAR IN 1921 

Editor Hardware World: 

My personal opinion is that merchants should not 
hesitate to place orders for their normal requirements 
for the first half of 1921, with the understanding that 
prices be guaranteed by the manufacturer up to date 
of shipment. I do not, however, consider that this is 
an opportune time to speculate. 

I might state further that I am of the opinion that 
there will be no large volume of business the first two 
or three months of the new year, but believe once the 
buying movement starts in there will be a scarcity of 
goods in certain lines. I have an idea that business for 
the year 1921 will be considerably larger than for the 
average year. 

Yours very truly, 

JOHN T. ROWNTREE, INC. 


NO CHANGE IN PRICES EXPECTED 

Editor Hardware World: 

We see no great change in the material we are using 
in our product. In fact, we are yet at a loss to get 
certain materials at any price. 

While labor is getting a little bit easier to handle, 
we feel there will not be much change in our particular 
class of goods, if anything, for spring delivery. The 
jobbing trade may be somewhat slow and careful in 
placing orders, but we feel they will come. 

Your truly, 

PHENIX MANUFACTURING CO., 
Milwaukee. # E. J. Fellman. 


The Lewis-Jones Hardware Co. is now located at 
820 Scott Ave., W T ichita Falls. Texas, where they carry 
a general line of hardware and household goods. 


Crane & Co. will erect a six story factory and ware¬ 
house at Los Angeles, California. E. H. Hunt, mana¬ 
ger, estimates the cost at $250,000 and the plant will be 
located on property adjoining the company’s present 
quarters, 321 E. Third Street. 
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WHAT POLICY SHOULD MERCHANTS PURSUE? 


WILL PROTECT CUSTOMERS WITH 
GUARANTY 

Editor Hardware World: 

We anticipate a material increase in the demand 
for tools, starting very soon after the first of the year, 
as we believe that the average merchant has permitted 
his stock to run down to such an extent that a resump¬ 
tion of buying in considerable volume will be absolute¬ 
ly necessary in the very near future. 

As a result of the conservative attitude assumed by 
the buyers recently, many manufacturers have material¬ 
ly curtailed their productions and we believe that the 
buyers will serve their best interests by placing moder¬ 
ate specifications as early as possible, otherwise they 
will find it difficult to obtain deliveries in time to meet 
their requirements. 

As to the matter of prices, would say that we have 
always named very moderate figures on our line, and 
as our costs have not declined to any appreciable ex¬ 
tent, we do not expect to be able to make any revision 
downward in the near future. 

On or about the first of the year we expect to an¬ 
nounce to our customers a reasonable guaranty against 
our own decline, so that orders may be placed for our 
tools with confidence. 

Very truly yours, 

CONSOLIDATED TOOL WORKS, INC., 
New York. W. A. Shepard, Secretary. 

EXPECT NORMAL BUYING AFTER 
INVENTORY 

Editor Hardware World: 

General reduction in the prices of independent steel 
companies have come recently. These reductions are on 
the level with the Steel Corporation’s prices, and it is 
generally conceded that these prices will remain firm. 

The jobbers’ stocks from reports on this coast, with 
reference to sheets, nails, etc., have been depleted, and 
any shipments received from the manufacturers have 
been sold prior to the arrival of the car. 

On shelf hardware, mechanics’ tools, and other lines, 
there has been a general revision of quotations by the 
producers with an idea of bringing them more in line 
with the general reduction of steel. 

Our views with reference to the policy the retail 
merchant should pursue in placing their orders for first 
quarter of 1921 is that at tne present they are reducing 
their stock for inventory purposes, and to take advan¬ 
tage of reductions in market values. We believe that 
by February 1 the resumption of buying will be back 
to normal. 

Very truly yours, 

UNION HARDWARE & METAL CO. 

CARRY AMPLE WELL SELECTED STOCKS 

Editor Hardware World: 

We are advising our trade to carry adequate, well 
selected stocks as free from surplus and speculative 
items as possible. In this way they will get a maxi¬ 
mum of sales and run nearly a minimum of risk. 

Any losses in market value will be offset, we think, 
but the extra profit from fullest sales and in service to 
their customer. This method, we'believe, will actually 
show more net profit than the common policy of run¬ 
ning stocks entirely out. 

Yours truly, 

BEN WILLIAMSON & CO., 
Ashland, Ky. W. J. Williamson. 

The Clementz-Harwell Co. is a new firm at Winters, 
Texas. 


NOTHING TO BE GAINED BY DELAY 

Editor Hardware World: 

In our opinion merchants should buy their require¬ 
ments now if they want same during the first half of 
1921, and our reason for so stating is that the price of 
tin plate is, today, no lower than what it has been for 
a year or more past. 

With the basic raw material no lower, and with 
labor cost and overhead no lower either, then it is evi¬ 
dent that production costs are right, and there is cer¬ 
tainly nothing to be gained through the action of the 
trade, whether wholesale or retail, to keep off buying. 

Yours truly, 

BEH & CO., 


New York. 


W. Beh. 


EXPECT GOOD BUYING MOVEMENT 

Editor Hardware World: 

“Keep the brakes on, looking well ahead, as in 
descending a steep grade with many curves ahead,” 
but don’t stop abruptly lest the machine be put out of 
commission and cause a wreckage of everything pur¬ 
suing the same course. 

Manufacturers as a whole have the interests of their 
customers at heart and we believe that as time goes on 
readjustments of prices will be made just as fast as 
lower living and labor costs will permit. 

On an open market, we would say buy sixty days’ 
needs; on protected lines, the usual policies should be 
pursued. We confidently look for a good buying move¬ 
ment directly after inventories have been completed, 
and a shortage of merchandise in many lines. 

Very truly, 

SPRAKE SALES CO., INC. 

E. J. Sprake, Pres. 


TAKE YOUR MEDICINE—BUY WHAT IS 
NEEDED 

Editor Hardware World: 

In our opinion the policy of every merchant in this 
line for the first half of 1921 should be one of “feeling 
his way”; buy just what is actually needed in order 
to keep up stock; make use of the large jobber and let 
him carry the stock; take your medicine of price re¬ 
ductions in merchandise on hand, and get it over with 
as quickly as possible. By adopting this course, we 
believe a normal basis will be reached by all of us 
before the fall business of 1921. 

Yours truly, 

W. J. PETTEE & CO., 


Oklahoma City. 


F. S. Lamb, Sec. 


W. C. Gray is now proprietor of the former business 
of Amy & Constant at Seaton, Illinois. 


“HARDWARE WORLD” A TEXT BOOK TO 
HELP MAKE BETTER SALESMEN 

Enclosed find our check for subscriptions for our 
employes for the Hardware World. 

We assure you we certainly do enjoy this publica¬ 
tion. It may interest you to know that we have 
among our employes a class in business administra¬ 
tion, and the Hardware World is one of our regu¬ 
lar publications for study, in helping to train and 
develop our sales force with a view to making them 
better employes, better salesmen, better business 
men and women. 

The Hardware World is of distinct help and 
value to us. ERNST HARDWARE 00. 
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JOBBERS WILLING TO HAVE YOU DO BUSINESS ON THEIR CAPITAL 


GUARANTEE PRICES ON SPORTING 
GOODS 

Editor Hardware World: 

Prom all indications, the sale of spoiting goods for 
1921 will be as good, if not better than it was this 
year. We would suggest that orders be placed now, and 
shipped when the season starts. We are guaranteeing 
our own prices against our decline, so tnat the whole¬ 
saler can sell goods to the dealer at the lowest possible 
prices prevailing up to July 1, 1921. 

Yours very truly, 

THE JOHN J. HILDEBRANDT CO., 
Logansport, Ind. H. H. Hildebrandt. 


MERCHANTS WHO HAVE STOCK WILL DO 
SUCCESSFUL BUSINESS 

Editor Hardware World: 

We believe merchants should be very cautious and 
conservative in placing orders during this period, not 
to the extent, however, of being unable to furnish from 
stock a reasonable quantity of seasonable goods. In 
our opinion there is going to be a fairly normal demand 
and the merchant who has the stock from which to 
make delierv will do a successful business. 

While people are not going to continue buying in¬ 
discriminately as they have in the past few years, there 
is no development in this immediate section of the 
country to cause us to feel any uneasiness, and we are 
looking forward to a good healthy business in the 
early spring, especially in building material lines. 

Yours very truly, 

SUMMERS HARDWARE CO., 
Johnson City, Tenn. J. A. Summers, Pres. 


POLICY OF ARIZONA JOBBERS 

Editor Hardware World: 

In our opinion the present narrow and limited vol¬ 
ume of business is caused by a dearth of funds in the 
consuming districts; that the so-called buyers 1 strike is 
caused more by lack of funds than by a sentiment 
against high prices; that the consuming districts have 
been stripped of their liquid resources by the high cost 
of material which they were forced to purchase. 

In other words, the manufacturers have it all. Until 
the balance of trade turns again in favor of those 
districts producing raw material only, business cannot 
improve, and the merchants 1 policy should be to buy as 
little as possible until markets seem to have stabilized 
and until the customer has something with which to 
buy. 

Very truly yours, 

ROY & TTTCOMB, INC., 

Nogales. E. Titcomb, Pres. 


SERVICE AND CO-OPERATION MAKE THE 
“HARDWARE WORLD” PRE-EMINENT 

Due to the service which you are rendering both 
through your publication and by correspondence, we 
feel we owe you an expression of thanks, for through 
your publication we are able to obtain many new 
ideas from each issue, and through your correspond¬ 
ence we have found you a ready worker to co-operate 
with us in any problems we may have. 

Kindly accept our very best wishes for a very 
prosperous year and feel at liberty to call upon us 
for any information we may be able to give you at 
any time. Yours very truly, 

Oregon BASCHE-SAGE HARDWARE CO. 


BUY WHAT YOU NEED 

Editor Hardware World: 

In the hardware trade, particularly, I would advise 
buying the needs but not to make long term commit¬ 
ments. The decrease in the price of iron and steel 
industries, when it does take place, I believe will be 
gradual. We are following this policy in our own 
purchases. 

Very truly yours, 

AMERICAN IRONING MACHINE CO., 
Chicago. H. G. Grosse. 


MONTANA CONSERVATIVE 

Editor Hardware World: 

The retail dealers are experiencing considerable 
trouble in getting in their collections. As a result, are 
buying sparingly, as they have already about as much 
on their books as they care to have. 

There have been reductions in prices on some com¬ 
modities in the hardware line and there is no doubt in 
our minds but what there will be further reductions on 
many lines. We are therefore advising our trade to 
buy in small quantities in order to turn their stocks 
more often. By following out our suggestion, the dealer 
will not get caught with a large stock of merchandise 
on which the market prices have dropped. 

We find the manufacturers are making fairly 
prompt deliveries and do not anticipate any trouble in 
getting goods during the coming year. 

Yours very truly, 

MONTANA HARDWARE CO., 
Butte. E. S. Woodland, Mgr. 


EXPECTS FIRMER MARKET AND 
RESUMED BUYING 

Editor Hardware World: 

Many manufacturers of steel and steel products 
have lowered prices close to production costs. The 
reasons are: Their need of orders, the general demand 
for lower prices, and to stimulate business. Manufac¬ 
turers who depend on the steel makers for their raw 
material are revising prices or will do so very soon, 
and we think the general intent is to figure prices to 
a point that will stabilize them. 

The country has “sworn off” frenzied buying and 
is marking time and awaiting satisfactory prices. It 
almost looks like a concerted action and it will tend 
to bring goods down to a fair valuation without the 
long process of a gradually declining market. 

The merchant will naturally buy according to his 
anticipated requirements. We believe he should be 
conservative in buying as long as the present panicky 
feeling prevails throughout the East, but also think 
that he should be optimistic and anticipate a good 
volume of business during the first half of the coming 
year. 

We look for the period of readjustment to be soon 
terminated, and expect a firmer market and a much 
better buying movement within the next thirty to 
sixty days. 

Yours very truly, 

T. H. SPEDDY & COMPANY, 
Howard Speddy. 


The Brantley Bros. Hardware Co. has been incor- 
orated with a capital stock of $50,000 at Troy, Ala- 
ama. 


Vredenburg-Travis are the new owners of the stock 
of the Minshell Hardware & Furniture Co., at Logan, 
Iowa. Paints and furnaces have been added. 
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WHAT POLICY SHOULD MERCHANTS PURSUE? 


GOODS ARE MADE ON BASIS ORDERS 
PLACED 

Editor Hardware World: 

We think it is imperative that the retail trade of the 
United States should throw off their attitude assumed 
within the past three or four months in refraining from 
placing orders for next season, and that they should 
at once proceed to figure out their requirements for 
the spring season of 1921 and place their orders with 
manufacturers and jobbers at the earliest possible time 
—not even waiting until after New Year’s and making 
another excuse that they “cannot buy until after they 
take stock”; since it is absolutely necessary for the 
welfare of manufacturers and jobbers as well as the 
people employed in wholesale houses and factories, that 
next season’s business is placed as soon as possible, to 
give the assurance that goods may be made up in readi¬ 
ness for filling orders and in consequence give employ¬ 
ment to the faithful workers who are dependent upon 
the usual demand for merchandise. 

Everybody knows that the retail trade has been 
holding off buying anything they could possibly get 
along without, which has had a very deplorable effect 
upon business of manufacturers and jobbers this fall, 
while nobody can deny the fact that if the retailer 
holds off much longer, he is not only going to be the 
indirect cause of a lot of unfortunate workers either 
starving to death this winter or going mighty hungry, 
but he will be the cause of lots of failures among job¬ 
bers and manufacturers, while the ultimate outcome of 
it all will be that when the next spring season opens, 
the dealer will not be able to get his goods fast enough 
to supply the demand; furthermore, it is a certain con¬ 
clusion that he is going to pay higher prices next spring 
when he wants his merchandise in a hurry and the 
demand upon jobbers and manufacturers is greater than 
they can supply. 

We have booked up a very fine business for next 
season and, notwithstanding the general slump in 
trade this fall, we have done very well indeed; yet we 
have learned from all parts of the United States where 
our salesmen have conferred with jobbers and dealers, 
that the dealer is the prime cause of the slump in 
business this fall, through his conservatism in buying 
as well as his refusal in most instances to buy anything 
until prices come down. 

Very truly yours, 

THE ABSORENE MFG. CO., 
St. Louis. H. R. Henderson, Pres. 


ACTUAL SHORTAGE LIKELY 

Editor Hardware World: 

We believe there is only one policy that any mer¬ 
chant can safely follow and that is to keep up his stock 
as nearly complete as possible so as to serve his cus¬ 
tomers’ wants, regardless of a fluctuating market. We 
realize that the merchants, in a great many instances, 
have an idea the goods are due for considerable decline, 
and one man’s prophesy is almost as good as another’s, 
but if the activity in building is carried out in 1921 
that is actually needed, and furthermore, the promised 
relief from the banks after the first of the year to the 
trade generally, we believe that if these two factors 
are materialized that prices will have a tendency to 
hold on their present level, or in some instances ad¬ 
vance. As far as we are able to discover none of the 
factories whom we represent are overloaded on supplies 
and for that reason there is likely to be an actual 
shortage occur unless they can speed up production. 

Yours very truly, 

R. M. BURTON SALES AGENCY, 
Seattle. R. M. Burton. 


MANUFACTURERS WILL NOT MAKE-UP 
GOODS WITHOUT ORDERS 

Editor Hardware World: 

We are all hopeful that the heavy declines have 
taken place, the adjustments covering the decline of 
raw material has been made, and it is uncertain what 
effect labor is going to cut in the prices of hardware 
for some time to come. 

It is true labor is not producing within 33 1-3 to 40 
per cent what it did prior to the war, and there is going 
to be a weeding-out of those who will not give results 
for a fair compensated day. While I am against 
making labor a commodity, I believe it should 
be properly compensated for services rendered, 
and further that it should be in keeping with 
the costs of living and regulated accordingly, giving 
the frugal, careful artisan a satisfactory wage that 
through economy will permit him to set aside sufficient 
to take care of him during his decline and old age. 

We all appreciate the need of increased housing 
facilities. In the city in which I live it is estimated 
we are needing three to four thousand houses to prop¬ 
erly house our present population. Owing to the high 
prices for labor and building material, it is unprofitable 
to build under present conditions, as rents will have to 
be uniformly higher in order to pay the investor a 
satisfactory income on his investment. 

It is true that lumber, brick and building materials 
have declined. The price of structural steel bars, 
sheets, plates, etc., have now become established on the 
basis of the corporation prices. Pig iron, coal and coke 
are all affected, which is in evidence that the producers 
or manufacturers have taken the surplus prorit out of 
these products based on the present costs of production, 
labor considered. 

While I do not advocate buying as a means of 
loading up, I believe the buyers should anticipate their 
needs under normal conditions, and I am inclined to 
think that manufacturers will be willing to guarantee 
prices up to date of shipment. Unless buying is indulged 
in factories will be compelled to shut down for want of 
orders. They do not propose to pile up supplies on the 
present basis of costs if the buyers and consumers 
propose to wait until actually in need before orders are 
placed. There is no reason why both the manufacturer 
and the buyer should not take some risk. 

I would say buyers should be instructed to place 
their orders for shipment not later than February 1, 
giving them an opportunity to complete their January 
1 inventory and get ready to establish business of 1921 
upon a firm and sound basis. 

Respectfully, 

T. A. WILLIAMS. 


ON THE WAITING LIST 

Editor Hardware World: 

We have decided for ourselves to place no orders 
for spring shipment and to buy goods as we need them 
and in orresponding quantities. Manufacturers and 
jobbers are offering us, say, April, 1921, dating, when 
much of their offerings this way do not become become 
marketable until after that date. It looks much like 
a joke to us. In the meantime we are on the waiting 
list. 

Very truly, 

DAVIS HARDWARE CO., 

Williamsport, O. ’ W. B. Davis. 


The Fremont Hardware Co., at Fremont, Indiana, 
have taken over the stock of C. E. Gier. 


A. H. Clinton has purchased the business of Morris 
& Son at Rochester, Indiana. 
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VAST BUILDING PROGRAM AHEAD 

Editor Habdwabe World: 

The present business situation is a rather unattract¬ 
ive picture. First, we have a consumers’ strike, leading 
to a buyers’ panic, and resulting in a producers ’ and 
manufacturers’ shutdown. The conservative man al¬ 
ways looks the facts in the face and the facts are cer¬ 
tainly as portrayed. 

Given these conditions, what are we going to do 
about itf These are points which we would like to 
discuss briefly, giving you our own views for what they 
may be worth. First, it is useless to belie the facts in 
talking with the traae. Let the facts appear as black 
as they are. Second, it is equally fruitless to attempt 
to pry business loose under present conditions, although 
.we certainly want to keep m the closest possible touch 
with the situation and we don’t want to miss any 
tricks. 

The Light on the Horizon 

Looking for light on the horizon, it will not take 
oversharp eyesight to see the following: 

First: The more severe the depression, the quicker 
we shall get back to normal. The more severe the 
buyer’s curtailment, the quicker will the buyer’s con¬ 
fidence be restored. We have had practically no buying 
in the trade since September. Ii this condition con¬ 
tinues until February, March, April, whatever your 
guess may be, imagine the accumulation which must 
come even with building operations on a reduced scale. 

Second: We enclose a blue print taken from the 
November edition of Factory, showing the building 
shortage in the United States from 1921 to 1919, as 
compiled, not on the basis of dollars and cents, but 
upon square footage of floor surface, 

Our own idea is that we are not going to have any 
tremendous rush of business in our lines during 1921, 
but that we are going to have a good, healthy buying 
in considerable volume toward the end of the first 
quarter of 1921. Our own idea as to our conduct in 
meeting the trade today and in the future is to keep 
away from our customers and not bother them in so 
far as we can do so, and not to miss any tricks—not 
to attempt to change the buyer in his present panic- 
stricken attitude, but to agree that the facts are as 
black as they are—not to prophesy any tremendous 
shortage of material in 1921, but in short, to let nature 
take her course. 

Yours very truly, 

WM. P. HORN COMPANY. 


Deibler & Koepke have purchased a hardware busi¬ 
ness at Rutland, Iowa. 


W. H. Sells has bought the hardware and implement 
stock of Sells-Hawk at Effingham, Kansas 


DANGER IN UNDER-BUYING AS WELL AS 
OVER-BUYING 

Editor Hardware World: 

How should the cutlery man buy for the coming 
year! I would suggest that every buyer place his orders 
for his normal requirements. Do not over-buy, but do 
not under-buy or you will be out of stock. 

The pocket knife situation for 1921 will be much 
the same as this year. The factories do not look for 
any decline in prices, for practically the entire cost in 
the average knife is labor, and skilled labor at that. 
Skilled labor in the cutlery business takes a long time to 
produce, and it is hardly possible that cutlery labor 
will take any reduction, especially as they are scarce, 
for few take up the business. 

It would take a very big reduction in all the mate¬ 
rials entering into the manufacture of a pocket knife 
before there could be even a reduction of live per cent, 
unless labor takes a reduction. 

Here is an extract from one of the largest and best 
pocket knife manufacturers in the U. S.: 

11 Some manufacturers seem foolish enough to think 
that they (pocket knives) will be higher. Personally 
I cannot agree with them that they will be higher, be¬ 
cause it looks to me that the peak has been reached and 
the next revision will be downward, but I cannot see 
any reason for them to come down for a year at least. ’ ’ 

Take butcher knives, paring knives, etc., and the 
situation is the same practically, though the labor per¬ 
centage of cost is a trifle lower, and the percentage of 
material more than in pocket knives, but in this class 
of cutlery, the manufacturer of quality goods today is 
hardly breaking even, especially on the smaller sizes 
of butchers, slicers, etc., and there will be a revision 
which will show some advance in the smaller sizes, as 
a factory cannot produce even one item which shows 
no profit, otherwise something else must carry that loss. 

Every factory today is dropping the inefficient 
worker, and giving the efficient worker his true valua¬ 
tion, also the factories are cutting every corner to keep 
down overhead expenses. 

This is the situation in all quality cutlery. What 
the factories producing the cheaper grades of cutlery 
can do, I am unable to say. If there is any reduction 
in the better grades of cutlery, it will be very little, 
so all buyers will be safe in placing their orders for 
normal requirements as usual. 

W. H. WILBURN. 


KEEP YOUR STOCK UP 

Editor Hardware World: 

We believe it wise for the hardware merchant to 
keep his stock up in good shape and anticipate his 
wants as much as possible for the first half of 1921. 
By this we do not mean that he should over-stock 
himself, but keep a good assortment so that he might 
be able to take care of his customers. 

All stocks at the present time are very low, and 
when spring opens up there is bound to be a shortage 
on some items. 

In this locality business has been rather slow for the 
ast few weeks due to the money situation, but we 
elieve that this will be materially relieved after the 
first of the year. Yours truly, 

NEWBERRY’S HARDWARE CO., 
Alliance. L. E. Johnson. 


READ FROM COVER TO COVER. 

I find the “HARDWARE WORLD” the 
most up-to-date publication of any that I know 
of. 

It is certainly very interesting, and I “read 
it from cover to cover.’’ 

W. E. CONNELL. 
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EXPECTS SHORTAGE IN SOME LINES 

Editor Hardware World: 

We cannot see that there ia any chance of much of 
a reduction in the hardware line. Prices seem to have 
been fixed, and independent mills are meeting these 
prices in several instances, so we believe that prices 
which are in effect now, or will be in a very short time, 
will govern for several months. Furthermore, after 
business becomes somewhat normal again, we are sure 
that there is going to be a big shortage of some com¬ 
modities, and we cannot help but feel that the merchant 
who wants to be absolutely sure of getting material 
would be wise in anticipating his requirements for 
several months in advance. 

Yours very truly, 

WAGNER MANUFACTRUING CO., 
Cedar Falls. A. E. Lunn. 


CONFIDENCE IS SUCH THEY GUARANTEE 
PRICES 

Editor Hardware World: 

We are manufacturers using iron, steel, copper, sol¬ 
der, etc., as our raw materials. There has been no 
great decline in any of these materials as yet, and we 
do not look for much decline for some time to come, 
particularly in iron and steel. 

We are soliciting 1921 business on goods that we 
make, and as an assurance to our trade, we are guaran¬ 
teeing prices against our own decline until July 1. We 
think with this assurance, we will be able to book our 
usual future business. 

Yours truly, 

LOUISVILLE TIN & STOVE CO., 
Louisville. C. V. Edmonds, Sec. and Treas. 


NO GOOD REASON TO EXPECT 
REDUCTION 

Editor Hardware World: 


As far as we can learn there is no surplus stock of 
hardware either with the manufacturer or dealer, and 
so far there have been no reductions in wire and steel 
from the main sources of supply in the country, and to 
get best results good labor has to be paid about the 
same. 

We do not think it wise for dealers to hold off 
unduly in purchasing ; as there is no good reason so far 
to expect any reduction worth considering in the hard¬ 
ware line, and we find our customers seem to be going 
over their stocks and ordering items to give them a 
full assortment. We are, 

Yours very truly, 


New Haven. 


ATLAS MFG. CO., 

A. M. Brown. 


WESTERN MERCHANTS’ LOGIC 

Editor Hardware World: 

We believe the best policy for retailers is to buy 
from hand to mouth for some time to come. If many 
of us placed future orders on a guaranteed basis, the 
manufacturers would book their full output and prices 
naturally would not come down, whereas if orders do 
not come, a way will be found to reduce prices. 

We deem it desirable that prices should get back to 
a permanent basis as soon as possible, so that building, 
furnishing and buying generally may resume its normal 
trend. Very few of us can reduce expenses in propor¬ 
tion to the shrinkage in volume of sales and many of us 
are inclined to keep on unnecessary good help in order 
to have it when again needed. This extra expense over 
a protracted period will be a larger loss item than the 
shrinkage in inventory values. 

Yours truly, 

Walla Walla. THE DAVTS-KASER CO. 


LOW STOCK INVITES COMPETITION 

Editor Hardware World: 

We do not think it wise to place large orders, but 
we heartily recommend that all merchants keep up 
their stock. Unless a stock of merchandise is kept up 
it invites competition and a merchant knows that he 
cannot do business without stock. 

The time for speculative buying is past and the 
merchant must give more thought to the placing of 
orders. 

Yours truly, 

M. SELLER & CO. 


Mrs. Ida Adams has disposed of her business to 
The Rewoldt Hardware Co., at Frederick a, Iowa. 


BUYING FOR IMMEDIATE NEEDS 

Editor Hardware World: 

Manufacturers and jobbers of farm machinery are 
not only holding with bulldog tenacity to present high 
prices but they are advancing prices on about one-third 
of the line, for the reason they claim the advanced cost 
of production, on account of both labor and freight 
advances. This would be perfectly legitimate were it 
not for the fact that they did not hesitate to reap the 
benefits of profits on goods produced at low cost con¬ 
tinually up to the time of advanced prices of raw mate¬ 
rial. They knew at that time there would be a read¬ 
justment and those advances were for the express 
purpose of meeting present conditions, and it is our 
opinion that they should meet them squarely and unfal¬ 
teringly, without quibbling. 

The farm products have decreased in value from 50 
to 10 per cent, nothwithstanding the fact the cost of 
production was greater than the prices at which the^ 
are compelled to sell. 

Why One and Not the Other? 

It is our disposition to be optimistic in our views 
when reason prevails. We have used every effort 
available to arrive at a correct solution of existing 
conditions and from all we are able to gather we cannot 
see any good reason to change our policy of buying for 
immediate needs only until such time as equitable 
adjustments are reached. Our customers declare they 
will buy nothing but absolute necessities the coming 
year, consequently we do not feel like filling our house 
with high priced goods to meet the inevitable sooner or 
later. 

The only advice we can offer is for dealers to be 
governed by local conditions, avoiding imposition upon 
their customers. 

Thanking you for your courtesy and with our good 
wishes for your always good and welcome magazine, we 
remain, 

Courteously yours, 

THE CURD HARDWARE & IMPLEMENT CO., 
Pueblo. R. D. Curd. 


BUY WHAT IS NEEDED 

Editor Hardware World: 

It is our opinion that merchants should pursue & 
conservative policy. Buy what is needed in small quan¬ 
tities and some goods that are high, beyond reason, 
should be almost totally ignored. Especially those ar¬ 
ticles of merchandise which the public can spare for 
some months, such as paints, leather goods ana almost 
all glass. Farm tools are too high also. We believe in 
being prepared for customers, but a large variety of 
goods of one class should not be carried. 

Very truly yours, 

Washington, C. H. FORD HARDWARE CO. 
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DANGER IN DELAYING ORDERS 

Editor Hardware World: 

We feel that in the lines as staple as general hard¬ 
ware lines there will be less violent fluctuation, both in 
volume and price, as compared with many other mer¬ 
cantile lines. However, we do feel that in sympathy 
with the general conditions it is only natural to expect 
prices to recede from their present levels. 

Merchants can now realize a greater profit by the 
rapid turnover of their stocks than by carrying heavier 
stocks which they have found profitable on an advanc¬ 
ing market. We find some keen and live retail mer¬ 
chants who are turning their stocks ten or twelve times 
a year, and these people are certainly making more 
profit than the man who turns his stock two or three 
times a year. 

We believe that merchants should scrutinize their 
credits more carefully, and always endeavor to increase 
the volume of their cash business. 

The period which we have been going through dur¬ 
ing the last several months has been termed by some 
as a consumers’ strike^ and we believe this to be more 
or less true, but we must always remember that if 
people are not purchasing, they are continually wearing 
out what they have, and when spring business opens 
up there is apt to be a shortage in many seasonable 
lines. 

It has always been our policy to anticipate our 
seasonable requirements of merchandise, and we believe 
that it is a wise policy for merchants now to be sure 
they are going to have what they require for their 
spring business. This may mean smaller quantities 
than last year, but if everybody waits until the con¬ 
sumer is ready to buy, it will be a physical impossibility 
to supply everyone. 

Yours very truly, 

MOBLEY BROS., 

Saginaw. B. C. Morley, Pres. 

TURNOVER MOST IMPORTANT 

Editor Hardware World: 

At the time we are writing, early December, the 
most important thing, for not only retailers but manu¬ 
facturers, would seem to be the clearing of present 
stocks at the sacrifice of profits or at less than cost. 
Most manufacturers have felt the lash of liquidation, 
and, were there orders in sufficient volume to operate 
economically, could offer the trade goods at attractive 
prices. There must be a il taking of medicine” all 
along the line before labor can with justice be asked to 
accept a lower wage, and labor costs govern all other 
costs. 

Assuming that this necessary purging has been ac¬ 
complished, we feel that merchants should proceed to 
purchase in a conservative wajr, pricing goods at figures 
that will give smaller profit per item, but greater 
turnover and consequently greater profits per year. 
Turnover is the thing. 

Cutting credits to a minimum will enable merchants 
to pay wholesalers and manufacturers quickly, thus 
giving them in turn greater turnover. All of which 
leads to lower costs, lower prices and better business. 

A closer study of store salesmanship will give mer¬ 
chants the confidence necessary to take on new items 
and brands of known merit, which give them the chance 
to offer good merchandise at lower prices and at pro¬ 
portionately better profits. 

Very truly yours, 

THE JOBBERS’ MFG. CO., 
Chicago. E. D. Murphy. 

Levy Brothers of San Mateo, California, have pur¬ 
chased the hardware business of Tiddy Brothers, which 
will be known hereafter as Levy Brothers’ Burlin¬ 
game Store. 


UNFILLED ORDERS FOR SIX MONTHS 
AHEAD 

Editor Hardware World: 

At the present time we have unfilled orders on our 
hands that will keep both of our factories busy until 
June 1, 1921, and the biggest percentage of our jobbers 
are writing for immediate delivery and quite a number 
of them are advising us that they are oversold. Of 
course you realize that there has been a shortage in 
our particular line for practically two years, and the 
stocks all over the country are very small. 

Would kindly request that if you copy this verbatim 
that you do not use our name. 

-BRUSH CO. 

VISION NEEDED TO EMBRACE 
OPPORTUNITIES 

Editor Hardware World: 

In my opinion the buyers in the jobbing concerns 
in the West and in this Inter-Mountain region would 
be wise to place their orders with the manufacturers of 
staple products for sufficient volume to meet a good 
active trade for the first half of 1921 and as far as 
possible to do so, for a very active market for the 
latter half of 1921. 

All the signs portend to reasonably good business 
conditions for the first half of the year and if I am 
any judge of conditions, a prosperous condition and 
active demand for the latter half of the year. 

I think the managers and buyers in the wholesale 
concerns are now unwisely curtailing their purchases 
and are over pessimistic, some of them even frightened, 
fearing that business conditions will not be prosperous 
and demand limited and that prices will drop sharply 
on all lines of product in the early months of the year. 

There is no question but what manufacturers have 
in some cases advanced prices on their products beyond 
what would bring them a fair profit on their present 
production costs and some prices are coming down 
sharply, but the general line of hardware products in 
my opinion will not slump very far from the present 
offerings. 

It is perhaps superfluous to say that any speculative 
purchase would be unwise. The buyers can judge very 
nearly as to what their outlet will be and that volume 
of business should certainly be provided for by placing 
orders during the next sixty and ninety days. If I 
were on the buying end of the market, I would put onX 
several orders for the same lines to be shipped at 
stated times, in preference to buying any quantity to 
take care of my outlet for a given period. 

Any business man who cannot realize that all this 
Inter-Mountain and Western region is certain to expand 
in every material direction is not gifted with sufficient 
vision to take advantage of the opportunties which 
will certainly be within his reach in the next year and 
for years to come. 

Yours very truly, 

E. C. COFFIN CO., 

E. 0. Coffin. 

BUY CONSERVATIVELY 

Editor Hardware World: 

Buy conservatively. Get in collections as close as 
possible. Clean up dead assets and turn into money, at 
loss if necessary. 

Yours sincerely, 

San Diego. HAZARD-GOULD 00. 


The Phillip & Allsebrook Co., Fort Lupton, Colorado, 
are among the progressive merchants in their com¬ 
munity who have recently installed a modern store 
front with full length plate glass display windows. 
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ONLY ONE WAY TO DO BUSINESS 

Editor Hardware World: 

It is our opinion, and always has been, that the 
only way a merchant can do business is to keep up his 
stock regardless of times or conditions. Of course, 
when times are not the best it is advisable to carry a 
smaller stock, but to keep up the variety rather than 
getting a better price by buying in larger quantities. 

We believe that the farmer is going to be forced to 
sell his crop within the next ninety or one hundred and 
twenty days, and as soon as this happens business is 
going to be good; because the farmer will pay up and 
everyone else will pay at the same time. The present 
conditions we do not believe are going to last a very 
long time, and we believe that the first of February wiil 
see everything running normal again, or nearly so. 

Respectfully, 

HERCULES PRODUCTS CO., 
Council Bluffs. Ben W. Freiden, Pres. 


POINTED SUGGESTION ON NAILS 

As every merchant knows, nails are to the 
iron monger and hardware merchant what beef 
is to the butcher or sugar to the grocer. They 
are the sine qua non, the staple of staples in his 
stock, the bluest blooded creature in his foal. 

Always they have presented their problems 
During the last year they have done more— 
they have kept us all guessing. They have made 
some men poor and others wealthy. 

Yet we can well afford to know more about 
them and think much about the merchandising 
of them. So we are pleased and proud to pub¬ 
lish this pointed, suggestive discussion of the 
subject by J. Ed. Guenther of the Guenther 
Hardware Co., Inc., Owensboro, Ky. 


EXPECTS ACTIVE DEMAND EARLY IN 
YEAR 

Editor Hardware World: 

I am of the opinion that the consumer demand will 
show a quickening early in 1921 and this demand will 
very quickly be reflected in better business to the 
jobber from his customers and to the manufacturer 
from the jobber. 

Right now business is not as bad as some theorists 
imagine it is and I don ’t think there are very many in 
the hardware business who are losing any money at 
present. 

Very truly yours, 

A. C. RIDDELL. 


BUY CONSERVATIVELY 

Editor Hardware World: 

Buy along conservative lines to take care of present 
needs. We do not mean by this that we know there 
will be lower prices, especially on iron and steel prod¬ 
ucts, for we do not know this. At any rate we believe 
the readjustment stage has been reached and buyers 
should govern themselves accordingly. 

Yours truly, 

GEO. H. ECKERT & CO., 
Geo. H. Eckert. 


NEW 2000 PAGE BUYING GUIDE 

The names and addresses of 35,000 of America’s 
leading manufacturers, indexed under 14,000 classifica¬ 
tions of material, are contained in MacRae’s Blue Book, 
just published at 18 E. Huron Street, Chicago. 

Also included in 2000 pages of the volume, weighing 
11 pounds, are brief selling talks and descriptions of 
the merchandise, an alphabetical index of trade names, 
tables and miscellaneous data for handy use, and a 
section wherein are tabulated the standard list prices 
on commodities in common use by railroads and indus¬ 
trial concerns. 

The cost of the volume is $10.00. 


Tolan & Heisen have opened a complete hardware 
store at 38 S. Broadway, Denver, Colorado. 


VALUED IN FOREIGN LANDS 

We are instructing our New York representative 
to remit you for subscription due for your most 
excellent journal. 

We are thoroughly in sympathy with your edi¬ 
torial news and the articles appearing in your pub¬ 
lication, and we want to continue our subscription. 

A. G. WEBSTER & SON. 

Hobart, Tasmania. 


Editor Hardware World: 

I am going to discuss the price of nails and the 
extras thereon. 

We will illustrate by saying that a retail hardware 
dealer would pay about $5.00 base price and would sell 
them for about $5.50 base, thereby making 9 per cent 
profit. Figuring on $5.(TO to start out with, the ordinary 
grocery store keeps a line of nails from 60d to 4d, in¬ 
clusive, the average advance over base would be about 
30c on the keg. Of course, on this advance above base 
he would make no profit, which would reduce his profit 
on nails below base sizes. 

An ordinary grocery store is never expected to carry 
sizes other than from 60d to 4d, inclusive, while a 
hardware dealer is expected to carry all kinds and sizes. 
We buy 8d casing nails and pay an advance of 50c; 6d 
nails and pay 75c advance. We sell 20 kegs of common 
nails to one keg of casing nails. Advance on three- 
quarter-inch lining nails would be $2.20, so that he 
would pay $5.00, plus $2.20 base, plus 50c profit on 
three-quarter-inch lining nails, which would make the 
price $7.70. This would give the merchant about 6 
per cent profit instead of 9 per cent. 

Now going to barb car nails. 5d, there is an advance 
of 75c over base, just the same as 5d common nails. 
We will not sell nearly as many barb car nails as 
common nails, but since we are hardware dealers we 
are expected to keep a stock of all kinds of nails and 
sell them off a printed card price list, no matter how 
long we have had them in stock or what we paid for 
them. 

An Advance Above Base and Base Price 

We buy bar iron and bar steel at base price, plus 
one-half extra. We sell at base, plus full extras. 
Therefore, we get profit on advance over base and also 
get one-half advance over price we pay. Don’t you 
think that a price such as on bar iron or bar steel 
should be placed on nails? We do. and urge that the 
change be made, so that we will get an advance above 
base and base price. 

Very respectfully, 

GUENTHER HARDWARE CO., 
Owensboro, Ky. J. Ed. Gunther. 


The Farmers Mercantile Co. at Waterville, Washing¬ 
ton, is enlarging and a line of furniture is being added 
to the hardware department. 


Frank G. Drew, vice president of the Winchester 
Repeating Arms Company, has been named as chairman 
of the executive committee of the American Trapshoot¬ 
ing Association for the year of 1921. Thomas S. Davis, 
manager of Sportsmen’s Headquarters, New York, was 
reelected treasurer of the American Trapshooting Asso¬ 
ciation at the recent meeting. 
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HTHIRTY YEARS experience in manufacturing and perfecting Absorene, has produced 
the most efficient Wall Paper Cleaner in the world, selling into millions of cans per year 


We have always aimed to educate the public to the use of 
better wall paper—higher priced decorations—which they can 
preserve for a number of years through our process of cleaning. 

“ISN’T IT A GRAND AND GLORIOUS FEELIN’7” 

(With apology to Harry Lauder) 

To know, when you see them coming down the street—walking 
into your store—in Springtime—that, you’re on the RIGHT 
CLEANER—that sells—that satisfies. 

Absorene Cleans Easy! 

Advertised throughout the entire 
Spring Season in all the leading Daily 
Newspapers of the Central and Western 
States. 

The Leading JOBBERS in every 
City of the CENTRAL and WESTERN 
STATES, All Sell ABSORENE—All 
others should write us for our liberal 
Jobber’s proposition, backed up with 
local advertising. 

THE ABSORENE MFG. CO. 

ABSORENE BUILDING 

1609 to 1617 North 14th Street, St. Louis, U. S. A. 


WINDOW TRIMS. 
Counter Display 
Signs, Fiber Signs 
(12x42 In.), Folders 
and Dealer's Helps 
of various kinds will 
be supplied to all 
upon request. 

THE PACKAGE 
Absorene Is put up In 
14 - ounce Cans, 
Packed 3 Dosen Cans 
to Fiber Case. Also 
Packed In 20-os. Cans 
and 10-lb. Palls. 
Lithographed Show 
Cards are packed In 
each quarter gross 
Case. 


IT’S HIGH TIME 



you got in line with us if you are 
one of the few who are not selling 
ABSORENE. 


T he only patented 

READY MIXED 
WALL /^1 

paper Cleaner 
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HOW DO YOU TREAT TRAVELING MEN? 

I went into a 
Hardware Store. 

I had a sample 
case, but that’s no 
crime. 

The Boss looked 
at me — and ran 

away. 

A clerk sandpa¬ 
pered an empty nail 
keg. 

The bookkeeper 
rattled the adding 
machine and I stood 
waiting. 

A young lady 
came in and another clerk, hiding behind the 
end of the shelving, rushed to wait upon her. 
I didn’t blame the clerk; they had never been 
taught better; besides the lady was good look¬ 
ing* she wanted to beg some wrapping paper; 
and I stood and waited. 

The clerk looked at my sample case and 
saw what to him was a badge of dishonor to be 
shunned, and returned to his hiding place. 

The Boss came back and looked at me with 
a “For-God’s-sake-aren’t-you-gone-yet” expres¬ 
sion, so I started to go out. 

The Boss finally mustered up his courage 
and said, as I was going out, “Something?” 
and I said “Yes, a nice pearl handled pocket 
knife/’ and he said (my how he warmed), “We 
have them. I thought you were just a traveling 
man.” I said, “I am, and it’s no crime,” and 
I kept on going. The Boss said, “That knife,” 
and I said, “Me for some store where the Boss 
is not a coward.” 

—Just a Traveling Salesman. 


The old mountaineer had a secret 
Which many a bottle did fill. 

And although I am telling his secret 
His secret’s a secret still. 


YOU ARE INVITED 

If you have a bit of news, 

Send it in. 

Or a joke that will amuse, 

Send it in. 

A story that is true, 

An incident that’s new, 

We want to hear from you! 
Send it in. 

Will your story make us laugh ? 
Send it in. 

Send alone a photograph, 

Send it in. 

Never mind about your style. 

If it’8 only worth the while. 

And will make the reader smile, 
Send it in. 


EXPECT BIG BUSINESS IN PAINT AND 
VARNISH 

Editor Hardware World: 

We don’t expect that prices will be any lower 
before next June, and probably not then. While there 
has been a substantial decline in the price of linseed 
oil, which has allowed the manufacturers to make 
somewhat lower prices on mixed paints, in which lin¬ 
seed oil is a substantial factor, the tremendous increase 
in freight rates and other expenses more than offset 
any other declines in raw materials, so that the manu¬ 
facturer is not able to make any lower priees on var¬ 
nishes, enamels and specialties, and had we not been 
able to buy materials at somewhat lower prices we 
would have been obliged to put an advance in effect on 
all of our products at this time. 

It is quite likely that linseed oil and other raw 
materials will advance again after the first of the year. 
In fact, the market is already much firmer than it has 
been, and if those advances continue it may be neces¬ 
sary to make some advances, so we believe that the 
merchants who order their goods promptly and get 
their stocks in will be the most satisfied in the end, 
and those who wait until the middle of the spring before 
buying their goods will have trouble in getting the 
goods when they want them. 

There is no doubt but what the railroads will buy 
large quantities of paints and varnishes. Thousands 
of houses must and will be built next year, which will 
use large quantities of paint and varnish produets, 
and with the tremendous crops which we have in this 
country of almost all kinds of agricultural products, 
there is bound to be a tremendous amount of money 
spent for our products. 

There is no doubt in my mind that the 4 'Save the 
Surface’’ Campaign has very largely increased the 
paint and varnish business in the past year, and the 
advertising that this campaign will do in 1921 will 
further increase the paint and varnish business. 

Our products are used not only for new buildings, 
furniture, automobiles, farm implements, railway cars, 
steamships, etc., but there is a full larger quantity 
used for the renewing and refinishing of this class 
of work. 

Ours is an economy product. It is cheaper to use 
it than not to use it, and the man who buys our 
product makes more than the man who sells it. This 
may seem a peculiar condition, but it is absolutely 
correct. Any party who buys and uses paint and var¬ 
nish products makes his property worth many times 
more than the cost of the material and the cost of 
labor to apply the same. 

If there are new buildings and new furniture to be 
finished we furnish the material for new work. When 
times are hard, business is dull and they are not 
making new furniture or building new buildings, we sell 
the material to renew the old buildings and old furni¬ 
ture. No matter what conditions may be in other 
lines, with the “Save the Surface” Campaign calling 
the people’s attention to the use of paints and var¬ 
nishes from an economy standpoint, the paint and 
varnish business should increase right along, and we 
believe that the dealer who sells his paints and var¬ 
nishes on the basis of economy and tells the customer 
how much he can save by using paints and varnishes, 
will very largely increase his business. 

Yours very truly, 

BOSTON VARNISH 00., 

Boston. James B. Lord, Pres. 


Finish what you begin. It is always demor¬ 
alizing for one to develop the habit of begin¬ 
ning and not finishing things. Today’s work 
should be finished today, then the work of to¬ 
morrow can be started with vim without the 
drag of having to finish the previous day’s 
work. 
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fl&'. SANITARY 
FLOOR 
ENAMEL 


anize 


“These Are My Helpers in 
Creating More Sales for You” 

— Winthrop Wise 

Back of the big campaign in the leading magazines, 
there is the most powerful array of store and window 
advertising you ever saw. 

In addition to striking, attention-arresting cut-outs 
of Winthrop Wise, the twenty-four-hour-a-day sales¬ 
man, we furnish handsome signs, display stands, 
window trims, hangers and literature. All proven 
sales-winners in pushing 

yTS* • SANITARY 

Floor Enamel 

The new coating for old floors, that Kyanize Agents everywhere 
are reaping a bountiful harvest on. A ready market awaits the 
Kyanize Agent who stocks this product Our advertising brings 
it to the dealer's counter. 

PROGRESSIVE DEALERS—The Kyanize Exclusive Agency 
is open to only one up-to-the-minute merchant in each locality. 

If tnero is no Agent near you, write for our plan today—Now. 

BOSTON VARNISH COMPANY 

Everett Station 49 Boston, Mass., U. 8. A 

CHICAGO SAN FRANCISCO 

Office & Warehouse Office & Warehouse 

519 W. Roosevelt Rd. 269 Eighth Street 

WESTERN WHOLESALE DISTRIBUTORS 

Bogardus, Wlckens, Campbell Hardware Timms, Cress & Co 
Limited Company Inc. 

Vancouver, B. C. Seattle, Washington Portland, Oregon 

Sunset Paint Company ^^00 

Los Angeles, and El Paso. Tex. 

Ogden Paint. Oil & Glass Co. 

Ogden, Utah 


Waterproof-Washable 
Dries over Night 
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H. J. Hodge 

Veteran secretary of the Western Be tail Hardware Associa¬ 
tion, whose annual convention at Kansas City, January 18 to 
20, Is always largely attended. Mr. Hodge is largely respon¬ 
sible for the high standing of the Association. 



P. J. Jacobs, Secretary 

It isn't hard to account for the success of the Wisconsin 
Retail Hardware Association when you know P. J. Jacobs. He 
is a whole team in himself, and he has a thorough understanding 
of the retail merchants’ jproblems. He has the confidence of 
the entire membership. Tne Wisconsin Convention will be held 
at Milwaukee, February 2, 3 and 4. 


BUYERS MUST BUY NOW, AS STOCKS ARE 
LOW 

Editor Hardware World: 

It is our opinion that the prices set by the U. S. 
Steel Corporation will not come down very much, at 
least there is no intimation of a reduction. Of course, 
many manufacturers are waiting before they can an¬ 
nounce a definite base price on their products, conse¬ 
quently in many lines jobbers do not know what is 
going to happen. However, many manufacturers, in¬ 
cluding ourselves, have taken matters into consideration 
and made up a new price based on efficiency and are 
offering their products to the jobber at a new price, 
so they may be able to book business for 1921. 

Merchants have held back to such an extent that it 
has affected business in general. However, we believe 
by watching carefully they will be perfectly safe in 
buying after the first of the year, as by that time a 
great many lines will have adjusted themselves and 
we are sure that from 75 to 90 per cent of the manu¬ 
facturers will have a definite price to offer the jobbers 
on their products. 

The jobbers are now busy making up their new 
catalogs and discount sheets and we believe merchants 
will find it to their advantage to again enter the 
market and buy, since their stocks no doubt are very 
scanty by this time. We share in the general opinion 
that prices and commodities will have readjusted them¬ 
selves so that by March and April the market will be 
completely settled down and as normal as can be ex¬ 
pected under the conditions. 

MARQUETTE MFG. CO., 

St. Paul. R. E. Lange, Gen. Mgr. 


IMPORTANT TO CARRY WELL BALANCED 
STOCK 

Editor Hardware World: 

It is an axiom of good salesmanship to have on hand 
at all times a supply of every item which is being sold. 
We believe that more sales have been lost through the 
inability of the seller to supply goods when required 
than for any other reason. 

It, of course, does not do the jobber a bit of good 
to have a large stock of %-inch drills when a customer 
requires the %-inch size. We are not giving any of 
the up-to-date jobbers new advice when we suggest 
that they carry a balanced stock and order in lots 
representing a sixty day turn-over. 

We do not believe that any of the successful jobbers 
take the attitude of restricting their orders on manu¬ 
facturers to an extent where it interferes with their 
sales, and consequently their profits. 

The sellers 1 paradise which existed during 1919 and 
the first half of 1920 is no more, and it is more than 
ever imperative that no merchant restricts his sales 
possibilities by carrying an inadequate stock. The 
“Penny Wise—Pound Foolish” expression could be 
aptly applied to one who did this. 

Yours very truly, 

THE BLACK & DECKER MFG. CO., 
Baltimore. G. W. Brogan. 


The Automotive Equipment Co. has been incorpo¬ 
rated for $50,000 at Seattle, Washington, by E. J. Ken¬ 
nedy, H. S. Atcheson, O. H. Paschke and E. D. Fear, 
to deal in general motor car equipment and accessories. 


Ed Arps, hustling proprietor of the Arps Right Price 
Store at Nucla, Colorado, reports that he is back, 
swamped with work. In two years 7 time the gross sales 
have jumped from $20,000 to $75,000, which was the 
reported amount of the 1920 business. 


The Specialty Hardware & Stamping Co., recently 
organized at Seattle, Washington, with a capital stock 
of $25,000, will deal in machinery, equipment and ac¬ 
cessories pertaining to truck hardware. The trustees 
are Michael Oros, Carl A. Kristerson and Ellen McClel¬ 
lan. 
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Introducing 

QUAKER CORDS 







mm 










TO ALL PRESENT AND PROSPECTIVE 
QUAKER DISTRIBUTORS and DEALERS 

Not everyone can represent us. In the automotive 
industry, it is well known that QUAKER Distribu¬ 
tors and Dealers are carefully selected; that they are 
men permanently established in their respective 
communities; men who know Quality, and men who 
only want to handle a tire that will give satisfaction 
to their trade. 

If we do not already have a representative in your 
vicinity, possibly your own tire selling organization 
can qualify. Write for details. 


Practically the last word in j 
the manufacture of Cord j 
Tires. \ 

I 

The result of years of effort j 
and the hardest tests before • 
being offered to the trade i 
and car owners. ] 

l 

Will surely become popular i 
as TIRES OF QUALITY, | 
just as QUAKER Fabric j 
Tires earned the name of be- j 
ing “Miles Cheaper.” j 

And every Distributor and j 
Dealer in the United States j 
successful in securing these 
tires in his community will j 


have 


satisfaction 


knowing that back of the 
name QUAKER are more 
than 30 years skill and expc 
rience in the compounding 
of rubbers; a world-with 
reputation earned and main 
tained by the QUALITY < ■ 
our products, and a long e. 
tablished financial standir 
which guarantees perma¬ 
nence. 


QUAKER CITY RUBBER COMPANY 


9 Market Street 
Philadelphia 


211 Wood Street 
Pittsburg 


182 W. Lake Street 
Chicago 


53 Murray Street 
New York 
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.F. X. Becheror, Secretary 

The Mieaonri Be tail Hardware Aaaodation convention will 
be held at the Planters Hotel, St. Louis, January 25, 26 and 27. 
Mr. Becherer and his associate# hare made their arrangements 
for an enthusiastic contention and are working hard to that end. 



George H Diets, Secretary 

The Nebraska Retail Hardware Association contention will 
be held February 1 to 4, at Omaha. Succeeding the late Nathan 
Roberts, Mr. Diets is proving a worthy and a 11 te wire secretary. 


NOTHING TO BE GAINED BY LOW STOCKS 

Editor Hardware World: 

We cannot help but feel that the merchant should 
anticipate his requirements now and place conservative 
orders immediately, and especially so with those manu¬ 
facturers and jobbers who are willing to guarantee 
protection against price decline until some definite 

By so doing he is not only protected against loss 
due to price decline up to this definite date ; but he 
keeps the wheels of industry in motion; the jobber is 
then enabled to anticipate with some degree of accu¬ 
racy his requirements; and the manufacturer in turn 
continues to operate on a maximum production basis, 
thereby keeping his entire organization intact ana 
continuing to give employment. 

Ordinarily, manufacturers during slack times make 
up as large a reserve stock as they ean, but at this 
time most of them are making up no reserve stocks 
whatsoever. Bankers will not lend the money today 
for making up reserve stocks, and everywhere manu¬ 
facturers are being urged to curtail and stop production 
just as fast as orders for immediate delivery are filled. 
Therefore, when the heavy buying begins in the auto¬ 
motive industry in the spring, the shortage of finished 
goods is going to be as acute as ever, and the demand 
may easily be sufficient to maintain present or higher 
prices. 

Nothing is gained by the merchant allowing his 
stock to become run down and depleted, and by ordering 
conservatively now he is not only helping himself, but 
helping the manufacturers to continue operations and 
the wheels of industry to turn all along the line. 

Yours very truly, 

THE NORTON-MUNTEB CO., 

A. F. Norton. 


Harris & Curtis, who supply the demands of the oil 
fields, have moved into larger quarters at Taft, Cali¬ 
fornia. 


The Bremmery Bain Co., at Petoskey, Michigan, 
have found it necessary to remodel the adjoining build¬ 
ing to practically double their floor space. 


CONSERVATIVE BASIS SAFEST FOR 
ACCESSORY BUSINESS 

Editor Hardware World: 

The automobile industry, of which we are a part, 
will, in our judgment, show a gradually increasing 
activity with the beginning of the new year. This 
covers in our judgment both the manufacturer of new 
cars and the replacement business in connection with 
cars in use. 

As far as our own particular line is concerned, we 
do not believe there are any good reasons why the 
trade should purchase at this time in large quantities. 
A saving cannot be made by doing so, nor will the trade 
suffer through increased cost should they not order 
in large quantities. 

We do not feel that it would be good business in 
connection with the jobber and dealers’ business for 
either of them to attempt to anticipate their require¬ 
ments and buy for the future. A gradual return to a 
volume business in this industry is, in our judgment, 
much more desirable than would be a quick return or 
the volume of business that was enjoyed before the 
present slump. 

This industry has in the past moved much faster in 
its development than we expect to see it enjoy in the 
future. It will in our judgment be in the interest of 
the entire industry if business is renewed upon more 
conservative lines than those which we have operated 
under during the past ten years. It is a great industry; 
it has a great future, but the time has come for us to 
eliminate from it the speculative element and see to it 
that it is put on a solid, permanent basis. 

ACCESSORY MANUFACTURER. 


Husband & Anderson are erecting a new two-story 
building at Hesperia, Michigan. 


The Munsing Hardware Co. are successors to Bissell 
& Stebbins at Munsing, Michigan. 


A branch of the Lovette Hardware Co., of Lake 
Village, Arkansas, has been opened at Epps, Louisiana, 
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THE STANDARD PORTABLE ELEC¬ 
TRIC DRILLS AND GRINDERS WILL 
REDUCE COST AND SAVE TIME 


WRITE US TODAY—AN EXCELLENT 
PROFIT AWAITS YOU 

EVERY TOOL GUARANTEED BOTH ELEC¬ 
TRICALLY AND MECHANICALLY 

BALL BEARINGS ARE USED THROUGHOUT 

We manufacture drills and grinders for every class 
of work in all sizes—Write for Illustrated Catalog 


THE STANDARD ELECTRIC TOOL CO. 

CINCINNATI, OHIO 
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William Leslie, President 

The annual convention of the Texas Retail Hardware Asso¬ 
ciation will be held at Dallas, January 18 to 21. Mr. Leslie 
and his associates are counting on an enthusiastic meeting and 
a convention commensurate with the else of the state. 


JOBBER HAS SERVICE TO PERFORM 

Editor Hardware World: 

We have found the hardware and accessory jobber’s 
attitude during the past three or four months has 
been to allow his stock to become depleted to such an 
extent .that he is not in position to take care of his 
dealers’ requirements from his stock. 

According to our way of looking at this question, 
the only justification for the jobber is that he per¬ 
form his useful function. When he fails to live up to 
his mission in life, he is on the road to elimination. 

Our feeling would be that it is high time for the 
jobber to carry a stock of goods again rather than to 
have the manufacturer perform this function for him. 

Yours very truly, 

ELITE MANUFACTURING CO., 
Ashland, O. J. W. Fribley. 


SHORT SIGHTED POLICY TO ORDER FROM 
HAND TO MOUTH 

Editor Hardware World: 

Merchants will undoubtedly find it advisable to 
carry somewhat smaller stocks than during the height 
of business of the last two years. Nevertheless, it 
should be pointed out that those firms which carry 
sufficient stock to render service to their customers 
will be the ones to find themselves in a commanding 
position in their respective lines when business begins 
to get back to normal. It is a yery short-sighted policy 
to order from hand to mouth, and we believe that firms 
who are working on this basis will find themselves at 
great disadvantage within a very few months. 

Yours very truly, 

NEW ERA SPRING & SPECIALTY CO., 
Grand Rapids. George B. Daniels. 


The Cupples Mercantile Co., at Caldwell, Idaho, has 
been sold to Mitchell Duke, who will carry on the busi¬ 
ness. 


HISTORY REPEATING ITSELF 

Editor Hardware World: 

In our opinion, the jobber who is waiting for lower 
prices before placing his orders for spring trade is 
going to find himself in very much the same condition 
that obtained after the armistice was signed. 

Everybody at that time looked for a big cessation 
in industry and consequently lower prices. The reverse 
was true, and ever since that time goods have been 
going up, having reached their very highest peak, inso¬ 
far as hardware is concerned, during the year 1920. 

A large number of manufacturers in iron and steel 
lines report that their margin of profit is lower at the 
present time than in several previous years, and yet 
in the face of this the entire country is looking for a 
lower adjustment of prices. 

We incline strongly to the belief that the year 1921 
will be one of activity and large demand for goods, 
particularly in the line of building material, and it 
seems entirely within the bounds of reason that the 
volume of business would be only measured, insofar 
as the jobber is concerned, by the amount of material 
he can obtain, just as it has been in the past few years. 
While it is true that there has been quite a let-up in 
some lines, at the same time the whole country is bare 
of goods and business must be served. 

There is no reason that the jobbers in the West 
should not order goods just as they did in normal times 
for their reasonable requirements. It is, of course, en¬ 
tirely superfluous to remark that this is no time for 
speculation, but it may be just as well to say with 
equal truth, that it is no time for the manufacturer and 
jobber to lay down either under the theory that there 
will be slack business or because goods are too high. 

The daily reports in the newspapers about lower 
prices, with reference to White Lunch counters in New 
York having reduced the price of coffee to five cents 
and cheese sandwiches one cent, and other statements 
along this line, are very ridiculous and very mislead- 
mg, insofar as it effects the fundamental principles. 

The manufacturer cannot and will not make anv 
drastic reductions in the near future, and we are in¬ 
clined to the opinion that business conditions are safe 
and at least promising. 

Yours .truly, 

EWING-LEWIS* CO., INC., 

Orville Ewing, Pres. 

ANTICIPATE RUSH OF ORDERS 

Editor Hardware World: 

Our investigations of trade conditions have led us 
to believe that both jobbers’ and dealers’ stocks are 
greatly depleted, and as soon as both the jobber and 
the dealer show a disposition to stock merchandise in 
preparation for spring business, we very much fear that 
there is going to be a sudden rush when the season does 
open that will flood the manufacturer with rush orders 
and not enable him to meet the situation over night! 
Every year in normal times the jobber ana the dealer 
specify sufficiently in advance to enable the manu¬ 
facturer to provide a normal production to take care of 
trade requirements. 

The manufacturer, however, is helpless to outline 
production unless the trade gives him some inkling of 
what those requirements are to be in advance of the 
season. 

Very truly vours, 

ECLIPSE MFG. COMPANY, 
Indianapolis. R. M. Franklin. Sec. 


The Pioneer Mercantile Co. of Bakersfield, Califor¬ 
nia, are jobbing heavy hardware and automobile acces¬ 
sory lines in the lower San Joaquin Valley. Among 
their exclusive agencies in their territory are Diamond 
Tires and the products of the National Tube Co. 
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The Snow Shoe 



The Indiana did not have to hibernate In winter time. 
They hunted on snow shoes and obtained their food. 

Nor do Standard Four distributors and dealers hiber¬ 
nate in winter. Standard Four advertising and merchan¬ 
dising assistance, in addition to a tire which stands the 
punishment of rutted, icy roads, enables them to make 
sales every month of the twelve. 

For terms and territory on this all-the-year-round good 
tire, write or wire today. 


STANDARD FOUR TIRE COMPANY 

Department T Keokuk, Iowa 

Branches at 

Indianapolis, Ind. Atlanta. Ga. Los Angeles, Cal. 
245 N. Penn St. 2 Courtland St. 342 W. Pico St. 

Denver, Colo. 1700 15th St. A 


Standard Four Tires 


“Chief of the Tire Tribe" 
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A. T. Byron, President J. M. Stone, Secretary 

Them enterprlrtng leaders of the Bine Orass merdiants of the Kentucky Betail Hardware Association feel that Kentucky 
Is going to eclipse every previous record in its annual convention to he held at Louisville, January 26 to 28. They extend an 
earnest Invitation through our pages to all Kentucky merchants. 


EXPECT GOOD BUSINESS 1921 

Editor Habdwabe World: 

I had the privilege of attending the convention and 
exhibition of the Automotive Equipment Association 
in Chicago at the Coliseum, November 15-20. The gene¬ 
ral feeling expressed at that convention was that 1921 
would be equally as big a year as any previous year 
with staple lines of automotive equipment. 

The jobbers and their buyers have been very cau¬ 
tious in placing new business, but there is an increasing 
disposition on the part of all buyers to anticipate re¬ 
quirements for spring business, the general feeling be¬ 
ing that this was necessary in order to assist the manu¬ 
facturer and also desirable on their part, so that they 
might be assured of having sufficient amount of stock 
to carry on as the spring business opens. 

Some buyers even admit that they were losing busi¬ 
ness at the present time on account of not keeping their 
stocks in proper condition. 

We are very hopeful of an early increase in orders 
anticipating 1921 business. 

Very truly yours, 

WALDEN-WORCESTER, INC., 
Worcester. W. S. Bellows. 


ACCESSORY JOBBER CONSERVATIVE 

Editor Hardware World: 

The writer must confess that he feels that retail 
merchants would be exercising good judgment if they 
pursued a conservative buying policy for the first half 
of 1921. 

While we would all favor liberal buying on the part 
of firms capable of discounting their purchases, from 
the merchant's standpoint we believe they will profit 
most by being cautious. As we view it, prices are due 
for some recessions. 

Yours respectfully, 

THE CAPITAL ELECTRIC CO., 

J. A. Kahn, Gen. Mgr. 


The Payette Cooperative Association has purchased 
the Moss Mercantile Co. at Payette, Idaho. F. H. Cram 
is the new manager. 


BELIEVE PRESENT SITUATION ONLY 
TEMPORARY 

Editor Hardware World: 

While the recent decline and readjustment in prices 
of a good many items in hardware have seemed to 
lessen the 'demand of the buying public as a whole, we 
are of the opinion that this is only a temporary condi¬ 
tion and see no reason for alarm or cause to be pessi¬ 
mistic in regard to the outlook for 1921. 

As manufacturers begin to catch up with their pro¬ 
duction, it is natural to suppose that slight declines 
and readjustments in prices will take place. However, 
considering the present high wage scale and the high 
cost of production which can only be reduced gradual¬ 
ly, it is evident that there is no danger of the bottom 
dropping out, as some might think. 

Tne time for speculating and piling up surplus stocks 
is past, and we believe “conservatism" should be the 
watchword. It would be very unusual, however, for 
a great agricultural year, such as we are just closing, 
to be followed by anything but good business, and a 
liberal and well assorted stock should be kept on hand 
to take care of current requirements. 

It is also very much more economical for all con¬ 
cerned when the retail dealers place specifications as 
early as possible on seasonable goods for future de¬ 
livery, especially when prices are guaranteed. 

Yours truly, 

STRATTON & TERSTEGGE CO., 
Louisville. J. T. Rodgers, Sales Mgr. 


Whenever you get too much of anything it 
begins to spoil and “go bad.” 


Don’t judge a man by his success, but rather 
by the methods he used while succeeding. 


Seven years of silent inquiry arc needful for 
a man to learn the truth, but fourteen in order 
to learn how to make it known to his fellow- 
men. —Plato. 
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Every Chance for Profit, 
Not One Chance for Loss 


The 
Harvey 
Sales Plan 


YOU know Harvey Spring quality. You 
know the broad, liberal and exceptional 
Harvey guarantee that protects both dealer 
and customer. 

Another link in the chain of success built for 
every dealer who sells Harvey Replacement 
Springs is the Harvey Selling Plan. 

Its purpose first, last and always is to protect 
you, the dealer. It offers every chance for 
profit and eliminates every possibility for loss. 

It assures protection against dead stock and bur¬ 
densome investment It materially increases the 
opportunity for quick turnover and bigger sales. 

It is constructive, not restrictive — sound, 
sensible and equitable. It insures profit on 
replacement springs. 


Send for full details of the Harvey Selling Plan together with the 
Harvey Book — a complete guide for ordering any of the 1500 
different Harvey Springs—a guide to better spring business. 


Harvey Spring & Forging Company 
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The Wayne Oil Tank and Pump Company held an enthu- 
elastic ialee convention at their San Francisco office last month, 
and we were fortunate enough to get all of these able disciples 
of the automotive aid together for a group photograph. Near 
the center of the picture seated is Western Manager J. O. 
Rodman and on his left is W. M. Griffin, president of the 
company, who was present from the home office and factory at 
Fort Wayne, Indiana. Next to Mr. Griffin is Assistant Manager 
J. E. Allen. 

The trade well knows the Wayne Oil Tank and Pump Go. 
for its self measuring pumps, its liquid storage and oil-filtration 
systems, as well as oil-burning, metal-forging, heat-treating and 
mf»tal- m*i tin g furnaces. 

Among those in the photograph especially well known to the 
hardware trade in the Northwest is E. W. Eve neon, who has 


been an outstanding and long-standing hardware man with 
present headquarters at Walla Walla. Mr. Evenson was for¬ 
merly a merchant at Spokane and more lately a traveler for 
the whlton Hardware Co., of Seattle. He also will be well 
remembered for his vigorous activities in connection with the 
Association in the Northwest. 

Following are the men in the picture: 

Standing, reader's left to rljdit, are: E. W. Evenson, 
O. W. Melbye, H. F. Bowles, E. L. Carleton, R. E. Stephens, 
W. E. Rueppell, C. S. Severance, F. J. Casey, W. E. Larsh, 
Hugh Bledsoe, R. Marmion, W. S. Johnson. 

Sitting, reader’s left to right: Geo. Sarbry, E. L. Duden, 
M. S. Hermann, F. Garber, M. L. Heard, J. G. Rodman, man¬ 
ager; W. M. Griffin, president; J. E. Allen, assistant manager; 
E. R. Christensen, E. E. Wenk, A. Turner, R. M. Snider, A. J. 
Buck, Clyde Lower. 


NEW YEAR VERY PROMISING 

Editor Hardware World: 

The new year looks very promising for business in 
our territory. 

We find that dealers are buying in small quantities 
as they need the goods from their local jobbers, which 
is a very wise thing for them to do now and in fact 
at all times, and this was never brought home to them 
so clearly as now. 

The dealer who is drawing his supplies from local 
jobbers is reducing his investment and making a quick 
turnover, thereby making more net money than the 
one who is buying from far away points in larger 
quantities and losing sales on account of not having 
the goods in his store. 

In this connection we are glad to note the good 
work that your journal is doing for the hardware trade, 
and with our best wishes for your continued success, 
we remain, 

Yours very truly, 

NASH HARDWARE CO., 

Fort Worth. W. R. Duffey, Vice-Pres. 


UNCERTAINTY, HESITATION, PESSIMISM 
LEAD TO TROUBLE 

Editor hardware World: 

Buy what is needed to keep your stock up and you 
will keep right on doing business, not necessarily heavy 
buying, but by marking your merchandise at a reason¬ 
able profit over the market values and replacing your 
stocks as they are sold, you have nothing to fear. 

The elections are past, we have strong confidence 
in the incoming administration, crops have been abun- 
dantj and while the reckless speed of spending by the 
public at large has been checked and the safety first 
principle is being applied to economics and business 
generally, it is in reality a very healthy sign and should 
be welcomed and endorsed By every right thinking man. 
“As a Man Thinketh M surely has a bearing on his 
business. Uncertainty, hesitation and pessimism lead 
to trouble economically and mentally. Health, wealth 
and optimism are inseparable. Yours sincerely, 

K. M. HAYDEN. 


CLIFTON FACTORY ENLARGEMENTS 

Additions are now being made to the Clifton Mfg. 
Co. plant at East Waco, Texas. When the work is 
complete the company expects to have one of the finest 
factories of its kind in the Southwest. They are add¬ 
ing another story to the present structure of two stories 
and a half and a basement, and portions of the present 
building are to be remodeled. 

The Clifton Mfg. Co. are extensive manufacturers 
of auto seat covers, tops, general leather and canvas 
goods, including tents, awnings, wagon covers and cot¬ 
ton picking bags. The company maintains branch of¬ 
fices at Denver, Colorado, Phoenix, Arizona, and at 509 
Postal Telegraph Building, San Francisco. 


FALLS CO. BUYS COTTER BUSINESS 

Of no little interest to the trade will be the an¬ 
nouncement that The Falls Rivet Co. of Kent, Ohio, 
has just purchased from The Ohio Wire Goods Manu¬ 
facturing Company of Akron, Ohio, all the machinery, 
patents and patterns relating to the manufacture of 
cotter pins and flat spring keys. The machinery has 
been moved from Akron to Kent and is now in opera¬ 
tion. 

The Ohio Wire Goods Co. will discontinue the manu¬ 
facture of these articles and the event marks an era 
of expansion in the business of the Falls Bivet Co., 
who will add to their established product of rivets, 
bolts and nuts this new line which will be of especial 
interest to the railway and agricultural implement 
trade. 

It will be of interest to those who have been using 
the Ohio Wire Goods Co. as their source of supply for 
these articles, to know that Lawrence Kneifel and 
other employes of the organization at Akron, associated 
with the cotter end of the business, will become asso¬ 
ciated with The Falls Rivet Company. 


After all, you’ve got to give full, fair value. 
Or you won’t last. 


There is one advantage of being a live wire 
-folks won’t step on you. 

Google 
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Order from 
your jobber - 
To-day 


New Counter Display 

Empress 

Grease and Oil Cups 


This assortment is made 
up of cups of standard size 
and thread for use on all 
motor cars, motor trucks, 
and tractors; all are stand¬ 
ard factory equipment. 

Lost and broken cups 
must be replaced; this as¬ 
sortment meets practically 
every requirement. 


On your counter or in 
your display case, this box 
will readily sell every cup. 
No dead stock. 

Every one a popular and 
quick selling style and size. 

This assortment enables 
the dealer to carry a com¬ 
plete stock on a small 
investment. 


Write for Descriptive Folder “3B”—Now 

Bowen Products Corporation 


Manufacturing and Bales Divisions 
Auburn Division, Auburn, N. T. 
Wlnkley Division, Detroit, Mich. 
Minneapolis Division, Minneapolis 
Cleveland Division, Cleveland, Ohio 
Canadian Factory 
Canadian Wlnkley Co., Ltd. 
Windsor, Ont. 


He*. U. S 
f«t. Off. 



Branch Sales Offices 
New York, 220 Broadway 
Chicago, 1607 Otis Building 
San Francisco, Monadnock Building 
Cincinnati, 409 Lyric Building 
Boston, 903 Dexter Building 
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Fred A. Ernst, President 

It Is particularly apropos that this year the convention of 
the Pacific Northwest Hardware & Implement Association 
should be held at Beattie, the home of President Ernst. Typify¬ 
ing his generous, openhearted hospitality, the Washington 
dealers are anticipating one of the most helpful conventions 
ever held and this is saying considerable, for this convention 
has established an enviable reputation. 


MERCHANTS PARTLY TO BLAME 

It is well known that the catalog houses 
watch closely the local merchants’ advertising 
and methods and secure their largest business 
in sections where merchants do not seem alive 
to their opportunity. Julius Rosenwald of 
Sears-Roebuck, tells a story of stopping one day 
in a small South Carolina town where two col¬ 
ored boys were playing. They turned to look 
at him. 

‘ ‘What is your name, my boy?” he asked the 
first urchin. 

“Glory Hallelujah is my name,” he replied. 

“And what is your name?” he continued to 
the other. 

“Sears Roebuck is my name,” the boy de¬ 
clared. 

Mr. Rosenwald was surprised. He suspected 
that the youngsters might be spoofing him. 

“Where did you get these names?” he ven¬ 
tured. 

“You see, we-all’s twins,” one explained, 
“and our mammy says them’s the names she 
hears most together around these parts.” 


The way to carry a stiff load is to have a 
stiff upper lip. 



E. E. Luca*, Secretary 

Secretary Lucas is a veteran In the work and will give a 
good account of his stewardship. 


DON’T OVERSTOCK, BUT KEEP 
ACCESSORIES UP 

Editor Hardwabe World: 

We believe that for the first six months of 1921, 
merchants should be careful of their purchases. By 
this we do not mean that they should not buy, but buy 
carefully. Stick to standard and well advertised lines. 

Do not overstock but do not fail to keep enough 
stock on hand to supply demand. 

These are simple business rules and we believe that 
the merchant who follows them and who has conducted 
his business properly in the past has nothing to fear 
during the next six months. 

Yours very truly, 

San Diego. P. W. GAVIN CO. 


ACCESSORY MANUFACTURERS BELIEVE 
IN GUARANTEED PRICES 

Editor Hardware World: 


We believe the only equitable arrangement between 
buyer and seller of either raw material or merchandise, 
is that prices should be guaranteed by seller or manu¬ 
facturer up to day of shipment, but, under no circum¬ 
stance, should a manufacturer or jobber be asked to 
guarantee against decline beyond the date of delivery. 

Yours very respectfully, 


Los Angeles. 


BOYLE MANUFACTURING CO., 

W. J. Boyle, Pres. 


The Washington Hdwe. & Furniture Co. are suc¬ 
cessors to the Mattecbeck Hdwe. Co., at Kennewick, 
Washington. M. W. Mattecheck, O. H. Haueisen and 
W. Gravenslund being the enterprising proprietors. 


The Buckley Hardware Co., at Hillyard, Washing¬ 
ton, has grown and expanded to such an extent that 
the firm finds itself badly in need of greater space. 
They state that if their business continues to increase 
they hardly know how they will gain additional room. 
Their hardware and furniture store is now one of the 
largest in the county of Spokane, outside of the city 
of Spokane. 
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SOME EXCLUSIVE FEATURES 
WORTHY OF COMMENT: 

a. Patent pressure gauge enables you to 

control air pressure perfectly. 

b. Wanning plate keeps food warm and 

prevents dishes from becoming upset. 

c. Large, well made grates, exactly like 

those used in a big stove. 

d. Flame regulator enables you to regulate 

the heat when cooking. 

e. Legs are quickly detachable and pack 

inside. Lower illustration shows stove 
closed with all equipment packed in* 
side. Note how compact and conven¬ 
ient it is. 


Start the 
New Year 

Right 


NOW IS THE TIME TO CHECK OVER 
YOUR STOCK AND REORDER 



m 


Prospects for 1921 business are better than 
usual and everything points toward a ban¬ 
ner year. 

Kamp Kook Kit advertising for the new 
year will be more extensive than ever before, 
and you, Mr. Dealer, can cash in on this 
publicity by stocking up on this popular 
camp stove and displaying it prominently 
in your windows. 

Auto Kamp Kook Kits are made in various 
sizes and styles, from the one burner 
“Hunters’ Special” to the six party suit 
case outfit, retailing from $10.00 to $47.50. 

ORDER TODAY 


Prentiss-Wabers Stove Co. 

18 Spring Street, Wisconsin Rapids, Wisconsin 
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A. L. Jamison, President 

The Oregon Retail Hardware Association’s annual conven¬ 
tion is to be held at Portland, January 25 to 28. Mr. Jkmlson 
is known as an enterprising, successful merchant of the highest' 
standing. He is looking forward to a large attendance. E. E. 
Lucas is also secretary of the Oregon Association and has his 
hands full. 


W. A. Denny, President 

The Missouri Retail Hardware Association's annual con¬ 
vention will be held at St. Louis, January 26 to 27. Mr. 
Denny extends an invitation to all HARDWARE WORLD 
readers, who can be present, to attend. 


NEW GRAHAM CATALOG 

John H. Graham Co., manufacturers 1 agents of New 
York, San Francisco, Sidney and London, are perhaps 
distinctive among all such organizations in the publica¬ 
tion of a full catalog of the goods of manufacturers 
whom they represent. 

Celebrating their 50th anniversary this year, the 
John H. Graham Catalog No. 26, recently issued, is a 
distinctive volume that many a large jobbing house 
would be justly proud of. Sectionally arranged, the 
goods of each manufacturer are grouped together all 
under the name of the John H. Graham Co. By the 
loose leaf principle new pages may be inserted or an 
entire line put in or taken out. A general index makes 
all the material accessible. 

The western trade always thinks of the John H. 
Graham Co. in terms of Wirt B. King, the stalwart 
representative of the company in charge of the San 
Francisco office. 


BLACK & DECKER 1920 BUSINESS 

A preliminary report from the offices of the Black 
& Decker Mfg. Co., Baltimore, Maryland, shows that by 
the end of October the net sales for the year were 163 
per cent of the total net sales of the entire year 1919. 

In other words in eight months of this year their 
net sales have been almost two-thirds greater than the 
net sales during twelve months last year, and the pros¬ 
pects are that the net sales of the entire year of 1920 
will have increased almost 100 per cent over 1919. 

Although the company was only incorporated in 
1910, it has enjoyed a steady growth, which has become 
decidedly accelerated in the last year. They claim to 
build more portable electric drills than any other manu¬ 
facturer in the world. 


V. L. Hurt of Somerton, Arizona, and J. E. Franklin 
of San Diego, California, have purchased the E. G. 
Caruthers Commercial Co., at Somerton, and will operate 
the hardware and implement business there. 


FOR OVER FIFTY YEARS THE NAME E. A. BERG HAS STOOD FOR 

Highest Quality on Tools and Razors 

We are the Western States Representatives (or this HIGH GRADE LINE. We can now 
make prompt shipment of Pliers, Plane Irons, Chisels and Razors. 

We are also sole American Representatives for the famous (KRON SAGER) SWEDISH HACK SAW 
BLADES, the HIGHEST QUALITY BLADES MADE, AT PRICES NO 
HIGHER THAN ORDINARY BLADES. 

Write for Prices 

BENSON IMPORTING CO. • 620 South Hill Street, Los Angeles, California 
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A distributor may not have been appointed in your community and we may need each other ] 


THE EMPIRE RUBBER & TIRE COMPANY, Trenton, N. J. 
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ANALYSIS OF TIRE SITUATION 

Editor Hardware World: 

Of course we are especially familiar with conditions 
in the tire business and hope you will pardon what may 
seem a prejudice to the exclusion of every other line, 
for we believe our remarks will have maximum useful¬ 
ness only if they specialize on our specialty. 

The tire retailer is unfortunately and perhaps un¬ 
consciously responsible for the present conditions in 
the tire business. 

When the swing to economy came, the tire dealer 
found himself stocked with an over supply of tires, 
ordered with an expectation of the continuance of the 
ready spending which characterized the year after the 
war. 

He was not far-sighted enough to believe that this 
economy was other than temporary, and refused to re¬ 
vise his prices and accept little or no profit. 

Result: He sold nothing and was forced to accept 
a loss. 

That's the immediate result—but the ultimate re¬ 
sults were considerably more far-reaching and unfor¬ 
tunate. 

First, the dealers stopped reordering to fill each 
gap in their stocks as the gaps appeared. 

This led the factories to curtail production. 

Next, finding that their stocks were not moving, 
many dealers commenced returning tires for credit 
to cover their obligations, being frequently unable to 
do so any other way. 

This caused further curtailment of production, from 
the combined causes of an increasing over-supply of 
tires and a decreasing working capital. Several plants 
closed entirely and all ran at from one-tenth to one- 
third normal production. 

Meanwhile, the 8,000,000 cars in the country were 
running and a surprising percentage of them ran with¬ 
out spares or extra tires, which is almost the most im¬ 
provident and expensive tire “ economy" in existence. 

A larger percentage bought so-called “bargain" 
tires from the “gyps"—which is the most improvident 
tire “economy ' 9 known. 

The “gyp" has done a gold-camp business in the 
past few months and many of the tires which were 
returned to the manufacturers by dealers—having be¬ 
come ancient—were branded and unloaded through the 
“gyps.” 

Who was the most harmed! Unfortunately, the 
dealer, who would have saved considerably by taking 
the bull by the horns at the first gong and moving his 
Btock by making the price reductions the public de¬ 
manded. 

If another car were not sold for the next two years, 
it would not materially affect the tire industry in 
general. 

There are 8,000,000 cars (approximately) running, 
and we have yet to find a practical substitute for cot¬ 
ton, rubber and air for use on the wheels. 

The “gyp" tires are just about exhausted and the 
good tires are being made in such comparatively small 
quantities as to guarantee exhaustion by spring. 

This makes absolutely inevitable an acute shortage 
of tires next year—thanks to the consumer, aided and 
abetted by the retailer who wouldn't clear his shelves 
without a large profit. 

It follows that the retailer will find it very difficult 
to get enough tires to fill his orders unless he provides 
for the shortage in advance. 

Naturally we advocate the contracting for spring 
deliveries in the largest quantities the dealer can 
handle. 

Many dealers will consider this as merely *a solicita¬ 
tion for business on our part. 

Others may take our advice and profit by it. 

In any case, we're in a position to get a pretty good 
view around the horizon and that's what we see. 

Very truly yours, 

STERLING TIRE CORPORATION, 
Rutherford. Bennett Bates. 


THE MAN TO COME 

Here’s a toast I want to drink 
To the fellow I'll never know. 

The fellow who’s going to take my place 
When it’s time for me to go. 

I wonder what kind of a chap he’ll be, 

And I wish I could take his hand 

Just to whisper, “I wish you well, old boy,” 

In & way that he’d understand. 

I’d like to give him a cheering word 
That at times I’ve longed to hear. 

I’d like to give him the warm handclasp 
When never a friend comes near. 

I’ve learned my knowledge by sheer hard work, 
And I wish I could pass it on 

To the fellow who’s going to take my place 
Some day when I am gone. 

Will he see all the mistakes I’ve made, 

And note all the battles lost! 

Will he ever guess all the tears they caused, 

Or the heartaches which they cost! 

Will he gaze through the failures and fruitless 
toil, 

To the underlying plan, 

And catch a glimpse of the real intent, 

And the heart of the vanquished man! 

We’ll meet some day in the great unknown, 
Out in the realms of space. 

You’ll know my clasp when I take your hand 
And gaze in your tired face. 

Then all our failures will be a success 
In the light of the new found dawn. 

So I drink to your health, old chap, 

Who will take my place when I am gone. 

—John Field Leeper. 


WHY PICK ON THE PIG! 

An old farmer and his wife were standing 
before their pig sty looking at their only pig, 
when the old lady said: “Say, John, it will be 
our silver wedding tomorrow. Let’s kill the 
Pig.” 

John replied with disgust: “What is the 
use of murdering the pig for what happened 
twenty-five years ago!” 


Th« Double Catch Gopher Trap 

Here is a trap that is not 
like any other, for it catches 
the Gopher Every Time Set. 

The demand has been great¬ 
er than our ability to meet. 
Our facilities have now 
been increased. These traps 
are going into every Pacific 
Coast and Rocky Mountain State. 

Order from your jobber. If he cannot supply 
you, write to us for prices and circulars. 



E. J. CHUBBUCK COMPANY, Dept. H 
Manufacturers 

731 Market St., San Francisco, Calif. 
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Sell 

Bear Brand Canteens 

And Tour Customer Will Send His Friends to Tou 
Your Jobber Can Supply You 



No. 221 “First Aid” 

Note the simplicity of operation of this improved Holder. Merely 
raise the front bar, push the canteens firmly against the rubber 
anti-rattlers and hook the latch. To remove a canteen, lift the 
latch and the front bar drops down. 

This 100 per cent Carrier is furnished with every BEAR BRAND 
“Auto First Aid” (which has faucets and spouts) and also with 
every “Auto Combination.” All steel. Will not rattle. 

All of our Canteens are Air-tested and fully guaranteed. 

You may back our products to the limit and we will back you. 

Insist on BEAR BRAND and you can’t go wrong on Canteens. A 
Canteen for every need. 

Booklets and prices upon request. 


WOOL WINE METAL PRODUCTS COMPANY 

Eighth Street and Santa Fe Aye., Los Angeles, California 
SALES OFFICES 

OMEB. OOX, Postal Tel. Bldg., San Francisco JONES & COX, Newhouse Bldg.. Salt Lake City 
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I AM AN AMERICAN 

My father was an atom of dust; my mother 
was a straw in the wind. One of my ancestors 
died in the mines of Siberia; another was crip¬ 
pled for life by the blows of the knout; another 
was killed defending his home during the mas¬ 
sacres. 

The history of my ancestors is a trail or 
blood to the palace gates of the czar. But then 
the dream came—the dream of America. In 
the light of Liberty’s torch the atom of dust 
became a man and the straw in the wind be¬ 
came a woman for the first time. 

“See,” said my father, pointing to the flag 
that fluttered near, “that flag of stars and 
stripes is yours; it is the emblem of the prom¬ 
ised land. It means the hope of humanity. 
Live for it; die for it.” 

Under the open sky of my new country I 
swore to do so, and every drop of blood in me 
will keep that vow. I am proud of my father. 
I am an American. 



A man must either make hay for himself, or 
make way for others. 


Profiteering dates back to the whale that 
swallowed Jonah and got caught with an un¬ 
reasonable prophet. 
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A HEART TO HEART TALK 

WITH OUR CUSTOMERS AND FRIENDS 


| We Wish To Call Your Attention to a Few Prices in Montgomery Ward 


and Company’s No. 


No. 3 Gahrimzed wash tub- 

6 Inch EJbo . .. ~ 

8 inch Mil Fie. 

6 inch Stove Pipe.. 

Champion Spark Plug ~ 
18 inch slim Horse Rasp 

Stanley No. 4S Plane. 

Stanley Iron Smooth Planes, No. 2 
Stanley Iron Smooth Planes No. 3 
Stanley Iron Hack Planes, No. 5.. 
Stanley Iron Fore Plane, No. 6.. 
10 inch Hack Saw Blades 
Keg of Horse Shoes, 100 lb. .. 

Spring C«Ty Comb. 

1 1-2 inch Breast Strap Sfide 
100 Tubular Rivets ... 

Plow Handles .... .. . 

Wagon Bows 

Wagon Hickory Aile. 

Wagon Neck Yoke. 

Double Tree Clevis. 

Swivel End Clevis 
Whip Socket. 


Ward Price# 

.$ 1.72 

. 24 


OUR Prion 

| 150 
25 
20 
25 
.75 
.75 
15.00 
4.15 
450 
550 
655 
.10 

7.75 
20 
.10 
28 
35 

1.75 
1.75 
125 
25 
25 
20 


93 Catalogue 

Montgomery Ward Prion OUX Price* 

4-qt Glass Churn. 2.45 250 

Qnai Water Fount am ...16 .13 

Wagoa Seat Sprigs. 255 250 

Wood Batter Ladles.. 22 .15 

Hame Straps, 1 inch. . 59 55 

No. 6 Horse Nais. 27 25 

25 fc. Toe Calks . 255 250 

No. 1 Vidor Game Traps. 23 25 

1 1-2 Vidor Game Traps. 54 55 

No. 2 Vidor Game Traps.47 50 

4-Tme Manure For* . 1.42 125 

Grass Scythe. 105 1.75 

R.F.D. Mai Boies. 155 150 

Fe*e Staples, per lb..07 .07 

Fence Staples 100 lb.. 650 6.00 

Smgie bit Axes Handled. 2.60 2.00 

Dooble Bit Axes Handled. 350 3.00 

Schrader Anto Tre Gsage. 150 150 

White Enameed Combmet Small . 2.45 2.00 

White Enameled Combmet. Large. 119 100 

Brass Wash Boards. 1.09 .75 

Mop Stick.45 55 

Wagon Cover. 1115 10.00 


AID HARDWARE CO. 


C T. AID, 




“AID” IN MAIL ORDER COMPETITION 

Yes, our caption aims at a pun, but it is not nearly 
so good and true a joke as it is in fact, for the Aid 
Hardware Co., at West Plains, Missouri, has, we believe, 
hit on the very soundest and most effective means of 
checking mail order houses in their community. 

They do not speak of the subject stealthily and 


quietly, offering confidential discounts. On the other 
hand, in a full page advertisement in their local paper 
they have a heart-to-heart talk with their customers, 
and right out in hold type quote their prices on various 
items in comparison with catalog house prices. So that 
our readers may see just how it is done we have repro¬ 
duced a part of their announcement. 
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The Peerless Guaranteed Honeycomb 
Radiator is designed to meet all require¬ 
ments for Ford cars. Its unique core 
construction, which gives it so much 
cooling surface, also permits of a flexi¬ 
bility that will withstand freezing. 


I N the dead of winter you can greatly increase your 
profits and strengthen the good-will of your cus¬ 
tomers by selling “PEERLESS PRODUCTS FOR 
FORD CARS.” 


The demand for PEERLESS HONEYCOMB RADIA¬ 
TORS is not seasonal. When other lines of your busi¬ 
ness become dull and inactive, you can rely on the 
PEERLESS for strong, steady sales. 


Winter or summer, the reliable Peerless Radiator for 
Ford cars offers unsurpassed sales opportunities. The 
ever-increasing replacement of radiators makes ours an 
unusually good proposition for DEALERS. 

Retail Price, $25.00 

Ask Your Jobber, or Write Direct 


THE CORCORAN MFG. CO. 

Dept. 14. Norwood, Cincinnati 
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To the Hardware Merchants of the United States 


We are spending our advertising money for 
you, locally; not at you, in National Consumer 
Media. 

Send for details of our local advertising cam¬ 
paign, for creating active demand for 

Wausau Flint Paper 

and other Wausau Abrasive products. 

“CHIEF RUFF-STUFF” 

The Winning Card 

This catchy Indian character is featured so cleverly 
that it will sell not only sandpaper in large quantities; 
but will put a quick-step move on carpenters and 
painters tools and supplies; and on scores of things that 
the home-tinkers and their wives and children buy. 

Send for our Book **Sandpaper Salee Tip$” by Chiefs Ruff •Stuff. It will 
help in a thoutand wayg in gingering up your whole aalea force 

WAUSAU ABRASIVES COMPANY - 116 S. Clinton St, Chicago 

Pacific Coast Representative Also San Francisco. 

Sprake Sales Co., Inc. Portland and Denver 

822 Higgins Bldg., Los Angeles 


WAUSAU ABRASIVES CO. 
CHICAW- WAUSAU W1S. 
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AUTO TOPS and 
Seat Covers 



Top Recovers, Seat Covers 
Radiator and Hood Covers 

Side Curtains, Rain Guards 

Tire Covers, One-man Ford Tops 
Trimmers’ Material and Supplies 
Tents, Paulina and Wagon Covers 

Clifton Manufacturing Company 

Main Office and Factory 
Waco, Texas 

San Francisco, California 
Offloo: 609 Postal Talagraph Bldg. 


Los Aj 
O ffloo: 124 


is, California 
ith Los Angeles St. 


There are Many Reasons 

FOB THE CONTINUED AND 
INCREASED GROWTH OF 
OUR TRADE 


If you are one of our customers you 
know them. 

If you are not one, we want the oppor¬ 
tunity of showing yon why it will be to 
your interest to send us your orders. 


NASH HARDWARE CO. 

(WH0LE8ALB ONLY) 

SHELF AND HEAVY HARDWARE 


FORT WORTH 
WICHITA FALLS 


At Your Service Since 1872 


“ HEX ALT.” 

Trade Mark Beg. U. S. Pat. Off. 

SOCKET WRENCH No. 5 


is a favorite with — 

motorists. Get 

your trade famil- 

iar with it; display 

it on your shelves 

Sockets. Sockets 

E a c k neatly on 
andle when not 

in use. Friction •• HEXALL" i 

ball prevents them 

from falling off. There are seven sets — a 


HEXALL” Socket Wrench No. S-8 Plecee-Patented December 31. 1918 

i sets — a “HEXALL” for every need. This guarantee 

every sale: 


goes with 


“Break Any “ HEXALL ” Wrench and We Repair It—No Charge' 

R. F. SEDGLEY, Inc. 

ALSO MAICTiM OF “BABY” HAMTVfF.RT.BS8 REVOLVERS 
2311-13-15 North 13th St., Philadelphia, Pa. 


MCDONALD ft LXNTOI 


San Francisco, OaL 
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LOSE A FEW SLOW PAYERS 

ttM° W is the time for all good business men 
to look to their books.” 

A ^ Not only because it is nearing the 
end of this year and the first of next, when the 
annual income tax contribution to Uncle Sam 
must be made, but moreover because these are 
critical times for the business men. The market 
must be carefully watched. Not only the mar¬ 
ket, but his house must be kept strictly in 
order. 

Not the least important member of his 
household family is his accounting department, 
his cost, profit and loss figures. 

When you figure that you pay the bank 8 
per cent or more for money that you borrow 
and that your slow-pay customers pay you not 
a cent for the money that they borrow from 
you, it will well repay you to reduce the slow- 
pay customer to a minimum. 

It is from the number of these delayers, 
these procrastinators, that your bad bills arise. 
These are the leeches of your profits. Therefore, 
arm yourself against them, and reduce them to 
a mere handful, perhaps to a mere nothing. 

You need more money to buy new goods 
and yet you are selling your present stock at 
close price, perhaps at a lower price than you 
paid for it, for you must have money, you must 
have goods, you must increase your turnover. 

Three Claeses of Procrastinators 

These steady boarders on your books may be 
divided into three classes: Those who can't pay, 
those who can pay and don't, and the unknown, 
those that you don't know about. 

To the first class who cannot pay, extend no 
more credit. Clean them up as best you can. 
Isolate them so they cannot spread, breed and 
increase. 

For those who can pay and don’t, use a 
policy of firm tact. Call on them more and 
more frequently, be tactful and honest, be busi¬ 
ness-like and at the same time show them that 
in all decency to you and justice to the business 
of the community, they cannot afford to let 
their bills remain unsettled from month to 
month. 

As to the third class, the unknown, here is 
where a business men's clearing house or a 
community credit bureau comes in to good ad¬ 
vantage. If such an association of credits or 
credit or credit men does not exist, it will repay 
you to become a moving spirit for the organiza¬ 
tion of such a bureau. Thus when a customer 
wants to open a new account with you, go to 
your fellow merchant and find out what his 
record has been. If he comes from another 
town or another community or gives you an¬ 
other reference take it up with headquarters 
and find out what his past record has been. 
Require “References” of Your Debtors 

If you w T ere hiring a man you would give 
some attention to his past. When you are 


mortgaging your house or drawing money from 
the bank you may be sure that your own fi¬ 
nancial standing is carefully investigated. 
Therefore, you should take the same precaution. 
It amounts to friendliness in the end, this in¬ 
vestigation of credit standing. 

When the account is opened, a business-like 
arrangement for the new debtor should be made 
and put on paper. Thus if he defaults in his 
payment, you will know immediately when to 
be careful, when to beware, and when to apply 
the brakes. 

When all is said and done, be not afraid 
now and then to lose a customer, particularly 
one of those slow paying imposing fellows. 
They are the leeches on the side of your busi¬ 
ness, and suck the life-blood from your profits. 
Do not nurse them, thinking they are living 
creatures. They are not. Do not consider all 
customers equal. Reduce the number of the 
weak and the strong will flourish exceeding 
great and multiply. 


MAY HE REST IN PEACE 

Breathes there a man with soul so dead, 

Who never to himself hath said: 

“My trade of late is getting bad, 

I'll try another ten-inch ad.” 

If such there be, go mark him well, 

For him no bank account shall swell; 

No angel watch the golden stair 
To welcome home a millionaire. 

The man who never asks for trade 
By local line or ad displayed, 

Cares more for rest than worldy gain. 

And patronage but gives him pain. 

Tread lightly, friends, let no rude sound 
Disturb his solitude profound; 

Here let him live in calm repose, 

Unsought except by men he owes, 

And w r hen he dies go plant him deep, 

That naught may break his dreamless sleep; 
Wherein no clamor may dispel 
The quiet that he loved so well; 

And that the world may know its loss, 

Place on his grave a wreath of moss; 

And on a stone above: “Here lies 
A chump w T ho wouldn't advertise.” 


JOHANSSON ACCURACY STANDARDS 


An individual set of accuracy gauge standard 
blocks has been announced by C. E. Johansson, Inc., 
of Poughkeepsie, New York, nationally recognized man¬ 
ufacturers of instruments for precise and exact meas¬ 
urement, so that “Johansson Accuracy ’ 1 has become 
an established term. 

The gauging blocks are issued in a small black case, 
which can be fitted into the pocket, including the five 
blocks from l-inch to .00001 inch. With it, it is possible 
to obtain 31 different sizes of a guaranteed accuracy. 

The price of the complete Johansson individual set, 
insured, postage prepaid, is $38.00. It can be supplied 
direct from the factory or to the western trade from 
the Dowd Sales Co., 320 Market Street, San Francisco, 
direct representatives of the manufacturer. 
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K-9 Adjustable Wrench 


MOSSBERG 

ALL STEEL WRENCHES AND TOOLS 

A Business-Building Line 

T HE dealer who sells Mossberg Tools not only makes 
a good profit—he gets a quick turnover on his stock 
and builds up his trade through satisfied customers. 
The completeness of the Mossberg line makes the possi¬ 
bility of a sale greater. There is a wrench or tool for 
every purpose. 

The garage man, the motorist, the expert mechanic, each with his 
individual requirements, may find the right wrench among your 
Mossberg stock. 

The Mossberg reputation for strength and 
service helps you to make your sales—-it builds 
your business. Write for complete 1920 catalog. 

BRANCH OFFICES 
Chicago, Ill., 180 N. Market Street. 

San Francisco, Cal., 626 Underwood Building. 

Los Angeles. Cal., 508 Equitable Building. 

Seattle, Wash., 214 Maritime Building. 

Dallas, Texas, 1129 No. Beckley Avenue. 

Atlanta, Oa., 814-315 Chamber of Commerce Building. 

Foreign Sales Office, 47 Broadway, New York City. 

Montreal, Quebec, Drummond Building. 

WALTER L TUTTLE, 

President and General Manager 
FRANK T. CHASE, 

Treasurer and Sales Manager 
EVERETT L. FORD, 

Secretary and Superintendent. 





*H' Board of All 8teel. 
Socket Wrenches 
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WORRYING ABOUT IT 
• 

The hardest part of any job 
Is worrying about it; 

Your joy to kill, your rest to rob, 

Is worrying about it; 

The lowest spot to view a hill 

Is from the bottom; higher still 

It looks each moment that you kill 
In worrying about it. 

But, if you start to climb, you soon 
Quit worrying about it. 

Quit waiting, wishing for the moon 
And worrying about it. 

A human task just grows and grows 

By putting off; time may disclose 

'Twas easier than you suppose— 

Quit worrying about it. 

Just buckle up and buckle in— 

Quit worrying about it. 

By work, not worry, you will win— 

Quit worrying about it. 

A task is easy once begun; 

It has its labor and its fun; 

So grab a hold and do it, son— 

Quit worrying about it! 

The new autoist may pay his ten dollars for 
repairs cheerfully; but his wife's “I told you 
so!” is a joy-extinguisher. 


DER TAG 

When a slump shall come and swat us, bring¬ 
ing forty kinds of woe, and the sheriff comes 
and trots us to the court where bankrupts go, 
then we'll wonder, oh, we'll wonder, why, in 
booming, bulging times, when the trees were 
growing plunder, we refused to save some 
dimes. When the slump that's been predicted 
by the wise men everywhere comes along and 
we're afflicted with a poorhouse bill of fare, 
then we'll do some idle raving and we'll kick 
ourselves a verst, for we didn't do our saving 
when the boom was at its worst. Now that 
everything seems sunny and our chances are 
the best, it's a time to put some money, with 
some moth balls, in a chest; put it down with 
cedar shavings so the insects won't annoy; for 
the man who has his savings is the wisest kind 
of boy. Soon this crazy boom may trundle to 
the tomb, in ghostly robe; then the man who 
has a bundle is the man who'll ride the globe. 

—Walt Mason. 

“A light heart makes light work." 

Above all, stick. That is the first law of 
winning. You may make mistakes; you may 
be misjudged; the fight may tire you and the 
half way spirit tempt you; but stay with it— 
stick. The world will forgive you for failing, 
but never for quitting. 


TUNGSTENS NITROGENS 

* ‘The Lamp with the Life” 

A Licensed Brand No Contracts Necessary 
Quality Guaranteed 

Mr. Dealer: 

A sale is never completed satisfactorily until your customer returns and requests 
the same brand from you. This signifies that your judgment in selecting merchandise 
for your customers is fully approved by them and assures you of their continued patron- 

age— KENTUCKY LAMPS REPEAT. 

If you do not know the name of the Kentucky 
Lamp Distributor in your vicinity, write us 

LLOYD SALES AGENCY, Inc. 

Sole Factory Agents for Pacific Coast Territory 
Monadnock Bldg., 681 Market Street 
San Francisco, Calif. 
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SAVE YOUR FENDERS 


RR^retumfs Anti-Skid 
CHAIN TIGHTENER 

Loose chains 
slap against 

fenders, m a r* 
N. ring and bend- 

ing them and 
C \ creating an in- 
\ fernal rac ket. 
Merchant’s pre- 
Went this by 
\ g r i p p ing the 
1\V^^B*chain at fire 
Mi 0 I points, giving 
I/ O I an easy tension 
around. 

Ig l Saves chains. 
ZJf / Saves tires. A 
wonderful little 
r / accessory. Price 
h / per pair $1.00. 
V «. H. Merchant Corp. 

236-8 Emma 8t. 
Syracuse, N. Y. 



If yon are selling, or intend to sell, AUTOMOBILE 
ACCESSORIES send for “The Little Salesman,* * enr 
dealers’ wholesale net price list—it's the greatest ante 
supply catalog ever published, and free for the asking. 

NEW EN6UU0I MILLS CO.. 1027 West Vm Barsa Street, CMease 


THE ROHORTAIR (WATER STATION 




Showing Model S-A in Use 


Brings New^Customers to Your Doors 

Bringing new customers to your door is one thing, but 
sending them away enthusiastic, a booster, appreciative 
and satisfied with your service, is another—the Romort 
Air and Water Station does both without time, trouble 
or effort on your part and at practically no expense. 

CLEAN — QUICK — EFFICIENT 

Car owners go out of their way to use the Romort, for they know the 
air hose never touches the ground, becoming dirty and grimy to soil 
the hands and clothing, and water service is ever available without 
trouble and loss of time. 

The Romort is built in five styles, operating with supply tanks, or 
automatically controlled pumps, separate from or in the base of the 
station. 

It will pay you to investigate. 

M Write our sales department today for full details. 



Manufacturers 
The Romort Mfg. Co. 

Oakfield, Wis. 


Sales Dept. 

The Zinke Oo. 

1323 Michigan Ave. 
Chicago, Ill. 


Made by the makers of the Famous Bomort Air Valres 


Digitized by 


Google 















HARDWARE WORLD 


LOCKWOOD 
Auto Top Re-Covers 



FOR 48 YEARS 

Our CONFIDENCE in western merchants has 
meant GROWTH for ns both. 

We want your GOOD WILL so that we can return 
it in kind for our mutual BENEFIT. 

WE DO NOT 8ELL CATALOG HOUSES 


EMPKIE- SHUGART- HILL COMPANY 


WHOLESALE HARDWARE 


COUNCIL BLUFFS 


IOWA 


Lockwood Top Re-covers are cut to fit 
perfectly. Make the old car look like 
new again. Easily adjusted in one hour’s 
time. Cars with tops that sag and leak 
are a reflection on the character of the 
owner. Shabby tops are unpardonable. 
Lockwood Top Re-covers are guaranteed 
to fit all automobiles made in America. 

Write today for a Lockwood catalog. 


\pcKwmMm wm% 





The far-reaching Guarantee under which 

(S*3T HIGGINS QUALITY SPRINGS JL 

\ U For Replairnifnl 1 / 

)# an K>ld—jeara of aocoeaful uu*« back of them—the la w, bo- W 
/LA prorfd principle of construction fire yon poHtivi proi—tMm 
Q JrtTnrt Impertectlone— breakers and bother. §M| 

Best for the dealer because they to 

weeTto us*. Write for Trade piaoouat* and Big Catalog 
I la tine BOO different atylea. 

nooini spring 4 AILI co, D*»t. 141, Racine, Wla. 


NO BOLT-NO HOLE-NO HUMP - NO JOLT 


i 


LANE’S - 
Ratchet Socket Wrench Sets 
(MQyl> and “SUPER-UNIQUE” 


(Trad* Mark! BagUtond) 


DEALERS: NOTE THESE SELLING POINTS: 

Round Sockets, Turned from Solid Steel Bar 
Broached Hexagon Openings. Guaranteed Against Wear and Spreading 


NO PROFITEERINQ IN OUR PRICES 


JOBBERS EVERY¬ 
WHERE CARRY 


LANE’S ClS&ffig TOOLS 



Made only by 

Will B. Lane 
Unique Tool Co. 

180 N. Dearborn St. 
CHICAGO, ILL, U. S.A., 

W. H. WILBURN, 
Western BepresenUttre 
602 Williams Building, 
Mission and Third Sta^ 
San Francisco, OaL 


I Unique ratchet w 

^SUPER UNIQUE 


igi 
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0HA8. H. WOHBEB, Prwid.ut 
Mountain State* Hardware A Implement Association, whose 
snnnal convention will be held at Denver, January 25 to 28. 
Mr. Wohrer has been very active in the work of the Association 
and is a firm believer in cooperation. Every indication is for 
a very large attendance. 



WALTER W. BASS, President 
Nebraska Retail Hardware Association whose officials will 

f ive a splendid account of themselves at their convention to be 
eld in Omaha, February 1 to 4. Nebraska merchants always 
have a good convention. There will be 102 new member faces 
this year. 


SAFE TO ORDER AT PRESENT PRICES 

Editor Hardware World: 

We believe that the conditions of this country are 
healthy, and as the U. 8. Steel Corporation has not 
reduced its price on steel and other manufacturers 
seem to feel that the prices on steel might naturally 
advance as soon as orders come in more freely after 
the first of next year, as expected, and as the cost of 
skilled labor, particularly in the manufacture of our 
line of tools, has not been reduced, and as the cost of 
handle timber is higher than ever before and on account 
of the scarcity of same it is liable to go higher, we 
believe that present market prices on axes and logging 
tools are reasonable and that the merchants are per¬ 
fectly safe in ordering to the extent of covering their 
natural requirements. 

There seems to be a feeling that the railroads are 
liable to be in the market for very large quantities of 
steel and other merchandise before long and that after 
the first of next year it will become increasingly diffi¬ 
cult to obtain steel, and as the stocks in jobbers’ hands 
are as a rule not large and there seems to be a feeling 
that there will be a good demand for tools next year, 
we believe it would be a mistaken policy for merchants 
to defer making purchases on account of present un¬ 
settled conditions. We are looking for a stable axe 
and logging tool market for a considerable period 
ahead. 

Very truly yours, 

Warren, Ohio. WARREN AXE & TOOL 00. 


Rule 2 for motorists in Japan reads as fol¬ 
lows: 1 ‘When a passenger of the foot heave in 
sight tootle the horn trumpet to him melodious¬ 
ly at first. If he still obstacles your passage 
tootle him with vigor and express by word of 
mouth the warning: ‘Hi, hi/ ” 


Just because a man pays for your time is no 
reason to assume that he pays for nothing else. 



NEW GREASE CUP COUNTER DISPLAY 

The Bowen Products Corporation through their Au¬ 
burn Division, at Auburn, New York, announce a novel 
grease cup display box for the automobile accessory 
trade. We have known of various counter sundries and 
specialties being exhibited on display racks and in dis¬ 
play boxes, but seldom before have grease and oil eups 
been so effectively displayed. With the new Empress 
grease and oil cup counter display the merchant may 
carry a complete stock at a small investment. These 
goods are sold entirely through the jobbers. 

The Bowen Products Corporation has factories at 
Auburn, Cleveland, Detroit and Minneapolis, and sales 
offices at New York, Chicago, San Francisco and 
Boston. 


Enthusiasm arouses your whole being and 
causes you to transform your dreams into 
reality! 


Honking your horn doesn’t help so much as 
steering wisely. 
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The hardware merchant In general has realised the Importance of window displays and store displays In selling his merchan¬ 
dise. lately there has been a tendency to feature special ties in the windows—automobile accessories, paints, roofing or house¬ 
hold goods. 

Yet it has been demonstrated that high-grade hardware and tool merchants can display their staple lines In the window and 
realise a return In sales. Here Is one of the window displays of William P. Walter’s, 12SS Market St., Philadelphia, Pennsyl¬ 
vania, one of the many up-to-date march ante who appreciate the advantage of standardisation of lines to obtain quick, profitable 
turn-overs. 

They have made a most effective display of Goodell-Pratt tools In their window and we would commend their arrangement 
as well as their Idea. 


The naked hills lie wanton in the breeze, 

The fields are nude, the groves unfrocked. 
Bare are the limbs of the shameless trees. 

No wonder the corn is shocked! 


“It may be trite to say that the only way to 
get happiness is to give it, yet a lot of people 
don’t seem to have learned it.” 


THE LORD PROVIDES 

The evangelist was entreating his hearers 
to flee from the wrath to come. “I warn you,” 
he said, “there will be weeping and wailing and 
gnashing of teeth.” At this point an old lady 
in the gallery stood up. “Sir,” she interrupted, 
“I have no teeth.” 

“Madam,” said the evangelist sternly, 
“teeth will be provided.” 


“Until you learn that work is your best 
friend—not your worst enemy— you will never 
get very far—except downhill.” 


“Triumph” is a great word. Yet “Umph” 
doesn’t amount to much. It’s the first syllable 
that counts—“Try.” 
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Prepare More and More for a 
Buyers' Market! 

You want a big, successful season in Tires. 

The Hardware Trade has worked up a tre¬ 
mendous business in this product and there is 
no reason why it can’t be made even more 
profitable. 

The one sure way to do it is to start, right foot 
foremost, with the proper tire! 

It will be a buyers’ market, everybody agrees 
—quality will talk as it never talked before. 

It is no time for experiments—start in on a 
solid basis with a tire KNOWN for real 
quality. 

Push Diamonds—the business is there for you 
—and it’s there BIG. 


Diamond 

TIRES 
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NO GENERAL REDUCTION FOR FIRST SIX 
MONTHS 

Editor Hardware World: 

Our product, garden cultivators, not being required 
for use until spring, makes business quiet with us at 
the present time. We are not pessimistic, because we 
are satisfied that these conditions are but temporary. 
It is our honest opinion that very soon after the first 
of the year, retail merchants will realize that if they 
are to be assured of necessary stocks for spring trade, 
they will have to begin placing orders with the jobber, 
who in turn will go to the manufacturer, and here is 
where we expect business to take on new life. 

As to prices, the dealer knows that prices have not 
advanced on hardware in proportion to most other 
lines. He also knows that several things have recently 
happened to prevent even the moderate reductions which 
otherwise might have been made by the manufacturers 
of hardware lines. 

He knows that in most cases, labor costs have not 
been reduced as yet. He is familiar with the heavy 
increase in freight rates. He knows that a few items 
of material have actually mounted higher, as for ex¬ 
ample, wood handles, which with us is an important 
item. 

Consequently, he does not expect the manufacturer 
to materially reduce prices under these conditions and 
he looks to the buying public to eventually appreciate 
these facts and thus not to expect hardware prices to 
decline in the same ratio as clothing, dry goods, shoes 
and many other lines. 

To sum it all up, we believe that unless the law of 
supply and demand should take an extraordinary turn 
and completely overshadow all other factors in the 
matter of prices, there can be no material reduction 
in prices of hardware in general for at least the first 
half of 1921. 

Furthermore, that the merchant, who in spite of the 
price question, determines upon the policy of main¬ 
taining an unbroken stock of standard goods, will 
enjoy a fairly good spring trade and profit thereby. 

We believe that by that time necessities will come 
in for their normal demand and that this will especially 
apply to hardware and kindred lines. 

Sincerely yours, 

C. 8. NOROROSS ft SONS, 

Bushnell, HI. L. R. Norcross. 


ADVISABLE TO BUY NOW 

Editor Hardware World: 

To the dealers selling a line of kitchen utensils and 
galvanized ware, we would advise that they unhesitat- 
Fngly purchase their full requirements during January. 
Manufacturers, since the announcement of tne cost of 
raw materials, have now reduced their selling prices to 
the new raw material cost basis, and as long as the 
new cost is in effect there can be no further reduc¬ 
tions. 

We expect jobbers to resume their buying again 
about the middle of January in preparation for a large 
and wholesome business, and we believe we will see 
advances in prices during the second quarter of the 
next year. 

Yours truly, 

SCHLUETER MEG. CO., 

St. Louis. W. H. Schlueter, Pres. 


J. O. Hall of Mexico, Missouri, has bought the 
Mexico Hardware & Furniture Co. stock from R. L. 
Gooch and J. W. Perkins. 


The Ophiem Hardware ft Implement Co. is the new 
owner of the Marsh Implement stock, at Ophiem, Mon¬ 
tana. 


NORMAL BUYING GOOD POLICY 

Editor Hardware World: 

So far as the products which we manufacture are 
concerned, it is apparent that the stock in the hands 
of the dealers and distributors is very light and in very 
many cases is so depleted in respect to sizes that 
proper care cannot be given to the consumer. We 
believe that most of the falling off in buying is due 
to three things: 

1. Usual dullness during the holidays and until after 
inventory. 

2. Gradual readjustment of the credit situation. 

3. A general doubt on the part of many which is 
more the result of fear than anything else. 

We are firmly of the opinion that normal buying of 
our products on the part of the dealers will start by 
March 1. If this is so, the jobber and distributor 
must naturally make preparations earlier than this in 
order to care for the dealers ' demands. We are there¬ 
fore looking for a return to normal conditions within 
the next thirty days. 

Yours very truly, 

MAYHEW STEEL PRODUCTS, INC., 
New York. J. B. Parsons, V. P. 


LOWER PRICES NOT IN SIGHT 

Editor Hardware World: 

We believe that both the jobber's and retailer's 
stocks are somewhat depleted and that it is but natural 
that the jobber will purchase in the customary way 
after the New Year, or we assume that the jobber will 
place hi b business in the regular volume with the antici¬ 
pation that orders will receive more prompt attention 
than they have, unfortunately, in the past abnormal 
times. 

From the present outlook we do not see that there 
is to be any chance for the lowering of prices; at least 
they are not as yet in sight, and we believe that the 
jobbers would be justified in placing their orders 
liberally with the manufacturer in view of the above 
statement. 

We, like other manufacturers, are preparing for a 

f ood healthy volume of business after the New Year 
rom the jobbing hardware trade. 

Hoping this is the information you require, we are, 
Yours very truly, 

E. C. STEARNS ft CO., 

Syracuse. T. M. Gallavin, Y. P. and 8ales Mgr. 


ALL SHOULD COOPERATE 

Editor Hardware World: 

In our opinion, dealers and jobbers should keep up 
their stocks as the trade demands. Unless they do, 
it is our opinion that the manufacturers will either be 
closed down entirely, or be working very few men and 
the production costs will go up, and should they come 
into the market for the various classes of mercnandise 
all at one time, they will find the same conditions 
confronting them as we had last spring. 

We are looking forward te a very healthy demand 
on all of our factories after March 1. 

If the jobbers will place their orders, so that the 
manufacturers can work on same during tne next sixty 
days, they will be doing their bit towards restoring 
staple business in this country. 

Yours very truly, 

C. N. ft F. W. JONAS, 

Chicago. C. N. Jonas 


Four hardware dealers of Calexico recently, coop¬ 
erated in a fire prevention campaign, offering fire ex¬ 
tinguishers at absolute cost. Those participating in 
the campaign were: T. J. Worthington Co., Weed Bros, 
ft Company, Edgar Bros. Co., and the Imperial Valley 
Hardware Co. 
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DISPLAY THEM 


You Sell 
Them 


King “Multi-TumMer’Tadlocks 



Reichert 
Emergency 
Tire Chain 

No. 220 


Esily and quickly adjusted when yon are in trouble. 
So aimply constructed a child can install them. Place 
the maHeable clamp on the spoko, then slip the chain 
orer the tire and hook the snap in the loop—that’s all. 
Ho jacks or tools are required. 

A set of four chains, packed in a bag, is suffifient to 
pull you out of the mud, sand or snow. No car complete 
without this accessory. It is cheap safety insurance. 

Write for fnll Information and trade prioes. 

Write os for name ef poor nearest distributor 

IMPERIAL BIT & SNAP GO. 

&AOINE, WIS. 


Built to Serve 
Every Padlock 
Need 




Unusual strength 
of body — case 
hardened shackles 
—sixteen to twen¬ 
ty-four tumblers. 
Guaranteed to give satisfactory service— 
the customer to be the judge. 

THE KINO LOOK CO., CHICAGO, ILL. 

H AT.u a REPRESENTATIVES 
8UBPLBSS, DUNN A 0O„ 74 Murray 8t.,New York Oily 
Chicago Offloe, 84 N. Clinton St. 


The name of “BUTTERFIELD” on any tool 

Is a Guarantee of Accuracy, Service and Long Life 


■' BUTTERFIELD & CO. 

, AUTOMOBILE DERBY SCREW PLATE 
■ IA INCH STOCK HOLDING & Me 3 /fi Tl6 
26 INCH STOCK HOLDING ^8 44 
WITH NO. 10 TAP WRENCH 


Automobile Screw Plate 
No. 102-A shown here¬ 
with, is one of the most 
popular sets on the market, 
and for this reason, one 
of the easiest to sell. 


Send for a copy of our new Catalogue No. 18, which shows the complete 
line of Butterfield Tools— Taps, Dies, Reamers, Reece’s and Derby Screw 
Plates —the finest and most profitable line any jobber conld possibly handle. 

BUTTERFIELD & CO., Inc. 


DERBY LINE, VERMONT 


CHICAGO STORE, 

11 South Clinton Stroot. 


PACIFIC COAST REPRESENTATIVE, 

Mr. V. 8. Walsh, 660 Mission 8*., San Francisco, Cal. 
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OBLIGATIONS OF TRADE NOT ONE SIDED 

The obligations of manufacturer and jobber in their 
relationship to each other are not as one sided as 
might be indicated by the stand some jobbers have been 
indined to take, particularly during this first part of 
the readjustment period, which has been felt so keenly 
by manufacturers in our lines. 

The jobber too owes an obligation to the manufac¬ 
turer on whom he is dependent for merchandise with 
which to conduct his business, but in the last several 
years, during which the jobber has enjoyed an unprece¬ 
dented demand for merchandise, the obligation has 
been on the side of the manufacturer, who las had to 
strive to do his part in supplying the jobber with the 
merchandise he so much needed. For the most part, 
the manufacturer has fulfilled his part with consider¬ 
able credit to himself. 

Today the situation is reversed; the manufacturer 
finds himself able to produce merchandise but with a 
very marked curtailment in demand on the part of the 
jobber. Only part of this curtailment is due to a lack 
of activity on the part of the consumer—as one of the 
country's largest hardware jobbers stated in a talk 
given in St. Louis last week at the convention and ex¬ 
hibition of the Automobile Accessory Branch of the 
National Hardware Association—“The jobbers' shelves 
are empty.'' 

Even though this is only in part true, the jobbers 
could offer the manufacturer a great deal of encourage¬ 
ment by taking careful stock of their own business, 
looking the fact squarely in the face that any depres¬ 
sion in this big, rich country of ours is largely mental 
and cannot last long, and then anticipating their future 
needs by placing orders for spring delivery at this time, 
such orders of course being subject to any changes or 
revisions that may become necessary as time progresses. 
This fact alone will establish a confidence on the part 
of the manufacturer and permit him to continue in 
operation by building the merchandise to take care of 
these orders when the spring demand comes. 

Jobbers for the most part are reluctant to offer any 
encouragement to the manufacturer at this time as to 
when they may again want merchandise. This isn't a 
healthy viewpoint to take, particularly now when the 
great desire on the part of all business is to get back 
to a normal footing as quickly as possible. 

The same situation of course applies to the retail 
hardware store and his obligation to his jobber, and 
with the encouragement that comes by the retailer 
anticipating his spring needs at this time to the jobber 
and the jobber in turn to the manufacturer, the wheels 
of commerce can be kept moving through these winter 
months and we can enter the spring trade with a new 
enthusiasm and a renewed spirit of optimism, which is 
the biggest asset this country has. 

Very truly yours, 

SANFORD BROTHERS, 

Chicago. C. D. Pettingell. 


ADVISED PLACING FOR FIRST HALF OF 
YEAR 

Editor Hardware World: 

On the assumption that the object of engaging in 
business is to distribute merchandise to the consumer, 
making a legitimate profit on each transaction, it fol¬ 
lows ‘‘‘hat to buy is fully as important a duty as to sell, 
and certainly should be done with as much alacrity. 

Our function in the present system of distribution 
being the marketing of products of many manufacturers 
to the jobbing trade, we have counselled with our cus¬ 
tomers for the past several months the placing of 
orders for their requirements well into the first half 
of the coming year, 1921. 

We have urged the placing of orders more frequent¬ 
ly, and a reduction of the specifications in each and 
every order. We have been led to suggest this course 
for the following reasons: If a manufacturer has no 


orders, he has no means of knowing what merchandise 
will be needed, consequently he is unable to supply 
the jobber when the goods are wanted; if the jobber 
has no goods with which to fill orders, the retail mer 
chant cannot supply his customers, resulting in dissatis¬ 
faction on the part of the consumer and loss of profit 
to the retail merchant, the jobber and manufacturer. 

We have asked our friends to curtail their specifi¬ 
cations in order that there might be some goods for 
each, resulting in a more general distribution. Believ¬ 
ing that business as now conducted requires the services 
of each, the manufacturer, jobber, retail merchant, 
buyer and salesman, and that each is entitled to a fair 
remuneration for the service rendered, we have tried to 
sell only the goods needed, as needed, believing this 
to be the proper purpose of all business. 

A small legitimate profit on each transaction and 
a frequent turn-over is certainly safe, fair and satis¬ 
factory method of procedure. Speculation in merchan¬ 
dise means an attempt on the part of some of us to 
secure more than his legitimate share of the remunera 
tion, possibly at the expense of the rest of us. 

Wnile this speculation may be legitimate, it is a 
business apart from merchandising. On the assumption 
that our position is correct, partially at least, those of 
our jobbing friends far removed from markets will have 
placed their orders considerably in advance of the 
issue of this journal, and those nearer the source of 
supply will have placed ordera by the time of the ap¬ 
pearance of this article. 

JOHN H. GRAHAM A CO., 

Wirt B. King, Mgr. 


Two of the hardware stores at Parlier, California, 
hate changed hands. John J. Ruth, Henry Ringelman 
and O. C. Krehbiel are proprietors of the former Ey- 
mann-Suderman Hardware Co. F. E. Sperry is owner 
of the former business of Shank & Schumacher. 



Over 1,000,000 Sales Prove its Worth and 
Merit. Gives You Good Profit. Satisfies 
Your Trade. 

FREE TO ROYAL DEALERS 

Royal Lithographed Window Trim. 

Royal Lithographed Counter Displays. 

Royal Lithographed Movie Slides. 

Cuts for Newspaper Advertising. 

Circulars for Store Use. 

Book—Royal Salesmanship (32 pages). 

Above Selling Helps will be mailed prompt¬ 
ly to any Royal Iron Dealer on request 

ROYAL SELF-HEATING IRON 00. 

575 WAYNE ST. BIG PRAXME, OHIO 
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“Better” SPRING BUMPERS 



A Sure Way to Better 
Lubrication 

and a substantial increase in sales is to 
recommend and sell 

Dixon’s Flake Graphite 

It is the original lubricating graphite sold 
for years in the red tins. It has outlived 
many competitors because it is a good 
product, carefully prepared and uniform 
in quality. 

No doubt you have a can on your shelves for a 
call. But why wait for a calif Recommend it 
to your next power plant customer for cylinder 
lubrication. We will gladly send Booklet No. 
230C, telling just how it can be used and giving 
you many selling points. 

JOSEPH DIXON CRUCIBLE COMPANY 

_ _ Jersey City, New Jersey v . . 

Established 1827 


A Splendid Source of 
Profit for 
Hardware Dealers 

How many hardware dealers 
appreciate the possibilities of a 
good line of automobile jacks? 
Live dealers are exploiting 
“Reliable” Jacks with profit to 
both themselves and their cus¬ 
tomers. 

Why not YOU? 

You can merchandise Reliable 
Jacks as successfully as you 
can any other tool; they are 
nationally known and their 
presence in your stock means 
new and desirable business for 
you. 

Write for the Reliable Cata¬ 
logue or ask your jobber. 

Elite Manufacturing Company 
ASHLAND. OHIO 
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DEALERS WHO KEEP STOCK UP WILL 
PROFIT 

Editor Hard wake World: 

Hardware is a necessity and not a luxury, which in 
a measure accounts for the firm position hardware is 
maintaining in the face of extreme and radical reces¬ 
sions in prices of basic elements such as wool, silk, 
leather anu other articles which are required in the 
manufacture of a great many luxuries. 

There cannot be, therefore, a recession in prices of 
hardware equivalent to anywhere near recessions made 
in some of the luxury commodities. 

Agricultural sections of our country are very pros¬ 
perous and are continuing to buy what they need from 
day to day. Buying on the part of the hardware 
jobber and hardware dealer, therefore, should be con¬ 
tinuous for reasonable needs. Stop buying and you 
will precipitate short stocks with slowing down of the 
manufacturing units, which will reflect itself in next 
season’s prices. 

There are a great many commodities which have 
not been produced in normal quantities, particularly in 
the hardware field, and with great booming in the 
building operations which we nave every reason to 
expect, there will surely be a tremendous demand. 

Dealers who keep their stocks reasonably well re¬ 
plenished will receive profits on turnovers they are sure 
to make, whereas dealers who lose sales on account of 
not having goods in stock will be at a disadvantage in 
holding their trade. 

There is surely developing a greater realization of 
the need of cooperation by the manufacturer with the 
hardware jobbing and retail hardware merchants, which 
will react for the good of all, including the consumer. 
Business fundamentals are sound and with restored 
confidence, which is now dawning, spring of 1921 should 
bring forth the beginning of a wonderful period of 
prosperity. 

Very truly yours, 

THE BASSICK COMPANY, 
Bridgeport. A. E. Belisle, Asst. Secy. 


CONSERVATISM IS ADVOCATED 

Editor Hardware World: 

In our opinion the motto of the retail hardware 
dealer should be conservatism. We believe this also 
applies to the implement trade and in a greater degree. 

During the last six months we have had a very 
marked decline in volume of sales in implements, har¬ 
ness, wagons, buggies and heavy hardware. Shelf 
hardware has not been affected so much. We all know 
the causes, viz: Tight money and the natural tendency 
to buy lightly on a declining market. 

We are going over our future orders carefully, 
revising them, and cutting down where we think it ad¬ 
visable. 

We must all bear our share of the readjustment, and 
for our part we should like to see it come a little 
faster than it has. 

Yours truly, 

U. L. COLEMAN HDWE. CO., 
Marionville. B. R. Coleman. 


B-O-O-S-T 

Boost and the world boosts with you, 

Knock and you are on the shelf, 

For the booster gets sick of the man who kicks 
And wishes he’d kick himself. 

Boost when the sun is shining, 

Boost when it starts to rain. 

If you happen to fall, don’t lie there and brawl, 
But get up and boost again. 


EMPHASIZING MADE IN AMERICA 
PRODUCTS 

Editor Hardware World: 

Perhaps ours is a peculiar case, as we control a 
patented steel, but we have laid great stress on the 
hardware and cutlery phase of this, and have cooperated 
wherever possible with the cutlery manufacturers by 
advertising them, and with the department stores in the 
various cities, by featuring the fact that Stainless 
cutlery can be bought at their places of business. Fur¬ 
ther than that, we do not feel that we are in a position 
to make any statements other than the fact that we 
are not at all pessimistic regarding the future. 

There seems to be a great deal of pessimism in the 
automobile trade—an industry in which we are very 
much interested, in that Stainless steel is used in rather 
large quantities through the construction of automobile 
engines. We believe this slump is only a temporary 
one and we are urging our licensed companies to posh, 
as far as possible, sales in this field. 

In the hardware field, we cannot but hope that the 
wholesaler and particularly the retail merchants should 
anticipate a possible ** dumping 19 of foreign goods hy 
having well selected stocks of articles made m this 
country. We are trying to emphasize this “Made in 
America” feature as much as possible in our advertis¬ 
ing. 

Sincerely yours, 

AMERICAN STAINLESS STEEL 00., 
Pittsburgh. W. H. Marble, Mgr. 


NORMAL CONDITIONS AT THIS SEASON 

Editor Hardware World: 

The volume of business is declining in some sections 
in this territory. Consumers are holding off in their 
buying expecting concessions in prices. Naturally re¬ 
tailers are reducing their stock accordingly. It is a 
normal condition under the circumstances and will con¬ 
tinue until a now commodity level is established, based 
upon the cost of production. 

When this is apparent, business will pick up materi¬ 
ally, but buying will be conservative and not specula¬ 
tive in its character. We consider this is as it should 
be and see no cause for alarm on the part of any mer¬ 
chant who will keep his equilibrium and proceed along 
conservative lines. 

Merchants should* not be too pessimistic of the 
future, as there will surely be a good demand for mer¬ 
chandise in 1921 and all future orders should be per¬ 
mitted to stand, as there may be some difficulty in 
securing d< liveries of seasonable items and besides the 
moral obligation is a factor in his credit standing and 
a criterion as to his business ability. 

Very truly yours, 

THE THOMSON-DIGGS CO., 

C. F. Prentiss, Y. P. and Gen. Mgr. 


NEW QUAKER CITY CATALOG 

The Quaker City Rubber Co., through its sales de¬ 
partment at Philadelphia, Pennsylvania, announces that 
a complete new catalog of its products is now on the 
press and ready for distribution to the trade by the 
time that this issue is in the hands of our readers. 

The catalog will contain a description and prices 
on the entire line of mechanical rubber goods, including 
rubber belting, hose for every purpose, sheet and rod 
packings, valve gaskets, mould work, etc. 

Special stress will be laid on Daniel’s Patented 
P.P.P. Rod Packing, Ebonite sheet packing and Quaker 
tires, of which products the Quaker City Rubber Co. 
are sole manufacturers. 

The company announces that it is putting on the 
market the Quaker cord casing in both the P.P.P. Non- 
skid and ribbed tread. 
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“OIL RUINS TIRES” 

Motorists realise what a great menace oil 
is to inner tubes and, therefore, look for 
the place where they can fill tires with 

CURTIS AIR — FREE 
PROM OIL 

Fire different sises of eom- 
pressor, 125 different eom- 
binations of ontfits. In 
stoek at most jobbers. 
Price is right. A result of 
25 years' experience in 
compressor manufacturing. 


Cartis Pbml Mdqr. Ce. 

1512 Kitnlea At., 8k Levis 
630-L Hudson Term., H. 7. 



CHILD'S MODEL B 

OABBON TBTBA OHLOBIDB 

Fire Extinguisher 

1 Qt. Capacity 

APPROVED BY UNDERWRITERS 

Very effective on electrical and gasoline 
Ores. Especially suitable for automobiles. 

A LINE WORTH HANDLING 

For Particulars Write to 

O. J. CHILDS CO. 


For Every 
Motor Necessity 

SEND FOR CATALOG NO. 250 

Walden -Worcester 

INCORPORATED 

WORCESTER, MASS. 


1TBK APPARATUS 


UTICA, a. T. 



Carrying Complete Stock 
of Automotive Parts 
Equipment 
and Supplies 

EXCLUSIVE DISTRIBUTORS FOR THE 
FOLLOWING UNB8 

ICotnl Ofl Momeoo Tool Kits 

q tartan Pemko Ignition Farts 

ucmu Tubes Lockwood Scat Covers 

atrmaWrc Oaibanton B “ Ultor 

r«trbMik» Quin Bqnlp. 


HMD. *nbM 
Stromberg C arbur e to rs 
Wainwxlght Pistons 
Stan-PmrFexf action Springs 
Spire Radiators 
BSD Shock Absorbers 
for Fords 
Gabriel Snubbers 
Gilmore Fan Belts 
Kay Bee Spot lights 
li eme c o Bronae 


Oanedy-Otto Garage Equip¬ 
ment 

Arrow Grip Chains 
Du Font Top Material 
Lsidlsw Seat Cover 
Material 

DrlKure Retro aders 


And a Complete Line of Mechanics’ Tools and Gangs 
Equipment 

New 1920 Catalog Furnished on Request 

M otor Mer cantile Company 

115*117 South West Temple Street, Salt Lake City 


Supply your trade with either 

BEATS-ALL Liquid er Powder 
RADIATOR CEMENT 

Ifaaa* Tw* )Liquid, at60eand75o 

jh ^ Sire* (Powder, at 35o and Mo 

Why resort to a solder- 
iugjiron — use BEATS- 

It’s SAFE AND DE¬ 
PENDABLE. When left 
gjfel in Radiator acts as a pre¬ 
ventive for new Leaks. 

K 9 Guaranteed to repair Leaks 

quickly and permanently. 

^ Dealers—write today ibr 

our remarkable propositiom. 

Manufactured only by the 

AUTO SPECIALTIES MANUFACTURING CO. 

40 Him 8L, Buffalo, N. Y. 

Branch Factory, 820 Market 8k, San Fxnndsoo, OsL 


K 1 ,, 

L* U* tram wuiu * 1H 
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TYPIFIES THE WESTERN SPIRIT 

Editor Hardware World: 

To Retailers: 

Stick closely to your local jobbers. 

Buy lightly and frequently. 

Buy high grade, well known, dependable hardware. 

Extend credit to no one whom you doubt. 

To the Jobbers: 

Put on additional men to count stock. 

Order frequently and lightly. 

Keep well assorted stock, ordering strongly on * * sta¬ 
ples ” and lightly on “slow sellers.’’ 

Avoid “shorts.” Retailers in 1921 are going to give 
their business to jobbers who are known to keep well 
assorted stocks. 

Where located convenient to salt water transporta¬ 
tion take advantage of saving in freight rates. 

Work closely with local manufacturers’ representa¬ 
tives. They will keep you closely informed regarding 
market conditions and save you many a loss when 
prices are falling.. 

Op timism 

The writer is most enthusiastic regarding 1921. The 
hardware business has not run wild like other lines. 
Prices must necessarily go lower, but deflation is or¬ 
derly and no wise merchant needs to lose money. We 
hardware people always do better when we are securing 
quick deliveries and turning stock frequently. 

Mexico will soon be using hardware, iron and steel 
products freely. 

The cotton and wool situation already looks better. 

Reduction in cost of gold production will soon en¬ 
able that industry to open up. Copper mining should 
improve within four months. 

Our well managed west coast ship yards already 
see more repair work than they can handle and in 
addition there will be considerable new ship building 
done on the west coast during the next three years. 

Our agricultural and horticultural interests are so 
varied, that we are not to suffer the losses of eastern 
farmers must sustain. 

Building construction will increase greatly during 
the next six months. We are living in the finest 
country in the world when we live anywhere west of 
the east line of Montana, Colorado and New Mexico. 

Yours truly, 

San Francisco. OMER COX. 


BUY ON GUARANTEED PRICE 

Editor Hardware World: 

We believe that the jobber and dealer should be 
extremely conservative in placing orders on a declining 
market such as we are now situated. 

Guarantees against price declines should be obtained 
wherever it is possible. We do not believe the con¬ 
sumers’ demand will be strong during the year 1921 in 
many lines of merchandise. 

Very truly yours, 

KIMBAtiL-UPSON COMPANY, 
M. N. Kimball, Pres. 


NEW TWIST DRILL CATALOGUE 

The American Twist Drill Co., of Laconia, New 
Hampshire, has just issued their new catalog of high 
speed drills. This organization is represented in the 
West by the Charles A. Dowd Sales Co., with offices in 
San Francisco, Seattle and Los Angeles, who announce 
that Marshall-Newell at San Francisco will carry a 
complete stock of American Twist Drills after the first 
of the year. 

* Putting a difficult thing off, makes it more 
difficult; and putting it off long enough makes 
it impossible. 


WE LEARN ONLY BY EXPERIENCE 

Editor Hardware World: 

In the first place, you have observed that since the 
commencement of the war in 1914 practically every 
settlement of the various crises which have arisen has 
resulted in only temporary relief, almost automatically 
bringing with its spurious relief another crisis of a 
different nature in its wake. 

Each upheaval leaves its mark upon us, either 
elevating us to a higher plane of Christianity, business 
honesty, unselfishness and morality, or plunging us 
down into immorality, brutishness, greed and dishon 
esty. The upward movement of prices was accel 
erated by greed and accompanied by the refusal of 
some manufacturers and producers to abide by sales 
contracts. The reaction from these high prices is now 
also showing up the class of men engaged in business 
who refuse to abide by their purchase contracts, and 
are cancelling orders wherever possible. 

The curtailment of credit ov which the Federal 
Reserve System L endeavoring to bring deflation of 
prices, while successful in its purpose, is leaving us 
the stagnation of business as a new problem to solve, 
with the additional possibilities of wide-spread unem 
ployment and Bolshevism. You can make up your mind 
to the fact, then, that any remedy to brin£ the public 
back to buying under the present conditions can be 
only temporary, and that a quick change to other 
methods must be available. 

Our advice therefore is to conduct a “sample" 
store, so far as luxuries and most non-essentials are 
concerned. As to necessary hardware, you don’t buy 
any goods except those for* which there is a steady 
demand until you have eliminated all but the most 
desirable line of each class of goods. If your jobber 
is a real jobber you can replenish your stock quickly. 

With fencing, posts and staples still short in most 
stocks, our own products, post hole diggers and augers, 
have been slow of sale, the demand being only half of 
normal during the past two years, but the continuing 
necessity for this class of work is sure to move these 
hardware items in good volume as soon as sufficient 
fencing is available. No manufacturer can continue 
to keep his men employed in making up large stocks 
of finished goods unless he can continue selling also. 
There is bound to be a great scarcity of necessary 
hardware unless jobbers, retailers and the buying public 
quickly decide to resume business. The manufacturer 
cannot accomplish deflation alone, with the jobber and 
retailer looking on, waiting for the opportune time to 
come into the market in entire safety. No, every one 
of you will assume your share of the cost, either in 
the safety of a long period of small losses on held-over 
stock or in a grand smash. 

To conclude, write up your order for the least 
quantity of necessary hardware which you believe you 
can sell, order it shipped at as early a date as you can 
pay for it. This will give the jobber the confidence 
to order from the manufacturers, who in their turn can 
keep their men employed, so that they can continue to 
be buying consumers of necessities of life. Many of 
them have had their lesson. They will leave the lux¬ 
uries alone for a time until their necessities are 
assured. 

Respectfully, 

IWAN BROS., 

South Bend. A. L. Iwan. 

NO LOWER PRICES POSSIBLE 

Editor Hardware World: 

The only thing the hardware merchants can do in 
our line of business is place their orders, if they want 
the goods. There is going to be a big scarcity and no 
lower prices. No lower prices are possible. 

Yours truly, 

THE 8LAYMAKER LOCK 00., 
Lancaster, Pa. S. R. Slay maker, Gen. Mgr. 
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UNITED AUTO SUPPLY CO. 

Jobber* end Factory Distributor* 

Automobile Accessories 

711-715 MISSION STREET, SAN FRANCISCO 
Send for Oar Latest CompUl* Accattory Catalogue 


mu. 


The Lightest 
Efficient 
Electric Drill 


Compact and durable. 

Operated and controlled entirely by one hand. 

Chuck and bit concentric with hand-grip and thrust. 

Weight, three pounds—evenly balanced in hand when in service. 
Pure aluminum housing. 

All bearings in bronze bushings—spiral cut gears. 

Universal type motor—developing 1-6 H. P. 

Switch always under control of thumb—cannot run idle. 

Should be in every garage, machine, electric and wood-working shop. 
Every mechanic needs one—a labor saving device. 

Several users have reported that it has pud for itself in two to three 
days’ use. 

Equipped with Goodell-Pratt or Jacobs chuck. 


Write for Complete Information. 

KNIGHT ENGINEERING & SALES GO. 

210 West 7th Street, Los Angeles, Calif. 


JOBBERS ATTENTION 


The One-Hsnd-Y drill is dis¬ 
tributed exclusively through 
the Jobbing trade. It is a 
“best seller** in the me¬ 
chanical tool line. 


The easiest way 
to see behind 


Back of ram* 
showing 
adjustable 

bracket 

KNOW WHAT IS COMING BEHIND YOU AND 
BE SAFE BY INSTALLING A 

“COP-SPOTTER” 

Bear View Mirror 

Made of finest quality plate glass with 
ground edges. Mounted in a finely finished 
nickel-plated frame. Can be attached and ad¬ 
justed on any open or closed ear in a few minutes. 
Vibration proof. 

Price $4.00 

Jobbers and Dealers 

We have an interesting proposition for you. 
Manufactured by 

BERGER & COMPANY 

208 W. llth St, Lo« Angola* 
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BEAR BRAND 

Garden Valves 



ABE MADE OF 

RED METAL, PERFECTLY MACHINED 
PROPERLY PACKED 
REMOVABLE HANDLE 
SMOOTH SEATS 

Valves that will stand the hardest usage 

ORDER 

BEAR BRAND 

GARDEN VALVES 
PROM YOUR JOBBER 
MADE ON THE PACIFIC COAST 

IS 

Standard Brass Casting Co. 

Main Office and Factory, Oakland, Calif. 

Sale* Office, 823 Jdonadnock Bldg., San Francisco 

M. W. WTJE8TH0FF, Sales Manager 


MONTANA MERCHANTS' SUGGESTIONS 

Editor Hardware World: 

While it is perhaps true that the decline in values in 
hardware lines will be more gradual and less spectacular 
than in foodstuffs, indications point to lower prices in 
all lines, and while this decline is taking place and until 
prices have again become stabilized at a lower level, 
we think stocks should be kept down to the lowest 
possible minimum and new purchases made only in 
such quantities as can be quickly turned over. The 
merchant who pursues this policy will be able to follow 
the market down gracefully without getting hurt, but 
we cannot see how the firm who continues buying as 
in normal times can avoid heavy losses from this cause. 

We do not wish to be classified as pessimists but 
we are confronted by a situation which will require 
very careful piloting of the ship if we are to avoid the 
rocks ahead. Before and during the time Wwere at 
war almost anyone could make money in meraandising, 
for with prices mounting higher and still hjther all we 
had to do was buy some goods, keep them a little while 
and sell them again and the trick was done, but for 
the next year or so any person or firm who can make 
money in the mercantile game will make it through 
careful and judicious management, and not through any 
element of luck. 

Of equal if not greater importance will be the regu¬ 
lation of credits. Jobbers and retailers alike should 
insist on accounts being met as they mature and in the 
case of customers who are discounting their bills, care 
should be exercised to see that these discounts are earned 
and if they are not earned under the terms of your 
invoices do not allow them. Bills not paid at maturity 
should be checked up carefully and interest charged 
from maturity. These measures will compel the cus¬ 
tomer to in turn pay strict attention to his credits and 
will protect him as well as yonreelf from loss through 
loose credits. This we consider of vital importance 
at all times and particularly so at this time. 

Do not make the mistake of attempting to cover 
any contemplated losses by cutting Wages. In the 
smaller towns wages were very slow to react to the 
greatly increased cost of living during the past four 
or five years and while a proper ratio as between 
living costs and wages should ana must be maintained, 
we think it a false economy to reduce wages materially, 
until this step is found to be necessary and fully justi¬ 
fied. There are many smaller factors which will need 
consideration, but the three mentioned above seem to us 
to be paramount. 

Yours very truly, 

KALISPELL MERCANTILE CO., 
Kalispell. J. H. Chester, 8ec.-Treas. 


BENEFITS EVEN 

“How is it, Sandy," asked a visitor of a 
Scotch coal merchant, “that you quote the low¬ 
est prices in town and make reductions to your 
friends and yet you can make money?" 

“Weel, it's this way," explained Sandy, in 
an undertone. “Ye see, I knock off two shil¬ 
lings a ton because a customer is a freen o' 
mine, and then I knock off two hundredweight 
a ton because I'm a freen o' his." 


The wages of idleness is demotion. 


There is no higher rank than that of worker. 
No title can ever make a loafer a noble-man. 


The only influence worth having is the in¬ 
fluence you yourself create. 
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The Defenseless Man 
—Put a COLT in His Hand 

E VERY one of your customers requires 
! the protection of a Colt Automatic 
Pistol or Colt Revolver in his home. 

We are in the midst of restless times. 
Newspapers are full of accounts of “break¬ 
ing and entering” in the night time—a 
form of crime made comparatively safe 
by the ease with which these midnight 
prowlers can make their “get away” by 
automobile. 



Armed with a Colt, the house¬ 
holder knows that he is safe¬ 
guarded by “the world’s right 
arm.” There is no protection 
that yon can sell in the fire arm 
field equal in efficiency and 
safety to a Colt. 


(olts 

^FIREARMS 


COLTS PATENT FIRE ARMS MFC. CO., Hartford, Conn. 


Huratactnnn of niortreted printed 

Colt*A Revolvers Colt’s Automatic Pistols matter mailed free 

Colt's (Browning) Automatic Machine Guns on request. 

Colt’s (Browning) Automatic Machine Blflss 

P«n. B. BEKEART COMPANY, Pacific Coast Representatives, San Francisco, Cal. 
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AN “ARKANSAS LYON” MIGRATES 

Frank Lyon, formerly of the Bose-Lyon Hardware 
Company of Little Bock, Arkansas, moved out to the 
far West for a few months’ visit, and as a result he 
has become converted to the extent of making his home 
in California. 

So now it is Frank Lyon, Manufacturers’ Bepresen- 
tative, with the entire West as his field, and with his 
base of operations at 681-683 Monadnock Bldg. In 
the last few months he has become thoroughly identi¬ 
fied with the trade and has taken a number of standard 
leading hardware and steel products accounts and is 
prepared to cast his lot and seek his fortune among 
the merchants of the far West. 

Mr. Lyon is no novice at the hardware business, as 
he spent twenty years with the Bose-Lyon Hdwe. Co. 
at Little Bock. His brother. G. H. Lyon, was president 
of the concern until his death two years ago. 

Moreover there is all the charm of romance and 
almost a chapter in the “Valley of the Moon” in Mr. 
Lyon’s new life and new outlook on life. In June 
ot last year he went to California for a visit, expecting 
to return to Arkansas by September. He declares he 
wanted to know whether all the things he had heard 
of the far West were really true. He found they were. 
Moreover he found an old acquaintance of his, formerly 
of Arkansas,and he found that she embodied the spirit 
of the far West. They were married and Mr. Lyon 
believes that he is now a thorough “Native Son.” 

Associated with Mr. Lyon in representing eastern 
manufacturers will be George S. More, known to the 
western trade as household goods buyer for Baker, 
Hamilton k Pacific Co., and later for Mangrum k 
Otter. 


HAMP WILLIAMS SECURES WAREHOUSE 

On first glance this caption might lead our 
readers to believe that Hamp Williams was in¬ 
creasing his hardware stock, as of course he 
always is. At this time, however, he has se¬ 
cured a warehouse for his community. 

Hamp Williams is one of the most public 
spirited men in the trade, if not in the entire 
Southwest, and this warehouse is a government 
bonded cotton warehouse, where small farmers 
may store their cotton, pending the offer of 


better prices or the accumulation of sufficient 
bales to attract outside buyers. 

Through the efforts of Hamp Williams in 
personally appearing before the Garland Coun¬ 
ty Quorum Court, the appropriation *was made 
and the warehouse will be built on the court¬ 
house grounds at Hot Springs. This is only 
one of the many things that Hamp Williams is 
continually doing for his community. He knows 
that the community will keep on doing things 
for him in return, and yet his object is by no 
means a selfish one. His happiness is in being 
generous and public-spirited. He can’t help it. 
And he can’t help but win by it 


C-B SPELLS “CAPS BOTTLES” 


V The C-B Bot¬ 
tle Capper, 
made by the 
Comstock • Bol¬ 
ton Co., 1925 
East Fifteenth 
Street, Kansas 
City. Missouri, 
should be of de¬ 
cided interest 
to hardware 
merchants i n 
taking advan¬ 
tage of the present “bottling fashion.” 

It is entirely of cold-rolled steel, nickel plated, said 
is said to be durable and rust-proof. There are no 
springs, no keys, and no set screws for adjusting. 
The capper may be placed in a drawer when not in 
use, the same as any other kitchen utility, for this 
device is not merely for the industrious thirsty, but is 
equally efficient in bottling home-made liquid prepara¬ 
tions, suck as sauces, catsups, syrups and oils. 



Having no stand or other adjustable impediment, 
any style or size bottle may be capped. As the illus¬ 
trations indicate, the capping works on the fulcrum 
principle with the maximum of leverage with a mini¬ 
mum of effort. A reinforced rim at the edge of the 
cap holder prevents the cap from slipping or spreading. 
The total weight of this device is but 22 ounces, so that 
it mi^ht easily be carried in the pocket or in a travel¬ 
ing kit. 


The Davies-Oesterle Hardware Co., at Prosser, Wash¬ 
ington, has increased their capital stock from $10,000 
to $25,000 at stockholders’ meeting last month. The 
trustees are Harry Oesterle, Edwin B. Davies and Cath¬ 
erine E. Davies. 
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“C-B Co.” Bottle Capper 


COMPLETE IN ITSELF 


I j-.&j 


"SPECIAL* 

SAWSET 


The World’s Standards 

“SPECIAL” and ‘‘No. 1” Sawsets for 
hand saws not over 16 gauge. 

No. 3 Sawset for Cross-cut and Circular 
saws 14-20 gauge. 

No. 4 Sawset for “Champion,” “M” and 
double toothed saws 14 to 20 gauge. 

No. 5 Sawset for timber and board saws 
6 to 14 gauge. 

Nail Puller—the longest lived and easiest 
operated made. 

Bench Stops, Hand Punches, Lead Seal 
Presses, Box Openers and Liquid 
Soap Dispensers 

CHAS. MORRILL 


104 Lafayette St., 


New York, N. Y. 



LlgHt 

Compact \ 
Durable 

Nickeled Steel \ 
Easy to Operate' 


Prompt ship¬ 
ment. Qood 
profits Quick 
turnover. 


w m 


f Double Levers 
r Automatic Plunger 
Releases Bottle 
and Perfects 
Double Seal 


Write f o i 
Prices. 


No Adjustments! No Stands! No Blocks! 

No Grasping Bottle with the Hand! 

No Set Screws! No Keys! No Springs! 

Just cap the bottles as they stand! 


•‘CAPS THEM* ALL 



COMSTOCK-BOLTON COMPANY 

Manufacturers Household Specialties 
1025 E. 15th St. Kansas City, Mo. 




Every woman wants a NATIONAL 
STEAM PRESSURE COOKER. 

It cooks an entire meal in 30 minutes. 
Saves fuel, time, labor, and pays for 
itself in 6 months. 

This “wonder-worker” will draw women's 
trade to your store. AU women want to see it. 

Six National Cookers make a big, 

shining, trade-attracting display. 

One thousand dealers cashed in on 


'atlcrriaf 


Women’s Wants 
Mean Big Sales 

“NATIONALS” last year. YOU 
CASH IN THIS YEAR. We back 
you with page advertising in national 
magazines. 

Prompt shipments—special discounts 
—quick sales. Ask your jobber, or 
write the factory. 

NORTHWESTERN STEEL & IRON WORKS 
60S Spring Street, Eon Claire, Wisconsin 
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W. R. VOORHEES WITH ROWNTREE 

W. R. Voorhees, who has spent twenty-five years of 
his keen, active, vigorous life in developing the prod¬ 
ucts and the sales of the Russell k Erwin Mfg. Co., 
severed his connection with the New Britain manufac¬ 
turers and will be associated with the John T. Rown- 
tree Co., at its San Francisco office. 

To those who know him in the trade he needs no 
word of introduction or commendation. He is a master 
in his line, a man of keen insight, thoroughly under¬ 
standing western conditions and with such a knowledge 
of hardware as is possessed by few men in the hardware 
trade today. The severing of his connections with 
Russell k Erwin has been an occasion for the most 
hearty and cordial letters from high officials of the 
American Hardware Corporation, ana it is with mingled 
regret and anticipation that Mr. Voorhees leaves his 
former loyalty for this brilliant new career with the 
Rowntree organization. 

Mr. Voorhees ’ work for the present will be of a 
general nature at the San Francisco office of John T. 
Rowntree, Inc., surveying the field, developing new 
business and making special trade investigations for 
Mr. Rowntree. 

We join with all of his friends throughout the West 
and United States in wishing him the best of success 
and business happiness in his new work. 

Thos. J. Stevens k Son are the proprietors of the 
former business of Bristol k Naleigh at Watts, Cal. 

PLAYING THE GAME 

The crook will study hard to learn 
The fine points of his game, 

In order that he may discern 
How best to play the same. 

He figures, schemes and works to make 
A plan which shall not fail, 

One free from crudeness and mistake 
In every small detail. 

If he would make, with that same care, 
Plans whereby to progress 

In some vocation clean and fair, 

His prize would be Success! 

—Charles Horace Meiers. 


MANNING, BOWMAN WESTERN OFFICE 

So great has become the sales volume of Manning, 
Bowman & Co. sales in the western territory and so 
exacting are the requirements of the trade in this line, 
that the company has found it necessary to install its 
own branch office at San Francisco. Up to this time 
Manning, Bowman has been ably represented by H. J. 
Ghite k Co., with offices in the Jewelers Bldg. 


if 


R. P. TRACT 

R. P. Tracy is the able and efficient sales manager 
from Meriden, Connecticut, who was present in San 
Francisco last month making arrangements for the new 
office and instaUing F. L. McCabe, who will be in 
charge. 

The temporary headquarters will be Room SOS Jewel¬ 
ers Bldg. From this point Mr. McCabe and his asso¬ 
ciates will carry the gospel of Manning, Bowman electric 
and household appliances throughout the West. 

WULFF’S BIG BUSINESS AT WEISER 

Reports and reporters from the Inland Empire all 
agree that among the largest and most enterprising 
mercnants in the Northwest is H. W. Wulff at Weiser, 
energetic proprietor of the Wulff Hardware k Imple¬ 
ment Co., at Weiser, Idaho. 

Mr. Wulff is known to his friends as a Prince of 
Good Fellows, and for his sterling qualities. Very 
naturally his magnetism has attracted business and 
loyalty in his community, so that now the company’s 
big store at Weiser, Idaho, is one of the busiest marts 
of the trade in the Inland Empire. 

ON FURLONG 

A well-dressed stranger strolled up to a col¬ 
ored prisoner who was taking a longish interval 
of rest between two heaves of a pick. 

“Well, Sam, what crime did yoi} commit to 
be put in those overalls and set undier guard?” 

“Ah went on a furlong, sah.” 

“Went on a furlong? Youmeem you went 
on a furlough.” 

“No, boss, it was a sho* nuff fjorlong. Ah 
went too fur, and Ah stayed too ljjong.” 
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Let him help you 

There is a better way to keep 
the store records you need 

In your city there is a representative of The National 
Cash Register Company. He is a student of business 
systems. He has been trained to be of service to 
merchants—to help them solve their problems. 

Let him show you how you can get the store records 
you need without working overtime on day books, pass 
books, ledgers, and memorandums. 

He will show you the easiest way to get these records. 
You need them once a year for your Income Tax report. 
You need the same figures every day to control your 
business. 


make cadi every Cne of lxisine8S.Ri£ed $75 and iqx 

NATIONAL 

CASH REGISTER CO. 

DAYTON, OHIO. 
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ANOTHER JEWEL IN THE CROWN 

The W. H. Gilbert Sales Co., Inc., manufacturers’ 
representatives, have figuratively speaking added an¬ 
other jewel to their crown, in the announcement of 
their appointment as western representatives of the 
Huron Steel Co., Cleveland, Ohio, manufacturing pipe 
and “Premier” Conduit for 1921 delivery. The com¬ 
pany will also manufacture other steel products as soon 
as new units of their plant can be completed. 



W. H. GILBERT 

Pleasant, persistent, pains-talcing representative of eastern 
manufacturers. 

Little need be said of the W. H. Gilbert Co. Both 
“Senior” and “Junior” are known to the trade 
throughout the West as among the most enterprising 
and pleasant personalities doing business in the field 
today. 



W. Ef. GILBERT, JR: 

Bright, active son, moulded in the very stamp of his father. 


The very fact that W. H. Gilbert, Sr., is a southern¬ 
er and a gentleman in every sense of the word., imme 
diately places him in the same group with those other 
charming, happy sons of the South, who are among the 
leavening elements in the hardware loaf. 

Mr. Gilbert is a graduate of the Union Hardware & 
Metal Co.’s school, where he was an important buyer 
for a number of years. For the last four or five years 
he has been his own proprietor as the head of the Gil¬ 
bert Sales Co. 

W. H. Gilbert, Jr., is a true son of his justly proud 
father. He had his baptism in the business with the 
Union Hardware & Metal Co., Pacific Pipe & Supply 
Co., and Harper & Reynolds. For the last two years 
he has been his father’s right hand man, traveling the 
territory from Denver and El Paso west, and is thor¬ 
oughly in touch with the buyers of plumbing and 
hardware lines as well as a leader in tne automobile 
accessory field. 


BUFFUM HAMMERS AS USUAL 

For some unaccountable reason rumors seem to have 
been circulated throughout the western trade that the 
Buffum Tool Co., Louisiana, Mo., was discontinuing the 
production of ball pein hammers. To thoroughly con¬ 
tradict and discount this rumor, President F. W. Buf 
fum has issued an important statement and notice, 
which we are glad to repeat in this place. 

Here is Mr. Buffum’s statement which is thoroughly 
seconded by C. W. Cause, western representative of the 
Buffum Tool Co.: 

“This is to announce that the rumor promulgated 
by salesmen for a competing factory that we are to 
discontinue the manufacture of hammers is hereby 
unqualifiedly declared false, without the slightest 
foundation of fact. 

“Their action is therefore considered a flagrant 
violation of business ethics in an attempt to trade on an 
unconfirmed statement for a selfish purpose. 

“We thank you in advance for your continued loyal¬ 
ty to our tools at favorable prices, under our guarantee 
of quality and service. 

“Best wishes for 1921. 

Very truly yours, 

F. W. BUFFUM, President. ’ ’ 


HYGRADE LAMPS AT HOME 

Just as Hygrade Lamps themselves are in their ele¬ 
ment “at home” with their reputation for guaranteed 
excellence, so the Hygrade Lamp Co., manufacturers, 
at Salem, Mass., is a company with a personality and 
a very pleasant one. 

One of the most recent manifestations of this in¬ 
dividuality on the part of the company was a reception 
to the city of Salem at their plant. In a large adver¬ 
tisement in their local paper they offered the com 
munity an unusual opportunity in visiting their plant to 
see how Hygrade Lamps are made. 

There were 300 members of the community who took 
advantage of this opportunity to go through the plant. 
From the company’s point of view the affair was a de¬ 
cided success, as few of the community realized the 
extent of the plant we had in Salem. 

Lamp making is a delicate and skilled process and 
a precise one. Every feature of the process was dis¬ 
played to the visitors. We who are far from the hos¬ 
pitality and refinements of the Hygrade Lamp Co. and 
its New England atmosphere, can at least take comfort 
in merchandising their excellent products and enjoying 
Hygrade radiance in our households. 


Theodore Iverson has sold his hardware business 
at Richmond, California, to two of his olerks. Richard 
Johnson and Thorwald Nielson are the new proprietors. 
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TAPER OPTIC 


It one of the Job- 
ber’a or Deiler'a 
quick, aure aellera. 

Square cooking sur¬ 
face, seven by seven 
inehea. 

Fnrniahed complete 
> with all the neces¬ 
sary cooking utensils., 
Full nickel finished. 


Country Trade 


A wide and complete line, handsome, substantial, 
ranging in size from the pie oven to double- 
, burner size. Elgin ovens cannot be surpassed 
R in mechanical construction, which includes a 
superior method of heat circulation, insuring 
better baking. ^ 


I PLAIN AND CUT 

OPTIC AND 
DECORATED 

Everyone Buys a Few 

TRY OUR ASSORTED 
BARREL 

SELLS ON ARRIVAL 

The BELMONT TUMBLER CO., BeUaire, Ohio 


All 

Classes 
Use 
Elgin Ovens 


Country trade use them on ^ /y ^ N / .M ^ 

oil cook stoves to prevent 
heating up the house, also 
to save fuel. City people J 

buy them because of sav¬ 
ing 10 per cent in gas. S V, /TTaTi ^ d 

Also to save expense of w 

buying a big range. A hot pi 'vCiETE&K t 

plate and an Elgin make |fl| 

a good baking equipment. L 

Elgin Oil Heaters 

Smokeless, useful, econom- " wPCsISw 

ical, handsome. Becoming V 

an absolute essential in (M 

spring, fall and winter. No 
borne fully equipped with- 

out one. Place some on Viva'S 1 

display in your store. 5ft ✓ ^ 0 ' 

Ask your jobber or write f 

for quotations. We want £ 

you to join us. Big ad- /A 

vertising and sales helps _ yWW 

ELGIN STOVE AND * 

oven co. y m 

Elgin, HI., Manufacturers SJ 

Eastern Distributors: Beh A Co., 106 J*ranklin St., New 
York City, N. Y. Warehouses: New York, Philadelphia, 
Boston, Pittsburg, Rochester. 

Northwestern Representative: A. O. Black, 516 Lumber Ex¬ 
change, Minneapolis, Minn. 

Chicago Representative: M. 8. Kopf, 180 N. Dearborn 8t. 


HARRINGTON CUTLERY COMPANY 

SOUTHBBIDGE, MASS. 

Manufacturers of DEXTER Brand 


FINEST GRAPE FRUIT KNIFE MADE 

FOR SALE BY JOBBERS 

Western Sales Representative 
W. H. WILBURN 

602 Williams Building, San Francisco 
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Milbradt Ladders 


' JL 


if 

i 


Will pay for them¬ 
selves in a short time 
by enabling yon to 
wait on more trade, 
save the wear and 
tear on your fixtures 
and goods, as well as 
bring the appear¬ 
ance of your store up 
to date. 


Write for catalogue 
showing a large num¬ 
ber of styles suitable 
for all kinds of shelv¬ 
ing. 


MILBRADT MFG. CO. 


2415 No. 10th St. 


St. Louis, Mo. 



Sell Northland Skis 

Let Tour Sales Make 
a Record Jump 

KAOBE men, women and chil- 

P 1VA dren want Northland Skis 
than ever before. Get their 
business. Quick sales. Good 
profits. Write today for cata¬ 
log of skis, toboggans and 
snow shoes. 

NORTHLAND SKI MFG. OO. 
2330 Hampden Ave., 

St. Paul, Minn. 

THE PACKHAM 

Stove Pipe Crinpef Kd Bufar 

MADE BY 

THE PACKHAM CRIMPER CO. 



If Your Jobber Does Not 
Carry It, Write Us 



COTS AND CAMP FURNITURE, MOPS 
Tents, Awnings, Covers, Loggias, C a rpe n ter s * 
Aprons 

4 Factories. Write for Prices. Prompt Shipments. 

TUCKER MICK & BOBBER COMPANY - Ft Smith, Ark. 


EASTLICK LIKES WEST 

Although we very nearly contradict ourselves in the 
above statement, the truth as it stands is evidenced by 
Mr. Eastlick’s smile as you see it here. His general 
demeanor will be convincing when you meet him in 
the course of his activities while representing the 
products of the Absorene Co., in the far West. 

Not that Mr. Eastlick was ever an inhabitant of 
the far East or that his interest centered there. He 
has always been a westerner, yet his sympathies have 
always been keen, for he has represented many manu¬ 
facturers of eastern origin who are not Atlantic coast 
manufacturers, either. Mr. Eastlick f s connections are 
some of them in Bombay, India, and others in Egypt 
and other sources of supply of choice spice foods and 
drugs. He does not coniine himself to the hardware 
trade, for he is a figure of long standing in the drug 
and specialty grocery line. 

However, he is enthusiastic about Absorene wall 
paper and window shade cleaner as well as HRH 
paint cleaner and he is especially proud of the two new 
dealer helps on these two products just issued by the 
Absorene Mfg. Co., St. Louis. 

Mr. Eastlick makes his headquarters in Pasadena, 
California, yet travels through the West, representing 
the Absorene Co., and those members of trade who 
handle paint are always glad to see him. 

Tolan k Heiser are the new proprietors of a new 
hardware, electrical and paint store at Denver, Colo¬ 
rado. 

GENUINE 

R gf g* Hildebrandt Spinners 

r Fish Catchers for 20 rears. 

Your customers want the genuine. A else, shape or 
finish for any game fish. Send for catalog. 

THE JOHN J. HILDEBRANDT 00„ 

Logansport, Indiana. 


Important to Erin Ruder and Adrtrtiur if Hardwire World 

We ere Wholesalers snd Jobbers of Everything onr 
name implies. For prompt and future shipment. 

WHAT DO YOU WANT TO BUY OR SELL! 

Put us on your mailing list. 

U. S. A Merchandise, Supplies k Material Company 
* 4 Straightforwardness—Stiektoitiveneas'' 

Office: J. O. HIB80H 
0800 Manchester Ave., St. Louis, Mo. 
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DOMES OF SILENCE WINDOW DISPLAY 

Several months ax o we called the attention of our readers to the model window display which W. H. Peabody was preparing 
to send to 1 'Domes of Silenos” merchants. 

Here is the display as It appears when It was set np In an upward merchant's window. The chair la turned upside down 
when the Domes or Silence are pnt on—the picture In the center shows the "domes" in use, with aide panels Illustrating other 
trees. The display boxes and the cartons neatly arranged in the window are all graphic points and forces that help carry the 
troth home. 


PRICES ON A PRE-WAR BASIS 

Editor Hardware World: 

For the first half of 1921 we wish to advise that as 
far as our product, which covers metal cutting tools, 
such as reamers, taps, dies, milling cutters and twist 
drills, is concerned, there should be no hesitancy on the 
part of our jobbers in placing orders for their require¬ 
ments. 

Our prices at this time are on practically a pre-war 
basis, because advances in price during the war were 
not made. There is no price inflation, and there is 
little prospect of any lowering of the price of the 
steel which we use. The steel necessary for our prod- 
net is a very high grade steel on which the price does 
not fluctuate. 

We also offer our jobbers every cooperation, and 
are suggesting now the advisability of placing orders, 
even though they specify the placing of orders after 
January 1. The purpose of this recommendation is to 
avoid dissatisfaction at a later date when a heavy de¬ 
mand for finished tools seems imminent. From a care¬ 
ful canvass of the situation our jobbers’ stocks are in 
very good shape, and in fact considerable below normal. 
The demand undoubtedly exists, and as soon as purchase 
orders are released, many customers in urgent need may 
not find it possible to get as prompt deliveries as 
required^ We have the utmost confidence in business 
conditions for the future. 

Yours very truly, 

Millersburg. ALVOBD REAMER & TOOL CO. 


GRAHAM TAKES DUNHAM ROLLERS 

Dunham water weight lawn rollers, heretofore sold 
direct to the jobbing trade by the Dunham Company, 
Berea, Ohio, will hereafter be distributed exclusively 
in the United States and foreign countries by John H. 
Graham & Co., 113 Chambers St., New York. The 
Prescott W. Robinson Sales Co., Drummond Building, 
Montreal, will continue as exclusive distributors in the 
Dominion of Canada and Newfoundland. 


LITTLE LIKELIHOOD OF REDUCTION 

Editor Hardware World: 

Our opinion is that the merchant should take into 
consideration the conditions that he is facing in as far 
as he is able to learn of those conditions through con¬ 
tact with his fellow merchants and through the finan¬ 
cial and market reports and through the trade publica¬ 
tions. It would seem to us that he ought to order only 
for his requirements and to place his orders where he 
will be able to get reasonably prompt shipments. 

During the quiet months that are ahead of us we 
are going to run our wrench shop without interruption 
in order that we may have pliers and wrenches for the 
jobbers when they want them. 

We are now, and we expect to continue, giving 
shipments within 48 hours of receipt of order. This 
is not through being overstocked but from a deliberate 
policy which requires us to carry enough stock to see 
that the merchants get good service. So far as prices 
are concerned, if we were to be governed by what we 
know of costs at present, we would say that there is 
very little likelihood of a reduction in prices on 
wrenches and pliers during the first six months of 1921. 

Yours very truly, 

Buffalo. BARCALO MFG.* CO. 


DEATH OF G. E. PATTON 


Another prominent figure and worthy member of 
the trade in the Northwest has passed away recently 
in the death of George E. Patton, president and mana¬ 
ger of the Patton Hardware Co., 2921 Ninth Avenue, 
S., Seattle, Washington. 

Mr. Patton has been engaged in the hardware busi¬ 
ness and in manufacturing in Seattle since he moved 
from Monmouth, Illinois, ten years ago. He was a 
member of the Rotary Club, Chamber of Commerce and 
Associated Industries, and for several years was treas¬ 
urer of the First United Presbyterian Church. 

Mr. Patton was associated in business with George 
H. Thieme, who settled in Seattle with him. 
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D. W. JEMKHrS 

Pacific Coast Manager, Henry Disston 
k Sons 


Mr. Jenkins beside the largest circular ▲. F. XBHHBDT 

saw in the world at Aberdeen, Wash. In charge of the 8an Francisco Branch 


DISSTON’S WESTERN CHIEFS 

With the formal opening of the direct Disston branch 
at 144 Second Street, San Francisco, last month, there 
was a concentration of the western forces of the com¬ 
pany at the new branch to assist in getting things in 
running order in the territory. 

For some time past Henry Disston & Sons, incor¬ 
porated in Washington, has handled the western busi¬ 
ness with its branch office and factory at 22 Occidental 
Avenue, Seattle. Pacific Coast Manager D. W. Jenkins 
has been in charge. 

The new San Francisco branch occupies a large space 
on the ground floor, where offices and warehouse room 
have been especially adapted to the company’s uses, 
and a complete line of mill goods, such as band saws, 
circular saws of all descriptions, both large and small, 
files, hack saw blades ana machine knives, both thin 
high speed and laid high speed. 

In the matter of knives the company states that the 
business on the Pacific Coast has increased to Buch an 
extent that it has been necessary to install machinery 
at the Seattle shop to make high speed knives of all 
kinds and descriptions. This is in addition to the saw 
making machinery which has long been the feature of 
the Seattle branch factory. 

The fact that knives are made at Seattle of course 
enables the factory to give good service in knives, 
where they are in the position to make all kinds or 
knives and cutlery and particularly the thin high speed 
and laid high speed knives. 

The San Francisco branch will be under the direct 
supervision of D. W. Jenkins and the local manager 
will be A. F. Kennedy. He has been with the company 
under Mr. Jenkins for years, and will have charge of 
the salesmen in the southwestern territory, with head¬ 
quarters at the San Francisco branch. 

In a month when all is in ship-shape and all the 
stock is installed, we hope to show pictures of the 
exterior and interior of this new and important addi¬ 
tion to the industrial outposts in the far West. 


Some seven million men in the United States 
own automobiles, while less than half that num¬ 
ber pay income taxes. How can a man who 
pays an income tax afford to run a cart 


OMER COX CHANGES DENVER OFFICE 

L. W. Turnbull, who has been associated with Omer 
Cox for the last three years as manager of the Denver 
branch, is no longer with the organization, and it is 
understood he will engage in similar business for him¬ 
self. 

Mr. Cox was fortunate in securing as successors 
Edward H. Taylor and Louie B. Youngs, who will carry 
on the business in the name of Taylor, Youngs & Cox, 
with temporary headquarters at 209 Ideal Building. 

Both Mr. Taylor and Mr. Youngs are permanent 
residents of Denver and are numbered among its staunch 
and dependable citizens, are of the clean-cut type 
and are thoroughly experienced hardware men. 


BLACK & DECKER WESTERN BRANCH 

So great has become the business of the Black k 
Decker Mfg. Co. in the West and the territory is con¬ 
sidered so important by the factory, that a direct 
branch has been established at San Francisco to handle 
the business west of the Rocky Mountains. 

F. N. Proctor is in charge of the San Francisco 
office, temporarily located at 75 Fremont Street, where 
a stock is carried for the convenience of the jobbing 
trade. Mr. Proctor is a brother of the able “Doc’° 
Proctor, sales manager of the company at Baltimore. 

Black k Decker’s drill and electro-flater have be¬ 
come known throughout the West through the efforts 
of the Gilbert Sales Co., who have pioneered the line 
and whose representation has been outstanding and note¬ 
worthy. Here was an example of a progressive manu¬ 
facturer with an excellent product, represented by an 
exceptional sales organization. 

Mr. Proctor, as a direct representative of the com¬ 
pany can do no better than to continue the good work 
which has been started by the Gilbert Sales Co. 


R. L. Woods and Charles A. Patterson have pur¬ 
chased the Knight k Rudel Hardware Co., at Haxtun, 
Colorado, from Bert S. Munday. 


W. W. Casey, W. G. Johnson and Oliver M. Olson 
have taken over the interest of W. A. Clark in the 
Juneau Hardware Co., at Juneau, Alaska. 
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THE BUFFUM TOOL CO. 

LOUISIANA, MO. 

“High Grade Tools for High Grade Workmen” 

“Swastika” Trade Mark Registered U. 8. Patent Office 


IMPORTANT NOTICE 

To the Trade: 

This is to announce that the rumor promulgated by sales¬ 
men for a competing factory that we are to discontinue the 
manufacture oi Hammers is hereby unqualifiedly declared 
false and without the slightest foundation of fact. 

Their action is therefore considered a flagrant violation of 
business ethics in an attempt to trade on an unconfirmed state¬ 
ment for a selfish purpose. 

We thank you in advance for your continued loyalty to 
our tools at favorable prices under our guarantee of quality 
and service. 

Best wishes for 1921. 

Very truly yours, 

F. W. Buffum, President. 


Machinist Ball Pein Hammer 

Pelished face, sides and pein; black neck. White second growth handles. 

TOOLS TRADE 

THAT PLEASE VjV BUILDERS 

Made in sizes 3 oz. to 2^ lbs. Packed one-half doz. in a box. 
WRITE FOR PRICES 

NO FIRM EVER BUILT UP A REPUTATION MAKING OR SELLING POOR 

TOOLS 

WE CAN’T YOU CAN’T 


C. W. GAUSE COMPANY 

WESTERN RAI.ES AGENTS 
Room No. 605 William* Building 

693 Mission Street * San Francisco, California 






Digitized by 


Google 



186 


HARDWARE WORLD 


A. E. GLAZE TAKES ACCOUNTS 

There is something so reassuring 
about the very name Glaze, sug¬ 
gesting polish and refinement and 
clearness and light. In every re¬ 
spect Alden E. Glaze is thoroughly 
characteristic of his name and we 
are glad hereby to officially recog¬ 
nize him as manufacturers’ sales 
agent and sales manager of the Na¬ 
tional Supply Co., with headquar¬ 
ters at 143 Second St., San Fran¬ 
cisco. 

Mr. Glaze was formerly in the sales department of 
the Lansing Company at the San Francisco branch, so 
he is thoroughly familiar with the men and affairs of 
the hardware trade in the West. Already his represen¬ 
tation of eastern manufacturers has taken him to Se¬ 
attle as well as to Los Angeles, and it is his intention 
to cover the territory thoroughly and consistently in 
the interests of his principals. 

Among the manufacturers whom the National Sup¬ 
ply Co., represents are the Eckrode Rubber Co., Newark, 

J., the Barth Mfg. Co., Milwaukee, Wisconsin, ana 
Tucker Duck & Rubber Co., Ft. Smith, Arkansas. 



The Barth Mfg. Co. are known as makers of the 
Barth jack since 1892, complete from the auto to the 
house mover. The Eckrode Rubber Co. manufacture 
Eckrode extra heavy red tubes and repair material 
known as Eckolastic. The Tucker Duck & Rubber Co. 
announces a slight reduction in slasher mops and mop 
heads. This reduction is effective at once, but does 
not affect their camp outfits. Little need be said of 
the latter, as they are announcing their products 
through the columns of the Hardware World. 

“Every man who enters our employ is an 
investment. If he fails to grow, to advance, he 
is a bad investment, and we are the losers. My 
men develop themselves. I give them a free 
rope and a long one. If they are too small for 
their jobs, they get tangled up in the rope and 
it trips them. If they are too big, they fashion 
the rope into a ladder and climb higher. Big 
men are only little men given a fair chance to 
grow.” 

—J. Ogden Armour. 


THE GOOSE OR THE GANDER t 

An Atlanta dealer, having offended, came 
home the evening of the quarrel with a parcel 
under his arm. 

“Darling , 19 he said to his wife, “look here. 
I’ve got something here for the person I love 
best in all the world.” 

She came forward with a shrug. 

“Humph! What is itT” she said. “A box 
of stogies t” 



PHILADELPHIA MOTOR MOWERS 


Lawn mowers will be the subject of consideration 
with many jobbers, dealers and consumers in the next 
few months. Therefore it is particularly appropriate 
that the Philadelphia Lawn Mower Co. should be call¬ 
ing particular attention to its combination motor rollers 
and mowers at this time. 

in these days of labor shortage every saving of 
man power is a contribution to the general weak The 
Philadelphia Co. has built its reputation into the new 
motor mower. With the new flexible frame they can 
be used as rollers only and they are equipped with the 
finest water cooled engines and vanaamm crucible 
steel blades. 

Philadelphia lawn mowers are adapted to park and 
cemetery work, said to be the hardest test known to 
the lawn mower. The company states that their ma¬ 
chines are used by practically 85 per cent of the parks 
and cemeteries throughout the country. The company 
produces mowers for all uses and conditions. 

The company believes that there will be a lawn 
mower shortage in 1921 and advises the trade to order 
early. Any information, catalog or prices will be glad¬ 
ly issued from the company’s office in Philadelphia. 


“OUTLOOK NEVER BETTER,” SAYS 
JUDGE GARY 

Judge Gary, head of the largest business or¬ 
ganization in the world, the U. S. Steel Corpora¬ 
tion, thus sums up the business outlook: 

“The amount of money in circulation is the 
largest we have ever experienced, nearing $60 
per capita. The resources of the banks have 
reached a new maximum. Our agricultural, 
manufacturing and mineral products and the 
facilities for utilizing all of them to the best 
advantage are rapidly increasing and, on the 
average, have reached a new high point. In 
expressing great confidence in the general busi¬ 
ness outlook, Judge Gary added: “We have 
reason to believe that hereafter there will be 
close cooperation between business and the gov¬ 
ernmental authorities. Indeed, at no time in 
the history of this country has the outlook in 
this respect been better. It goes without say¬ 
ing that great progress and prosperity in this 
country will be of decided and continuing bene¬ 
fit to all other countries.” 
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washers, 


The First 
Washer Made 
By Voss Bros. 
44 Years Ago 
Still Does 
Good Work 


Announcing— 


SEA WAVE WASHER 

The Sea Wave Washer 
represents our combined skill 
and experience of 44 years in 
designing and building good 


Beyond all question it is the 
world’s finest electric washer. 
Nothing experimental about it. 
Every feature proven perfect 
\ by practical test. 

' The sheet steel cabinet is 

strongly braced: two doors, 
with safety panels. Finished in 
sea green enamel. Ball bear¬ 
ing castors with locking device. 

Thermos tub. White baked 

\ enamel outer shell. The inner wall 
P is copper, heavily tinned. Keeps boil¬ 

ing water hot for five hours. 

k Oscillating motion makes 

I i powerful figure 8 movement of suds. 

Cone clutch prevents tub from jerk- 
JyJi ing when starting or stopping washer. 

Equipped with 1-4 H. P. 

Motor and famous Voss Reversible, 
Swinging Wringer, with three posi¬ 
tions and safety release. 

The Sea Wave alone or with the full Voss 
line is the biggest money-making proposition 
in this field. 

Write for complete catalog and exclusive 
sales contract. 


OSS Bros. Mfg. Co., Davenport, la. 

“The First Washer Was a Voss—44 Years Ago” 
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THE FACTORY THAT MERIT BUILT 

Albertson & Co. started oat in a humble way in 
Sioux City Iowa, a tew years ago to supply labor, time 
and money-saving tools for dealers in auto and motor 
repair industries. They wanted to make good tools— 
tools that would simplify and make easy tedious jobs 
in motor repairing. So sincere have been their efforts, 
and so sound their activities, that Sioux tools have 
grown true to their original plan and their makers and 
their home have grown out of all proportion. 

Here is the new factory of Albertson A Co., and 
even now it is scarcely large enough to hold the activi¬ 


ties and energies of these active tool manufacturers. 
Here, in this fully equipped, day-light factory, have 
been installed up-to-date laboratory equipment for test¬ 
ing all kinds of steel, to assure the right material in 
all tools. Modern factory equipment insures the great¬ 
est possible efficiency and the least possible overhead 
in turning out volume. 

"Hie factory stands on five acres of ground, so 
situated that at no time in the future will the company 
be cramped for space to take care of its increasing 
volume of business. New units can be erected, or new 
stories added, which will become but new units of a 
factory thoroughly planned into the future. 



THE WHITE LILY DE LUXE 

There is something pleasantly suggestive in the 
very name “ White Lily. The new machine developed 
by the White Lily Mfg. Company of Davenport, Iowa, 
has several distinct advantages. . 

The full cabinet entirely encloses all working parts. 
There are no projections from the straight sides of the 
cabinet. Each side constitutes a panel, which fits 
into grooves of the frame, and is easily lifted, thus 
giving unhampered access to the working parts for 
oiling, cleaning, etc. 

The machine is finished in pure white enamel and is 
mounted on large steel casters, making it possible for 
the housewife to move it with very little effort. 

The White Lily De Luxe is a cylinder type washer— 
the cylinder making a complete revolution, then revers¬ 


ing for a complete revolution, etc. This action elimi¬ 
nates the objectionable rolling and wadding of the 
clothes. 

The wringer is equipped with 12-inch rolls, safety 
guards on both sides to keep the operator’s fingers 
away from the rolls—operates either way and can be 
locked in any desired position. The operating controls 
are always on the side on which the operator is standing 
and therefore within easy access at all times. 


R. B. GALLOWAY'S ELECTRIC FORCE 

R. B. Galloway, buyer for the household furnishing 
and electrical goods department of the Richards m 
Conover Hardware Co., Kansas City, Mo., is one man 
who has certainly caught the spirit of his work. When 
he entered his department tnere were no electrical 
goods included, and one of his first changes and addi¬ 
tions was the inauguration of an electric department. 

So it is hard to say whether Mr. Galloway caught 
the spirit of his work, or whether Mr. Galloway's de¬ 
partment caught some of his own spirit. At any rate, 
Richards & Conover have become dynamic and “live 
wire” distributors of electrical appliances throughout 
their territry/ 

Mr. Galloway has now been a member of the Rich¬ 
ards & Conover organization for over seven years. We 
are fortunate in being able to publish this word of his 
to the hardware merchants, pointing out the profit and 
satisfaction to be gained in handling electrical appli¬ 
ances and equipment. More and more customers need 
electrical goods, and when such a house as Richards A 
Conover with its sixty-tour years of business integrity 
can supply these electrical goods, merchants cannot help 
but profit in handling them. 

Merchants will find that in every part of the West 
the big, reliable jobbers can supply them with standard 
electrical equipment. Profit and satisfaction will mu¬ 
tually result from handling electrical goods. 


To serve customers, you must have an ade¬ 
quate supply of staple articles. 
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JIMMY-PROOP LOCKS AND MINUTE-MADE 
KEYS 

It is seldom that we find a manufacturer announc¬ 
ing both a lock that defies the burglar’s jimmy and a 
rectifying key cutter that will cut an accurate key in 
less than a minute. Yet this is the substance of the 
announcement of the Segal Lock & Hardware Co., New 
York, rapidly growing manufacturers with two sterling 
products. 

Twenty-six burglary insurance companies have en¬ 
dorsed the Segal Lock and recommend it as burglar- 
proof. In a recent apartment robbery in New York, 
the only tenant who escaped loss was a man who had a 
Segal lock on his door. 

The company offers to supply merchants with a 
demonstrating model for counter use, showing how the 
lock operates. This model is said to make sale after 
sale. 

The Segal Rectifying Key Cutter should make key- 
cutting profitable, for it promises to cut a duplicate 
key accurately in less than a minute. The machine 
cuts flat steel keys, as well as cylinder or grooved 
keys. 

Further particulars will gladly be supplied by the 
enterprising manufacturers of these two mechanical 
and humanitarian opportunities for the hardware mer¬ 
chant. 



A LLmetal gauge. cannot be 
broken by a flying stone. 
Consists of a metal chamber 
containing a float to which is 
attached a rod with a white 
ball which indicates amount 
of oil in can. Easily installed. 
Sold by dealert everywhere, 
or prepaid on receipt of price 
Apco Mfg. Co. - Providence 


XNOWLSOH SPRING SPREADERS 



bay fa —rat*. Fka aay sprint. All dealers, or sent prepaid 
Sprint land lafcrteater Ca^ ISOS Fernet Jbe^ Am After. Met. 


I IMPORTANT * 

SUPPLY HOUSES: 

Write for our Exclusive Agency Proposition (HW) for 
your locality. 

ALERT TOOL COMPANY 

237-39-41 Worth Sixth Philadelphia Pa. 


SPEAKING FOR PRISCILLA WARE 

Although it is the boast of the Leyse Aluminum 
Co., Kewaunee, Wisconsin, that “ Priscilla Ware speaks 
for itself,” nevertheless we are making bold to say a 
supplementary word in commendation. 

The very fact that H. J. Gute & Co. are far western 
representatives of the Leyse (Lee-See) Aluminum Co. 
is guarantee enough of its integrity and the quality of 
its products. For over 15 years the company has special¬ 
ized in manufacturing aluminum, goods and have an 
experienced organization trained in careful workman¬ 
ship of a high standard. Priscilla Ware is made of 
heavy gauge aluminum, highly polished and with a 
finish all its own. It is sold through the retail merchant 
only at prices that make the line highly profitable te 
the dealer. 

The company or its western representatives will 
be glad to quote prices on application from any mer 
chant. 


A LATCH THAT LAUGHS AT SAGGY 
DOORS 

The Aagaard latch for doors and gates is said to be 
the most practicable, simple and positive acting door 
latch yet devised. It has no springs to weaken through 
use or abuse and is the only latch made that has both 
handles and latch in one piece. 

The Aagaard is suitable for doors of varying thick¬ 
nesses and can be easily and quickly installed. With 
an Aagaard doors once shnt are securely latched. These 
latches are manufactured by the Aagaard Latch Co., 
247 Madison St., Milwaukee, Wisconsin. 


You can’t sell a man anything unless you 
interest him. Getting a job is selling your 
services. To do that you must interest some¬ 
body in yourself. And unless you can be in¬ 
teresting you will get very little attention. 



Sioux Tools are the standard tools in garages everywhere 
for 

REMOVING BUSHINGS 
RE-FACING, BE-SEATING, GRINDING 
ANY AND ALL SIZED VALVES 

ALBERTSON * CO.. Manufacturers. SIOUX CITY. IA. 


Nationally known tiro concern, th^nta 
to certain fortunate circumstances, is able 
to take on the manufacture of a special 
brand tire with any tread design desired. 

Fo further particulars address 

RUBBER CORPORATION OF AMERICA 

240 West 66th St., New York 


The Standard Spark Tlug of the World 

AC 

Champion Ignition Company, FLINT, c Michigan 
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C. E. S. HILL, MANUFACTURERS’ AGENT 

Another clean-cut, conscientious, ambitious, hard¬ 
working young man has worked up through the ranks 
of the hardware trade until he is a manufacturers’ 
agent, and we are glad hereby to introduce him to our 
readers and commend him to their attention and their 
reliance. 

C. E. S. Hill has for some time been partner in 
the Jordan-Hill Co., western distributors for the Shar¬ 
pies milking machine and now he is also a representa¬ 
tive of eastern manufacturers. 

For some years before the United States declared 
war, Mr. Hill was with Baker & Hamilton, but he 


loyally left to give his services to his country. He 
was in the army two years as & lieutenant in the coast 
artillery corps during the war. Upon his return he 
was again a member of the Baker, Hamilton ft Pacific 
Co., in the creamery department for a year. It was a 
natural graduation to organize the Jordan-Hill Co., rep¬ 
resenting creamery supplies. 

Mr. Hill’s pleasing personality and his familiarity 
with the hardware business amply qualifies him for the 
work that he has chosen, and we know that he will 
successfully handle any lines that he selects. 


HOW MISSOURI MERCHANTS MEET MATL 
ORDER HOUSE COMPETITION 

Denny & Jones, who are enterprising merchants 
handling full lines of hardware, stoves, furniture, house* 
hold goods, queensware, glassware, in fact, a department 
store with seven departments of quality and quick 
service, as their letterhead indicates, tell us that one 
of the best methods they have of combating mail order 
house competition is to deliver the goods in a light 
auto truck, especially any orders of consequence/ior 
that is a service that the mail order houses cannot give. 

They deliver from every one of their stores all of 
their furniture, and find it very much appreciated ser¬ 
vice, which can only be furnished by the local dealers. 

An increase in capital of the Universal Products 
Company, of Sandusky, Ohio, and Oshkosh, Wis., to 
$500,000, has been announced, including the purchase 
of the H. C. Doman Company, of Oshkosh. 

The new company will continue to manufacture the 
Universal products, electric lighting and power plants 
and the Doman marine engines. 


The Montrose Hardware ft Implement Go. have 
opened their store at Montrose, Colorado, with a $50,000 
stock. _ 

What you are is more important than what 
you’ve got. 


SHERWIN-WILLIAMS DISTRICT SALES FORCE IN SESSION AT EMERYVILLE PLANT 

The Sherwin-Williams Company held their Western Sales Convention last month in Oakland, at the recently 
built Emeryville plant. L. W. Wolcott, district manager, was general chairman and the program included 
various sales sessions, plant inspection, banquet on Monday night and other features. About one hundred men 
were present, representing the San Francisco, Portland and Los Angeles. Sales Divisions. 

Cleveland officials present at Oakland during the meeting were: H. D. Whittlesey, vice president and man¬ 
aging director of sales; L. F. Collister, formerly of San Francisco, now manager of general trade sales; P. F. 
Kinnison, manager of general varnish sales, and C. M. Lemperly, director of publicity. 

In commenting on the general business situation, H. D. Whittlesey said: 

“Some of us who have recently toured the country, with few exceptions, have heard and seen only evidence 
of basic soundness and prosperity. This goes back to agricultural conditions in the last analysis. 

“Bumper crops are reported, and although certain of the orop prices are somewhat lower than the average 
of the last three years, there is evidence of a greater yield per acre everywhere. 

* * People on the farms and in the cities are not $oing to deny themselves the things they want and need, and 
it is interesting to note reports from farms which indicate a higher percentage of automobiles, electric light 
plants, talking machines, electric devices and labor-saving appliances. 

“Even those consumers who say they are not buying automobiles, in almost the next breath tell their 
neighbor that the next car they will buy will be a higher priced car than the last one—indicating that the 
purchase is being only temporarily deferred until certain readjustments have been worked out.” 



“Sherwin-Williams Covers the Earth,” and here are more than a hundred men who cover the 
Pacific Coast with paint and with credit to the company. 
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ONE STOVE—TWO FUELS 

The 8park Combination B&nge, manufactured by 
Hammer-Bray, has the unique advantage of providing 
for the use of either coal or gas, or both in the same 
stove. Combined with this utility feature, the range 
is announced by the maker as being as beautiful in the 
kitchen as a baby grand in the parlor, and when beauty 
and usefulness are combined the world knows that the 
ideal combination has been secured. 

The stove is guaranteed for five years and is es¬ 
pecially suited for small apartments where it occupies 
but the space of two kitchen chairs. Spark Combina¬ 
tion Bangea are manufactured by the Hammer-Bray Co., 
at Oakland, and distributed through the F. L. Green 
Co., Seattle, B. 1* Markee, Portland, and D. B. Adams, 
Los Angeles. 


TWO LAMPS IN ONE 

One of the features of the electric lamp line of the 
Whitelite Electric Co., of New York, for which the 
Lloyd Bales Agency are western representatives, is the 
Two-In-One (Dualite) Lamp. 

It is a new item in this line. An ordinary double 
filament is used one at a time, at the highest standard 
of efficiency. All you have to throw away is the 
screw cap in the center of the b.\ae. Put the lamp back 
in the socket, and instantly the second filament leaps 
into service, as efficient and as lasting as the fint. 
You can use this lamp twice over again, getting 
exactly double the service, by the labor of unscrewing 
it from the socket and screwing it back again. 


ACHIEVEMENT IN LAMP MANUFACTURE 

The Whitelite Electric 
Company of New York 
City, manufacturers of the 
" Whitelite” Nitrogen 
Lamps, have placed on the 
market their latest achieve¬ 
ment in lamp manufacture, 
the Whitelite "Dualite" or 
"Two - in - One” Nitrogen 
Lamp. 

This lamp in a way re¬ 
alizes the classic dream of 
making two ears of wheat 
grow where only one grew 
before, and is the product 
of many months of research 
and development in their 
laboratories. It is a stan¬ 
dard size nitrogen lamp, at 
present made in the 100 and 
200 watt sizes, and con¬ 
structed with a double fila¬ 
ment, one filament burning 
at a time. 

When the first filament 
has run its course (to the 
extent of about 1000 hours) the lamp is removed from 
the socket. A screw-cap on the base is so arranged that 
when it is removed the second filament leaps into serv¬ 
ice. This second filament is as efficient and as lasting 
as the first. 

The gas used in all Whitelites is genuine Argon Gas 
and the use of this gas in the "Dualite" removes all 
danger of discoloring the bulb. 

The Lloyd Sales Agency, Monadnock Building, 8an 
Francisco, are representatives for the Whitelite Elec¬ 
tric Company, and are distributing Whitelite products 
through the regular jobbing channels in the West. 


STRANAHAN NEW PRESIDENT OF THE 
A. E. A. 

During the recent convention of the Automotive 
Equipment Association at Chicago, Robert A, Stranahan 
of the Champion X. Mfg. Co., of Toledo, Ohio, was 
elected president. 

Other officers elected are as follows: Yiee presi¬ 
dent. H. M. Dine, Dine k De Wees, Canton Ohio; com¬ 
missioner, W. M. Webster, Chicago; chairman of the 
board, L. P. Halladay, of L. P. Halladay k Co., of 
Streator, Illinois. 

Members of the board were selected as follows: 
Manufacturers—Charles C. Sales, Colorado; C. L Stab- 
bins, Indiana; W. H. Parker, Michigan, and S. D. Black, 
Maryland. Jobbers—W. E. Wisster, Iowa; H. H. Bern¬ 
ard, Minnesota; B. L. Clements, Texas, and A D. 
McMullen, Utah. 


To get credit, first get a reputation. 




The recent S.-W. Sales Convention at the new plant at Emeryville was one of the most informing, 
enthusiastic meetings ever held in the West. 
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EXPECT MORE BUILDING IN 1921 THAN 
. IN FOUR YEARS 

Editor HARDWARE AND PLUMBING WORLD: 

In making the decision as to what policy merchants 
should pursue in placing their orders for the first half 
of 1921, it will be necessary for the merchant to make 
a survey of the factors now existing and probably will 
exist in the first six months of the new year. It is 
a known fact that there is a shortage of at least three 
million of homes in this country, and that while there 
will probably be some relief in the cities in the housing 
problem due to the fact that men who came to the city 
to take advantage of the high wages are now returning 
to the smaller towns and even to the farms, where work 
is always to be done at a fair wage, the shortage of 
homes in these towns and small cities still exists and 
will have to be supplied. 

There has been some reduction made in building 
materials and this will reduce the cost of construction, 
not very much, but it will have its effect. Wages will 
not be lowered, but they will be uniform and building 
will not be handicapped by strikes. The other most 
important factor to consider is the attitude of the 
bankers. They have been calling in their short loans; 
in fact, for months they have been setting their house 
in order. Our opinion is that they will have a large 
amount of money to be loaned at a standard rate of 
six per cent on mortgages covering new buildings. This 
money will be available in the early spring. 

Our prediction, therefore, is that while building will 
start perhaps a little late in the coming year, there 
will, nevertheless, be more building done in 1921 than 
in any time in the past four years. Our recommenda¬ 
tion, therefore, to the merchant who handles any mate¬ 
rial used in building would be to place their orders in 
January for their first six months’ requirements. If 
they do not there is the possibility of their not being 
able to get material when they want it, and they would 
be forced to go through some of the experiences that 
they have had in the past few yean. If they wait 
after January for a lower price we do not believe that 
it will be secured. We wouldn’t be at all surprised to 
see some goods higher in February than they will be in 
January. 

Youn very truly, 

PITTSBURG WATER HEATER 00., 
Pittsburg. F. H. Knapp, Gen. Mgr. 


Some fellows get all fagged out—dodging 
work. 


PROTECT BUYERS IN PRICE 

Editor HARDWARE AND PLUMBING WORLD: 

In the iron business, pig iron has been very slow to 
decline in price and until the price of this material does 
drop, manufacturers of iron products cannot be ex¬ 
pected to sell at a much lower price. 

There has been some drop in the price of our mate¬ 
rial, and we are free to accept orders at our new 
quotation against any further decline in the price of 
our material within the next month or two, or in other 
words, we are ready to protect the buyer of our goods, 
and under these conditions, we believe orders should be 
placed promptly. 

One reason for this is that it will enable the buyer 
to inventory goods now on hand at the new price, 
thereby taking his loss, if there is to be any. during 
the year 1920, rather than in 1921, and. furthermore, 
if all buyers wait until after January 1 before placing 
their orders, the manufacturer is going to be crowded 
with orders and his supply of material will be auickly 
exhausted, making it impossible for him to rill all 
orders promptly. 

We believe the tendency is towards lower prices, 
but we also believe that withholding orders wul not 
necessarily create lower prices, as we are confident any 
manufacturer will have to lower his price as the price 
of raw material entering into the manufacture or his 
goods declines. 

Yours very truly, 

RHODE ISLAND FITTINGS 00., 
Hillsgrove, R. I. C. P. Clough, Treas. 


HE WHO CAN AND KNOWS 

Elbert Hubbard said, “Responsibilities 
gravitate to the man who is able to shoulder 
them and power flows to the man who knows. ” 
Consider the happy choice of words, particular¬ 
ly the word gravitate. 

Assure yourself that you are doing all in 
your power to provide yourself with the capable 
shoulders and then wait with serenity the action 
of that inexorable law of gravitation, which has 
never been and never will be defied. 

Our women readers should remember that 
Mr. Hubbard used the word man in its generic 
sense and that this is the golden age for women. 


“If you fill your head with commonsense, 
the filling of your purse will taken care of 
itself.” 


Every human being has this much in com¬ 
mon with God, that even he make his own 
world.” 


Take time to decide correctly any proposi¬ 
tion that is put up to you, but learn to decide 
correctly as quickly as possible. 


Sprig, Sprig, beautiful Sprig! 

Isn’t Sprig a glorious thigT 
Buddig trees, hubbig bees! 

(I've got a code right dowd to by knees!) 
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Dependable Service 
Quality Goods 

We are exclusive agents for 

Homestead Quarter-Turn Blow-Off Valves 
Witt Pump Governors and Regulating 
Valves 

{ Valve Discs 
\ Rod Packing 
Durable < Sheet Packing 
I Union Gaskets 
\ Gauge Glasses 

Distributors of 

Wm. Powell Valves and Specialties 

The M. L. Kline Co. 

Wholesalers 

PLUMBING, HEATING AND STEAM 
8UPPUES 

84-86-87-89 Front Street, Portland, Ore. 


Would you appreciate a dependable, 
positive and long-lived Forcing Pump ? 





No. 5001 

With Cleanable Valve 
Ask your Jobber or write us direct 

0. W. B. CORNELIUS OO n INC. 

Manufacturers of 
Plumbing Specialties 

209-211 Tehama St., San Francisco 


(jiAS or OIL or ^ 

WATER or STEAM 

is absolutely sate where 

Rhode Island 


UNIONS 


are in use 



The Bhode Island Union is made of the best grade malleable iron with a 
specially constructed bronse seat which makes a tight joint, preventing ^Hg 

wasteful, destructive and dangerous leaks. w® 

Approved by the Underwriters’ Laboratory and tested in our factory to 
300 pounds pressure before being passed as erfect. 

The whole story Is told in our booklet. Send for it. 

RHODE ISLAND FITTINGS GO., Hillsgrove, Rhode Island 


Digitized by 


Google 






194 


HARDWARE WORLD 


NO MARKED DECLINE IN PRICES 
EXPECTED 

Editor HARDWARE AND PLUMBING WORLD: 

While there have been very few declines in prices 
on plumbing and heating supplies, there is more or less 
agitation in regard to reduction in prices. Production 
has as yet not reached a point where there would be 
anything like an overstock so as to cause a reduction 
in price and this is particularly noticeable in tubular 
goods, especially pipe. I cannot see where there would 
be any marked decline, but do, however, look for some 
reductions. 

As far as suggesting what the dealers should do in 
placing their orders is concerned they are now buying 
only for their immediate needs and I believe this will 
continue to be the case until such time as it is generally 
felt that prices have reached the low level, based on 
production and consumption. 

Yours truly, 

THE M. L. KLINE CO., 

— M. L. Kline. 

SIT ON YOUR TROUBLES AND SMILE 

Build for yourself a strong box, 

Fashion each part with care; 

Fit it with hasp and padlock, 

Put all your troubles there. 

Hide therein all your failures, 

And each bitter cup you quaff, 

Lock all your heartaches within it, 

Then—sit on the lid and laugh. 

Tell no one of its contents; 

Never its secrets share; 

Drop in your cares and worries, 

Keep them forever there; 

Hide them from sight so completely, 

The world will never dream half. 

Fasten the top down securely, 

Then—sit on the lid and laugh. 

If you do not feel like laughing and think 
you could not laugh naturally, then smile. But 
by all means “sit on the lid.” And some day 
when you feel just like it lift the lid and peer 
into the box. Doubtless you will be surprised 
to find, as another philosopher did, that most 
of the things you have been sitting on “never 
happened.” You have been sitting all the 
while on an empty box. 


PROTECTION OR THE SOUP HOUSE 

0. R. Antelman, representing Janney, Sem¬ 
ple, Hill & Co., Wholesale Hardware, Minneap¬ 
olis, Minn., expresses himself as follows in re¬ 
gard to tariff charges: 

“You surely will have my entire support so 
far as the protection of American goods and 
home made products of all kinds of home in¬ 
dustries. 

“If we do not get away from the conditions 
that exist at the present time we will all have 
to go to the soup house. 

“Labor should be at work in place of let¬ 
ting Europe make the goods and ship to this 
country, for the reason that people will buy 
goods in the cheapest market if possible to get 
same.” 


THIS IS THE TIME 

(Here is a vital message for business America, pub¬ 
lished recently as a full page advertisement in the 
New York Times by the Federal Advertising Agency.) 

This is the time for every brain and hand to 
utilize every atom of energy, every construc¬ 
tive thought, every helpful suggestion that will 
furnish more power to the business motor. 

This is the time when the generals of busi¬ 
ness must take off their coats, roll up their 
sleeves, spit on their hands and re-vim every 
department, inside and out. 100 per cent man¬ 
agement must register 110 per cent and more. 

This is the time when raw material men 
must join forces with manufacturers, without 
fear or favor, to keep production on an even 
keel with both hands on the wheel. 

This is the time when manufacturers must 
coordinate their interests with wholesalers in 
a will to win by working together. 

This is the time when wholesalers must co¬ 
operate to the fullest extent with retailers by 
the suggestion of better selling methods. Show¬ 
ing a merchant how to sell more is to show him 
how to buy more. 

This is the time when the entire sales organi¬ 
zation should be on the road selling prosperity, 
and star salesmen should not ignore the one- 
night stands. Beating the brush for business is 
more profitable than killing time at home. 

This is the time when retailers must take 
advantage of every legitimate means of induc¬ 
ing business by catering to the public needs at 
equitable prices for dependable goods. Business 
may be encouraged when it cannot be forced. 

This is the time for the salespeople behind 
the counter to remember that truth, courtesy 
and smiling service are the three great assets 
of personal success. 

This is the time when the business whiner 
should be ostracised, the grouch banished, the 
discouraged inspired. 

Inertia begets inertia; every complaint imag¬ 
ines another. 

Super-effort in the sanctum, office, factory, 
on the road, behind the counter, will do more 
to blow away the cloyds of uncertainty and put 
business on a soundly economic basis than all 
the theories that ever have been or ever will be 
expounded. 

This is the time—let’s all go to work for the 
new era of real prosperity. 


Interesting people always get along. But 
in order to be interesting you have got to be 
out of the ordinary. You must know more 
about something than the average man; you 
must know how to do something better than the 
average man. 


Until you are able to interest yourself in 
something, you will never learn enough about it 
to be able to interest others. 
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Keeping pace with the 
general development of the 
modern world has been the 
plumbing industry in its 
innovations and improve¬ 
ments in plumbing fixtures. 
House-builders and home¬ 
makers can secure modern 
fixtures and improved 
plumbing fittings that were 
never dreamed of a genera¬ 
tion ago, or even a few 
years ago. Yet if one were 
to judge all of New Zealand 
by this picture, he might 
think it hardly a profitable 
or promising field for the 
plumber. 

Here is a tribe of Maoris 
enjoying their ablutions. A 
mud pool takes the place of 
polished porcelain and the 
water is warmed by nature. 
Doubtless those on the bank 
are “waiting their turn” 
until the “coast shall be 
clear . 9 9 



The minister called at a certain Shapleigh- 
town home, just after he had come to his new 
pastorate. The small boy was present long 
before his mother came downstairs to greet the 


dominie. Trying to be cordial, the minister 
said, “How old are you, my little man?” “I 
am five at home, six at school and three on the 
cars,” was the delightful reply. 



OurNew Plant, 20000 Sq.Fcet 
OPERATED ENTIRELY BY ELECTRICITY 

HOLYOKC.RASS. 


THE ORIGINAL AND LARGEST MANUFACTURERS OF THIS LINE IN THE WORLD. 



HOME OF 

SNOW WHITE PYRALIN 

White Pyralin Bath Boom Fixtures bring universal 
satisfaction from customer and plumber. 

The spotless, snow-white appearance of Pyralin 

0 products pleases customers, draws trade and holds it. 

. Satisfaction in a superior product brings the buyer 
back again and again. 

Pyralin products cost no more than the inferior, so 
insist upon the best—the Church quality. It pays you. 

Whenever genuine Pyralin Bath Boom Fixtures 
are installed it means repeat orders, more business, 
greater profits. 

__a GOODS CAN BB OBTAXRBD FBOlf TEE LBADnra JOBBING HOUSES Of XHB WEST. 

It yon cannot gat thorn, addroaa for Information W. B. GILOHBIST, Pacific Ooait Bapraaantatlaa, Mon 
Frandaoo, OiL Thoao good* aro sold by all tha leading Jobbing and anpply banana. 



INSIST ON _ 
Building, 
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BEAR BRAND PLUMBING BRASS GOODS 

Manufacturers of standard high class plumbing 
fixtures in the far West are necessarily rare. When 
such a manufacturing establishment exists and is main¬ 
taining a high standard, it deserves the interest and 
the attention and the open-minded consideration of 
every western buyer. 



M. W. WT7E8THOFF 

Such a concern is, we believe, the Standard Brass 
Casting Co., with its foundry and plant at Third and 
Jefferson Streets, Oakland, and sales offices at 823 
Monadnock Building. 

For some time the foundry has been developing a 
high standard of excellence and merit in general foun¬ 
dry work. A year ago the manufacture of a full line 
of brass goods was started, under the able direction of 
M. W. Wuesthoff. 

In the year’s time the perfection and sale of Bear 
Brand fixtures has been nothing short of phenomenal 
and bids fair to increase constantly as time goes on. 



Tills bathroom cock, designed by Mr. Wuesthoff, Is sold 
exclusively under the Bear brand by the Standard Brastf 
Castings Co. 


The designer and general sales manager for the 
plumbing brass line as well as the counselor and vital 
force throughout the company’s growth has been M. W. 
Wuesthoff, known to the trade for years as an expert 
on. brass goods, and formerly representative of some of 
the leading manufacturers in the United States along 
these lines. 



A bibb that any hardware or plumbing merchant may be proud 
to sell. 

During the last year Mr. Weusthoff has divided his 
time between the other factories he represents and the 
Standard Brass Casting Co.’s foundry in Oakland. He 
has entire charge of sales of the company, as well as in 
designing new goods and generally superintending the 
output. 

Mr. Wuesthoff has been loyally supported in his 
enthusiasm by the officers of the company, headed by 
N. A. Alper, president, and S. H. Rowland, secretary 
and treasurer. 

Bear Brand goods are first class and unique in 
design and innovation. The line includes bath cocks, 
basin cocks, compression bibs, quick compression bibs, 
slip joint stops, iron pipe stops, boiler drains, and many 
other items. 

The newest innovation is a laundry tray fixture. 
The company is also working on an irrigation valve, 
which will be a revolutionary development on anything 
now on the market. All fixtures are tested under actual 
Oakland city water pressure and are guaranteed by the 
company. The goods are sold by leading jobbers 
throughout the West, and are distributed only through 
the legitimate channels of the trade. 


M. L. KLINE’S PRACTICAL GIFT 

The M. L. Kline Co., at Portland, Oregon, has long 
been famous and noted for their lavish Christmas gifts 
and seasonal greetings to their friends and customers. 
This year they have even outshone their record of 
former years. 

It is a yearly custom with the Kline Co. to mail 
calendars and memorandum books to the entire trade 
in Oregon, Washington and Idaho, and this of course 
has been done as usual. In addition to this the com¬ 
pany has issued a blue print drawing, measuring 16x26 
inches and .containing in handy reference form the 
staple price lists ahd sizes of all classes of fittings, 
plumbing, mill and steam fixtures. 

The trade that does business with the M. L. Kline 
Co., or any who would would be interested in faultless 
quality and prompt service, on application will gladly 
be supplied with any of these practical trade helps 
mentioned. 


Sell whatever you buy for a fair profit over 
the cost of doing business. Do not allow your¬ 
self to be misled by the clamor for lower prices 
into sacrificing a fair profit or into failing to 
stock articles which are actually selling. 


Prosperity stays only with those it does 
not spoil. 
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CANNOT SELL GOODS UNLESS YOU HAVE 
IN STOCK 

Editor HARDWARE AND PLUMBING WORLD: 

It is my firm belief that manufactured goods, such 
as used in building, will be short again by the middle 
of 1921. During the twenty years I have spent on the 
road selling foods. I have seen it several times that 
merchants held off similar to the way they all are 
doing now, expecting lower prices and easy deliveries. 
Then all at once the storm broke and everyone wanted 
goods. 

Prices went higher instead of lower and no one 
eould get satisfactory deliveries. Unless goods are on 
hand the merchant cannot sell them. While some ar¬ 
ticles will have to come down somewhat, I do believe 
that the drop will be nothing like some people expect. 

The country is so short of buildings and especially 
houses for people to live in that the demand for 
building material is bound to be great and the law of 
demand and supply will cause prices to soar again. 
Now is the time to place orders while the manufacturer 
wants them. Next summer the manufacturer is going 
to be loaded up with orders and it will be first come, 
first served. When building once starts, everyone falls 
in line and wants to build, too. 

Yours very truly, 

San Francisco. M. W. WUESTHOFF. 


A good thing is worth holding on to, but the 
quicker you let go of something that you have 
proven poor and of doubtful value—the better. 


44 A lot of sympathy is wasted on some per¬ 
sons who would be benefited far more if they re¬ 
ceived a series of swift kicks.’’ 


GENUINE 

ARMSTRONG STOCKS and DIES 



PIPE CUTTERS 
Malleable Iron Pipe Vises 

MANUFACTURED BT 

THE ARMSTRONG MFG. GO. 

276 Knowlton St. 

BRIDGEPORT, 00X17. 

New York Office: 248 Canal St. 



THE PUBLIC DECLARES 

Our No. 10 Floor and Ceiling Plate the beet universally 
need. It is the most satisfactory, moat reliable plate made. 
All we ask is that yon try it once—then compare it to any 
other plate you’ve need. We’re sure you'll agree with us 
that this No. 10 is the winner. 

The Beaton A Cadwell Mfg. Co. 

NEW BEIT AIN, CONN. 

New Tork Office and Store, 234 Water St. Pacifie Coast 
Representative, Wm. P. Horn k Company. Rialto Bldg,. 
San Francisco; Dekum^Bldg^ Portland; Hollenbeck Bldg.; 
Los Angeles. Middle Western Representative, Harry Ver- 
beck, 129 No. Clark 8t., Chicago, 111. Western Canadian 
Agents, A. E. Hinds k Co., Chamber 
ox Commerce, Winnipeg, Manitoba. 

Southwestern Representative, J. R. 

Devereux, No. 858 Beaver Hall 
Square, Montreal. Quebec, Canada. 




Vo. 208 Torch 
list Price 
Bach $16.00 
Ask for 
Discount 


Produces Two to Three 
Hundred Degrees 
More Heat 

and saves Time and Fuel. That 
is what this Torch does. Bums 
Kerosene or Gasoline. The 
Double Blunt Point Needles 
add many years to the life of 
this Torch. Insist upon having 
it. Jobbers sell at factory 
price. Booklet free. 



Patented 
No. 12 Furnace 


You Should 

have on file our No. 35 catelor. illus¬ 
trating and describing the '^Always 
Reliable” line of torches, furnaces, 
braziers, repairs for those articles, sol¬ 
der pots ana melting ladles. If you do 
not nave one, please write us et once. 

When you again order any of the 
above goods you should specify the 
”Always Reliable” so as to ensure 
perfect satisfaction. Our line is han¬ 
dled by most dealers and jobbers. If 
your dealer or jobber does not stock 
this make, please mail us their names 
and we shall try to have them do to. 

Established 1870 


CUOTSN a UMKRT NFS. C&, Batratt, Mcfc, S. S. JL 


OTTO 32&NZ 00., Newark, N. J. 
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We Make Too Much Noise 

(By Harry G. Nye) 


You would think that 
noise is the cheapest thing 
in the world, because it 
doesn’t cost anything to 
make it, but personally I 
believe it is the most ex¬ 
pensive—and I have made 
a lot of it, and ought to 
know. 

We Americans are a 
noisy bunch. I don’t refer 
—at least not just yet—to 
our orators, but first of all to the noise we make 
in our daily occupations. 

Now, a plumber’s shop or a machine shop or 
any other sort of shop is not a pink tea place 
under any circumstances. There is no uphol¬ 
stered furniture, and there are no Wilton car¬ 
pets. Along in August there are a few wiltin’ 
plumbers, but no carpets. 

And rasselin’ iron pipe and pipe tools around 
is not a quiet job. You can’t run a shop with¬ 
out noise, and that is all the more reason for 
running it with as little noise as possible. 

Noise Expense, Because It Kills Nerves 

Noise costs money, unnecessary noise, be¬ 
cause noise kills nerves—and noise is what we 
Americans do business on. Sometimes it is 
just nerve, but if that is a man’s entire capital 
he better conserve it. We ought to take as 
good care of our nerves as we do of our tools— 
but perhaps that isn’t saying much. If some 
of us didn’t treat ourselves any better than 
we treat our tools, we would be in the hospital 
in a week. There is a way to treat a die right 
just as there is a way to treat a man right, 
but that isn’t what we are talking about today. 

But every time you throw a pipe across the 
room and let it land on a bunch of iron that 
isn’t tuned as pleasantly as a harp, you shoot 
a shot through your own nerves and through 
the nerves of every man in the place. Every 
time you shoot a man in the nerves you plug a 
hole in his nervous energy. 

I am no doctor, and I don’t know much about 
the inner mechanism of a plumber or a ma¬ 
chinist. But I know enough about it to know 
that your brain is your dispatcher and your 
nervous system the system by which you oper¬ 
ate the plant known as the human body. Mash¬ 
ing a nerve is like mashing a wire. You may 
not break the insulation, but it is certain sure 
you have done some damage. 

That wire will go right on doing business— 
until some day a little extra strain will 
be put on it, and something will crack, and you 
won’t show up next morning. You’ll lay it on 
your wife’s cooking or something else that is 
handy, but ten to one you have been put out 


of commission by one of man’s hardest enemies 
—Noise. 

Busy, But Work Quietly 

The quiet man will get more done, and will 
do it longer, than the noisy man every time. He 
isn’t burning up energy and busting up nerves 
with noise. He is using his nerves for his work, 
and they are his friends instead of his enemy. 

So I want to protest against noise. That’s 
why I don’t like jazz music, for instance—jazz 
has been defined as nervousness set to music 
but I would amend that by suggesting that jazz 
is nervousness set to music and then the music 
extracted. All that is left is Noise. 

There is nothing very soothing to the nerves 
in a whirling dervish of a banjo player seeing 
how much racket he can get out of a gut string. 
The manhandling of a piano by some young 
man who ought to be working days producing 
necessities instead of nights producing noise 
won’t put you in any better shape for the labor 
to come in the morning. 

Another fellow said a good thing the other 
day when he said that we would never have 
peace, real peace, in this country until we beat 
our swords into ploughshares and our jazz or¬ 
chestras into insensibility. 

As for the noisy jaw, I don’t need to talk 
about that at all. There isn’t a man within 
reading of my pen who doesn’t know that the 
noisy conversationalist is a nuisance, distract¬ 
ing us from our work and, in fact, causing dis¬ 
traction in general. 

A man ought to be permitted to have his 
opinions, but that is no reason why he should 
want everybody else to have them. A man isn’t 
to blame if he has smallpox, but that is no ex¬ 
cuse for exposing the whole shop. And there 
isn’t much difference between smallpox and 
some men’s opinions. It would have been better 
for the shop, for example, if some fellow who 
first introduced bolshevistic bunk into it had 
spread around a little smallpox instead. 

Make Lees Noise and Live Longer 

We make too much noise. Let’s make less— 
and live longer, laugh longer, make more money 
and get more done. Some fellows think if they 
make a lot of noise they will get credit for 
being mighty busy, but that kind of noise does¬ 
n’t fool the boss any more than lip noise fools 
the man of sense. Noise is waste of energy and 
nerves, quiet is easy and efficient. Let’s cut 
out the unnecessary noise in work and conversa¬ 
tion. If there is anything the matter with 
Chicago, that’s it—Ill o’ noise. 


Gorman & Co. will engage in plumbing, sheet metal 
and steam heating lines at Susanville, California. 
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“COMMERCIAL BRIBERY” 

It comes as a shock to most of us that graft¬ 
ing in business—the giving of tips and bribes— 
has reached such proportions in our own land 
that the Federal Trade Commission is giving 
considerable attention to a study of the evil, 
and The Commercial Bribery and Tipping Re¬ 
view has appeared with the sole object of fight¬ 
ing both forms of business graft. 

We are told that the practice of business 
bribery has grown to such an extent that it 
threatens American business life with a kind of 
moral dry rot. The man who complains loudest 
against the tip he is obliged to give to get a 
special table at a cafe, will think nothing of 
accepting a tip ten times as large for giving 
“special consideration” to some order for mer¬ 
chandise, or passing on some building specifica¬ 
tions, or “fixing” a buying department, as the 
case may be. 

We do not need to elaborate on this sort of 
thing. We do not need to point out specific 
instances, though the Federal Trade Commis¬ 
sion cites many of them. Every one of us knows 
when he takes a tip or a bribe, and every one of 
us knows that in doing so we are doing a dis¬ 
reputable and a dishonest thing. Grafting is 
the lowest form by which one may secure an 
advantage in business, and the man who finds 
it necessary to get business through bribery 


should not be able to find an opportunity to 
deal with a business man within the borders of 
the United States. 

If you can't do business honestly, strictly on 
the square, and on the prices and merits of your 
own goods, then, for the honor of American 
business, get out of the game and stay out. 

—Valve World. 


CITY YS. COUNTRY EDUCATION 

The oldest of two farm boys left the old 
home place for the bright lights. After work¬ 
ing a while at his job in the city he wrote his 
brother out on the farm telling of the joys of 
city life, in which he said: 

“Thursday we autoed out to the country 
club where we golfed until dark. Then we 
motored to the beach, and Fridayed there.” 

The brother on the farm wrote back: 

“Yesterday we buggied to town and base- 
balled all afternoon. Then we went to Med’s 
and pokered until morning. Today we muled 
out to the cornfield, and gee-hawed until sun¬ 
down. Then we suppered, and then we piped 
for a while. After that we stair-cased up to our 
room and bed-steaded until the clock fived.” 


Chan. Fanning, formerly of Powell & Fanning, Col¬ 
fax, will be in active charge of the plumbing business 
of J. H. Woods at Oakesdale. 



Revolving Cabinets 

PLUMBERS, Hardware Dealers, Dealers in Auto 
Supplies, find our Cabinets invaluable. By using our 
Cabinets your stock is kept in good shape, clean, and 
where you can place your hand on any article instantly. 
They pay for their cost in saving of time. Made in 
various styles and sizes. Sold by all jobbers. 

American Bolt & Screw Case Co. 

Dayton, Ohio 




Plates that Please 

ORDER NOW 

and be ready with a stock 

Increasing Demand for “B ft G” Styles 

Catalog on reqnoat 

THE BEATON ft OORBIN MFG. GO. 

Largest and Oldest Plate Company in the World 

Pacific Coast Representative 
W. ERWIN GILCHRIST 

681 Market St. San Franelsoo, Oal. 


Digitized by v joogle 











200 


HARDWARE WORLD—PLUMBING AND HEATING 


THE PAYMENT ON ACCOUNT SAVED THE 
DAY 

(Copyright by Elton J. Buckley) 

The following letter will enable me to say 
something which has been in my mind to say 
for some time: 

Walseiiburg, Colo. 

Some time in September a brokerage house of Wal- 
senburg asked us if we could use a car of fresh grapes 
from a friend of his that lived in Trinidad, Colo., who 
made it his special business to buy and sell grapes. 

After considering his offer, on October 2 we 
asked him to call this man on long distance telephone 
and ask him what price he could make. 

After hearing his price on October 4 and agreeing 
to it, we were asked for $500 as a guarantee, the rest 
to be paid through a bank draft on arrival of the car. 
The car to be delivered on or about from the 9th to the 
11th of October. 

We gave this man a check of $500. He mailed this 
check immediately to the other party and nothing was 
heard from him until October 9, when a letter was re¬ 
ceived from him stating that his shippers had robbed 
him of about twenty-five cars of grapes and therefore 
he was obliged to cancel our order. Although if we 
really cared for a car, he could let us have a car at $45 
a ton more than what we had agreed. He sent our 
check back. 

Evidently the market had advanced and he was 
trying to cancel our order thus. 

We immediately returned to him our check that he 
had sent back and demanded our grapes. 

Our customers have advanced us money in order to 
be sure that they would receive their grapes. We had 
sold them against this car. 

We do not know whether to sue or not. Your opinion 
is asked of this matter and a speedy reply will be ap¬ 
preciated very much. J. M. 

Now the thing I want to say, and to empha¬ 
size, is this: I have advised this correspondent 
that he has a perfectly good action against the 
seller of these grapes for the difference between 
the contract price and the market price on the 
date and at the place of delivery. The fact 
that somebody had stolen some grapes from the 
seller, even if true, which I doubt, has no bear¬ 
ing on the case at all. A man who sells some¬ 
thing without qualification, is not excused be¬ 
cause he finds it inconvenient, or expensive, or 
even under certain circumstances, impossible to 
deliver. He can always be made to account to 
the buyer for the latter’s loss in case of failure 
to deliver. 

The reason this correspondent has a good 
action against the seller—and this is the point 
of this article—is that he paid something on 
account. If some payment had not been made 
on account of this sale, the buyer would have 
been wholly without redress. The moral is to 
insist upon making a part payment, unless the 
seller is willing to give you a memorandum of 
the sale, signed by himself. 

So far as I know, all states have a legal re¬ 
quirement in some form that a contract to sell 
personal property of more than so much in 
value—this value varies in different states—is 
not enforcible unless the person to be charged 
signs a memorandum of the contract, or the 
buyer takes part of the goods, or makes a part 


payment on them. Sometimes this requirement 
is in the form of what is called the statute of 
frauds and perjuries, and sometimes in the 
form of the uniform sales act. No matter what 
form it is in, it exists I believe everywhere, and 
is always rigorously enforced. Thousands of 
advantageous orders have been lost either to 
the buyer or the seller because he did not think 
to comply with one of these requirements. Some¬ 
times it is easier to comply with one, sometimes 
with another, according to the circumstances, 
but any of them will put the party who has the 
better end of a business deal in a position where 
he can enforce it. Nothing else will. Get the 
memorandum of the sale, signed by the other 
party, or see that there is a payment on account. 


TO MARKET RUDOLPH TRAPS 

Announcement is made of the organization of the 
A. J. Rudolph Company in Philadelphia for the hand¬ 
ling of their own plumbing specialties, particularly the 
A. J. Rudolph non-syphonic, self-scouring trap and the 
new Rudolph metal-to-metal connection between plumt 
ing fixtures and drain pipe. 

Alfred J. Rudolph, the inventor of the specialties, 
is president of the company. He has gathered around 
him as associates a number of men actively identified 
with the trade. The headquarters of the new firm are 
at 1421 North Twentieth Street, Philadelphia, and the 
factory is at 139 North Third 8treet. 

The Rudolph trap is favorably known in many cities, 
but until now no organized sales effort has been put 
behind it. The firm plans to carry on a persistent 
advertising campaign to acquaint the trade with the 
advantages of a self-scouring trap. FuU announcement 
of the company’s plans will shortly be made. 


THE BEST HE CAN 

It’s nachural enough, I guess, 

When some gets more and some gets less, 
Fer them that’s on the slimmest side 
To claim it ain’t a fair divide, 

And I’ve knowed some to lay in wait 
And get up soon and set up late 
To ketch some feller they would hate 
Fer goin’ at a faster gait. 

The signs is bad when folks commence 
A-findin’ fault with Providence 
And balkin’ cause the world don’t shake 
At ev’ry prancin’ step they take. 

No man is great till he can see 
How less than little he would be 
Ef stripped to self and stark and bare 
He hung his sign out everywhere. 


My doctrin* is to lay aside 
Contentions and be satisfied; 

Just do your best, and praise or blame 
That follers that, counts jest the same. 
I’ve alius noticed great success 
Is mixed with trouble, more or less. 

And it’8 the man who does the best 
That gits more kicks than all the rest. 

—James Whitcomb Riley. 

Digitized by Google 
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Vo el am of merchandise lends itself mors to attractive displays than plumbing goods. They appeal equally to the house¬ 
wife to the builder and the home owner. Hers Is a neat, attractive display, which requires but little trouble to Install and 
Is sore to bring satisfactory results. 


YOU GET THE 8IMPLE8T AND BEST W% W% U|f*U DDrCCIIDP DAI I 
OOCK EVEB MADE when YOU SPECIFY Da Do Tilt*VI rHESSUKfi DALL 



They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, with 
either rough or nickel-plated nuts and 
tails, also that the tall piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sizes up to and Including 4-lneh 
carried in stock. 

Vo Special Packing acquired. Ground 
Joint Coupling, which is always tight. 
Vo hammering. Benewable Seat of Steam 
Metal. Vo Singing or Whistling. Boiler 
Bearing Lenr on Cam, Beduolng fric¬ 
tion to lowest amount. 

BOSTON MASS COMPANY 

Baoon and Plimpton St., Waltham, Ma e s , 



Bold by Jobber* of Plumbing Sup¬ 
plies Everywhere 


OVER 1200 PHILADELPHIA PLUMBERS 

ARB USING AND SPECIFYING 

SAVILL’S SWAN-NECK FAUCET 

Full-stream flow in a fraction of a minute. 

Gentle half-turn either way operates. 

Protective Stop on handle. Saves pinching. 

Best red brass, 85% copper. Saves replacing. 

Long nozzle-outlet. Saves splashing. 

THOMAS SAVHTS SONS, Wallace and Watts Sts^ PhilaMphia, Pa. 

Send postal card for catalogue allowing 23 styles. 


Digitized by v^ooQle 
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NEW DOUBLE-NEEDLE TORCHES 

An important improve¬ 
ment in the construction of 
gasoline blow torches has 
been announced by the Clay¬ 
ton & Lambert Mfg. Co., 
Detroit, Mich., well known 
makers of gasoline and 
kerosene heat appliances 
used by the mechanical 
trades. 

For over thirty - five 
years the tools made by this 
company have had an es¬ 
tablished reputation for 
quality and service, and 
consistent with their policy 
of supplying the user with 
strictly dependable tools, they have maintained an 
experimental department which is always busy develop¬ 
ing and testing improvements in this line of tools. 

One of the fixed principles of this company is to 
spend their own money in developing and proving up 
their tools and never to offer any tool to the trade that 
has not been proven right and an improvement over 
old practice. Their latest achievement is the kerosene 
and gasoline double needle point burners. See sectional 
view of burner and complete torch illustrated herewith. 
These improved tools are now perfected and ready for 
the trade. 

The Clayton & Lambert Mfg. Company claim that 
these double needle burners will produce more heat 
units than any other burner on the market. They will 
burn lower grades of gasoline or kerosene, or a mixture 
of both fuels in any proportion, producing the highest 
heat at the lowest cost with a much smaller expense 
for up-keep, and that they are as near “fool-proof” 
as can be made, and that torch burner troubles of all 
kinds have been reduced to the minimum. 

Three Sizes In Stock 

The Clayton & Lambert Mfg. Company’s torches, 


fitted with double needles, are made in three sizes: 
Quart, pint and two quart capacity, both with and 
without hook and support on the burner for holding a 
soldering copper. These six styles are designed to suit 
the various needs of the mechanic, and are for use 
indoors or for outside work under the most severe 
conditions of wind and weather. They are fully covered 
by the Clayton & Lambert Mfg. Company’s patents 
and are described briefly as follows: 

The burner is of substantial 
construction, with improved 
generator, involving new and 
up-to-the-minute ideas in the 
combustion of fuel. Two nee¬ 
dles control the supply of fuel, 
which enters the combustion 
chamber and enable the user 
secure the size and quality 
flame which is best suited to 
the work to be done. The upper 
needle cleans the orifice and 
cannot enlarge it, and the low¬ 
er needle is a blunt point shut¬ 
off needle and it is, therefore, 
impossible to damage the burn¬ 
er, thus making them the most 
durable in the world. 

Have Spared No Expense 

The tanks, pumps and all 
other parts of these new torches are made from the best 
material that can be secured and are of our latest ap¬ 
proved construction, which has stood the test of time. 
No expense has been spared to make these new double- 
needle torches the 44 last word ’ ’ in blow torch manufac¬ 
ture, and like all Clayton & Lambert Manufacturing 
Company’s tools, they will be sold under the maker's 
guarantee. 

A new illustrated catalog showing all of this com¬ 
pany’s torches, fire pots and braziers, and their Bulle¬ 
tin No. 4 showing their crude oil burning machines, will 
be mailed on request. 





Spokane Stove & Furnace Repair Works 

INCORPORATED 

SPOKANE, WASHINGTON 


Jobbers and Wholesalers 

OF 


Stove Repairs 


MANUFACTURERS OF 


ORIGINAL 

STOVE 

REPAIRS 


DIAMOND 

BREAKOFF 

BACKS 


Efficient Service : Superior Quality : We Solicit Your Inquiries 

“The Largest Stooe Repair House in the Northwest ” 
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SHE WAS DOUBTFUL 

Henry, who married in New York, brought 
his wife home to his father’s farm. It was her 
first experience of country life. The first even¬ 
ing of her visit she looked on with interest while 
the cows were being milked. 

4 ‘Would you like to try itf” she was asked. 

The bride was doubtul. “I think I could 
start the milk, but I—I’m afraid I couldn’t stop 
it.” 


MIKE’S HEART WAS TOUCHED 

An Englishman who had lost both arms and 
both legs was obliged to solicit alms. As he sat 
on his street corner one day, an Irishman 
passed by and dropped fifty cents in to his hat. 
Almost immediately the Irishman returned and 
gave him fifty cents more. 

“You are a good man,” said a kind-looking 
old lady, “to give that unfortunate man so 
much.” 

“Faith, I’d give him more if I could,” said 
the Irishman, “for he’s the only Englishman I 
have iver seen thrimmed to suit me.” 


Do not be tempted by bargains to buy any¬ 
thing you may not find readily saleable. 


TURNER Ntw Gasoline - Korosono Torches 

The Burners are all constructed 
alike, containing all the patent fea¬ 
tures, however different in sise ac¬ 
cording to price. The baffle in the 
burner will generate the low grade 
gasoline or kerosene without adjust¬ 
ment. The adjusting needle elimi¬ 
nates enlarging of orifices that make 
all burners useless. The flared tube 
will siphon the correct amount of 
air regardless of adjustment or sise 
of flame. The patent pump Involves 
the parachute principle. Leather is 
free and will not wear. Drip cup 
made of sheet steel stamped, copper plated. Burner 
generates easily and produces more heat on less fuel 
than our old line. Our Triple Jet takes the place of 
our well known Double Jet. involving all the new patent 
features. A trial order will convince you. If not satis¬ 
factory, money refunded. AH parts interchangeable. 
Jobbers will carry repairs—not necessary to be without 
torch—fix it yourself. With ordinary use a torch will 
last a life time. 

THE TRNQ MASS WOtKS - Sycamore. Htools, U. S. A. 


HEAD WORK 

A Woodpecker pecks 
Out a great many pecks 
Of sawdust 
When building a hut. 

He works like a nigger 
To make the hole bigger— 

And he’s sore if his cutter won’t cut. 

He won’t bother with plans 
Of cheap artisans, 

But there’s one thing can rightly be said, 
The hole excavation 
Has this explanation— 

He builds it by using his head. 



No. 208 Torch. List Price Bach $16.00 
Ask for Discount 

Here Is a Wonderful Kerosene 
or Gasoline Torch 

In its construction we use all of our latest im¬ 
provements. This Torch is like a pudding—one 
must open it to see the many fine things on the 
inside which go to make for Strength, Durability 
and Service. See the Double Needle Burner. The 
upper cleans. The lower controls. Neither 
needle is tapered or sharp pointed and neither can 
injure the burner. Over sixty per cent of Torch 
troubles are caused by sharp pointed needles. 
These Burners will produce two to three hundred 
degrees hotter fire than other makes. Get our 
booklet. Jobbers supply at factory price. 

CLAYTON A LAMBERT MFC. 00. 

Detroit, Mich., U. 8. A. 



STOVE & FURNACE REPAIRS 

Welding for All Makes Repairs and Wicks for New Perfection and Puritan oil Stores and Hesters 

>»■■»» MYER S. RUBENS WHOLESALERS 

D1 ATCDC Gold, Silver, Nickel, Bronse, Copper, DI ATP D Q 
I LAI Ha |\ J Brass, Blue and Chin Metal Oxidising I L/ll Li\0 

GALVANIZING RESILVERING RETINNING 

Demountable Rims, Etc. Head and Spot Lights Milk and Ice Cream Cans, Etc, 

Silver Ware Refinished 

1000 W. FIRST AVE. Also Rented for Weddings, Banquets, Etc. SPOKANE, WASH. 
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WATER TOUR CUSTOMERS 

Plowing season is on and every plow crew 
and tractor crew should be supplied with one 
or more canteens in which to carry a supply of 
fresh, cool drinking water. Display your stock 
of canteens in a prominent place in your store, 
with a show card attached, pointing out to the 
farmer, the employer of these crews, that he 
would save many times the cost of the canteens 
in hours-of-labor by seeing that drinking water 
is available right at the plow. Otherwise the 
men will have to knock off work when thirsty. 

Several standard brands of canteens are an¬ 
nounced elsewhere in this issue, and they well 
bespeak their own merits. 

LOVE'S LABOR NOT LOST 

1 ‘Look here, Rastus!" 

“Yes, Liza." 

“I begins t' tink yer doesn't love me no 
more." 

“Nonsense, Liza; what put dat foolish no¬ 
shin in yer haid?" 

“Why, yer just sit there by the fire and sees 
me work." 

“Why, Liza, dear! De more I sits by this 
'ere fire and sees yer workin', de more I love 
yer, honey!" 

Bristol & Naleigh arc entering the plumbing business 
at Wilmington, California. 


MAN TO MAN—WOMAN TO WOMAN 

In spite of the fact that the period of price- 
cutting sales, conducted throughout the coun¬ 
try, have converted many men into bargain 
hunters, the proprietors of the Wayne Hard¬ 
ware Company, of Fort Wayne, Indiana, are 
still firmly of the belief that a man likes to be 
waited upon by a man, while a woman naturally 
likes to have her wants taken care of by one of 
her sex. When a woman goes into the Wayne 
Hardware Co. for kitchen utensils and such 
house furnishings which are carried by a hard¬ 
ware store, she is waited upon by a woman who 
knows housekeeping from A to Z. 

When John Brown goes in for fishing tackle, 
guns or ammunition he does not want to be 
served by a woman. Consequently he is waited 
upon by a man who presumably has been hunt¬ 
ing and fishing most of his days. 

THE DOLLAR OF LONG AGO 

A two-bit piece once paid the freight 
And got a fellow through the gate; 

And, I recall, a long way back, 

Hot peanuts cost a jit a sack. 

And how we loved the sandwich men ; 

A red-hot cost a nickel then. 

After the game—excuse the tear— 

We drank a glass of jitney beer. 

Those dear old days, beyond recall, 

When one round buck would do it all. 


Coast Made for Coast Trade 



Guaranteed for 
20 years 




Better Service 
Quicker Deliveries 
Less Freight Charges 

These are the advantages our Oakland Factory 
offers the Coast Trade 

“LIFETIME” 

Aluminum Cooking Utensils 

Outwear Any Ware Anywhere 
(Manganese Hardened) 

ALUMINUM PRODUCTS COMPANY 


Of the Pacific Coast 


Write Dept . A for Catalog 


OAKLAND 


CALIFORNIA 


Digitized by 


Google 
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Retail Selling Prices 

prices often, we revise these prices each month. In communities removed from the larger cities transportation 
cargos would of course be added. As the overhead expense of a retail business in any part of the United States 
t waiIa 0111 20 ^ f . to many merchants use these prices to save time in figuring their own. We will be glad 
to receive suggestions and corrections as to any prices quoted herein and any items not mentioned. g 


AMMUNITION—Partridges—Me ta llic 
Box. 

_ Semi-Smkls 

Blank Rim Tiro Less Sink Smkls 

32 Short .$.30 $ ... 

83 Short..40 

Blank Center Fire— 

S3 8 A W.75 

88 8 * W.00 

88 Long Oolt. 1.85 

44W0F . 1.85 

Shot Rim Fire-* 

99 Long .65 

89 Lone . 1.30 

Shot Center Fire— 

89 SAW. 1.10 

89 W 0 F. 1.45 

88 8 A W. 1.80 

88 W OF. 1.65 

44 W O F. 1.65 

44X.L.. 1.85 

44 Game Getter. 1.65 

Rim Fire, Ball— 

BB Cape. 

OT Cape. 

99 Short .80 

33 Short HP.85 

39 Long .40 

39 Long HP.45 

29 Lonf Rifle.45 

22 Long Rifle, H. P... .50 

22 W R F.60 

99 W R F. H P.65 

99 Win Auto. 

99 Win Auto, HP. 

95 8hort Stevens.70 

25 8tevens.05 

82 Short.75 

82 Long.85 

38 Short. 1.10 

88 Long. 1.40 

41 Short. 1.20 

Center Fire Pistol- 


88 Colt* Long.. 

38 Colts Polioe Positive. 

88 8 A W . 

38 8 A W Special. 


44 Bull 
44 8 A 
44 8 A 


.70 


1.00 

2.05 

1.00 

.40 

.50 

.85 

.40 

.45 

.55 

.50 

.55 

.65 

.70 

.65 

.70 


45 Colts Auto .. 
Center Fire Mill 

22 Savage . 

250-8000 Savage 


25-85 Winchester. 

25-85 Short Range .... 

25-86 Marlin . 

25 Remington Rimless.. 

6 MM U 8 N. 

7 MM Spanish Mauser. 
7.655 MU Bel Mauser. 

8 MM Mauser. 

0 MM Manser . 

80-80 Winchester. 

80 Remington Rimless.. 
80 Government Rimless. 

303 Savage . 

82 Remington Rimless.. 


22 Win. 88. 


1.50 

1.75 

95 Colts Auto ... 



1.60 

25-20 Single Shot . 


1.75 

2.05 

95 20 Win . 


1.56 

1.80 

25-20 Win HV_ 



2.00 

7.88 MM-Mauser.. 



2.40 

7.65 MM-Mauser . 



2.40 

9 MM-Luger ... 



2.60 

82 Colts Auto .... 



1.75 

82 Oolts Short ..., 


1.10 

1.20 

82 Oolts Long ..., 

•. •. 

1.25 

1.25 

82 Oolts Police Positive. 

1.25 

1.25 

82 S A W.. 


1.10 

1.20 

82 8 A W Long... 


1.25 

1.85 

82 20 Marlin. 


1.65 

1.90 

82 Winchester ... 


1.65 

1.90 

82-20 Win HV.... 


• • e 

2.00 

35 S A W Auto... 


• e • 

1.75 

88 Colts Auto ... 



2.50 

38 Colts Short . . . 


1.40 

1.55 


82-40 Winchester H V.. 
82 Winchester Slf Ldg.. 
82 Winchester Special.. 

88 Winchester . 

85 Remington Rimless.. 

85 Winchester . 

85 Winchester 81f Ldg.. 
851 Winchester Slf Ldg. 
88-55 Winchester Lea d. • 
88-55 Winchester HV... 


40-60 


40-70 


401 Winchester Auto. . 
405 Winchester. 


45-70-405 Government.. 


45-00 Winchester. 

SHELLS, LOADED— 
MEDIUM GRADE. 

BULK—SMOKELESS. 
12 8 drs. x 1 os.. 14 r 


1.50 

1.60 

1.40 

1.55 

1.55 

1.65 

1.70 

1.80 

1.85 

2.30 

1.65 

1.80 

1.90 

2.15 

1.75 


2.00 

2.15 

2.15 

2.80 

2.80 

2.50 

1.80 


2.00 

2.45 

2.15 

2.40 

. •. 

2.90 

d Sporting— 

... 

1.60 

... 

1.75 

2.80 


1.90 

2.85 

•.. 

1.40 

... 

1.40 

... 

1.40 

... 

1.40 

... 

2.10 

.. r 

2.10 

... 

2.10 

... 

3.10 

... 

2.80 

... 

1.60 

... 

1.60 

... 

3.80 

... 

1.60 

... 

i.eo 

1.20 

1.85 

... 

1.60 

... 

2.80 

... 

1.60 

... 

3.10 

... 

1.75 

... 

2.30 

... 

2.90 

... 

8.80 

1.46 

1.75 


1.95 

1.45 

1.75 

1.60 


1.60 

e • • 

1.50 

1.75 

1.55 

e • • 

1.55 

1.80 

1.66 

1.80 

• • • 

1.70 

... 

2.50 

1.55 

• t * 

1.55 

1.80 

1.55 

... 

1.66 

1.80 

*s. x 1 



oz, drop shot.$1.80 

8 drs x 1* os., 24 grs. x 

ltt os. drop shot. l.ff 

8% dry. x 1H oi„ IS grt. 

z 1H oi„ drop abot.l.,§ 

8tt dr». * I* o«., BB (hot, 

drop shot . 

8^4 drs. x Buck shot, diop 

•hot . i g| 

18 2% drs. x % os., 22 gn. x 

aa , \ oa - * h ot . 1.1* 

2 *o dr# - * % os, BB shet, 

drop shot . mi 

20 2* dr*, x % o,„ 18 

% os., drop shot. l.lf 

HIGH GRADE SMOKELESS_ 

12 8 * <*«. x 1% os 7 2$ grs. x 

1% os., chilled s^ot.1.46 

x 114 os., 28 grs. x 

ltt os., chilled shot. 14 * 

16 2% drs. x % os„ 23 grs. x 

% os, chilled shot.1 80 

20 2 VI drs. x % os, shilled 
•hot . x .21 

2JL?- #hHUd u *‘ 1,1 

** ® 3™- x Jft 7 ft «i>in*d i.8» 
* kUi * 4 140 

is Primly dr ° P * h0, 10 ‘ 

Percussion ... 20 

Musket Osps.!25 

Primers, 100 in box... .85 ‘ *" 

Primers, 250 in box... 80 

i* E ?J > ML P £ per Shells—Black pow*.— 
12, 16, 20, Ga. per 100. ... 1.50 

10 Ga. per 100. 1 . 0 * 

MEDIUM GRADE SM0KELE8S— 
12, 16, 20, 28 Ga. per 

100 . 

10 Ga. per 100.! 

HIGH GRADE 
12, 16, 20, 28 Ga. 

10 Ga. per 100. 

Empty Brasa Shells— 

Best qual. 12, 16, 20 

28, Box 25. 

2nd Qual. 12, 16, 20 

28, box 25. 

Wads— 

Cardboard, box 250... 

Black Edge, Reg, box 

250 . 

Black Edge, % in., 125 

in box. 

Black Edge, K in, 250 
in box . 


1.80 

$.10 


8MOKSLE8S— 


8.80 

2.40 


2.7* 

3.1$ 

. 2 $ 

.50 


.80 


ADZES—All makes of Lipped Ship Adses, 4 to 6, $.5.50; 
larger, $6.00. 

Lippincotts—House, $8.50; Ship, $4.00. 

Whites or Bartons—House, $5.00. 

Ship Axes and Slicks—AU makes Ship Axes, $5.50: all 
makes Slicks, 8 to 8V4, $5.00; Standard Slicks, $4.75. 
ALUMINUM WARE, OA8T— 


Bottles, Hot Water 

Universal. 8.50 

Griddles— 

Six# 7 . 4.25 

Sine 8 . 4.85 

Siae 0 .5.60 

Size 10 . 5.00 

8ize 12 .6.00 

Kettles, Berlin— 

9% quarts.7.00 

4 quarts. 8.25 

5 quarts.10.00 

6 quarts.11.00 

Kettles, Maslin— 

4 quarts. 6.50 

6 quarts. 7.00 

8 quarts.9.75 

12 quarts.18.25 

Kettles, Tea— 

Slse 6.8.50 


Sise 7. 9.50 

Size 8.10.00 

Pans, Lipped Sance— 

2 quarts. 6.00 

8 quarts. 6.75 

4 quarts. 7.25 

Skillets— 

Size 6. 4.50 

Size 7. 4.75 

Size 8. 5.15 

Sise 9. 6.00 

Spoons, Basting— 

15-inch .80 

Spoons, Mixing— 

18-inch, Slotted.80 

Waffle Moulds— 

Size 7, Low.6.00 

81ze 8, Low.6.50 

8ize 7, Deep. 6.50 

Size 8, Deep. 7.25 


No. 12 Long 


ANCHORS—Screws per 100, 8-16, C4.15: »4, $6.25. 

Sebco, 3-16x*4 in. ■% in. -1 in., $5.00 per hundred list; 
*4xV4 * n - *94 >h. -1 in., $5.60 per hundred net. 


ANVILS—Vulcan No. 2, 20-lb., $8.75; No. 3, 30-lb., $10 00- 
No. 4, 40 lb., $12.00; No. 5, 50 lb., $13.50; No. 6, 60 lb.’ 
$15.00; No. 7, 70 lb., $17.50; No. 8, 80 lb.. $19.50. Tren¬ 
ton or Columbian—80 to 425 lbe., 85c per lb.; 70 to 79 Ibe 
25 t H c ^ er lb * ; 60 69 lbi -» 860 lb -I 6 ° to 59 lbs, 87c lb! 

With Clip Horn 2c per lb. extra. 

ANTIMONY—81ab, 25c lb. 

APRONS—Carpenters—California Leg, $2.25; 

Brown, $1.75; No. 2 Short Brown, 75c. 

AUGURS—Greenlee Carpenters' Nut, No. 57. 

Size H % % % 

Each.$1.40 $1.40 $1.55 $1.90 

Size . — 

Each . 

16ths . 

60 each ... 

62 each ... 

16ths . 17 

60 each ... c _. 

62 each .2.90 

16the. 28 

60 each . . . 

62 each . . . t 

16ths . 29 

60 each . . . , 

62 each .... 

ASBESTOS— 


ltt 1% 


2 



. 8.50 

4.00 

4.75 

1-10 

11-12 

13 

14 

1.65 

1.80 

1.95 

1.95 

2.00 

2.15 

2.85 

2.85 

17 

18 

19 

20 

3.40 

2.40 . 

2.70 

2.70 

2.90 

2.90 

8.25 

8.25 

28 

24 

25 

26 

3.85 

3.85 

4.50 

4.50 

4.60 

4.60 

5.40 

5.40 

29 

30 

31 

32 

6.35 

6.35 

7.50 

7.50 

7.60 

7.60 

9.00 

9.00 

Out, $5o lb. 



it, 90s lb. 




1 

$2.15 

2H 

7.50 

15 

2.20 

2.60 

21 

8.00 

8.60 

27 

5.35 

6.40 


1% 

$2.75 

8 

18.50 

16 

2.20 

3.60 
32 
8.00 

8.60 
28 
5.35 
6.40 
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HARDWARE WORLD 

RETAIL SELLING PRICES—OonttnnmL 


L * 0 MSAMMUm WAR! 


Biggins, Coffee 

0 . 1.20 

10 u ..80 

Kettles, Tea 

80 . 1.15 

81 .60 

Pitchers, Molassee 

601 . js 

11 .85 

32 .60 

01 . 1.80 

25 .80 

40 . 1.35 

88 .65 

Pitchers, Water 

2 . 1.85 

00 . 1.40 

40 .45 

50 . 1.50 

84.75 

010 . 1.60 

120 .60 

60 . 1.65 

35 .90 

8 . lfto 

020 . 1.75 

Cups and Saucers 
on 50 

70 . 1.85 

86 . 1.00 

4 . 1 Aft 

080 . 1.90 

80 . 2.15 

Pans, Milk 

Plates, Deep Pie 

89.40 

040 . 2.10 

400 60 

90 . 2.50 

050 . 2.40 

Cuspidors 

Ladles, Deep 

100 .40 


40 . . 4 $ 

Boilers, Coffee 

80 . 1.65 

11 .85 

Plates, Shallow Pie 
ll . »0 


no .45 

15 . 40 

70 . 1.85 


120.50 

20 .45 

25 . as 

80 . 2.25 


101 .40 

30 . 50 

29 .40 

90 . 2.75 


111 .45 

40 . 60 

80 . 45 

100 . 8.76 


121 .50 

50 .70 

Plates, Dinner 

19 .40 

20 . 45 

Boilers, Rioe 

300 . 1.65 

Measures 

60 .60 

14 . 1.85 

18 . . 1 50 

Dippers, Cup 

10 .46 

01 .40 

np . T T t 45 

80 . 95 

100 . 1.05 

Pots, Fireless Cooker 
1450 . 2.25 

1 ft .1.75 

03 .55 

120 . 1.15 

20 2 00 

11 .50 

Dippers, Windsor 

n4 . .75 

Pans, Convex Since 

02 .80 

1650 .. 8.00 

22 . 2.25 

24 . 2.50 

nx 1 nn 

1850 . 8.25 

06 . 1.40 

Pots, Coffee 

2)4 .70 

8 .75 


08 .... T 95 

26 . 8.00 

112 .55 

11 Graduated ... .75 

Pails, Chamber 

1 2 00 

04 . r r 110 

28 . 8.75 

114 .60 

nippers. Suds 

2 . «n 


8 $ . 4.50 


5 .85 

Bowls, Wash 

86 ..55 

2 _2 25 

03 1 65 

15 . 1.00 

4.80 

Dishes, Soap 

80 .. .45 

60 .. 

3 . 2.50 

4 . 3.00 

010 . 2.00 

012 . 2.40 

25 . 1.10 

35 . 1.25 

45 . 1.35 

55 . 1.50 

Pots, Tea 

00 . 75 

80.70 

$2 ,.80 

Pails, Water 

HO . 1.75 

Pans, Combinstion 
Sauce 

1 D . 2.25 

34 .95 

Fillers, Fruit Jar 

112 . 2.00 

3 #t.1.05 

114 . 2.25 

10 T.. 8 25 

Bnekets, Covered 

21 .60 

Flasks, Coffee 

10 *K 

Pane, Bed 

1 . 4.50 

Pans, Lipped Sauce 

10 .40 

01 .85 

0 .95 

21)4 .. .70 

Funnels, Pieced 

01 .45 

Pans, Douche 

2 . 8.00 

Pans, Bread 

11 .50 

12 .45 


23 . H 

88 .85 

14 .50 

16 .55 

80 . 1.25 

40 .... t - * 1 45 

94 . 1.05 

03 .50 

03 .55 

18 .60 

Pota, Straight Sauoe 
018 . 1.25 

«a 1 50 

04 .60 

12 .65 


BO 1 

05 .80 

13 .80 


020 . 1.25 

82 * 9 35 

06 . 1.00 

Pans, Cake 

o 40 

2 fi 1 on 

022 . 1.50 

150 .. .... *75 

Kettles, Convex 

02 . 80 

23. 115 

024 . 1.85 

250 .85 

in .45 

30 . . . T . . . . 1 $5 

026 . 2.25 

850 1.00 

03 . 05 

ftp 40 

Pans, Straight Sauce 

028 . 8.00 

450 . 1.15 

04 ... 1.10 

70.45 

030 . 8.25 

850 . 1.50 

05 . 1.25 

2 Q 0 .55 

150 ..... .70 

250 .85 

OKA 1 AA 

082 . 8.76 

Pota, Soup Stock 

318 . 18.00 

850 ... 1.85 

06 . 1.85 

Pans, Corn Cake 

n 30 

1050 . 2.35 

08 . 1.65 

A xn i i r 

1250 . 3.50 

010 . 2.00 

rno 1 10 

Axn * sa 

324 . 16.75 

Baskets, Dinner 

110 . 2 *0 

012 . 2 35 

712 . 1.35 

Pani, Muffin 

Pane, Stew 

8 . T T 4ft 

836 . 18 00 

212 . 1.50 

91i i fiK 

212 . 6.50 

41 Q O 

113 . *•” 

112 . ».l* 

503 . 3.00 

503 2.26 

216 . 2.15 

218 . 1.50 

220 . 8.00 

222 . 8.66 

406 .70 

409 .95 

412 . 1.10 

Pans, Deep Pudding 
xp . . 85 

4 .55 

5 .60 

224 . 11.00 

238 1 3 OO 

6 .70 

16 .55 

Boasters 

150 . 8 75 

Chambers 

i .75 

Kettles, Lipped Preserv¬ 
ing 

14 . .50 

100.40 


180 . 4.75 

150 .45 

20 •..•••••••.. .70 

22 an 

Skimmers, Plat 

10 .85 

* ix 05 

200 .60 

24 .90 

Pans, Oblong Stove 

04 .55 

2 1 10 

16 .55 

300 .55 

12.40 

• ‘ 1 Oft 

18 .60 

400 ...60 

Spoons, Basting 

10 . 25 

Ohaator Oorua 

10 .« 

20 . 70 

i;nn 70 

22 . .50 

Ann 30 

100 . 65 

12 . 30 

24 . 90 

Ann 05 

200 . 70 

14 .. 80 

1HO . « 

26 . 1 00 

1 AAA 1 05 

300 . 1.00 

18 . 35 

30 .80 

2ft 1 15 

J.UUU ........... wo 

Pans, Dish 

ix 2 25 

325 . 1.10 

13 4<> 

80 . 55 

80 . 1.85 

350 . 1.25 

Steamers 

7 . T _ T . 1 75 

Colanders 

i . 75 

82 . 1.50 

ap 135 

400 . 1.85 

36 . 2.00 

1 00 1 50 

425 . 1.50 

3 .1 90 

2 . 85 

40 . 8.00 

iin 1 7ft 

475 . 1.65 

Steepere, Tea 

2 . TO 

3 . 1.10 

50 . 4.50 

170 2 00 

550 . 2.10 

104 . *5 

Kettles, Milk 

71 75 

210 T - ttrT . 2.25 

Pans, Square Stove 

110 . 95 

a . .80 

205 . 88 

300 . 3.50 

Tuba, Oval Foot 

0 . T ITS 

306 . 1.00 

72 Oft 

400 . 5.25 

111 . 1.00 

407 . 1*8 

73 1 10 

Pans, Binsing 

08 . 1.25 

112 . 1.10 

1 . 2 oo 

ft . . .80 

74 . 1 85 

118 . 1.25 

2 . 2.50 

Kettles, Tea 

71.TS 

010 . 1.35 

114 . 1.50 

8 . 8 00 

ft . .50 

014 . 1.65 

115 . 1.65 

4 . . . 8.76 

r ““ .25 

72 . 95 

73 . 1.10 

74 . 1.35 

017 . 1.85 

116 . 1.85 

Turners, Cake 

18 . 25 

o . 80 

Pans, Lipped Fry 

30 . 45 

118 . 2.00 

10 . 80 

120 . 2.25 

14 . 30 


Wicking, )4*lb. balls, 70c each. 

Wicking, 1-lb. lots, $1.35. 

Cement, per sack, $7.25; per lb, 10c. 

AXES—Plumbs’ Hunter's handled, 12 os., $2.00; 1 lb., $2.25; 
1)4 lb., $2.25. . , 

Boy Scout—Handled with sheath, $2.25; without sheath, 
$1.85; sheaths, 75c. 

Double Bit—Handled, $3.00; unhandled, $3.00. 

Single Bit—Handled warranted, $3.25; second grade, 
$3.00. 

BAGS—WATERr— 

% gallon...100 Faucet, 8)4 gallon.... 8.50 

1 gallon. 1.5C Faucet, 5 gallon.4.25 

8)4 gallon.8.00 Filter, 6 gallon.5.25 

5 gallon. 8.75 

BABBITT—Frictionless, 55c lb.; Magnolia, 50c lb.; No. 4, 
18c lb.; No. 2, 22c lb.; No. 1, 25c lb.; No. A (genuine), 


$1.10 per lb.; Challenge, $1.10 lb.; Special Motor, 90c lb.; 
Excelsior, 30c lb.; Acme, 75c lb.; XXXX Nickeled, $1.15 lb. 
BARS—Crow, Pinch Point No. 10, 20c lb.: Wedge No. 15, 
20c lb.; Lining No. 30, 20c lb.: Digging No. 530, 27c lb.; 
Tamping No. 25, 16c lb.; Claw No. 20, 20c lb. Ripping or 
Wrecking, Goose Neck No. 8657—% z 18, 55c each; Goose 
Neck No. 3659, % x 24, 85c each; Goose Neck No. 8663, 
%\24, $1.00 each; Straight Chisel No. 14, %xl5, 95c. 
BATTERIES, DRY CELL—Columbia. No. 6, 60c each; No. 6-S, 
60c each; No. 16, $1.40 each. Red Devil or Red Label, No. 
6-D, 60c each. Hot Shot Multiple, No. lo62, $3.65 each; 
No. 1662. $4.35 each. Ever Ready, same price as Columbia. 
Red Seal same price as Columbia and Ever Ready. See 
Sparkers. 

BELLS—Alarm—House, 90e each. Call, steel, iron base, 80e 
each; Call, bell metal, bronse base, $1.40; Gong, gold bronzed 

steel. 90c; Gong, polished bell metal, 5-inch, $8.50 each; 
6 inch, $3.75; 7-inch, $5.25; 8-inch, $7.25; 10-inch, $18.00. 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


BELLS—Continued— 

12-inch, $23.50. Rotary door, bronze, 85c each; steel, 85c 
iron, 85c; eopper, 85©. 


BOARDS, WASH—Brass, $1.25 each; Toy, Zinc, 30c; Single 
Zinc, 85c; Double Zinc, $1.00; Glass, $1.10; Blue Enamel, 
$1.65; Single Zinc, 95c. 


BELLS—Farm—(100 lb.), $16.00. 

BELLS—Kentucky Cow—No. 0, $1.75; 1, $1.45; $, $1.15; 

8, 85c; 4, 75c; 5, 70c; 6, 45c. 

BELL8—Electric—2 ft 'inch, Eclipse Iron Box, 00c eaeh; 8-La. 
Nonpareil, $1.00. 


BELL STRAPS— 

Oow—1% lb.. $1.00; ltt lb., $1.15; 1% lb.. $1.35. 


BEVELS—Sliding T—No. 18, 6-in., $1.10; 8-in., $1.35; 10-in., 
$1(30. No. 25: 6-in., 75c; 8-in., 85c; 10-in., 90c; 12-in., 
$1.00. No. 1—Odd Jobs, $1.10. 


BIBBS—Compression— 

*'in. 

%-ln. 

%-in. 

1-in. 

Plain- 

—Rough brass . 

1.50 

1.95 

2.60 



Finished brass. 

1.70 

2.15 

2.85 

5.20 


Nickel plated . 

1.80 

2.20 

2.85 

5.00 

Hose—Rough brass. 

1.70 

2.15 

2.85 

9.90 


Finished brasB . 

1.95 

2.40 

8.10 

6.75 


Nickel plated. 

2.00 

2.40 

3.00 

... . 

BITS—Auger— 





16 th* 

R. J. 

Irwin 

Irwin Car Common 

3.. 


.55 


1.25 

.30 

4.. 

.70 

.50 


1.25 

.30 

5.. 


.50 


1.25 

.30 

6.. 


.50 


1.25 

.35 

7.. 

.70 

.55 


1.25 

.35 

8.. 

.70 

.60 


1.25 

.35 

9.. 


.65 


1.35 

.40 

10.. 

.85 

.70 


1.50 

.40 

11.. 

. 1.00 

.80 


1.65 

.45 

12. . 

. 1.00 

.80 


1.85 

.45 

13.. 


.95 


2.00 

.55 

14. . 

. 1.15 

.95 


2.10 

.55 

15.. 

. 1.35 

1.05 


2.25 

.65 

16.. 

. 1.35 

1.05 


2.50 

.70 

17.. 


1.20 



.75 

18.. 

. 1.70 

1.40 



.80 

20.. 

. 1.95 

1.55 



.85 

22. . 


1.75 



.95 

24.. 





1.10 


Bits in Sets—Common, 6 bits, $4.00; 8 bits, $5.00; 

13 bits, $7.50. R. J., 13 bits, $13.75. Irwin, 13 bits, $10.25; 
8 bits, $7.00. 

Ship Auger Car Bits same prices as 8hip Angers. 
Expansive—Clarks’ small, $2.50; large, $3.50; Steers, 
small, $3.75; large, $4.75. 

Expansive Bit Cutters—Clark’s No. 1, 45c; No. 2, 55c; 
No. 3, 75c; No. 4, 85c. Steers, No. 1, 75c; No.2, 80c; No. 
3, 85c; No. 4, 90c; No. 5, $1.25. 

BIT HOLDERS—Extension— 


Millers Falls, 
12 . 

No. 

8— 

. . 2.00 

18 ... 

. 1 90 

15 . 


T _ 2 15 

21 . 

. 2 oo 

10 .. 


. . 2 25 

24 . 

. 2 35 

21 . 


. . 2.35 

Stanley, No. 1— 
12 . 


24 . 

* * * * 

. . 2^50 

• 2.00 

Millers Falls, 
12 . 

No.* 

8 ■ 

16 . 

. 2.15 

.. 1 75 

18 . 

. 2 25 

15 . 

• • •. 

.. 1.75 

24 . 

. 2.35 


BLOCKS—Wood Tackle— 


12;;;. siss 

8t»*l Taekli 
8ize 


Com 

Com 

Com 

Pat 

Pat 

Pat 

Sngl. 

Dbl. 

Triple 

Sgl. 

Dbl. 

Triple 

1.00 

1.80 

2.50 

1.40 

2.60 

8.85 

1.20 

2.15 

8.00 

1.55 

2.95 

8.80 

1.25 

2.30 

3.15 

1.65 

8.00 

4.05 

1.50 

2.75 

3.85 

1.95 

8.75 

5.10 

1.80 

3.30 

4.70 

2.25 

4.35 

5.80 

2.50 

8.85 

5.80 

2.95 

5.35 

6.95 

3.85 

5.90 

8.25 

4.50 

7.75 

9.80 

6.00 

. .. 

.. • 

6.90 

12.00 

15.20 



Tackle—Dbl. 

Galr.— 

176 


4. 

5. 

6 . 

7. 

8 . 

10 . 


12 . 


Single 

Dbl. 

Triple 

% . 

... .20 

.95 

1.75 

1 . 

... .20 

1.15 

2.15 

2.45 

1H. 

... .25 

1.35 

2.85 

2.55 

1H. 

... .85 

1.50 

2.75 

8.85 

1%. 

... .60 

1.50 

2.75 

4.00 

2 . 

... .65 

2.75 

4.50 

5.10 

2H. 

... .86 

h-i 15 

7.00 

7.60 No. 200 Buffalo— 

12" Complete. 

.. 44.00 
.. 50.00 


\ * \ * 

6.50 No. 700 Climax— 



•••• 

9.00 

11.00 

12" Complete. 

.. 28.00 


cwl‘ 400 Champion, without Tyere Irons, $40.Oft; No. 400 
N? P l<ft D 'Tcomplete, $42.50. 

Lancaster, complete, $31.50. 

without Tyere Irons, $46.00; complete $48.50. 
3?5 Buffalo, Complete— 12-in,, $44.00; 14-in., $50.00. 
RftAi>i'« 700 —12-in. complete, $28.00. 

W h?V?°NlNG— 

60xit * bIe —No. 2, Plain, $2.50 each; No. 10 Springer, 
u no sleeve board, $5.50; No. 20 Springer, 54x13 

•leere bo»*d^ Board, $5.25; No. 40 Springer 50x12 in., no 

$2on°. Ut r(*kirt Boards)—4-foot, $1.85 each; 5-foot, 
U ’ $2.25; 6-foot, $2.50. 


10LT8—Common 

Carriage— 






Size 8-16" 


5-16 

* 


7-16" 


ltt 

.25 

1.65 

.35 

2.30 

.45 

8.15 

.60 

3.85 

.70 

4.70 

2 

.25 

1.80 

.40 

2.50 

.50 

8.40 

.65 

4.20 

.80 

5.20 

2ft 

.30 

2.00 

.40 

2.70 

.55 

8.65 

.70 

4.55 

.85 

5.70 

3 

.80 

2.15 

.45 

2.90 

.60 

3.95 

.75 

4.90 

.90 

6.15 

3* 

.35 

2.30 

.45 

3.10 

.65 

4.20 

.80 

5.25 

1.00 

6.65 

4 

.40 

2.50 

.50 

3.30 

.65 

4.45 

.85 

5.60 

1.05 

7.15 

4tt 

.40 

2.65 

.55 

8.50 

.7« 

4.75 

.90 

5.95 

1.15 

7.60 

5 

.45 

2.80 

.55 

3.70 

.75 

5.00 

.95 

6.30 

1.20 

8.15 

5* 

.45 

3.00 

.60 

8.90 

.80 

5.25 

1.00 

6.55 

1.30 

8.65 

6 

.50 

3.15 

.60 

4.10 

.85 

5.50 

1.05 

7.00 

1.35 

9.10 


.55 

3.50 

.70 

4.55 

.90 

6.15 

1.10 

7.35 

1.45 

9.60 

7 

.55 

3.65 

.70 

4.75 

.95 

6.40 

1.15 

7.70 

1.50 

10.10 

8 

.60 

4.06 

.75 

5.15 

1.05 

7.00 

1.25 

8.40 

1.65 

11.05 

9 



.85 

5.60 

1.15 

7.50 

1.35 

9.10 

1.80 

12.05 

10 



.90 

6.05 

1.20 

8.05 

1.50 

9.80 

1.95 

13.05 

11 

• . • 



• • • • 

1.30 

8.65 

1.60 

10.50 

2.10 

14.00 

12 



. .. 


1.40 

9.20 

1.70 

11.20 

2 25 

15.00 

14 


• • • • 


• • • e 

e • • e 

.... 

.... 


2.35 

17.00 

16 


• • • e 




.... 

.... 

• • • • 

2.85 

18.90 

18 









3.15 

20.90 

20 


.... 





.... 

.... 

8.45 

22.85 


BOLTS—Expansion—(See 8HIELD8). 
BOLTS—-Steve— 



5-32" 

3-16" 

% 

* 

5-16" 

* 

i" 

Size— 

Doz. 

100 

Doz. 

100 

Dos. 

100 

Dos. 

100 

Dos. 

100 

%.... 

.10 

.70 

.10 

.70 

.. . 

... 




• • . 


.10 

.70 

.10 

.70 

.15 

1.00 


• • • 


•. • 


.10 

.70 

.10 

.70 

.15 

1.00 


.. . 



% .... 

.10 

.70 

.10 

.70 

.15 

1.00 




.. . 

%.... 

.10 

.75 

.10 

.75 

.15 

1.00 





1 .... 

.10 

.75 

.10 

.75 

.15 

1.05 

!20 

1.50 

125 

2.26 

1*.... 

.10 

.80 

.10 

.80 

.15 

1.10 

.20 

1.55 

.30 

2.30 

1V4-... 

.10 

.85 

.10 

.85 

.15 

1.20 

.20 

1.65 

.30 

2.40 

1%.... 

.16 

.90 

.15 

.90 

.15 

1.25 

.25 

1.75 

.30 

2.55 

2 .... 

.15 

.95 

.15 

.95 

.20 

1.30 

.25 

1.85 

.35 

2.70 

2V4.... 



.15 

1.00 

.20 

1.35 

.25 

1.95 

.35 

2.90 

2*.... 



.15 

1.05 

.20 

1.45 

.25 

2.00 

.35 

3.05 

3 .... 



.15 

1.20 

.20 

1.60 

.30 

2.15 

.40 

8.35 

3 V4 . . . . 



.20 

1.35 

.25 

1.85 

.30 

2.40 

.45 

8.70 

4 .... 



.20 

1.50 

.25 

1.95 

.35 

2.65 

.50 

4.50 


BOLTS—Machine, Square Head and Nut— 



% 

09 

5-10" 


9 

7-16" 

Size 

Doz. 

100 

Doz. 

100 

Do*. 

100 

Doz. 

100 

1*1 V4 

$0.40 

$2.55 

$0.45 

$3.00 

$0.55 

$3.75 

$0.65 

$4.20 

2 

.40 

2.70 

.50 

3.25 

.60 

8.85 

.70 

4.50 


.40 

2.80 

.50 

3.35 

.60 

4.10 

.75 

4.80 

3 

.45 

2.90 

.55 

3.55 

.65 

4.30 

.75 

5.10 

3 V4 

.45 

3.00 

.55 

3.70 

.70 

4.55 

.80 

5.40 

4 

.45 

3.15 

.60 

3.90 

.75 

4.80 

.85 

5.70 

4% 

.50 

3.30 

.60 

4.10 

.75 

5.05 

.90 

6.00 

5 

.50 

3.40 

.65 

4.25 

.80 

5.30 

.95 

6.30 

5% 

.55 

3.50 

.65 

4.45 

.85 

5.50 

1.00 

6.00 

6 

.55 

3.65 

.70 

4.65 

.85 

5.75 

1.05 

6.90 

6* 

.55 

8.75 

.75 

4.80 

.90 

0.00 

1.10 

7.20 

7 



.75 

5.00 

.95 

6.25 

1.15 

7.50 

8 


e e e 

.80 

5.35 

1.00 

6.75 

1.20 

8.10 

9 


e • • 

.85 

5.75 

1.10 

7.20 

1.30 

8.70 

10 


• • • 

.90 

6.05 

1.15 

7.70 

1.40 

9.30 

11 


• # • 

.95 

6.45 

1.20 

8.15 

1.50 

9 90 

12 


* • • 

1.00 

6.75 

1.30 

8.60 

1.60 

10.59 



% 

99 

% 

99 

% 

99 


Doz. 

100 

Doz. 

100 

Doz. 

100 

Dos. 

100 

1-ltt 

$0.80 

$5.10 

$1.20 

$7.80 

$1.70 $11.65 



2 

.85 

5.75 

1.25 

8.40 

1.85 

12.35 

*2.50 

1*6.80 

2* 

.95 

6.35 

1.35 

8.90 

2.00 

13.20 

2.65 

17.85 

3 

1.00 

6.60 

1.45 

9.50 

2.10 

14.00 

2.85 

18.90 

3* 

1.05 

6.95 

1.50 

10.10 

2.25 

14.85 

3.00 

19.95 

4 

1.10 

7.35 

1.60 

10.65 

2.35 

15.70 

3.15 

21.00 

4* 

1.15 

7.70 

1.70 

11.25 

2.50 

16.60 

8.80 

22.05 

5 

1.20 

8.10 

1.75 

11.75 

2.60 

17.35 

8.45 

23.10 

5% 

1.30 

8.55 

1.85 

12.35 

2.70 

18.15 

8.60 

24.15 

6 

1.35 

8.90 

1.95 

12.90 

2.85 

19.00 

3.80 

25.20 

6* 

1.40 

9.30 

2.05 

18.50 

3.00 

19.80 

8.95 

26.25 

7 

1.45 

9.65 

2.10 

14.10 

8.10 

20.65 

4.16 

27.30 

8 

1.60 

10.50 

2.30 

15.20 

3.35 

22.25 

4.40 

29.40 

9 

1.70 

11.25 

2.45 

10.35 

8.60 

23.75 

4.75 

81.50 

10 

1.80 

12.00 

2.65 

17.50 

8.85 

25.55 

5.05 

83.60 

11 

1.90 

12.75 

2.85 

18.65 

4.10 

27.25 

5.35 

85.70 

12 

2.05 

13.50 

2.95 

19.75 

4.85 

28.90 

5.65 

37.80 

13 

2.15 

14.40 

8.15 

20.90 

4.60 

30.60 

0.00 

89.90 

14 

2.25 

15.15 

8.30 

22.05 

4.85 

32.20 

6.30 

42.00 

15 

2.40 

15.95 

8.50 

23.20 

5.10 

83.80 

6.60 

44.10 

16 

2.50 

16.75 

8.65 

24.45 

5.35 

85.50 

6.90 

46.20 

17 

2.65 

17.50 

8.85 

25.50 

5.55 

87.15 

7.25 

48.30 

18 

2.75 

18.25 

4.00 

26.60 

5.80 

38.75 

7.55 

50.40 

19 

2.85 

19.00 

4.15 

27.75 

6.05 

40.40 

7.90 

52.50 

20 

8.00 

19.85 

4.35 

28.90 

6.30 

42.10 

8.20 

54.60 

21 

3.10 

20.60 

4.50 

30.00 

0.55 

43.75 

8.50 

56.70 

22 

3.20 

21.40 

4.70 

31.20 

0.80 

45.40 

8.85 

58.80 

23 

3.35 

22.20 

4.85 

32.30 

7.05 

47.00 

9.15 

00.90 

24 

3.45 

23.00 

5.00 

38.45 

7.80 

48.70 

9.45 

63.00 

25 

3.55 

23.75 

5.20 

34.55 

7.55 

50.30 

9.75 

05.10 

26 

3.70 

24.50 

5.35 

35.75 

7.80 

52.00 

10.05 

67.20 

27 

8.80 

25.30 

5.55 

36.90 

8.05 

58.60 

10.40 

69.30 

28 

8.90 

26.10 

5.70 

38.00 

8.30 

55.26 

10.70 

71.40 

29 

8.95 

26.85 

5.85 

39.15 

8.55 

57.00 

11.00 

73.50 


A.QQ 

27.65 

6.00 

40.80 

8.80 

58.50 

11.85 

75.00 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 


BOLTS—Barrel- 

Extra Hea 7 Wrought 
Steel, Japanned— 

4-inch .20 

6 -inch .25 

f-inch .30 

8 -inch .60 

Cast Iron, Japanned— 

8 -inch .15 

4-inch .15 

6 -inch . 20 

finch .25 

8 -inch .40 

CHAIN— 

Oaat Iron, Japanned— 

6 -inch .50 

8 -inch .60 

10-inch .85 

Oaat Iron, Amber er 
Bronzed— 

4-inch .45 

6 -inch .60 

8 -inch .75 

Oaat Iron. Ant. Copper 
or Dull Braze— 

4-inch .75 

6 -inch . 1.00 

8 -inch . 1.25 

CUPBOARD, Japanned— 

8 -inch . 66 

6 -inch .75 

10-inch . 1.75 

Cupboard, Other Finiahea- 

8 -inch .75 

6 -inch . 1.00 

BOLTS—Toggle—(See Toggle 
BOILERS—Range- 

30 gallon. 

40 gallon . 

52 gallon . 

66 gallon . 

82 gallon . 

100 gallon . 

BOTTLES—Vacuum— 

Thermos— 

6 . 6.00 

6 Q . 7.25 

11 . 8 25 


FLUSH, Angle—All Finishes, 
Cast Bronze— 

2-inch .40 

81-inch .50 

4- inch .55 

6 -inch .70 

LEVER—Cast Bronze, All 

Finishes— 

8 %-inch . 1.10 

5- inch . 1.25 

T-HEAD—Wrought Bronze, 

All Finishes— 

8 -inch . 85 

4- inch .40 

5- inch ........45 

6 - inch .60 

Oast Bronze, All Finishes— 

8 -inch ..50 

4- inch .55 

5- inch .70 

FOOT— 

Oaat Iron, Japanned— 

6 -inch . .45 

8 -inch .55 

10 -inch . 86 

Amber or Bronzed— 

6 - inch .55 

8 -inch .75 

Other Finishes— 

4-inch • ..75 

6 -inch .65 

8 -inch . 1.10 

Foot Wrought Steel—Cup¬ 
board, Japanned— 

- 8 -inch .65 

6 -inch . 1.00 

10 -inch .2.26 

Bolts). 


Standard. 

Heavy. 

. 22.50 

24.00 

. 27 50 

31.00 

. 44.50 

47.65 

. 64.50 

76.00 

. 75.85 

91.00 

.105.85 

127.00 


11Q . 5.25 


FILLERS—Thermos and Uni¬ 
versal— 

*6 Pint.2.25 

1 Pint . 2.50 

1 Quart. 8.75 


i4 *.;;;; *.;; 8.75 lunch kits— 


14Q . 5.75 

14% 8.25 

15 4.50 

15Q . 6.75 

15% 4.00 


Universal— 


72 5.75 

81 . 5.00 

82 . 7.25 

91 . 4.50 

92 . 6.75 

592 7.75 

Ferrostat— 

504R .11-00 

605R 2-qt.16.00 

505N .16.50 


Thermos— 

392 and 396 . 6.00 

393 and 397. 5.50 

394 and 398 . 6.25 

Universal— 

810 4.75 

820 5.25 

410 5.00 

510 5.50 

4070 6.25 

3070 4.25 

Thermos—Food Jars. Fillers 

600 . 4.50 2.50 

601 . 6.50 2.75 

602 . 7.75 4.00 

Thermos— Jugs. Fillers 

556 .10.25 4.75 

557 .10.25 5.50 

Thermos—Oases— 

104.6.00 

104Q . 7.00 

114 . 10.00 

114Q . 16.00 

180 . 10.00 

180Q . 16.00 


BOXES—Mail—Apartment— Standard style, $5.00 each; with 
mouthpiece and electric push button, $525. 

House—Cast Iron, 6x12, $1.25; Steel, 12*5 %x2 in., 

$2.75; Copper Finished, 10x5x2 in., $4.00; Sheet Metal, 
1x4x10 in., 30c; 8heet Steel, 11x5x2 in., $2.25. 

Rural Delivery—Standardised, 18%x6%*7% in., $2.10; 
Standardized, 28%xllxl4 in„ $4.25. 

BOXES—Mitre— 

Goodell— 

1285 26x4. 27.75 78 1L50 

1305 25x5. 30.75 74 28.80 

1306 30x5. 33.00 75 ... 242# 

Stanley — New Langdon Imp— 

50% . 13.50 72 25.00 

246 . 25.50 78 25.75 

358 . 32.00 74 31.50 

460 . 35.00 75 33.00 

Acme— Steam's Perfection— 

72 *. ..22.50 20 5.25 


BRACES— 

P. a & W., No. 508, $1.85 each; 510, $1.40; 8808, $2.50; 
8310, $2.75; 8708, $8.75; 8710, $8.85; 8712, $4.00; 

4608, $4.50; 4610, $4.75; 4612, $5.00; 6008, $5.26; 6010, 
$5.75; 5012, $6.00; 5014, $6.25; 7008, $5.75; 7010, $6.00; 
7012, $6.25; 8208, $7.75; 8210, $8.00, 8212, $8.25. 

Stanley Ratchet, No. 021, 8 -inch, $6.25; 10 -inch, $6.50; 12- 
inch, $6.75; 14-inch. $7.00. 

Stanley Corner, No. 002 , 6 -ineh, $0.00; 10-ineh, $10.00. 
No. 082, $5.75. 


BRACKETS—Shelf— 


Japanned— 

8 x 4 . 

Pair 
... J5 

Copper, Brass, 

8 x 4 . 

Nickel—Pair 
.40 

4x 5 . 

... .80 

4x 5 . 


5x 7 . 

.40 

5x 7 . 

....... .70 

6 x 8 . 

.. • .45 

fix 8 . 

. .90 

7x 9 . 

.. • .50 

7x 0 . 

. J5 

8 x 10 . 

• • • a 60 

8 x 10 ___ 

. 1.00 

10 x 12 . 

•.. .75 

10 x 12 . 

. 120 

12x14 . 

... 1.26 

12x14 . 



BRADS—Wire— Bulk per lb. % -lb. pkgs. %-lh.pkgm. 

% and % -inch.80 .26 .15 

% to 1 % -inch.25 .20 .15 

1% to 2-inch.20 .20 .15 

BRASS—Sheet—Soft, per lb., 76c; Half Hard, 80c; Sign, 80c; 
Spring, $1.05. 

BREAD AND CAKE MAKERS—Universal—No. 2, $2.75 eeeh; 
No. 4, $4.50 each; No. 8 , $5.50 each; No. 44, $4.50 each. 

BRIGHT WIRE GOODS—See Heeks and Eyes. 

BROOMS—House or Parlor— 

Finest selected, 16-15 in., 81.50 each; second grade, 14)6 
in., $1.35; third grads, 14 in., $1.10; common, 85e; Ware¬ 
house, $1.25; Railroad or Smelter, $1.25; Switch, email 66 c, 
large, 90c; Toy or Hearth, 1 sew, 80c; 2 sew, 40c. 

Push or Street 


Bassine, 14-in. 1.75 Rattan, 6 rows, 12-in. 1.50 

Baasine, 16-in.2.00 Rattan, 6 rows, 14 in. 1.60 

Steel Wire, 12-in.1.00 Rattan, 6 rows, 16 in. 1.75 

Steel Wire, 16-in.1.60 Rattan, 8 rows, 14 in. 1.25 


BRUSHES— 

CASTING— 

Round . .80 

Oblong.60 

Counter— 

Dusting, com.90 

Extra quality.1.20 

White bristles.1.75 

FLOORr— 

Fibre, 12-inch. 1.50 

Fibre, 16-inch. 1.90 

Hair, 12-inch .2.10 

Hair, 16-inch .2.65 

Mixed, 12-inch.1.75 

Mixed, 16-inch.2.00 

Bristles, 14-inch.6.00 

Bristles, 18-inch.6.25 

Garage— 

Fibre, 16-inch.2.00 

Fibre, 18-inch.2.25 

Fibre, 20-inch..... 2.50 


Fibre, 24-ineh... 

. 8.26 

Gear— 


Handles. 

. .85 

Hand or Nail.. 

. .10 

Horse— 


Rice Root, 12% lb .. 

.75 

Rice Root, 18 lb.... 

1.25 

Palmyra Fibre, 12% 


lb. 

.55 

Palmyra Fibre, 18 lb. 

.25 

Mixed Fibre, 18 lb.... 

.00 

Ox Fibre, 8 % x9 in.. 

.75 

Ox Fibre, 4%xll% in. 

.85 

Kalsomine— 


7-in., single. 

2.40 

3x7 % in blocks.... 

8.75 

Marking—(Round)— 


White bristles— 


%*% in. 

.10 

1 - 1 % in. 

.15 


Paint—(Chineae bristles)— 


Grade. 1 2 8 4 5 

2%-inch.80 ... .65 

3- inch .40 .55 .85 1.60 

3%-inch.55 .75 1.05 2.25 2.75 

4- inch.70 1.00 1.55 2.75 8.50 

4%-inch. 1.50 _ 8.50 4.00 


Roofing—Knotted— 

8 knots, 14-lb. .... 
4 knots, 18-lb, ... 
Sash—Chisel Point— 

%xl%-in. 

%xl%-in. 

%x 2 -in.. 

1 x 2 %-in.. 

Scrub—* 

Gray Tampico, 10 " 
Gray Tampico, 12" 

Ox Fibre, 7". 

Ox Fibre, 10 ". 

Ox Fibre, 12". 

White Tampico, 8 " 
White Tampico, 11 ‘ 
White Tampico, 12‘ 
Shoe- 

Dauber, wood . . . . . 

Dauber, iron.. 

Brush only, % -in.., 


2.00 

2.50 

.20 

.25 

.80 

.40 

.40 

.50 

.40 

.50 

.55 

.85 

.50 

.70 

.20 

.80 

.85 


Brush only 1%-in... .75 

Combination.85 

Extra bristles.50 

Best 1%-in. bristles .85 
Sink- 

Ox Fibre.15 

Split Bamboo.05 

Shaving—Rubber Set— 

Ebonised handle.55 

Boxwood, small .... 1.00 
Boxwood, medium. •. 1.10 

Boxwood, large.1.85 

White Bone, small... 1.00 
White Bone, medium 1.25 

Octagon Bone. 2.00 

Oetag. Bone, polished 4.00 


Stencil— 

1 %-in., 2 % -lb. 
1 %-in., 8 %-lb. 
1%-in, 5-lb... 
1 %-in, 6 -lb. .. 


J5 

.85 

.45 

.55 
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BRU 8 HES—Continued— 


Window— 


Squeegee, 10-in. .. 

. .80 

Gray fibre. 

.. .75 

Squeegee, 12-in. .. 

. .86 

Black horsehair .. 

.. .90 

Squeeges, 14-in. . •. 

. .40 

Pope's Eye. 

.. 1.16 

Squeegee, 16-in. ... 

. .60 


BUCKETS—(See Galv. Ware)— 

BURNERS—Lamp—% -inch wick, 15c each; l*inch, 20c; 1H* 
inch, 35c. 

Lantern—For Cold Blast, %-inch wick, 20c each; l*inch, 
30c; for Kerosene, %-inch, 20c; 1-inch, 30c; Lard, Sperm 
and Sip. Oil, %-inch, 15c: 1-inch, 20c. 

Rubbish—No. 1, 20-inch Steel, $9.00 each; No. 8, 80* 
inch Steel, $15.00. 

BUTTS—(See Himgee)— 

CALKS—Boot—Screw, all sizes, box of 50, 75c; Drive, all 
sixes, box of 100, 85c; Tote, blunt, aide, heel or country 
pattern, 15c lb. 

CANT HOOKS— Maple HdL Hickory HdL 

2%x4% . 8.00 8.65 

2%x4% . 8.25 8.75 

CAPS—Roofing. Per lb„ 20c. 

CARBORUNDUM—Grain, per lb., bulk, 50e. 

OARRIERS—Umber—No. 425, 4-ft. maple, $3.75. 

CARRIERS—Hay—Usinq? Manila rope for steel, wood, eable 
track, $12.00 each; using wire cable or manila rope for steel, 
wood, cable track, $15.75; Sling, $22.00; Steel Hay Carrier 
Track, 35c foot; Steel Hay Carrier Hanging Hooka, 25e 
each; Rafter Brackets, 15c. 

CATCHERS—GRASS—No. 9, all duck, $2.25; 10G, Galv. Bot¬ 
tom, $2 35; 11 all duck, $2.75; 12G Galr. Bottom, $2.75; 
RR1, $100; Eureka, 85c; 16G, $2.25; 5G, $2.50. 
CESSPOOL8—BELL— Hinge. Loose. 

2 inch 6x6 Bell. 1.40 1.15 

3- inch 9x9 Bell.2.00 1.80 

4- inch 13x13 Bell. 4.75 8.75 

CHAINS—Tire. 


Size 

Pair 




Tire—Weeds 


4 % x33 . 


3 

x30 . 

. 4.50 

4%x34 . 


3 H x30 . 

. 5.00 

4 H x35 . 


3 % x32 . 

. 5.50 

4%x36 . 


4 

x31 . 

. . 6.00 

4 H x37 . 

. 8.75 

4 

x32 . 

. 6.00 

5 x35 . 


4 

x33 . 

. 6.50 

5 x36 . 


4 

x34 . 

. 7.00 

5 x37 . 


4 

x35 . 

. 7.50 

5Hx36 . 


4 

x36 . 

. 7.50 

5%x37 . 


4%x32 . 

. 7.00 

5%x88 . 



CHISELS— 

Socket 

Firmer 

Whites 

Pocket 

Inside or 
Outside 


Bev. Edge 

No. 2 

Bev. Edge 

Bevel 

H . 

... 1.15 

1.30 

1.30 

1.35 

% . 

... 1.20 

1.35 

1.35 

1.35 

%. 

. . . 1.25 

1.40 

1.50 

1.35 

H . 

. . . 1.30 

1.45 

1.55 

1.40 

% . 

. . . 1.35 

1.50 

1.60 

1.50 

%. 

. . . 1.40 

1.55 

1.65 

1.65 

%. 

. . . 1.50 

1.65 

1.75 

1.75 

1 . 

. . . 1.65 

1.75 

1.80 

1.85 

1*4. 

1.85 

1.90 

2.00 

2.00 

1 H. 

. . . 2.00 

2.00 

2.25 

2.25 

l% . 

... 2.35 

2.15 

2.40 

2.5a 

2 . 

. . . 2.50 

2.30 

2.75 

2.75 

1 .. 


Bucks No. 
... .90 

Blacksmiths' 

, 4 Oeld or Hot lye 
.76 



Cold 

Cold 


Bound 

Diamoa 


Com. 

Special 

Cape 

Nose 

Point 

%. 

... .20 

.35 

.55 

.50 

.50 

5-16_ 

.25 

.35 

.60 

.60 

.55 

%. 

. . . .25 

.40 

.65 

.65 

.60 

H . 

. . . .30 

.45 

.75 

.65 

.75 

%. 

. . . .40 

.65 

.85 

.70 

.85 

%. 

... .45 

.65 

.90 

.90 

1.00 

%. 

... .75 

.90 



1.25 


. . . .80 

1.00 



1.50 


Dozen pair Iota, 10% off. 

CHAIN—New German Straight Link (Coil) — 

6 0, 15c ft.; 5-0, 14c; 4-0, x8c; 8-0, 11c; 2-0, 11c; 0, 10c; 
1 8c' 2 8c 

Norway Straight Link (coll)—%, 85c lb.; %, 85c lb.; %, 
30c lb. 

Passizg Link (coil)—4-0, 15c ft.; 3-0, 13c ft.; 2-0, 12c ft. 
Proof Straight Link (coil)— 3-16 black, 30c lb.; %, 30c lb.; 
5-16, 25c lb.; %, 20c lb.; 7-16, 20c lb.; %, 20c lb.; 
%, 20c lb.; %, 20c lb. 

Proof Twisted Link (coil) —8-15 black, 33c lb.; %, 80c 
lb.; 5 16, 30c lb.; %, 30c lb. 

B. B. Proof Straight Link (coil)—5-16, 25c lb.; %, 25c lb.; 

H. 25c lb.; %, 25c lb.; %, 25c lb. 

Twisted Machine Coppered (coil)—4-0, 20c ft.; 8-0, 18o 
ft.; 2-0, 17c ft.; 0, 16c ft. 

Jack: Iron—No. 20, 7%c yd.; No. 18, 7%e; No. 16, 7%c; 
No. 14, 7V4o.; Ne. 12, 10c; No. 10, 12He; No. 8, 15c; 
No. 6, 25c. 

Jack: Braaa—No. 120, 10c yd.; No. 118, 10c; No. 116, 
12He; No. 114, 10c; No. 118, 25e; No. Ill, 80e; No. 
110, 40c. 

Safety Braaa and Nickel Plated—00 and N00, 20c yd.; 0-N0, 
25c yd.; 1-Nl, 80c yd.; 2-N2, 40c yd.; 8, 45c yd. 

Sash —01 Copper Plated, 5c ft.; 02 Copper Plated, 5c ft.; 
XXXX Copper Plated. 20c ft.; 02P Steel Plain, 8Hc ft.; 
10 Cable, 30c ft.; 56 Universal, 7c ft. 

Sash Chain Fasteners—10, 20c set; 100, 45c set. 

CHALK—Carpenters' White, Blue, Red, 80o do*.. Railroad, 
80c doz. School, 5c doz. Lumber—Dixon's Black, 75c dos.; 
All colors, $1.20. Metal Workers'—Solid Soapstone. *5c 
dos.; Solid Soapstone. Chisel Point, 40c. Oil Checking— 
5-in. Black, rod and blue, 45o dos.; 6-In., 50e. 

CHECK8—Door—All makes. Liquid Checks—A ll, $7.00; 
B-12, $0.50; C-18, $10.75; D-14, $12.75; E-15, $16.85; 6, 
extra large, $22.50. For hold open arm, add $1.25 each. 
Screen Door Chock—No. 01, $8.85. 

CHOPPERS—Meat and Food— Universal 

Enterpriae 0.2.50 

5.4.50 1.8.00 

10 . 7.00 2 8.50 

12 . 6.60 8 4.76 

22 .11.00 804 11.00 

82 .14.00 Ruaswim 

OR.8.75 

1 R. 8.25 

2 R.4.00 

$ R.5.50 


CHURNS—Barrel—No. 0, $9.75 each; 1, $11.25; 2, $12.75; 
3, $14.25; 4, $16.75; 5, $19.50. 

Improved Cylinder—No. 1 $6.35; 2, $7.50; 8, $6.75; 4, 
$8.75. 

Sturges Steel—No. 1, $10.35; 2, $12.65; 3.$14.65. 

Glass Family—Universal, No. 15, $2.75; 125, $3.25; 185, 
$4.00; 145, $4.50. Dazey, No. 10. $2.00; 20, $2.50; 30, 
$3.25; 40. $4.00. Extra Jars, Dazey, No. 10, 65c; 20, 
95c; 30, $1.25; 40, $1.50. 

Tin without Dasher—1H gal., $1.50 each; 2 gal., $1.55; 
3 pal., $1.60; 4 pal., $1.75. 

Dash—IX Tin—2-gal., $2 25; 4-gaL, $2.75; 6-gal., $8.26. 
Dash and Handle — 25c extra. 

CLAMPS—Steara’s Special Joiners'—Opens 1 ft, pair $6.50; 
1H ft., $7.00; 2 ft., $7.15. 

Carpenters’—Opens 3 ft., pair, $10.50; 4 ft., $11.65; 
6 ft., $18.00; 6 ft., $22.00; 8 ft., $28.50. 

Carriage Makers—Common. 2 H-inch, 85c each; 3-inch, 
$1.00; 4-inch. $1.35; 5-inch $1.75; 6-inch, $2.25; 8-inc.h, 
$3.50; 10-inch, $4.35; 12-inch, $5.75. 

Quilt Frame—No. 1, 10c each; 3, 20c; 82, 20c; 33, 20c. 

CLEANERS—Window— 

Rubber— Wood Floor— 

10-inch.45 16-ineh.65 14-inch.60 

12-inch.50 18-inch. .75 16-inch.76 

14-inch.60 

0LEVISE8—Malleable, 25c lb. Steel, 4", 25c; 5", 25c; 6", 
80c; 7", 30c; 8", 85c. 

CLIPS—Wire Rope “Bulldog"—8-16 to % Inc., task, 16e; 

H, 20c; %, 25c; %, 85c; %, 50c; 1-in., 55e; 1%-in., 60* 
CLIPPERS—Bolt- 

New Easy— Extrs Cutters— 

No. 0 . 4.25 No. 0 .2.26 

No. 1. 5.75 No. 1 .1.75 


No. 0. 4.25 

No. 1. 5.75 

No. 2. 8.00 

No. 8.10.50 

O. K.— 

10-inch .2.85 


Extrs Cutter 

No. 0 .2.26 

No. 1 .2.75 

No. 2 .8.76 

No. 8 .4.75 


14-inck .8.06 


CLOCKS—(Alarm)—Ace, $8.75 each; America, $2.10; Auto¬ 
matic, $6.00; Bingo, $4.00; Brownie, $4.50; Circle, $8.25; 
Columbia, $3.75; Ideal, $8.00; Indian, $2.10; Iron Clad, 
$3.25; Lookout, $2.50; Prompter, $8.25; Simplex, $6.00; 
Sleepmeter 2, $4.00; Sleepmeter 8, $8.25; Startle, 88.60; 
Tattoo Jr., $4.25; Tattoo Int, $4.25. 

NOTE—A Government War Tax of 5 per cent has basn 
levied on all retail sales of clocks. The retail dealer Is re¬ 
quired to keep s record of all sties and pay the tax into the 
Collector'• office each month. 

CLOTH—Emery, Noa. 00 to 2H, 10c straight; Nos. 1 to 8, 
15c. Carborundum or Aloxite—Nos. FF-90, 15c straight. 

CLOTH, WIRE— 

Hardware Galvanized— 


Mesh. 

Sq: ft. 

Screen 

8q. ft. 

1 inch. 


12 M—Black . 

.04 H 

% inch. 


14 M—Black . 

.05 

% inch. 


16 M—Black . 

.06 

2 mesh. 

.10 

14 M—Bronze . 

A6 

8 mesh. 


14 M—Galvanised .. 

.05% 

4 mesh. 


16 M—Galvanised .. 

.06 % 

6 mesh. 


14 M—Opal or Galv. 

.06 

8 mesh. 


16 M—Opal or Galv. 

.06 H 


Digitized by 


Google 
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HARDWARE WORLD 


RETAIL SELLING PRIDES—Continued. 


COOKS— 

No. Each No. Each 

Ball— %-inch... 1.40 7-inch... 1.60 

% -inch . . . 1.65 8-inch... 2.40 

%-inch... 2.15 Gas Hose— 3*-inch... .50 

1-inch... 3.65 %-inch... .55 

Floats 395— 5-inch. . . .65 9a- inch. . . .75 

6-inch... .90 

Service, Standard—Square or Flat Head— 

% m tt" l m Ihk" 1H" 2" 

Each.75 .80 .90 1.00 1.75 2.60 3.75 6.50 

COMPASSES—No. 40-4, 45c each; 6, 60c; 8, 75c. 

JOOKERS—Fireless—Duplex—No. 25. $20.00 each: No. 80,, 
$33.50; 35, $22.25; 50, $33.75; 55, $36.00; 60, $40.00; 
70, $56.00. 

Legs—Set, $5.00. 

Soapstone Discs—Each, $1.50. 

COOLERS—Water—Galvanized Lined—2-gal. with push faucet, 
$5.50 each; 3-gal., $6.75; 4-gal. f $8.50; 6-gal., $10.00; 8- 
gal., $12.50; 10-gal., $14.50. 

COPPER—Sheet, 65c lb.; Bars, round, 70c lb.; Tubing, 75c lb. 

COPPER WARE—Roms Nickel Plated— 

Tea Kettles. 5 pints . 2.75 

8% inch. 8.50 6 pints 3.00 

9% inch. 8.75 TeaPots. 

10V4 inch. 4.25 2 pints 2.00 

Coffee Pots. 8 pints . 2.25 

8 pints . 2.25 4 pints 2.50 

4 pints . 2.50 5 pints 2.75 


DRILLS— 

Goodell-Pratt Bench Drills— 


No. 

Each 

No. 

Each. 

8 . . . . 


12A . 

., 6.50 

8H .. 


87. 

la 66 

9* . . 

.14.00 

97. 

. 12 75 

104 .. 

.24.00 

118. 

. 7 50 

490 4 .. 


Yankee—Millers Falla, 

Hand— 

1003 .... 


1 .. 

.. 8.50 

1005 . . . . 


2 . 

.. 5.25 

11 . . . . 


2B . 

.. 4.75 

oodell-Pratt 

Breast Drills— 

3A .. 

.. 4.00 

6 . 


5 . 

>. 4 00 

07 . 


98 . 

. r 5 75 

245 . 


105 . 

!. 8.75 

279 . 


806 . 

.. 5.50 

illers Falls 

(Breast)— 

343 . 

.. 4.00 

12 . 

. 7.50 

1980 . 

,. 5.75 


Drill Presses- 

—Millers Falls 


20 . 


23 . 

.. 7.50 

21 . 


210 . 

. .15.00 

22 . 





Hand ! 

Drills— 


No. 

Each 

No. 

Each 

4 . 

. 8.00 

455 . 

.. 9.25 

44. 


545 . 

. .12.00 

54 . 


550 . 

. .10.50 

5 4 B . . . 

. 5.20 

555 . 

. .18.75 

49 . 

. 2 30 

1430 . 

.. 4.50 

53 . 

. 3.70 

1445 . 

.. 8.00 

54 . 

. 4.00 

1455 . 

.. 9 25 

154 . 

. 5.00 

1530 . 

. . 6.50 

259 . 


1540 . 

. .10.00 

329 . 

. 8.40 

1545 . 

. .12.00 

379 . 

. 8.50 

1550 . 

, .11.75 

385 . 

. 8 40 

1555 . 

, .18.75 

445 .... 





COPPERS. SOLDERING—Family— 


1 . 1.65 

2 . 1.50 

Tinners— 

% pound, per pair.80 

1 pound, per pair.45 

1% pound, per pair. 60 

2 pound, per pair.75 

8 to 14 pounds.65 


OORD—Sash, Common—Per Hank: No. 6, $2.00; 7, $2.35; 
8 , $3.00; 10, $4.75; 12, $5.95. 

Silver Lake—Per Hank: No. 6, $3.10; 7, $3.50; 8, $3.95; 
10, $6.05; 12, $8.75. 

OORD, TINNED PICTURE— 

No. 00, 10c pkg.; 1, 15c; 2, 15c; $, 20c; 4, 25c. 

CRAYON—Lumber, 10c; Soapstone, 5c. 

CULTIVATORS— 

Nor cross, 1 GC-5, each, $1.25; 5N, $1.50; 8N, $1.25; 
Midget, 60c. 

Pull Easy, PEG, each, $1.85; PE5, $1.50; PEW2, $5.00. 

CUTTERS—Pipe—Barnes, No. 1, $4.35 each; 2, $4.75; 3, 
$9.75; 4, $19.50; 5, $29.25. 

Saunders—No. 1, $3.75 each, 2, $5.50; 8, $13.25. 

Trimo—No. 1 , $4.85 each, 2, $6.00; 8 , $9.75. 

DAMPERS — Stove Pipe—No. 3, 25c each; 4, 25c; 5, 80c; 
6, 35c; 7, 50c; 8, 80c; 9, $1.15; 10, $1.50. 

DIVIDERS—Wing, No. 1, 35 A 50, 6-in., 75c pr.; 7-in., 90c; 
8-in., $1.00; 10-in„ $1.25. No. 85, 6-inch, 75c pair; 7-inch, 
85c; 8-inch, $1.00; 10-inch, $1.25; 12-inch, $1.85; 14-inch, 
$2.50. 

Excelsior—41-inch, 90c; 8-inch, $1.25; 10-inch, $1.65. 
DOORS—Ash Pit— 

8x8 .2.00 10x12 .2.75 

8x10 .2.25 12x15 . 5.50 

ASH TRAP8—Common, 7x9, 80o; Adams Double, 90c. 

DOORS—Screen— 

241 Common Varn. %-in —2 6x6-6, $8.75; 2-8x$-8, $3.90; 
2-10x6-10, $4.00; 3x7, $4.25. 

100 Galv.—26x6-6, $8.25; 2-6x6-8, $3.75; 2-10x6-10 
$4.00; 8x7, $4.25. 

200 Galv.—26x6-6, $8.75; 2-6x6-8, $4.25; 2-10x6-10, 
$4.50; 8x7, $4.75. 

400 Galv.— 2-6x6-8, $5.00; 2-10x6-10, $6.00; 8x7, $6.50. 
276 Black 1%-in.—2-6, $4.85; 2-8, $4.50; 2-10, $4.75. 
811 Black 1%-in—2-6x6-6, $5.25; 2-8x6-8, $5.50; 2-10x 
6-10, $5.75; 3x7, $6.00. 

891 Galv.— 2-8x6-8, $6.25; 2-10x6-10, $6.50; 8x7, $7.00; 
8x6*8 $7 25 

525 Black—2-6, $7.25; 2-10, $7.50; 3x7, $7.75; 8x6-8, 

$ 8 . 00 . 


Chain Drills—Goodell-Pratt 


807 ... 



818 . 

_ 7.00 

316 ... 



1500 . 

... 4.50 

817 ... 







Yankee Automatio 


41 . . . . 



44 . 

... 8.75 

42 . . . . 



50 . 

... 4.80 


Yankee Chucks 

and Drill Points 


No. 


Set. 

No. 

Set. 

800 . . . 


. 1.15 

805 . 

_ .55 

801 ... 







Yankee Drill Points 


Set of 8 

, $1.00; 

; sach 15c; 2 for 25c. 



Bits, Wood (Syracuse Pattern) 


Thirtyseconds— 

Ea. 


Ea 

2 


. 25 

12 . 

... .50 

3 . 


.25 

18 . 

... .55 

4 


.25 

14 . 

... .60 

5 . 


.25 

15 . 

... .65 

6 . 


.25 

16 . 

... .70 

7 . 


.80 

17 . 

... .75 

8 . 


.85 

18 . 

... .85 

9 . 


. 40 

19 . 

.. . .90 

10 . 


.45 

20 . 

... 95 

11 . 


.45 

24 ... 

... 1.25 

Bit Stock Twist 

Drills for metal or wood— 


1-16 . 


. 20 

15-32 . 

... 80 

3-32 . 



V4 . 

. . . .90 

% 


. 20 

17-32 . 

... 1.00 

5-32 . 



9-16 . 

... 1.10 

3-16 . 



19-32 . 

... 1.20 

7-32 . 



% . 

... 1.30 

% 


.40 

11-16 . 

. . . 1.40 

9 32 . 



% . 

. .. 1*60 

5-16 . 



13-16 . 

... 1.80 

11-32 



% . 

... 2.00 

% 


.65 

15-16 . 

... 225 

13-32 



1 . 

... 2.50 

7-16 . 





Straight Shank Carbon Steal, 

, Short Set— 


1-82 


.15 

7-82. 

... .25 

8-64 . 


.15 

15-64.. 

... .25 

1-16 . 



M . 

... .80 

5-64 . 


.11 

9-82. 

... .85 

8-82 . 



5-16. 

... .40 

7*$4 . 



11-82. 

... .45 

% .. 



% . 

... .50 

9-64 . 



18-82. 

... .60 

5-82 . 


.15 

7-16. 

. .. .70 

11-64 


.20 

15-82. 

... .85 

t-16 . 



% . 

... 1.00 

18-64 





Straight Shank, 

Wire Gauge Carbon Steel— 


1 to 

5.... 

..... .26 

•6 to 40. 

... .16 

6 to 

10.... 

.22 

41 to 45. 

... .16 

11 to 

15. ... 

..... .20 

46 to 50 . 

... .If 

16 to 

20... 

..20 

51 to 65. 

... .16 

21 to 

25... 

.20 

56 to 60 . 

... 15 

26 to 

80... 

..... .16 

61 to 90 . 

... .15 

81 to 

86.... 

.... • *16 




Digitized by 


Google 
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DRILLS—Continued. 


Sebco "Star”— 


% . 

,18.00 

9-16 . 

. .36.00 

% . 

22.00 

% . 

. .38.00 

7-16 . 

26.00 

% . 

. .52.00 

% . 

30.00 



LEOTRICAL APPLIANCES— 



Universal Goods— 




Dishes, Chafing— 


E9437 . 

. 18.50 

E921 ........._ 

.15.75 

E9439 . 

. .20.00 

E940 . 

.25.00 

E9635 . 

. . 15.00 

E9850 . 

22.50 

E9637 . 

. .16.00 

Grills— 


E9639 . 

. . 17.50 

E982 . 

,12.50 

E9646 . 

. .21.00 

E0R4, . 

15.00 

E9649 . 

. .23.50 

Heaters, Immersion 


E9676 . 

. .18.50 

E970 . 

. 7.00 

Ranges, Table— 


Irons, Curling— 


E9841 . 

. .24.00 

E9901 . 

. 7.25 

Stoves— 


E99011 . 

. 8.00 

E998 . 

. .11.00 

Irons, Pressing— 


E1997 . 

. .11.00 

E901 . 

.10.00 

E9960 . 

. .10.00 

E902 . 

, 8.50 

Toasters— 


E905 . 

. 8.50 

E945 . 

. . 9.75 

F9023 . 

, 7.50 

E946 . 

. . 8.50 

E9035 .. 

. 8.50 

Urns, Coffee — 


E9051 . 

. 9.50 

E916 . 

. .21.00 

*9081 . 

. 9.00 

E919 . 

. .22.50 

Irons, Waffle— 


E9136 . 

. .18.00 

E930 . 

.20.00 

E9146 . 

. .23.50 

Pads, Heating— 


E9149 . 

. .26.50 

E9940 . 

.18.50 

E9166 . 

. .28.50 

Percolators— 


E9169 . 

. .31.00 

C9025 . 

,18.50 

E9176 . 

. .19.50 

E9027 . 

. 14.00 

E9179 . 

. .21.00 

E9029 . 

.15.00 

E9166044 . 

. .52.25 

E9436 . 

.17.00 

E9169044 . 

. .54.75 

Hot Point Goods— 





Chafing Dishes—No. 20501, $14.00 each; 20502, $21.00; 
20503, $23.50. 

Coffee Percolators—No. 20610, $11.00 each; 20611, 

$12 50;; 20620, $15.00; 20621, $15.00; 20622, $19.50; 
20650, $19.50; 20651, $26.00; 20652, $29.50. 

Grills—20101, $12.50 each; 20103, $15.00; 20104, 
$11.50. 

Percolator Sets—41484, $51.75; 41486, $41.75; 415S5, 
$48.75. 

Curling Irons—112L1, $8.00; 112L2, $7.00. 

Heaters, Air—30501, $21.00; 30502, $28.50; 30508, 
$38.50; 30603, $40.00; 80604, $54.00; Hedlite, $12.00. 
Heating Pads—50142, $10.00; 50151, # $12.50. 

Immersion Heaters—50201, $6.75; 50202, $8.25; 50203, 
$9.75. 

Pressing Irons—11103, $9.75; 11203, $7.25; 11205, 

$8.25; 11206, $8.25; 11307, $10.50; 11308, $10.75; 11310, 
$12.00; 11812, $17.00; 11815, $18.50. 

Ovenette—No. 40701, $8.50. 

8toves—No. 20301, $8.50; 20302, $8.50; 40101, $9.00; 
40102, $10.25; 40103, $14.25; 40104, $16.50; 40105, 
$19.50; 40106, $7.50. 

Toasters—114T5, $9.75; 114T5%, $8.50; 115T1, $9.50. 
Vacuum Cleaners—No. 60102, $37.50 each; 60103, $42.00. 
Attachments, $11.00. 

ELECTRICAL SUNDRIES— 

Attachment Plugs, No. 908, Benjamin. 

No. 500, Bryant . 

Bells. 2%-inch Eclipse, Nonpareil, Iron Box. 

3-inch Eclipse, Nonpareil, Iron Box. 

Buzzers, Nonpareil, Iron Box. 

Watch Case . 

Cleats, 2 and 8 wire, unglased. 

Clusters, No. 92, Benjamin, 2-light. 

No. 93, Benjamin, 8-light. 

No. 94, Benjamin, 4-light . 

Porcelain Rings for Clusters. 

Cord, No. 18, Green and Tellow Twisted Lamp 
No. 18, Heater, Twisted. 

Nnsea, 6, 10. 15, 20, 25, 80 amp. 

Globes. 6x8%, B. I. Ball. 

8x8% or 4 Ball. 

Knobs. No. 5%. solid . 

No. 5%, split .. 

Lamp Guards, 8tyle A— 16 O. P. 

Style H—16 O. P . 

8tyle H—82 O. P . 

Loxon, 40 watt (guard only). 

Loxon, 60 watt (guard only). 

Key for Loxon Guards.. 

Loom, 7*82 (260 feet in eoil). 

% (250 foot in coil). 


Each 

.35 

.20 

1.00 

1.00 

1.00 

.75 

Pair 

.06 

Eaeh 

1.35 
1.75 

2.35 
.20 

Foot 

.06 

.15 

Each 

.10 

.60 

1.25 

.08% 

.06 

.40 

.85 

.45 

.65 

.70 

.10 

Foot 

.10 

.11 


Eaeh 


Receptacles, No. 226, Porcelain Cleat.30 

No. 195, Freeman Key, brass.70 

No. 188, Freeman Key, brass.80 

Rosettes, No. 319, Cleat, Mesco No.16445.20 

No. 333, Concealed Mesco No. 16447 .30 

Switches, No. 400, Common Snap, Mesco 5121.50.. 

No. 403, Indicating Snap, Mesco No. 5123.50 

No. 459, 3-way Snap, and Mesco No. 5129.96 

No. 4401, Single Pole Push, and Mesco No. 5011.. .64 

No. 4403, 3-way Push, and Mesco No. 5012.89 

No. 707, Single Pole, 1-way Baby Knife.40 

No. 708, Single Pole, 2-way Baby Knife.60 

No. 709, Double Pole, 1-way Baby Knife.65 

No. 710, Double Pole, 2-way Baby Knife.85 

Sockets, %-inch and Pendant Cap Key BB.55 

Pull Chain . 1.00 

Shades, 8-inch Tin Cone.. .55 

10-inch Tin Cone.60 

8-inch Flat Tin.50 

10-inch Flat Tin.75 

Shade Holders, 2%-inch P. A A., BB.15 

3%-inch P. & A„ BB.25 

Tubes, Porcelain, 5-16x3 .02% 

5 16x4.04% 

5-16x5 .06 

5*16x6 .07 

Lb. 

Tape, Durafix Friction, %-lb. rolls.95 

Sticktite Friction, %-lb. rolls.95 

Paraweld Rubber, %-lb. rolls.85 

Foot 

Wire, No. 10, S. B. Solid R. O.05% 

No. 12, 8. B., Solid R. 0.04 

No. 14, S. B., Solid R. 0.08 

Lb. 

No. 18, Single Bell . 1.25 

No. 20, Twisted Bell. 1.40 

100 Feet 

No. 18, Black R. C. Fixture. 1.50 


EMERY—Per lb., 25c. 

Stones—See Stones. 

Cloth—See Cloth. 

Wheels—See Wheels. 

FASTENERS—Casement, common brass plated, 85c; Sash, 
common brass plated, 20c, two for 25c. 

FAUCETS—Cork Lined— 8-inch .30 

7- inch, each.25 9-inch .35 

FIBRE WARE—Funnels—1-qt., $1.50; 2*qt., $2.25. 

Lunch Boxes—25c to 40c. 

Measures—1-pint, $2.25; l-qt. f $2.50; %-gal., $8.00; 1* 
gal., $3.75. 

Pails—12-quart, $2.00. 

Spittoons—4x9-in., $2.50; 5xll-in., $2.75; 6xl3-in., $8.50. 
Tubs, Oral—18-inch, $5.00; 23-inch, $8.00. 

FIGURES AND LETTERS (8TEEL)— 

Figures Set Each Letters Set Each 

% inch. 1.50 .25 % inch.6.00 .85 

8- 16 inch. 2.00 .30 % inch.4.50 .25 

% inch. 2.50 .35 3-16 inch.6.00 .30 

5 16 inch. 3.00 .45 % inch. 7.50 .35 

% inch. 8.50 .65 5*16 inch.9.00 .40 

FILES—Band Saw, slim, 4 inches long, 20c each; 6 inches, 
25a; 6 inches, 30c; 8 inches, 40c; 10 inches, 65c. Knife, 
Bastard, 4 inches, 40c; 5 inches, 45c; 6 inches 50c; 6 
inches, 60c; 10 inches 70c. Regular Taper, 8-8% inches, 
15c; 4 inches, 15c; 4% inches, 15c; 5 inches 20o; 6% 
inches 20c; 6 inches, 25c; 8 inches, 40c; 10 inches 60c. 
Slim Taper, 8-3% inches, 15c; 4 inches, 15c; 4% inches, 
15c; 5 inches, 20c; 5% inches, 20c; 6inches, 25c; 8 inches, 
35c; 10 inches, 45c. Warding, Bastard, 4 inches, 80o; 5 
inches, 85c: 6 inches, 40c; 8 inches. 45c. Flat Bastard, 8, 
4 inches, 25c; 5 inches 25c; 6 inches, 80c; 8 inches, 40c; 10 
inches, 50c; 12 inches, 70c, 14 inches, 95c; 16 inches, $1.25. 
Half Round Bastard, 3, 4 inches. 85c; 5 inches. 40o; 6 
inches, 45c; 8 inches 55c; 10 inches, 65c; 12 inches, 85c; 
14 inches, $1.10; 16 inches $1.45. Mill Bastard, 8, 4 inches, 
20c; 5 inches 25c; 6 inches, 25c; 8 inches, 30c; 10 inches. 
40c; 12 inches, 55c; 14 inches, 80c; 16 inches $1.10. Round 
Bastard, 3, 4 inches, 20c; 5 inches, 25c; 6 inches, 25o; 
8 inches, 30c; 10 inches, 40c; 12 inches, 55c; 14 inches, 80c; 
16 inches, $1.10. Square Bastard, 8, 4 inches, 30c; 5 inches, 
80c; 6 inches, 35c; 8 inches, 40c; 10 inches, 55o; 12 inches, 
75c; 14 inches, $1.00; 16 inches, $1.85. 

FIXTURES—Grindstone—Auto—01, $2.00; 02, $2.50; 15, 
$1.25; 17, $1.35; 19, $1.50: 21, $1.75; Am. Heavy—17, 

S I.00. Extra Shafts, 15-incn, 50c; 17*lnch, 50e. Extra 
ranks, 25c. 


FLASHLIGHTS — Eveready Daylos — Complete — No. 6961, 
$1.10 each; 6962, $1.40; 1991, $1.75; 2604, $1.75; 2631, 
$2.00; 2632, $2.50; 2619. $2.50; 2616, $2.10. 

Eveready Batteries—No. 705, 60c each; 790, 40c; 791, 
40c; 700, 40c; 750, 40c; 751, 45c. 
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RETAIL SELLING PRICES—Continued, 


FLASHLIGHTS—Continued— 

Kwiklitea 

Tubular No*...5220 5221 5228 5229 5331 6240 6240B 

Complete. ea...$1.35 $1.70 $2.00 $2.00 $2.25 $1.55 $1.70 

Case A Bulb, ea. 1.15 1.85 1.50 1.65 1.75 1.25 1.40 

Tubular No* . .6241 6241B 6249 6249B 6848 6848B 6851 

Complete, ea...$1.85 $2.00 $2.85 $2.55 $2.25 $2.45 $2.75 

Case A Bulb, e. 1.50 1.65 2.00 2.20 1.75 1.95 2 25 

Pocket Nos.2472 2573 3475 8475B 3577 8577B 8579 

Complete, ea_ 1.00 1.25 1.25 1.35 1.50 1.65 1.90 

Case A Bulb, ea. .70 .85 .95 1.05 1.10 1.25 1.50 

Watch Chain No*. 6239 6239B Watch Chain Bat'y No. 1204 

Complete, each_$1.00 $1.10 Battery only, each....$ .25 

Case and Bulb, each .75 .85 

Battery only, 

No* ...1202 1203 1206 1207 1271 1301 1808 1809 

Bach ..$0.30 $0.85 $0.30 $0.30 $0.30 $0.50 $0.40 $0.40 

FLATTERS—Blacksmith—2*in., $1.25; 2%-in., $1.65; 8-ln., 
$2.00; 8%-in., $3.00. 

FORGES—No. 150 Chicago, $16.35; No. 151 Chicago, $17.00. 
Buffalo—No. 310 Steel Ball Bearing Rivet, $83.00; No. 722, 
$33.00; No. 742H, $40.00. 

PORKS—Hay—Nellis, 94 single harpoon, $6.25; 95 double 
harpoon, $3.85; 96 double harpoon, $7.75; 97 double harpoon, 
$4 25; 98 double harpoon, $7.85. Grapple. No. 99 (4 tines), 
$15 50; No. 100 (6 tines), $18.00. Jackson Patterns, 4 ft., 
$19.00; 4% ft., $19.75; 5 ft., $23.00. 

FREEZERS—Arctic- 

Qu. 

1 . 

2 . 

3 . 

4 . 

6 . 


Toy 


White Mountain 


Each. 



. 6.45 

4 00 

2 ... 


4.60 

5.55 

3 


. 7.65 

4 .! . 


. 9.45 

6JU> 

6 ... 


.11.85 

, 8.60 
.11.10 
. 4.00 

ft 


.15.40 

10 ... 


.20.50 

12 ... 


.24.50 

15 ! . . 


.29 25 

5.55 

12-in., 

20 ... 


.38.00 

$2.00; 

14-in., 

$2.25; 16-in. 

h, 12-in 

.. $1.75; 

; 14-in., 

$1.85; 16-in. 


No. 

Each 

1.85 

No. 

77 ... 


Each 

94 . 

2^15 

2 00 

71 ... 
90 ... 


.85 

95 % - - - 

1.65 

91 ... 


. 1.65 

kF a «iL 1 m (3 4 1 

92 ... 


. 2.25 

HI . . 4 

.26 

97 ... 




.60 

98 ... 



66 . 

1.00 





Altitude Gauge*, $5.85. 

Steam Gauge*, 4%-in. face I O, $6.85. 
Thermometer, Straight, $1.50. 
Thermometer, Angle, $1.75. 


GLASS—Window 

3B Grade— Large Lot* Small Loti 

.Single Strength .70% 70% 

Double Strength. 76% 66% 

Extras for Putting in Glass Per Light 

First 3 Bracket*. AO 

Second 8 Brackets. 76 

Third 3 Brackets.1.00 

Larger Light*. $1.00 per hour, per msa 

GLA8SES— 

Ground Level— Proved Level— 


1% . 

2 . 

.80 1% 

.60 2 . 



.15 

.15 

2 U 

.65 2% 



.15 

8 . 

.70 8 . 



.20 

a i jl , . „ 

.76 8% 



.20 

LASSES, GAUGE— 

Standard 


Extra Heavy 

% 

%A% 

% 

%A% 

% 

10 ,35 

.35 

.35 

.55 

.75 

12 .35 

.35 

.50 

.60 

.90 


.45 

.60 

.70 

1.05 

16 ••• , 

.55 

.65 

.85 

1.25 

16 ,»,,*••••• ••• 

.60 

.75 

.95 

1.85 


.65 

.80 



22 •••••••••• • • • 

.70 

.90 

. .. 

.... 

24k •••••••••• • • ■ 

.80 

1.00 

.. . 

.... 


FROES—Special—Each, 

$2.50. Common—Eac 

$ 2 . 00 . 

GARBAGE CANS—(See Cans)— 

GATES—Molasses and Oil— . , . . 

Stebbins—%-inch, 75c each, 1-inch, 90c each; 1 %-inch, 
$1.00; 1%-inch, $1.25; 2-inch, $1.35. 

Perfection—%-inch, $1.35 each; 1-inch, $1.50; 1%-inch, 
$1.75; 1 % -inch, $2.10; 2-inch, $3 00. 

Lock Fast—%-inch, $1.45 each; %-inch, $1.65; 1-inch, 
$1.85; 1 %-inch, $2.00; 1 %-inch, $2.25; 2-inch, $2.50. 
Enterprise, Self Measuring—No. 61, Faucet, $10.50; 97, 
Pump, $24.00. 

GAUGES—BUTT—Stanley— 


GLOBES—Lantern—Cold Blast—Plain, 25c each; Bullsey*, 
40c; 2 Plain, 25c; 2 Bullseye, 40c; 2 Ruby, 55c. 

Railroad—Clear, 30c each; Green or Red, 85c. 

Tubular—Clear, 10c each; Plain, 25c; 3-0 Ruby, 75c; 4-0 
Bullseye, 40c; 5-0 Wizard, 25c; 6-0, 25c each. 

GLUE—Dry— 

No. or Brand 

AAA . 

B . 

OX . 

D . 

GX . 

LXX . 


Lh 

.6* 

..70 

. 45 

.i.35 

.; ** .50 

.45 

Imperial Liquid— 

Size . 1 Oz. Pt 14 Pt. H P» 1 Pk l Of. 1M- 

List, Doz_ 1.06 1.80 2.80 4.50 7.00 11.75 54.00 

Sug. Ret. Ea.. .20 .80 .80 .50 .85 1.50 4.50 

Le Page’s Liquid— 

8ize . 1 Oz. 2 Os. % Pt. 

List, do*..1.60 1.65 1.80 

Sug. Ret. Ea.. . .20 .20 .80 

GOUGES—Buck’s, Socket Firmer, Outside Bevel—No 42— 
% -inch, $1.20; % -inch, $1.20; % -inch, $1.25 ; % moh, 

$1.30; % -inch, $1.40; %-inch, $1.55; 1-inch, $ 1.65; - *.-inch 
$1.85; 1 %-inch, $2.10; 1%-inch, $2.25; 2-inch, $2.50. 

Witherby No. 320—%-inch, $1.50 each; %-inch, $150; 
%-inch, $1.65; %-inch, $1.70; %-inch, $1.80; '■i-incli, 

$2.00; 1-inch, $2.10; 1 %-inch, $2.2o; 1%-inch, $2.50, 1% 
inch, $2.75; 2-inch, $3.25. 


% Pt. % Pt. lPt. lQt 
2.80 4.50 7.00 11.25 
.80 .50 .85 1.50 


P. S. A W. Firmer— 

160—% inch. 1.50 

% inch.... 1-50 

% inch. 1.65 

% inch. 1.70 

% inch. 1.80 

% inch.2.00 


1 inch.*12 

114 inch.*•*» 

1V4 inch.»•» 

1% inch.*•« 

2 inch.*•** 


Boiler*, Ooff*e 

1 % quarts.90 

2 quart*. 1.10 

8 quart*. 1.85 

4 quart*. 1.90 

6 quarts. 2.15 

8 quarts. 2.60 

10 quart*. 8.00 

12 quart* ..... 8.40 

Boiler*, Wash 


18 

21 

22 

11 

13 

12 

14 
14 

10 

12 

14 


.35 

.40 


2.75 
3.00 
3.25 

Bowls. Wash 
inch diam. . 
inch diam. . 

Buckets, Fire 

quarts.90 

quarts.1.06 

quart*.1.25 

Buckets, Well 

quart*.90 

quart*.1.00 

quart*.1.10 


Cans, Ash 

10 gals. 4.80 

16 gals. 5.75 

20 gals. 6.75 

28 gals. 7.75 

Cans, Garbage 
5% dis. in lot* 8 dos. 
Smooth, Pail Handle 
2 gals. 1.15 

5 gals. 1.50 

6 gals. 1.85 

8 gals. 2.00 

10 gals. 2.50 

16 gals. 3.00 

Corruj rated. 

Side Handles 

15 gals. 6.75 

16 gal* . 7.25 

21 gal*. 8.00 

Gasoline Can* 

(1 P A B, 1) 

5 gals. 2.50 

1 gal.85 

(Side faueet) 

5 gals.2.50 


GALVANIZED WARE 
(Top fancet) 

5 gals.2.50 

Oil Cans 

1 gal.70 

2 gals.1.15 

5 gals.2.50 

(Double seamed) 

5 gals.2.00 

(Side fauoet) 

5 gal*.2.50 

Dippers 

1 quart.80 

Coal Hods 

16 inch. 1.00 

17 inch. 1.20 

Camp Kettle* 

1 gal.40 

1 % gal* ...... -55 

2 gals.70 

8 gals.90 

4 gals. 1.05 


Cement Pails 
14 quarts.2.50 

(Puritan) 

14 quarts. 3.50 

Chamber Pails 

10 ouarts. 1.10 

12 quarts.1.15 

Stock Pails 

14 quarts.1.00 

16 quarts.1.10 

18 quarts. 1.25 

20 quarts.1.40 

Water Pails 

8 quarts.50 

10 quarts.55 

12 quarts.65 

14 quarts.75 

16 quarts.85 

Refrigerator Pans 

12-inch .75 

14-inch .... . ._.85 


Water Pots 
or Sprinklers 

4 quarts.1-00 

6 quarts.1-25 

8 quarts.1*50 

10 quarts.1-75 

12 quarts.2.00 

16 quarts.2.50 

Foot Tubs (oval) 

16-inch . 

18-inch .100 

20- inch .1.20 

21- inch .I- 50 

Wash Tubs 

18- inch .135 

20-inch .1 

22- inch .1.9? 

24-inch .2.25 

(Extra heavy) 

20-inch .2.50 

22-inch .2.7o 

24-inch .3.00 

19- inch .L50 
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RETAIL SELLING PRICES—Continued. 


ABAFHITE—Ttaka, per ft, 80e. 

GREASE—AXLE—1 lb. cant, 15c each; 8 lb. earn, 40c; 5 lb. 
cans, 65c; 10 lb. pails, $1.25; 25 lb. pails, $2.75. 

Cup Grease—5 lb. cans, $1.00 each; 10 lb. oana, $1.75; 
25 lb. cans, $3.75. 


Transmission—5 lb. 

cans. 

20c each. 


EtIND STONES— 

Loose— 

Owt. 

8.00 

8.00 

19 inch . 

. 1.50 

40 to 200 lbs. 

Mounted—Hand— 


Over 200 lbs. 

8.50 

7 inch.. 

, 8.00 

Fixtures and Axle— 

8 inch. 

. 3.25 

15 inch . 

1.25 

10 inch. 

, 4.00 

17 inch . 

1.40 

12 inch.... 

. 4.50 


Pedal Mounts—Prices range from $9.75 to $20.25, according 
to material and quality. 

HACKSAW BLADES— 


Lenox, Power— 17" %.2.80 


Lgth. 

Wdth. 

14. Heavy. 

17" i: 


4.16 

8 

9-16_ 

.90 


Hand, 

Lenox— 


10" 


1.15 

.... 

Length. 

Each 

Doz. 

10" 

%. 

1.85 

1.95 

8 inch 


.75 

10" 



2.45 

9 inch 


.85 

12" 


1.85 

.... 

10 inch 


1.00 

12" 

1% •••••• 

1.60 

2.85 

11 inch 


1.10 

12" 


2.80 

2.95 

12 inch 

.15 

1.20 

14" 

71 • • • • e » 

1.70 

.... 

Hand, Starrett. Victor. 

8 tar— 

14" 

%. 

1.90 

2.75 

8 -inch 


.85 

14" 


2.65 

8.50 

9-inch 


.95 

16" 

^ ••••## 

2.15 

8.15 

10 -inch 


1.10 

16" 

1. 

8.05 

8.90 

12-inch 


1.25 

HACK 

SAW FRAMES—M. F.—4B, 75c; 

6, $2.50; 9, 

$1.85; 


15, $2.75; 77, fl.OO; 78, $1.50; 1027, $1.50: 69, $8.80; 
69B, $2.65; 14, $8.50; 4 Milford Adj., $8.75; 7 Milford Adj„ 
$1.65; 86% Disston, $1.50; 40 Extension, 75e 


HAMMERS—No. 41%, $8.00 each; 11%, $2.50; No. 2 Ball 
Pein, $2.25. 

HAMMERS—Maydole Carpenters' Nail—No. 1, $2.35 each; 
1%, $2 25; 2, $2.00; 11, $2.35; 11%, $2.25; 12, $2.00; 
12^. $185; 13, $1.75; 14, $1.65; 34, $1.50; 611%, $3.25; 
, 710, $3.00; 711, $2.35; 711%, $2.25; 712, $2.00; 713, 


Maydole Chipping—No. 100, $1.90 each; 101, $1.75; 
102, $1.55; 103, $1.40. Maydole Cross Pein—No. 174, $1.50. 



HAMMERS— 

Plumb's Carpenter's Nail— 

K1 . 1.26 

TO 1%. 1.25 

A 11 . 1.20 

A 11%. 1.16 

A 12 . 1.10 

O 11% . 1.50 

O 12 . 1.46 

P 80 .2.26 

P 81 .2.16 

P 82 . 2.00 

P 88 . 1.90 

P 84 . 1.80 

P 85 . 2.25 

P 86 .2.15 

P 87 . 2.00 

Plumb’s Engineer's— 

261 .2.10 

262 2.25 

263 2.50 

264 2.75 

Plumb’s Machinist's Ball 

Pein— 

18 .$0 

1870 . 1.75 


1871. 1.75 

1372 .1.75 

1873 1.85 

1374 . 2.00 

1875 . 2 15 

1876 . 2 35 

1877 . 2.50 

1879 . 2.90 

Plumb’s Riveting— 

220 . 1.25 

221 . 1.25 

222 . 1.85 

228 . 1.50 

251 . 1 75 

252 . 1 80 

253 1.85 

254 . 2.00 

Plumb’s Brick— 

461 2.00 

462 . 1.75 

8154 1.15 

8155 1.85 

Plumb's Prospector'* Pick 

470 . 2.75 

471 .2.85 


HANDLES—Adze, extra select, $1.00; second growth, $1.00. 
Axe—Single or double bit, B*ya' No. 1, 60c; Boys’ extra 
select, 60c; Turned No. 1, 60c; extra select hickory, 85o; 
second growth, $1.00. 

Chisel—Hickory, 10c; Leather Tip, 15c. 

Hammer and Hatchet—Second growth hickory, 12 inch. 25c; 
14 inch, 25c; 18 inch, 30c. 


Peavey Handles— 

Select Maple 

2 % x4 . 

*4x4% . 

2%x4% . 1.25 

2%x5 . 1.40 

2 4x5 . 1.65 

24x5% . 

8 x5 % . 


Rock Maple 


1.60 

1.75 

2.00 

2.45 


Select Hickory 
2.30 
2.40 
2.50 
2.65 
8.80 
4.45 


Pick—36-inch Drift, Select, 75c; Extra Select, $1.00; Rail- 
Toad No. 1, 50c; No. 2, 60c; 8elect, 85c; Extra Select, $1.15. 
81edge—86-inch, Select, 60c; Second Growth, 75c, 

8aw, Hand—Disston, No. 7, 50c; No. D8, 85c; No. 12. $1X5. 
Crosscut, Disston, No. 112, $1.00: No. 118, $1.25; No. 114, 
$1.50. Simoads Reversible Guard, per pair, $1.60, Simendi 


No. 6, 1.60; Atkins No. 24, $1.60. One Man Cross Cut, 
No. 218, 45c; Supplementary, 30c. Auger M. F. No. 1. 
$1.00; No. 2, $1.25; No. 8, $1.75; No. 4, $4.75; No. 6 Com., 
15c; Pecks Adj., 50c; Pratts Ratchet. $4.75. 


HANGERS, BARN DOORr—Richards-Wilcox— 

No. With Brackets 44-1 for 68 track.... 2.00 


20%B for 81 track. . . 5.10 
27 %B for 31 trrek. . . 7.50 
Without Brackets 

80 for 30 track. 2.40 

135 1 for 31 track. ... 8.50 
881 for 61 track_1.65 


44-2% for 65 track.. 4.00 


Myers No. 8. 8.50 

Myers No. 4.2.75 

Lanes No. 25. 1.40 


Wilbern, rnd. tr., No. 5 8.00 


HANGERS, PARLOR DOOR—Complete with track— 

Richsrds-Wilcox. Double. 14 . 7.15 


No. 11, 14-in. 5.00 

Site. No. 221 

25 .12.00 

26 .12.00 

27 .18.15 

28 .14.25 

29 .15.40 

210 16.50 

Richsrds-Wilcox, Single. 

No. 11, 7-in. 2.50 

Size No. 221 

13 6.00 


15 8.25 

16 .9.40 

17 10.50 

18 .11.60 

Prouty, No. 58.4.85 

Prouty, No. 5D.9.75 

Lanes, No. 0105.4.85 

Lanes, No. 0105A.... 4.65 
Lanes, No. 0105NT ... 8.75 

Lanes, No. 105A.9.45 

Lanes, No. 105. 9.75 


Lanes, No. 106NT .... 7.75 


HASPS—Common— 

Size 20, 5-in., each, 10c; 6-in., 10c; 7-in., 10c; 8-in., 15c; 
10-in., 15c. Size 30, 5-in., 10c; 6-in., 10c: 7-in., 10c; 

10 in., 30c. 850, 8-in., each 16c, 10-in., 20c. Sis# 36, 6-in., 

each 20c; 8 in., 25c. 

Hinp’e—912, 3-in., each, 15c; 4%-in., 15o; 6-in., 20c; 

8-in, 25c; 10-in., 40c; 12-in, 55c. 

8. C. 912—3-in., each, 20c; 4%-in., 25c; 6-in., 80c; 

8-in, 40c; 10-in., 55c. 

1308%—3-in, each, 25c; 4%-in, 35c; 6-in, 40c. 

Lock--27 Prouty, each, 60c; 28 Prouty, each, 70c. 
Safety—915, 3-in., doz, 20c; 4%-in, each, 25c; 6-in, 

each, 40c. 

S. O. 915—8-in, each, 25c; 4%-in., 80c; 6-in, 45c. 

S. 0. 917—3-in., each, 25c; 4%-in, 30c; 6-in, 46c. 

925—Each. 40c. 

925Z—Each, 65c. 

8. O. 1310—3 in, each, 55c; 4%-in, 65c; 6-in, 95o. 

941—Each. 65c. 

941J—Each. 70c. 


HATCHETS—Underhill Star, No. 10, Chicago Pat, $8.25; 
No. 5, Boston Pat., $3.25; No. 15 St. Paul Pat, $3.25. 
Sayre—Boston, No. 80, $3.00; Chicago No. 40, $8.25. 

* Flooring—Plumb, $3.00; White. $1.U0. 

Broad—1 Plumb, $2.85; 2, $3.25; 3, $3.65; 4, $4.00; 5, 
$4.50. 

Bench—(single or double Bevel)—6 White. $8.00; 7, 
$3.25; 6, $3.35; 5, $3.50; 4. $4.00. 

Claw—1 Plumb, $2 50; 2 Plumb, $2.65: 8 Plumb, $2.75. 
Shingling—1 Plumb or equal, $2.25; 2, $2.50; 8, $2.75. 
Half—1 Plumb or equal, $2.35; 2, $2.50. 

Barrel or Fruit Box—Sayre 400, $8.00; Sayre 401, $2.75. 

HEADS—MOP—Cotton—No. 9, 45c each; No. 12, 55c; No. 15, 
85c; No. 18, $1.00. Linen, No. 012, 70c each; No. 015, 
90c; No. 018, $1.00; No. 020, $1.15. 

HINGES— 

Wrought Brass—No. 75, 85c psir; No. 76, 80c pair. 
Wrought Steel—No. 1420, 2%-in., 85c psir; No. 1411, 
% -in., 80c; 8 in., $1.85. 

Screen—No. 5908, %-inch, 65c; No. 5908, l%-ln„ 75c; 
No. 5908, blued, %-in., 70c. 

Counter Flap—No. 9001, $1.85. 

Light Tee Hinges—No. 904, 8-in., 20c; 6-in., 85c. 

Extra Heavy Tee Hinges—No. 908, 4-in., 45c; 6-in., 
75c; 8-in., $1.00; 10-in., $1.85; 12-in.. $1.85; 14-in., $2.15. 

Light Strap Hinges—No. 900, 8-in., 20c; 6-in., 40o; 
Heavy, No. 902, 4-in., 80c; 6-in., 50c; 8-in., 75c; 10-in., 
$1.15; 12-in.. $1.60; 14-in., $1.85. 

Heavy Galv. Strip—No. 1802%, 6-in., $1.00; 10-in., 

$2.25; 12-in., $3.00. 

Gate Hinges—No. 124, 90c; 284-254, $1.10; 274, $1.45. 
Gate Latches—No. 7, 86c: 9, 40c; 14, 40c. 

Hook and Eye Hinges—%-inch, 85c; %-inch, $1.25; %- 
Inch, $1.85. 

Wronght Hook and Eye Strap Hinges — No. 10, 95e; 
12, $1.10; 14, $1.25. 

Chicago Floor Hinges—DB6281, l%x 1%, $6.25; I%x2, 
$8.50; l%x2%, $12.50. 

BUTTS— 

Ball Bearing Butts—BB241F, 8%x8%, $1.75; 4x4, $1.85; 
5x5, $2 25; BB241SF2, $1.75; $2.00; $2.25; BB241H, 
$1.75; $2.00; $2.25. 

Chicago Butts, Single Acting—2002 Jap., 8-in., $2.00: 
4-in., $2.40; 5-in., $2.75; 6-in., $8.45. 2282DDB and 

2172AC, 8-in., $2.60; 4-in., $3.25; 5-in., $8.75; 6-liL, $4.75. 
2112NP, 8-in., $8.50; 4-in., $4.10; 5-in., $5.00. 

Double Acting—2001J, $8.80; $3.85; $4.50; $5.60; $7.15; 
$10.80; $14.25. 2171AO and 2281AB, $4.80; $5.10; $6.00; 

$7.60; $10.00; $14.00: $19.25. 

Galvanized Butts—No. 1384, 2%-in., 60c.; 8-in., 80c; 
4-in^ $1.40; 5-in., $2.45. 
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HARDWARE WORLD 

RETAIL BELLING PRICES—Continued. 


BUTT8—Continued— 

Light Loose Pin Butts—289D2&F, 2x2, 85c; 8x3, 50c; 
289SF2, 45c; 60c; 289N, 55c; 70c. 

Plain Bevel Edge Surface Butta—165D2-F, 2 %-in., 50c; 

S in., 65c; 4-in., 80c. 165SF2, 2ft in., 55c; 8-in., 65c; 

4-in., 85c. 

Plain Steel Butta—No. 808, 2%x2%-in., 20c; 8-in., 25c; 
4-in., 45c. 

Sherradized Butts—8C804Z&ZZ, 2 %-in., 50c.; 8-in., 60c; 
4-in., $1.10; 5-in., $1.80. 

Wrought Steel Butts—241D2-F, 2x2, 45c; 3x3, 55c; 4x4, 
70c; 5x5, $1.40. 241SF2, 2x2, 50c; 3x3, 60c; 4x4, 85c; 

5x5, $1.35; 241H, 2x2, 55c; 3x3, 60c; 4x4, 85c; 5x5, $1.35; 
141N, 3x3, 65c; 4x4, 90c. 731*4, 2x2, 45c; 3x3. 50c; 4x4, 

TOc; 5x5, $1.30. 783, 8x8, 55c; 4x4, 75c* 5x5, $1.40. 

Wrought Steel Plated Butta—286D2&F, 2-in., 80c; 

• %-in. 35c; 3-in., 40c. 286H, 85c; 40c; 45c. 286N, 40c; 

45c; 50c. 

Wrought Steel Butta—No. 804, 3x3, 35c; 4x4, 60c; 

Sx5, 70e. 

Wrought Steel Butta—No. 838. 1%-in., 15c; 2-in., 20c.; 
8-in., 25c. No. 840, 15c; 20c; 30c. 

Wrought Plated Butts—291D2&F, 2%-in., 40c; 8*in., 45c; 

• %-in. f 60c. 291SF2AH, 2%-in., 45c; 3-in., 50c; 3 %-in., 

fOc. 291N, 2 % -in., 50c; 8-in., 60c; 3%-in., 70c. 

HOLLOW WARE—STEEL—Bailed Griddles, Cooking surface 
12 inches, $1.90 each; 13 inches, $2.25; 14 inches, $2.50. 

Handled Griddles—Cooking surface 9 inches, $1.30; 10 
inches, $1.50; 11 inches, $1.65. 

Spiders—Diameter, bottom, 8 inches, $1.10; 9 inches, 
$1.20; 10 inches, $1.50; 11 inches, $1.75; 12 inches, $2.00. 
HOLLOW WARE—CA8T—Bailed Griddles—Diameter, top 

11% inches, $2.40; 13% inches, $3.15; 15% inches, $3.75. 

Handled Griddles—Diameter, top, 8% inches, $1.25; 9% 
inches $1.35; 10% inches, $1.75; 11% inches, $2.10. 

Spiders—Diameter, bottom 8% inches, $1.50; 8% inches, 
$1.60; 9% inches, $1.95; 10% inches, $2.40; 10% inches, 
$3.00; 11% inches, $3.60. 

Long Griddles—7% xl6% inches, $2.30; 8%xl9 inches, 
$2.85; 9 % x21 inches, $3.75; 12%x24% inches, $5.40; 

18%x25 inches, $7.50. 

Dutch Ovens, without legs—Capacity 5 qts., $4.60 each; 

• qts., $5.25; 8 qts., $6.30; 12 qts., $7.75. 

Flat Bottom Kettles—Capacity 6 qts., $3.50; 7 qts., $4.10; 

• qts., $5.00. 

Regular Kettles—6 qta., $3.60; 8 qts., $4.10; 10 qts., 
$5.00. 

Scotch Bowls—3 qta., $2.20; 4 qts., $2.65; 5 qts., $3.00; 
f qta., $3.65. 

Yankee Bowls— 4 qta., $2.85; 6 qts., $3.00; 7 qts., $3.60; 

• qts., $4.00. % 

Ham Boilers—No. 8, $7.15 each; No. 9, $7.75. 

Waffle Irons, regular style, $2.75. 

No. 40, ateel... .20 .25 .30 .40 .45 .50 .95 

HOOKS AND EYES—(Price per dozen) — 

Screw Hooks Screw Eyes 

Steel Brass Steel Brass 


0 

1 

2 

8 

4 or 104. 

5 or 105. 
f or 106. 

7 or 107. 

8 or 108. 

9 or 109. 


HOSE FIXTURE8— Hoae Washers — %-inch, dos. f 5c; bulk, 

45c lb. 

Hose Couplings—Cast Brass, Common—%-inch, 80c each; 
%-inch, 30c; 1-inch, 45c.. Heavy Brass, Clincher, %-inch, 

85c; %-inch, 35c. 

Brass Hose Clamps—%-inch, 5c each: %-inch, 5c; 1- 
inch, 15c; 1 %-inch, 20c; 1 %-inch, 30c; 2-inch, 85e. 

Galvanized Steel Hose Clamps—%-inch, 5c each; %-inch, 
5c; 1-inch, 5c; 1%-inch, 15c; 1%-inch, 20c; 2-inch, 25c. 

Hose Menders—Clincher, %-inch, 10c each; %-inch, 10c. 
Sherman Seamless Brass, %-inch, 10c; %-inch, 10c. Wood, 
%-inch, 2%c; %-inch, 2%c. Caldwell Hose Straps, %-inch, 
2%c; %-inch, 2%c. Caldwell Hose Strap Pliers, No. 1 
for % or %-inch Hose Bands, 20c each. 

Hose Nozzles—Boston, %-inch, 90c each. Magic, %-ineh, 
$1.25. Oakland Pattern, %-inch 65c. 

HOSE, GARDEN—Coupled in SO ft. lengths—5 ply, %-in„ *2c 
per ft; 5 ply, %-in., 27c; 6 ply, % in., 27c; 6 ply, %-in, 
33c; 7 ply, %-in.. 30c; 7 ply, %-in., 87c; Teeted, 5 ply, 
% in., 24c; Tested, 5 ply, %-in., 30c. 

Reel, not coupled—Goodrich Ribbed, %-in., 85c per ft.: 
%-in., 45c; Second quality, %-in., 82c; %-in., 42c; Third 
quality, %-in., 26c; %-in., 32c. 

IRON SHEETS— 

Galvanized— Out Sheets Full Sheets 

10 to 20.21 .16 

20 to 30.21 .16 

Black Sheets— 

10 to 16.16 .12% 

18 to 24.18 .14 

26 to 30.19 .15 

Corrugated Sheets, Galvanized— 

26 Ga.13.00 

28 Ga.12.00 

Roekface Siding .11.50 

Brickface Siding 28 Ga. 8.25 

IRONS— 


Out Sheets Full Sheets 


Plane, Stanley 

or Bailey— 

2 % inch 

Single. . . 

. . 1.05 

1 %-inch—Block 

.55 

1 % -inch 

Double. . . 

. . 1.25 

1 %-inch Single. 

.80 

2-inch Double. 

.. 1.45 

2 -inch Single . . 

.85 

2 % -inch 

Double. . . 

.. 1.55 

2 % -inch Single . 


2 % -inch 

Double. . . 

. . 1.65 

2 %-inch Single . 


2 %-inch 

Double. . . 

.. 1.70 


IRONS—Sad. Common, 25c lb. 

Mrs. Potts—No. 50, $3.00 set; 

70, $ 4 . 25 ; G. Pressing, 15c lb.: T Tailors’ Goose, 15e 
lb.; N Gasoline, $5.25 each. Handles, 35c; Asbestos No. 60, 
$2.45. 

KITS—Lnnch— 

Thermos—391-395, $3.75; 392-396, $4.00* 393-397, $4.25; 

894-398, $5.00. 

Universal—310—$5.00; 410, $5.25; 510, $5.75; 320, 

$4.75; 4070, $6.50; 3070, $4.50. 

KNIFE—Corn- 

Corn King, 60c; No. 12 Handy, 65c. 

KNIVES AND FORKS— 

Iron handled, set, $1.75. 

KNIVES—Hay- 

Lightning, $2.25; Iwan Sickle, $8.25; Iwan Serrated, 
$3.25; Heaths Upright, $2.75. 

KNOBS— 

Maple base, each, 5c; dos. t 85c. 

LACING—Belt- 


10 or 110. 


.10 


.50 

.10 


.80 

Rawhide, Cat 




11 or 111. 


.10 


.40 

.10 


.25 

Size %, per ft. 

.04 

2, coil . 


12 or 112. 


.10 


.30 

.10 


.20 

Size 5-16, per ft. .. . 

.04% 

8, coil . 


13 or 113. 


.10 


.25 

.10 


.15 

Size %, per ft. 

.05 

0 M, 1 M, 2 M, 

8 M, spl .80 

14 or 114. 


.10 


.20 

.10 


.10 

Size %, per ft. 

.07% 



Gate Hooka and 

Eyes— 







Size %, per ft. 

.09 

Hooka 

\ Dos. 

8ize 

1% 

2 

2% 

8 

3% 

4 

6 

Size ' %, per ft. 

.10% 

10 . 


No. 40, steel.., 

. .30 

.25 

.30 

.40 

.45 

.50 

.90 

Wire 


8, 9, 10. 


No. 1040, brass. . 

. .85 

.90 

1.50 

1.50 

1.75 

2.00 

4.40 

0 and 1, coil. 

.75 

6, 7 . 



Gross lots, 85% off list. 

Ceiling — Ea. 

2%-inch cast iron.60 

2%-inch cast iron.... 1.50 
2%-inch, other finishea 1.60 

Cast, coppered.65 

Wire, coppered.65 

Wire, Japanned...40 

Wire, tinned.45 

Wire, nickel plated... .45 
Wire, brass plated.70 

Coat and Hat— 

Double, cast, heavy... .80 

Single, cast.55 

Medium, cast . 1.00 

Heavy, cast. 1.50 

Cast, nickel plated.... 1.35 
Oast, copper finish... . 1.25 
Cast, brass finish .... 1.15 
Oast, bronze, all fin... 4.75 

Porcelain, solid.15 

Wire. Japanned.25 


Wire, tinned. 

Wire, nickel plated... 

Clothes Line— 
Malleable iron, Jap... 
Malleable iron, Galv.. 
Grata— 

14-in., 16-in., 18-in... 

Bronzed . 

12-in. enameled, n*een 
12-in, enameled, black 
Finest quality steel.. 

Forged tool steel. 

Hammock— 

To screw. 

With plate .. 

Hay Fork— 

%-inch pi. wr'ght steel 
%-inch pi. wr’ght steel 
%-inch galvanized ... 
%-inch galvanized ... 
7-16-inch galvanised.. 
%-inch galv an! sad ... 


LADDERS—Extension, No. 1, 45c foot. Step, Olimux, 70e 
foot; Special, Creacent, 55c foot; Standard, 40c foot. 

LAMPS—Coleman Quick-Lite No. CQ329, $9.50; Quick-Lito 
No. LQ327, $8.50. 

LANTERNS—Dietz Tubular. 

Hot Blast Lanterns Same, Brass Fount and 

Little Star Tin Lanterns .90 Top . 2.75 

Hl-Lo Tin Lanterns. . . 1.25 No. 2 Large Fount Blis- 

Victor Tin Lanterns.. .95 sard Lanterns. 1.65 

Monarch Tin Lanterns .95 Little Wizard Tin Lan- 

O. K. Tin Lanterns. . . 1.00 terns . 1.10 

No. 2 Royal Tin Lants. 1.10 No. 2 Wizard Tin Lan- 

Cold Blast Lanterns terns . 1.45 

Junior Tin Lanterns. . .95 Same, Brats Fount and 

Junior Brass Lanterns 1.75 Top . 2.00 

Junior Brass Nickel- No. 2 Large Fount Wis- 

plated Lanterns.... 2.00 ard Lanterns. 1.65 

No. 2 Crescent Tin Lan- Same, Brass Fount aud 

terns . 1.85 Top . 2.10 

No. 2 Blizzard Tin Lan* Dash and Wagon Lantarns 

terns . 1.45 Buckeye Dash Laut'ns 1.85 
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HARDWARE WORLD 


RETAIL BELLING} PRICES-- Oontlnned. 


Junior Wagon Lant’n* 1.75 
Roadster Wagon Lan¬ 
terns . 1.75 

Driving Lanterns 
Bnreka Driving, plain 

lens . 3.00 

Same, with optical lens 2.85 
Octo Driving, pl’n lens 4.00 
Same, optical lens... 4.75 
Union Driving, plain 

lens . 4.50 

Same, with optical lens 6.00 
Mill Lanterns 
Watchman's Mill Lan¬ 
terns, enamel fin... 2.25 
Underwriter's Mill Lan¬ 
terns . 2.50 

Mo. 2 Blizxard Mill Lan¬ 
terns . 8.50 

Fire Dept. Lanterns 
King Fire Dept. Tin 

enamel finish.4.75 

Same, Kickellplated on 

Tin . 5.35 

Same, all Brass.6.00 

Same, Nickel-plated on 

Brass. 6.50 

No. 2 Wizard Fire Dept. 
Brass Founts with 

enamel finish.5.00 

Same, all Brass.6.50 


Same, Brass, Nickel- 

plated . 7.00 

Wall Lanterns 

No. 15 Wall Lanterns 2.50 
No. 25 Wall Lanterns 2.75 
No. 30 Beacon Wall 

Lanterns . 2.75 

No. 60 Beacon Wall 

Lanterns . 8.75 

Street and Hanging Lanterns 
Pioneer Street Lan¬ 
terns. Tin . 7.25 

Same, Brass Founts.. . 9.25 

Some, all Brass.12.00 

Pioneer Hanging Lan¬ 
terns, Tin . 7.75 

Same, Brass Founts. . .10.75 
Platform Lanterns 
Imperial Platform Lan¬ 
terns .12.50 

No. 1 Climax Platform 

Lanterns . 5.00 

No. 2 Climax Platform 

Lanterns . 5.25 

Nos. 1 and 2 Climax 

Nested .10.50 

Unclassified Lanterns 
Police Flash Lanterns 1.50 
Traffic Signal Lant’ns 4.00 
No. 12 Display Stand 
and Assortment. .. .24.50 


O-Oedar 

8 1.50 

4 2.00 

10B . 1.75 

11B .1.75 


MOP STICKS—No. ft, 25c each; No. 7. 50c each; No. 13, 50c 
each; No. 70 or Janitor's, 11.00 each. 


MOWERS—Lawn 

Oreat American— 


19-inch 


Common— 



14-inch. 

.. 9 50 

* 

16-inch.‘ 

.. 10 00 

24.00 

26.00 

Pennsylvania— 

14-inch. 

.. 22 00 

29.00 

82.00 

16- inch. 

17- inch. 

.. 25.00 

.a 86.00 


19-inch. T 

a a 40 00 

9.00 

21-inch.,, 

.. 44.00 


LEAD—Bar, 25c lb.; Calking (100 lbs.), 17c lb.; Pig (100 
lbs.), 16c lb.; Sheet (full), 26c lb.; Wool, 85c lb. 

LEVEL8 —No. 36, 12-inch, $8.35; 18-inch, $4.00; 2 4- inch. 
$4.75. No. 37, 12-inch, $4.50; 18-inch, $5.25; 24-inch, 
$6.25. 

Marx Aluminum — 12-inch, $8.75; 18-inch, $4.50; 24-ineh. 

5.50; 28, $6.25. 

No. 95, 24 inch, $8.00; 26-inch, $8.25; 28-inch, $8.50; 
30-inch, $9.00. No. 96, 24-inch, $10.00; 28-inch, $10.50; 
30-inch, $11.00. 

Special Nos—No. 0, $2.00; 15, 24 and 26-inch, $4.75; 15, 
28 and 30-inch, $5.00; 25, $5.50. 84, $1.85; 4524, $5 00; 

4424, $6.50; 45%, $5.25; 90, $3.75; 93, $5.00; 108, $1.00. 

LEVERS—Ice Box—Brass, 4%-inch, $1.35 each; 6-inch, $2.25; 
9-inch, $4.25. Galvanized, 4%-inch, 50c; 6-inch, $1.25; 9- 
inch, $2 00. Tinned, 8% -inch, $1.65; 11-inch, $2.65; 14- 
inch, $4.00; 16-inch, $5.75. 

LIFTERS—Hot Pan—25c each. Stove Cover, wire circular 
hanlde, 15c; straight wire handle, 10c. 

Transom, Coppered—*4x3-in., 45c each; %x4, 50c.; 5-16 
x4, 80c; 5-16x5, 90c. 

LINES, CLOTHE8—Cotton, Braided—No. 850, 65c each; No. 
450, 45c each. 

Cotton. Twisted—No. 140. 50e each: 150. 55e. 

Wire Twisted—50 foot 20 gauge, 50c; 75 foot 20 gauge, ff5c; 
100 foot 20 gauge, 75c; 50 foot 18 gauge, 70c; 75 foot 18 
gauge 85c; 100 foot 18 gauge, $1.05. 

Wire, Solid—100 foot 9 gauge, $1.00 each. 

LOCK8—Rim—Steel, 75c set; Cast, 60© set. 

MANILA ROPE—8-16-inch to %-ineh, 50c per lb; ft-inch 
and larger, 45c. 

MATS, DOOR—Cocoa Fibre, Fine, 14x24, $2.00; 16x27, $2.50; 
18x30, $2.75. * 

Cocoa Fibre, Medium —16x27, $8.25; 18x80, $4.25; 20x88, 
$5.00; 22x36. $6.25. 

Steel—15%x23%, $8.00 each; 17%x30, $4.00; 21%x36, 

$ 6 . 00 . 

Steel Matting in Rolls —Per sq. ft., $1.20. 

MATTOCKS— Each. 

Short Cutter, Standard, 5% lbs. 1.75 

Long Cutter, Standard, 6 lbs. 1.75 

Pick, Standard, 6 lb . 1.75 

Handled. D E 8. 1.00 

Handled. C E 8%. 1.65 

Handled 8 Q 8%. 1.25 

i£aiJlS—P ost—10-lb., $1.80 each; 18-lb., $2.35; 16-lb., $2.85; 
18-lb., $3.25; 20-lb., $3.60. 

Ship or Top—35c lb. 

Wood Choppers’—Adze or Round Eye, 80s lb. 

MILL8—Cider — 

Junior.42.00 Senior.65.00 

Medium.48.00 Force Feed.80.00 

MOPS—Handled— 

Brown Daisy 

6 .85 

8 1.15 

7BD.1.25 

•BD.1.50 


NETTING, POULTRY— Hexagon, Galvanised after Wearing _ 

2-inch, 20-gauge—List roll, 12 in., $2 14* 18 in IS oT 
24 in., $3.92; 30 in., $4.68; 86 in.. $5 35* 48 £*’ *7?S: 
60 in., $8.91; 72 in., $10.69. * ,B *’ f7 * 1S; 

Sell Full Roll—12 in., $2.40; 18 in., $3.45; 24 in. $4 40- so 
in.,’ $12.06. 36 |6 ‘°° : 48 *“** f8 -° 0; 60 ^10.00; 72 

Seli Cut (lin ft.)—12 in., 2c; 18 in„ 8c; 24 in 4c- 30 in 
5c; 36 in., 6c; 48 in.; 7%c; 60 in., 9c; 72 in.’’ 10%c. ***' 
m-inch 20-gauge—List Roll, 12 in., $3.15; 18 in 84 58* 

•0 IS:: Ii3 7 ?i : 3 7° 2 ‘?i-..*,? 5 V 6 ta - * 7 - 88i i8 

f« n . Ful J,^ 11—ia In - <3.55; 18 in., $5.10; 24 in 26 50- 

72 in;,’ %16.lL 36 * 8,86; 48 in -» <11-80; 60 in.,^^; 

Sell Cut (lin. ft.)—12 in., 3c; 18 in.. 4%c* 24 in fi«- 

30 in., 7c; 36 in., 8c; 48 in., 10%c; 60 in., 13c; 72 in.’,* 16c 
l-inch, 20-gauge—List Roll, 12 in., $4.95; 18 in 27 12* 

It &°5i WStV ,B -’ ,1238: « 

Sell Full Roll—12 in., $5.55: 18 in 88 on- ua 1*, emon 

?8 86 to - » 18 - 90: « & &US5; “ will 

Sell Out (lin. ft.)—12 in., 5c; 18 in., 7c- 24 In 9«- 80 In 
lie; 36 in., 12c; 48 In., 16We; 60 i’li.T 2lff 7a’ii.?'alS ’ 
%-mch 20-gauge—List Roll,12 in., $8.55. 18 in $12 30- 

6o " lMt 48 & 8S5S; 

Sell Full Roll—12 in., $9.60; 18 in., $13.85* 24 in 8i7A<c- 

72 In*.', $48°10 : 86 * 2400 ’ 48 in *» <32.0o’; 60 in*.; IaO^IO; 

Sell Cut (lin. ft.)—12 in., 8%c; 18 in. 12Uc- 24 in ia.. 
3° in., 19c; 36 in., 21c; 48 in., 29c; 60in., 36c; 72 in!, 43c! 

NIPPERS, CUTTING— 

Kraeuter’s— 

5*j nc h . 1.35 

S‘! n ch . 1.50 

. 1.85 

8-mch . 2.15 

Nettleton’s— 

6 -inch . 2.00 

8-inch . 2.40 

10-inch . 2^90 

12 -inch . 3.10 


14-inch . g 75 

Utica— 

Compound, 5% -inch. 
Compound, 7%-inch. 
Compound, 9-inch. .. 

Utica— 

Common, 5-inch. 

Common, 6-inch.’ 1.85 

Jeweler’s, 3%-inch... 2 00 
Jeweler's, 4%-inch... 2.25 


2.65 

8.15 

8.75 

1.60 


NIPPLES—See Pipe Fittings— 

NUTS—Cold Punched U. S. 8. Hexagon, Tapped_Size U ft 

<0* 5 Q c \t 16 ' K 3 l 0T ^ *• 8 7-ie, 57or %'fol 

5e; 9-16, each 5e; %, each 5o; %, 2 for lSe; % each 10o- 

1 HoJ’ p nrh 1 ?°V, In „ 4t co,t > P lu « 50 par oant 

Hot Pressed U. S. S. Square. TaDDed_Six* U a, 10 , 

r 4 U 3' )ot°S ^ C f f °e 5C ’i? 4 ’ 6 for 5c: 71# - ® ^ 5 «: 
i iV» 8 o # 5 o« 2 * or , 5c » each %, «»ch 10c; 

1-in., 2 for 25c. In quantity sell at cost, plus ko per cent. 

Wing, Tapped, U. 8. S.—8-16. 80c doz * U k i* 

40c; %, 55c; 7-ie, 75c; %, 90c; %, $2 00*/ * 51 *' 

OA 35™'~’ :Plumber *’ 20c lb * ; NaT y* 800 ll >-; Beat Unapua. 

OIL—8-in-l, l-o*. bottle, 25c each; 8-oz., 85c; 8-o*„ 65c; 2V4- 
oz. can, 35c. Household Lubricant, 4-oa. can, 25e each: 8* 
os. can, 85c. 


OILERS— 

Oopperised Steel— 

18 . 

14 . 

* 14B . 

15A . 

16 . 

Cannon Pump—Braaa 

11 . 

12 .. 

13.. 


.40 

.46 

.55 

.60 

.66 


Ootton 

120 90 

140 1.10 

180 1.35 

220 1.50 


2.75 
8.00 
8.50 

Cannon Pump—Tin— 

1 .1.76 

2 .2.00 

2% .2.25 

OPENERS (CAN)— 


8 . 

Felloe— 

8 . 

4 . 

5 . 

6 . 

Zinc, Chase'i 
00 . 

0. 

1 . 

2 . 

8 . 

4 . 

5 . 

6 . 


2.26 

1.75 

1.86 

2.00 

2.15 


.15 

.15 

.20 

.26 

.80 

.86 

.40 

.46 


No. 

Each. 

No. 

4 . 

.10 

140 

840 

16 . 


100 . 



Each. 
. .16 
. .80 
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HARDWARE WORLD 

RETAIL BELLING PRICES—Continued. 


OVXNS, PORTABLE—Boas— 




No. 

Each. 

No. 


Each. 

012. 

. 5.25 

550 


. 5.50 

066. 

. 5.75 

700 


. 5.50 

0200 . 

. 6.25 

750 



460 . 

. 5.50 

756 



Perfection— 





121 G . 

. 8.25 

17 

G. 

.4.25 



122 

G. 

. 7.50 

Pinney A Boyle— 


33 



IB . 

. 8.25 

37 


.4.15 

17 . 

. 4.00 

37 

G . 

. 4.25 


PACKING—Sheet Rubber—Standard I C., 85c lb.; Rainbow, 
OOo. 

Italian Hemp—Oomomn, 75c lb. 

Square Flax, braided, $1.50. 

Piston Spiral—Steam, high pressure, $2.50; steam or 
water, low pressure, $1.7 • . 

PADS—Sweat—No. 68 N12, Red Edge, $1.25; No. 146 A 12, 
Blue and White striped, $1.75. 


No. 

9$ft .. T . 

Each. 

. .85 

No. 

1908 .. 

Each. 

2802 % , , ,, . 

.45 

9902 . 


QftOU u . 

. .65 

9902 NO... 



. 1.25 

21090 .. 


2879 ttt . 

. 2.10 

Yale— 


qggQ . 

. 2.85 

223 . 



. 8.00 

225 . 



\ 4.50 

453 J .... 

. 45 



453 X .... 

. 45 

Miller— 

. 1.85 

568 . 



’ 85 

565 . 

. 2.25 

t a 

’ .40 

585 . 

. 2.50 

t a 1 . 

, .40 

635 . 

. 2.25 

to 

. .40 

645 J .... 


21 . 

. .50 

. .55 

803 . 

805 . 

. 2.50 

na _ 

‘ .85 

805% .... 

. 8.00 

78 . 

. 1.00 

ji 

813 . 

815 . 

. 2.50 

960 . 

Ill . 

. . 75 
. .55 

823 . 

833 . 

. 3.50 

5441 . 

Slsymsker— 

1902 . 

. 1.15 

. .76 

843 . 

853 . 

8454 . 

. 8.50 


PAINT SUNDRIES— 

Alcohol— (Denatured)— 

1 gallon.$*22 

5 gallon . 1*W 


Alum— 

Pwd, less than 100 
lbs, lb. 


.17 


Benzine— 

New cans, casd, gal .60 
Old cans, uncsd, gal. .40 


Coal Tar 
5*Gal. 
1-Gal 

Creosote- 
Gal. . 


.Gal. .80 

.Gal. .65 

.85 


Distillate— 

Light, gal.40 

Glue— Lb. 

No. 2 Gelatine.50 

Chicago White ... .50 

Kalsomine, White— 

Bbls, 280 lbs.08 

Kegs, 100 lbs..08% 

4 25-lb. pkgs. bulk .02 

25 lbs., bulk.09 

Less 25 lbs.09 % 

100 lbs. 5-lb. pkgs. .09 
Less 100 lbs. pkgs. .09% 
Lamp Black—Bear Brand— 

1-S, lb. pkg.45 

. 

%-S.20 

Linseed Oil, Boiled— 

5's Gal. 1.44 

1 ’ s .Gal. 1.70 

%’s .%-Gal. .95 

%’s Qt. .55 

%’s Pt. .35 

Raw Linseed Oil, Se less 
than price ef boiled. Paint¬ 
ing contractors’ price on 
Linseed Oil, 5c snore eost, 
according to quantity. 

Oil— Gal. 

Floor . .75 

Glass . IM 


Lard. No. 1.MO 

Lin-0-Oil.90 

Neatsfoot No. 1... 2.40 

Neutral .60 

Paraffine.70 

Paint, Dry Colors— 

Umber.12 

, Chrome Green, Med .20 

Graphite.06 

Priuoesa Metallic.. .06 

Sienna.11 

Venetian Red.08 

Yellow Ochre.05 

Painters' Petroleum— 
1-Gal.Gal. 


.40 


Paints, Ready Mixed—let 
grade, white— 

Gals.Gal 4.40 

% -gala. ...%-Gal. 2.80 

Quarts.Qt. 1.25 

Pints .Pt. .70 

%-pints-%*Pt. .40 

1st Grade, Colors— 

Gals.Gal. 4.25 

% gala. ...%-Gal. 2.25 

Quarta.Qt. 1.20 

Pints .Pt. .65 

%-pints ....% Pt. .85 

2d Grade, White or 

Colors- 

Gala.Gal. 2.90 

%-gala. .... %-Gal. 1.60- 
Quarts .Qt. .95 

Inside Floor- 

Gala.Gal. 2.90 

%-gala.%-Gal. 1.60 

Quarts .Qt. .95 

Porch— 

Gals.Gal. 4.25 

%-gnla. ... %-Gal. 2.25 

Quarts .Qt. 1J0 

Plaster Parle— 

Less sack, lb.08 

Patty, Bladder— 

Let* than 100 lbs. .07% 

Putty, Bulk— Lb. 

1-lb. Cans. a5 


2-lb. Cons. 

.12% 

3-lb. Cans. 

.09% 

5-lb. Cans .. 

.09 

10-lb. Cans . 

.08% 

25-lb. Cans. 

.08 

85 lb. Cans. 

.0614 

Rosin— 


Lb. 

.14 

Tints, Kalsomine-r- 


Barrels, 280 lbs... 

.09 

Kegs, 100 lbs. 

.09% 

100-lb. bulk. 

.10 

25-lb. bulk. 

.10% 

Less 25 lbs. 

.12 

VNS—Acme Frying— 


No. 00, each. 

.20 

No. 0, each. 

.35 

No. 1, each. 

.40 

No. 2, each. 

.45 

No. 3, each. 

.50 


100 lbs., 5-lb. pkgs. .00% 
Less 100 lbs. 5-lb. 
pkgs.10 

Turpentine— 

5’s .Gal. 1.62 

l’s .Gal. 1.75 

%’s .% -Gal. 1.00 

%’s Qt. .55 

%’s Pt. .35 

Painting contractors* prise 
on turpentine: 5 gals. or 
more, 2c above cost; less 
5 gals., 5c above cost. 


No. 4, each...55 

No. 5, each.60 

No. 6, each.80 

No. 7, each.90 


PAPER—ASBESTOS—1-18 and under, full roll, per lb- lie; 


cut, 

per lb., 25e; 

over 1-16, full roll per lb., 

14o, ent, per Jh. 

25c 

Asbestos Millboard, 80c per lb. 


BUILDING— 

PAB 

Imitation PAB 

No. 

1-500. 

. 4.25 

3.75 

No. 

1-1000_ 


7.25 

No. 

2-500. 

. 6.25 

5.25 

No. 

2-1000_ 

. 12.00 

9.75 

No. 

3-500. 

. 9.00 

7.85 

No. 

3-1000_ 


14.75 


Red Resin—17-lb., $2.00; 20-lb., $2.25; 25-lb., $2.75; 
80-lb., $3.25. 

Black Glazed—No. 1, 500 sq. ft. roll, $1.75; 1000 sq. ft. roll 
$3.00; No. 2, 500 sq. ft. roll, $2.50; 1000 eq. ft. roll, $4.50; 
No. 3, 500 sq. ft. roll, $3.25; 1000 sq. ft. roll, $6.00 

FELT—Asphalt saturated, per roll, $3.25; Deadening, per 
lb. 09. 


INSULATING—No. 8, per roll, $2.25; No. 10, per roll. $8.50. 


ROOFING— 

Standard or Oronolite 

1 ply square. 3.25 

2 ply square.8.75 

8 ply square.4.50 

Malthoid or Rubberoid 
Roofing — 

1 ply . 4.00 

2 ply . 5.00 


8 ply. 

Malthoid Junior. 

Roofing Cement- 
Preservative 

Bbls.. per gal. 

5 Gal., per gal.. 

1 Gal., per gaL. 

Pint . 


6.00 

4.25 


.00 

1.25 

L8S 

.80 


SAND AND EMERY—(Per quire of sheets)— 



0 

% 

1 

1% 

2 

2% 

8 

Carborundum .. 

. .80 

.95 

1.10 

1.80 

1.50 

1.76 

## # % 

B A A. 

. .45 

.50 

.55 

.60 

.75 

.86 

.95 

Aztec . 

. .40 

.45 

.50 

.60 

.70 

.75 

.90 

Aloxite . 

. .80 

.85 

.90 

1.00 

1.10 

1.20 

1.46 


SHEATHING—Red or gray 20-lb., $1.50.per roll; 25-lb., $1.75; 
30-lb., $2.00. 

PEAVIES—- 

Socket. Socket. 



Maple. Hickory. 


Maple. Hickory 

2y.T4 ... 

... 4.35 

5.25 

2%x4% 

... 5.25 

5.75 

2 Vi x 4 % . 

. . . 4.50 

5.50 

5 . 

... 5.85 

6.00 

2%x4% . 

. . . 4.65 

5.75 

8x5 .... 

... 6.00 

6.75 

2%x5 ... 

. . 4.85 

5.85 




PERCOLATORS, COFFEE—Universal— 



44 .... 


. 5 75 

74 . 


. 7.00 

46 . 


. 6.25 

76 . 


. 7.75 

48 . 


. 6.75 

79 . 


. 8.50 

52 . 


. .5.75 

714 .... 


. 9.25 

64 . 


. 6.25 

464 . . . . 


. 7.25 

56 . 


. 6.75 

466 . . . . 


. 8.00 

58 . 


. 7.50 

469 . . . . 


. 8.75 

64 . 


. 6.50 

474 .... 


. 7.75 

66 . 


. 7.25 

476 . . . . 


. 8.50 

69 . 


. 8.00 

479 . . . . 


. 9.25 

614 . 


. 8.75 




Percolator Tops, 10c each. 





PICKS—Drifting, 3-lb., $1.40 each; 4, $1.50; 4%, $1.75; 5, 
$2.00; 6, $2.25. 

Railroad—5-lb., $1.50 each; 6, $1.65; 6%, $2.00; 7, $1.75. 

PINS—Clothes—C—Common, 10c do*.; US—Spring, 20c; H— 
Hoyt’s Spring, 15c. 


Digitized by 


Google 
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PIPE— 


HARDWARE WORLD 

RETAIL SELLING FBI0B8—Continued. 
Galvanized 



Out 

Full 

Ont Full 

Threading 
Outa Threads 
Each Each 


Length Length Length Length 
Pr/Ft. Pr. 100 Pr. Ft. Pr. 100 

tt-inch... 

. .07 

5.85 

.09 V* 8.38 

.04 

.08 

V4-inch.. 

. .08 

6.50 

.11 8.90 

.04 

.08 

% -inch.. 

. .08 

6.50 

.11 8.90 

.04 

.08 

V* -inch... 

. .10 

8.45 

.13 10.65 

.04 

.08 

34-inch... 

12 V* 

10.75 

.16 13.15 

.04 

.08 

1 -inch... 

17V* 

16.00 

.22 19.65 

•04V* 

.09 

1 V4*inch... 

. .23 

21.25 

.28 26.45 

.05 V* 

.11 

1 V*-inch... 

. .29 

26.50 

.35 31.55 

.06 

.12 

2 -inch... 

. .37 

84.00 

.46 42.50 

.07 V* 

.15 


PIPE—Qu and Water—Black—Vi-inch, 6 Vic foot; V4 inch, 7c; 
% -inch, 7c; V*-inch, 9V*c; \-inrh, 12c; 1-ineh, 18c; 1V4* 
inch, 25c: lV*-inch, 80c; 2-inch, 40c. 

Galvanized—Vi-inch, 9c foot; V4-ineh, 10c; **-inch, 10c; 
V4 -inch; 12c; %-inch, 15c; 1-inch, 22c; lV4-lnch, 30c; IV** 
inch, 40c; 2-inch, 50c. 

PIPE, STOVE—Nested, Pull Joints—8 inch, 45c joint; 4-inch, 
45c; 5-inch, 45c; 6-inch, 50c; 7-inch, 50o. 

4-inch, Japan, 45c; 5-inch, Japan, 45c; 8-inch, Galva¬ 
nized, 40c; 4-inch, Galvanized, 50c; 5-inch Galvanized, 60c; 
6-inch, Galvanized. 70c. 

Half Joints—5-inch, 20c joint; 6-inch, 25c. 

Taper Joints—6-inch to 5-inch, 45c joint; 7-inch to 6-inch, 
45c. 

PIPE FITTINGS—Price each—Black. 



V4 

% 

V* 

% 

1 

1M IV* 

2 

Bushings . 

.10 

.10 

.10 

.10 

.10 

.10 .15 

.20 

Caps . 

.10 

.10 

.10 

.15 

.15 

.20 .25 

.40 

Couplings . 

.10 

.10 

.15 

.15 

.20 

.30 .35 

.45 

Crosses . 

.15 

.15 

.25 

.35 

.50 

.55 .65 

1.05 

Elbows, 90 degree. 

.10 

.10 

.10 

.10 

.15 

.25 .35 

.55 

Elbows, 45 degree. 

.10 

.10 

.10 

.15 

.25 

.45 .50 

.70 

Elbows, Reducing. . 

.15 

.15 

.15 

.20 

.25 

.35 .40 

.70 

Elbows, Side Outlet 


.10 

.15 

.25 

.40 

.60 .75 

1.30 

Elbows, Street.... 

.10 

.10 

.15 

.20 

.20 

.30 .35 

.70 

Floor Flanges .... 

.20 

.20 

.25 

.25 

.30 

.35 .45 

.65 

Lock Nuts . 

.10 

.10 

.10 

.10 

.15 

.20 .20 

.30 

Plugs . 

.10 

.10 

.10 

.10 

.10 

.10 .10 

.15 

* Reducers . 

.15 

.10 

.10 

.15 

.20 

.20 .30 

.50 

Return Bends, Close 


.20 

.25 

.30 

.50 

.65 .80 

1.20 

Tees . 

.io 

.15 

.15 

.15 

.20 

.35 .45 

.70 

Tees, 4-way . 


.15 

.20 

.25 

.45 

.75 1.05 

1.70 

* Tees, Reducing . . 

.15 

.15 

.20 

.25 

.25 

.40 .55 

.90 

Unions . 

.20 

.25 

.25 

.30 

.40 

.55 .70 

.85 

Galvanized. 








Bushings . 

.10 

.10 

.10 

.15 

.15 

.20 .25 

.35 

Caps . 

.10 

.10 

.10 

.15 

.20 

.35 .40 

.65 

Couplings . 

.10 

.15 

.15 

.20 

.30 

.40 .50 

.60 

Crosses . 

.20 

.20 

.35 

.50 

.75 

.90 1.15 

1.85 

Elbows, 90 degree. 

.10 

.15 

.15 

.15 

.30 

.40 .55 

.90 

Elbows, 45 degree. 

.10 

.10 

.15 

.25 

.35 

.65 .70 

1.05 

Elbows, Reducing. . 

.20 

.20 

.20 

.30 

.35 

.55 .65 

1.15 

Elbows, Side Outlet 


.15 

.20 

.40 

.60 

.90 1.10 

1.95 

Elbows, Street .... 

.10 

.15 

.20 

.30 

.35 

.50 .60 

1.15 

Floor Flanges .... 

.40 

.45 

.50 

.55 

.60 

.75 .90 

1.30 

Lock Nuts . 

.10 

.10 

.10 

.15 

.25 

.30 .30 

.50 

Plugs . 

.10 

.10 

.10 

.10 

.10 

.15 .20 

.30 

* Reducers . 

.20 

.10 

.15 

.20 

.30 

.35 .45 

.75 

Return Bends, Close 


.30 

.40 

.40 

.75 

1.10 1.30 

2.10 

Tees . 

‘.is 

.20 

.20 

.20 

.30 

.55 .70 

1.25 

Tees, 4-wav . 


.20 

.30 

.40 

.65 

1.05 1.50 

2.45 

♦Tees. Reducing . . 

.20 

.20 

.25 

.40 

.40 

.70 .90 

1.55 

Unions . 

.30 

.35 

.40 

.45 

.60 

.80 1.05 

1.35 

JIPPLES — Black. 








Close . 

.10 

.10 

.10 

.10 

.10 

.10 .10 

.15 

Long. 

.10 

.10 

.10 

.10 

.10 

.15 .15 

.20 

4 inch long . 

.10 

.10 

.10 

.10 

.15 

.15 .20 

.25 

5 inch long . 

.10 

.10 

.10 

.10 

.15 

.20 .25 

.30 

6 inch long . 

.10 

.10 

.10 

.15 

.15 

.25 .30 

.35 

Galvanized. 








dose . 

.10 

.10 

.10 

.10 

.10 

.20 .25 

.30 

Long . 

.10 

.10 

.10 

.15 

.15 

.20 .25 

.30 

4 inch long. 

.15 

.15 

.15 

.15 

.20 

.30 .35 

.45 

5 inch long. 

.15 

.15 

.20 

.20 

.25 

.30 .40 

.50 

6 inch long. 

.15 

.15 

.20 

.20 

.30 

.35 .45 

.60 

2^-inch to 4-inch. Black. 

only- 

— 




Bushings . 


. .30 

.40 


.50 

.65 

Caps . 


. .65 

.95 


1.15 

1.6C 

Couplings . 


. .60 

.90 


1.20 

1.50 

Crnsses . 


. 1.90 

3.15 


3.50 

6.05 

Elbuws, 90 degree. 


. 1.05 

1.60 


2.10 

3.40 

Elbows, 45 degree. 


. 1.10 

1.55 


2.10 

3.05 

Phlgs . 


. .25 

.35 


.55 

.60 

♦Reducers . 


. .85 

1.25 


1.70 

2.10 

Tees . 


. 1.25 

1.95 


2.55 

3.95 

Unions . 


. 1.80 

2.40 


4.25 

5.00 


.45 

.65 

.75 

1.20 

1.50 


.75 

1.05 

1.05 

1.45 

1.75 


.85 

1.20 

1.20 

1.75 

2.10 


HIPPLES. 

Close.85 

5 inch lone.55 

6 inch long.60 

8 inch long. 1.00 

10 inch long. 1.20 

PIPE FITTING8 (STOVE)—Capa, No. 0 15, 60c each; 0-16, 
60c each. 

Dampers—No. 8, 4, 20c each; 5, 8, 25c; 7, 40c. 

Elbows—No. 8 Oorg., 25e each; 4, 80c: 5, 86c; 6, 40c; 
7. 45c. No. 8 Adj. 4 Pc., 85c; 4, 40c, 5, 40c; 6. 45c 8- 
inch Adj. Galv., 40c; 4-inch, 45c; 5-ineh, 50c; 6-ineh, 65c. 
No. 8 Corg. Jap., 40e; 4, 45c. 

In lots of 12 doses, 5 per cent discount from above. 

Fine 8tops, Nos. 1 and 86, 20c each; 8, 20c each; 80, 20e 


8, 8Vi (in kegs), 85e lb.; 4, 5, 85e; 6, 7, 8. 86c; 10, 85c. 
Roof Plates and Saddles, Nos. 15, 16 (Side), 90e sack; 50, 
60 (Ridge), 76e each. 

PISTOLS—Automatic—Oolts* .25 Oal., $22.00 each; JM$ 

Cal. nickel, $27.00; .32 Cal. $27.00; .88 OaU pocket, $50; 
.45 Oal., military, $42.00. 

Smith A Wesson— .85 Cal., $81.50; Savage. .82 

$27.00; .380, $28.00. 

PITCH—Navy Caulking—5-lb. ean, 75c; 10-lb., $1.25; 25-lb. 

$2.50; 50-lb., $4.50; V*bbl., $9.00; bbl., $13,50. 

PLANES—Stanley, Block-Bailey—No. 9 V*. $8.25: 9%, $4.00; 

15, $3.50; 16, $3.65; 17, $4.15; 18, $4.00; 19, $4.15. 

Block, Stanley—No. 60, $3.75; 60 V4, $3.25: 65, $4.50; 
100, 80c; 101. $2.75; 102, $1.15; 103, $1.80; 110, $1.85; 
120, $2.25; 130, 82.45; 131. $3.75; 203, $2.00; 220, $2.45. 

Iron. Bailey—2, $5.35; 2C, $5.75; 3, $5.60; 3C, $6.00; 
4, $6.15; 40. $6.65; 4V*, $7.00; 4%C, $7.65; 5, $7.00; 
5C, $7.65; 5Ms, $8.00; 5V*C, $8.60; 6, $9.10; 6C, $9.75; 
7, $10.50; 7C, $11.25; 8, $12.50; 8C, $13.25. 

Iron, Stanley—603, $6.65; 604, $7 25; 601C $7 75; 

604 V^, $8.40; 604 V*C. $9.00; 605, $8.40; 605C, $9.00; 
606, $10.50; 606C, $11.50; 607, $12.00, 607C,' $13.00; 
608, $14.25; 608C, $15.75. 

All Wood—Plain, No. 3W, $2.50 each: 15W, $2.75; 21W, 
$5.00; 27W, $4.85. Razee, No. 5W, $4.65; 17W. $3.25; 
23W, $5.15; 29W, $5.50. 

Wood Bottom, Bailey—No. 22, $4.00 each; 24, $4.25; 26, 
$4.50; 27, $5.00; 28, $5.50; 29, $5.20; 30, $5.50; 31, $6.00; 
32, $6.50; 35, $5.50; 36, $G.00. 

Rabbet—No. 10, $9.00 each; 10V*, $7.50; 75, $1.10; 78, 
$4.65; 90, $5.50; 92, $5.50; 93, $6.65; 98, $2.65; 99, $2.65; 
140, $4.15; 190, $4.15; 191. $4.00; 192, 8.65. 

PLATES—GAS, HOT—No. 501, $5.25; 502, $8.25; 503, 

$13 25; 702, $11.75; 703, $17.25; 722, $13.25; 723, $18.75; 
1001, $3.75; 1002, $6.00. 

PLIER8—Klein's Side Cutting —Bernard’s No. 102, 4V*-inch, 
$1.85; 5%, $2 25; 7V*. $3.15. No. 201 or 812 6-inch, 
$3.50; 6, $4.00; 7, $4.50; 8, $5.00; 9, $6.00. 

PLUGS—Spark—$1.00 each. 

PLUMBS AND LEVELS—Metallic, StanVey— No. 86, 6-ineh, 
$2.75 each; 9-inch, $3.25; 12 inch, $3.75; 18-inch, $4.75; 
24-inch, $5.50; No. 37, 18 inch, $6.25; 24 inch, $7.25; 87G, 
9-inch, $4.50; 12-inch, $5.25; 18-inch, $6.25; 24-inch, $7.25; 
No. 38 V* , 95c; No. 39 V*. $1.25; No. 34V, 6-inch, $2.25; 
8-inch, $2.75. 

Wood, Stanley or Disston— No. 00, $1.75; 0, $2.00; 2, 
$2.65; 3, $3.50; 13, $4.25; 25, $5.25; 80, $4.00; 85. 

$3.75; 45 V*, $5.75; 90, $5.00; 98, $5.50; 95, $8.75; 98, 
$4.50; 101, $3.25; 102, $1.00; 104, $1.25; 012, $2 25; 
6018, $3 00; 6024, $3.50; 6512, $2.25; 6518, $2.86; 

6524, $3.25. 

Pocket, Stanley—No. 81, 2 V*-inch, 60o each; 8-inch, 65e; 
8 V*-inch, 85c; 4-inch, $1.05; 40, 60o; 41, 25o; 44, 25c; 
600, $1.50. 

Extra Level Glasses— No. 1, 1V4 to 2-inch, 15c eech; 2V4- 
inch, 15c; 3 inch, 15c; 8V*-inch, 20c; No. 6L, 80c; 6P, 50o; 
7L. $1.35; 7P, $1.35. 

POKERS, STOVE— 

No. 120, Straight, 20-inch, 15c eech; 126, Straight, 26-inch 
20c; 200, Bent. 20 inch, 15c; 250, Bent, 26-inch, 20e. 
POINTS AND CHUCKS— 

For 30 and 81.$ 

For 85. 

Nos. 11 and 16, 2-in.. 

8-inch .60 

4- inch .65 

5- inch .75 

6- inch .85 

POLISH (ATTTO)—Durolac, 1 
POLI8H (FURNITURE)—Durolec, 1 pt., '60c; 1 qt„ $1.00. 

Calol, V* pt. 80c each; 1 pint, 45c; 1 quart, 65e; V4 gallon, 
$1.15: 1 gallon, $2 00; 5 gallona, $7.50. 

Liquid Veneer, 4 ounce, 30c each; 12 ounce, 60c; 1 quart, 
$1 25. 

O-Cedar—4 ounce, 30c each; 12 ounce, 60c; quart, $1.26; 
Vi gallon, $2 00; gallon, $3.00. 

Johnson’s Prepared Wax, 5 ounce, 45c each; 1 pound, 86c; 
2 pounds, $1.70; 5 pounds, $3.00. 

METAL—NonOlio, V* pint, 50e each; 1 pint, 75c; 1 quart, 
21.25. 

SHOE—Shuwhite, 15c each; Midnight Oil, 25c; Royal 15c; 
Jet-Oil 15c; 4 C 8 Shoe Satin, 10c; 9 0S Shoe Satin, 15o; 
1 0 Satinola, 10c; 2 0 Satlnola, 15c; 5 P 8 Shoe Satin, 10c; 
10 P S Shoe Satin, 15c; 5 P Satinola, 10c; 10 P, Satinola, 

15c. 

STOVE—Liquid, No. 6 Black Silk, 90c each; 8, Black Silk, 
25c; 2, Black Eagle, 25c; 10 E, Enameline, 15c. 

Paste. No. 5. Black Silk, 15c each; 10. Black 8ilk, 25c; 
20. Black Silk. $1.75; 01. Black Eagle, 45c; 95 Black Eagle. 
$2.00; 4 E, Enameline. 15c: 6 E, Enameline, 15c; 75 Black 
Jack. 25c; 1, Rising Sun, 10c. 

POTS—Fire. 


$ .75 

8-inch . 

. .91 

.59 

10-inch . 

. 1.10 

.55 

No. 75. 

. 8.25 

.60 

No. 60. 

. 1.00 

.65 

No. 80. 

. .85 

.75 

No. 81. 

. .98 

.85 
lac, 1 

pt., 60e; 1 qt., $1.00. 



Gasoline, OAL. 

1 .18.00 

5 16.50 

20 .11.00 

71 .18.00 

72 .16.50 

21 14.00 

Watering Galvanised 

4 Quart. 1.10 

6 Quart. 1.25 


8 Quart. 1.50 

10 Quart. 1.75 

12 Quart. 1.90 

16 Quart.2.25 

Tin 

4 Quart. .86 

6 Quart. 1.00 

8 Quart. 1.25 

10 Quart. 1.60 
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PULLERS—Nail—Rex, $2.00 each; Rex, Jr., $1.85; Red Devil, 
$2.50; Morrill's, $3.25; Little Giant, $2.75. 

PULLEYS—Brass Screw, No. 350, % inch, 20c each; %, 25c; 
%, 25c; 1, 30c; 1 %, 40c; 1ft, 65c. No. 370, % inch, 40e 
each, 1, 60c. 

Brass Side—No. 1150, % inch, 25c each; %, 80c. No. 
1170, Vi inch, 40c each; Vi. 45c. 

Brass Upright—No. 500, 35c each. 

Clothes Line—No. 610, 2 inch, 20c each; 2 Vi, 25o. No. 
660, 20c; 670, 20c; 1610, 2 inch, 25c; 2%, 35o; 1660, 25c; 
1670, 30c; 6350G, 35c; 6500G, 55c. 

Hay Fork, No. 1267, 60c each; 692, 60c; 796, 75c; 46, $1; 
1651, $1.75. 

PULLEYS—Frame—No. 4, Ottumwa, per do*., 90c; No. 5, 
$1,00; No. 9, 95c; No. 105, 90c; No. 109, 90c. 

PUMPS—P. S.—1, $5.00; 2, $5.40; 3, $6.10; 4, $7.00. 

PUTTY—^-Per lb* 15c. 


RAKES—GARDEN—Malleable. 12-tooth, 70c each; 14-tooth, 
80c. Steel Straight, 12-tooth, $1.10; 14-tooth, $1.25. Steel 
Row, 11 and 12-tooth, $1.35; 13 and 14-tooth, $1.45; 15 
and 16-tooth, $1.60. Lawn, 85c. 


RASPS—Plain Horse Rasps—14-in., each $1.00; 16-in., $1.25; 
18-in., $1.60. 

Flanged Horse Rasps—14-in., each $1.25; 16-in., $1.50; 
18-in., $2.00. 

Half Round Oabinet—10-in., each $1.25; 12-in., $1.50; 
14-in., $2.00; 16-in., $2.50; 18-in., $3.00. 

Half Round Wood—10-in., each $1.00; 12-in., $1.25; 

14-in., $1.65; 16-in., $2.25; 18-in., $2.90. 

Flat Wood—10-in., each 95c; 12-in., $1.25; 14-in., $1.50; 
16-in., $2.00; 18-in., $2.60. 


RAZORS (SAFETY)— Eveready 
No. No. 

700, each . 1.00 706 B, Blades, Pkg.40 

2, each . 8.00 

Gem 

800, each. 1.00 800 B, Blades, Pkg.50 

Enders 

900, each . 1.00 900 B, Blades, Pkg.85 

Durham Domino 


1000, each . 1.00 1000 B, Blades, Pkg... 

Gillette 

00, each. 7.50 480, each. 

460, each. 5.00 500, each. 

460 B, each. 5.00 500 B, each. 

470, each. 5.00 501, each. 

501 B, each. 6.00 6 X B, Blades, pkg. 

12 X B, Blades, pkg 1.00 

AutoStrop 

1, set. 6.00 2541, set. 

15, set. 6.00 600 B, Blades, pkg... 

25, set. 6.50 600V4 B Blades, pkg.. 

251, set . 6.00 


.50 

5.00 

5.00 

6.00 

6.00 

.50 


5.00 

1.00 

.50 


REELS—Hose—No. 1 Wire, $1.65 each; N©. 60, Wood, $1.25. 
REVOLVERS— 


Colts, Model Each. 

Police Positive.84.00 

Police Positive Special 85.50 
Polioe Positive Target 86.00 

Army Special.88.00 

New Service.89.00 

Single Action.86.75 

Harrington A Richardson 

203, 223 .11.50 

203 B, 228 B.12.00 

204, 224 .12.00 

204 B, 224 B.12.50 

263, 278 .12.50 

263 B, 278 B.12.75 

264, 274 .12.75 

264 B, 274 B.18.00 

Iver Johnson— 

800, 808, 828*.16.50 

800 B, 808 B.16.75 

804 .16.75 


RIFLES—No. and Model- 


Daisy Air- 
25 . 

Bach 

.., 6.25 

40 . 

... 5.25 

8 . 

... 8 00 

80 . 

... 2.86 

11 . 

... 2.85 

12 . 

... 2.00 

King Air— 

4 . 

5 . 

21 . 

22 . 

804 B . 

... 2.95 
... 3.15 
... 2.00 
... 2.35 

•.. .17.25 

828 B . 

... .17.00 

824 . 

....17,00 


Bach. 

824 B .17.25 

848, 858 .17.75 

848 B, 858 B.18.00 

844, 854 .18.00 

844 B, 854 B.18.50 

864 B.19.25 

865 B.19.50 


Smith A Wesson- 

1905 Military. Folios. .84.50 
Regulation Police .... 82.50 
1903 Hand Ejector... 80.50 
88 8 . A W. Perfected 80.50 


1908 Military.85.00 

1911 Target. 85.00 


New Departure 88.... 80.50 
Marlin— 

20 TD—Octagon Brl.. 18.50 
27 TD—Round Brl... 21.80 
TD—Octagon Barrel. 24.55 
29 TD—Round Brl.. 15.60 
1897 TD—Round Brl. 22.75 
TD—Octagon Barrel. 24.80 
Remington— 

4 TD—Octagon Brl... 15.54 
6 TD—Round Brl.... 10.46 
8 A TD—Round Brl..73.27 
12 TD—Round Brl...28.48 
TD—Octagon Brl.... 81.95 
14 A TD—Standard. .58.36 

TD—Carbine.57.25 

16 A TD—Standard. .44.61 
Savage — 

1899 250-3000 .60.00 


1899 TD, Feath’wt ..55.00 

189 SF .48.00 

1904 TD, Single shot. 9.75 
1914 TD, Hammerless 28.50 


Stevens— 


Little Scout .... 


Crack 8hot .... 

.10.00 

Marksman. 


Favorite. 


70 TD, .22.. 


1919, .22. 



Winchester— 

1886 SF—Round Brl. 49.00 
TD—Round Brl. 64.30 
1890 TD—Oct. Fancy 57.50 
TD—Oct. Plain. 31.50 


1892 SF—Round Brl. 87.50 


SF—Oct. Brl. ..39.40 * 

TD—Oct. Brl... 45.75 
SW—Carbine ..33.55 

1894 SF—Round Brl. 40.85 
SF—Oct. Brl... 42.60 
SF—Carbine . . 36.85 
TD—Oct. Brl. ..54 50 

1895 SF .53.15 

1895—Govt. Model.. .53.15 
1895 TD .67.10 

1902 TD—22 .10.50 

1903 TD—Plain.44.30 

1903 TD—Fancy_69.00 

1904 TD .22 .12.60 

1906 TD.28.55 

1907 TD.61.50 


RIVETS—Slotted Clinch, 
10c box. 

Copper—With Burrs— 

Coppered Steel—No. 

9, 15c box 

; 98, 

Size. % Lbs. 

Lbs. 

Bise. 

% Lbs. 

Lbs. 

7—St’r LgthB .35 

8 “ .35 

.65 

7 —Asst. . . 

. .35 

.70 

.05 

8 

. . .40 

.70 

9 “ .35 

.70 

9 

. .40 

.75 

10 “ .40 

.70 

10 

, . .40 

.75 

12 “ .40 

.75 

12 

. .45 

.80 

Copper Iron, with Burrs—08 Asst., 25c, %-lb 

. box; 010, 

80c. 


RIVETS—Tinners—Black all sizes (in kegs), 20c lb. Tinned, 
3,3% (in kogs), 30c lb.; 4, 5, 30c; 6, 7, 8, 85c; 10, 85c. 


RODS. CURTAIN—No. 2, %-in., 8teel, Brass Covered, 18c ft.; 
3, % -inch. Steel, Brass Plated, 13c; 30, 1-in., Wood, Brass 
Covered, 80c; 1%-in., Wood, Brass Covered, 85o. 

ROOFING—(See Paper) — 

ROPE—Cotton, Thread—3-16, 85c; V4 to 5-16, 85c lb.; 

% to %,85c; % to 1, 90c. 

Manila—Base, 40c lb. 

Sisal—Base, 80c lb. 

RULES, Boxwood—Lufkin-Stanley—No. 171(86), 60c each; 
872 (36% ), 85c; 378 (8), $1.60; 886 (32), 90o; 888 

(32%), $1.30; 488 (57), 80c; 651 (68), 35c; 702 (18), 
55c; 751 (61), 40c; 752 (70), 50c; 761 (63), 50c; 762B 
(7), $1.40; 771 (84), 85c; 780 (62%), $1.00; 781 (62). 
$1.00; 861A (53%), $1.00; 8620 (83%) $1.50; 871 (52), 
95c; 881 (54), $1.15; 981 (60), $1.40; 8851 (66%). 80c; 
8851Y (66), 80c; 8861 (66%), 90c; 3881 (66%), $2.00. 

Rules, Steel—B 85, Blacksmith's, $1.00 each; 1085, Blade- 
smith's, 85c; 041 Pocket, 20o; 4141, 4641, Zig-Zag, $1.15; 
4142, 4642, Zig-Zag, $1.85; 4148, 4648, Zig-Zag, $2.75; 
4144, 4644, Zig-Zag, $8.75. 

RULES—ZIG ZAG—Lufkin—Stanley—No. 804 F, 65c each; 
806 F. 90c; 8513 (03), 55c; 8514 (04), 70c; 8515 (05), 
90c; 8516 (06), $1.05; 8518 (08), $1.40; 8523 (403 F), 
50c; 8524 (404 F), 65c; 8525 (405 F). 80c; 8526 (406 F), 
$1.00; 8613 (103), 55c; 8614 (104), 75c: 8615 (105), 90c; 
8616 (106), $1.00; 8624 (854 F), 65c; 8626 (856 F), 95c. 


SAWS—One Man—Cross-cut— 

Disston Chinook Chinook 

8 ft. 4.00 6 % ft. 7.70 _ 

8% ft. 4.60 6 ft. 8.65 12.80 

4 ft. 5.25 6% ft.10.76 14.40 

4% ft. 6.76 7 ft.10.90 16.00 

5 ft. 6.50 7% ft.12.00 17.60 

Simonds Falling asms price as Roys! Chinook Cross Out. 


SAWS—Hand- 

12 Disston or 69 Atkins 


18 inch . 3.70 

20 inch. 4.00 

22 inch . 4.35 

24 inch . 4.70 

26 inch . 5.10 

28 inch . 5.50 

No. D8 Disston or 51 Atkins 

18 inch . 3.10 

20 inch . 3.50 

22 inch . 3.65 

24 inch . 3.75 

26 inch . 8.95 

28 inch . 4.45 

No. 7 Disston 

18 inch .2.65 


20 inch .2.85 

22 inch . 3.10 

24 inch . 3.40 

26 inch . 3.60 

28 inch . 4.00 

No. 120 Disston 

26 inch . 8.20 

28 inch . 6.60 

No. 112 Disston 

26 inch . 5.25 

28 inch . 5.60 

No. D 100 or No. D 20 
Disston 

26 inch . 4.35 

28 inch . 4.85 


Simonds Hand and Cross-cut Saws—Prices on Application. 


SAWS—Miscellaneous— 


Back Saws 

12 inch . 3.00 

14 inch . 8.25 

16 inch . 3.50 

22-inch . 4.00 

24-inch . 4.25 

26-inch . 4.75 

28-inch . 5.50 

Butchsr No. 10 

16-inch . 1.80 

18-inch . 1.90 

UO-inch .2.00 

22-inch .2.15 


Compass No. 2 


12-inch . 

. .85 

14-inch . 

. .90 

16-inch . 

. .96 

Kitchen No. 2 


12-In eh . 

. .65 

14-inch . 

. .70 

16-inch . 

. .75 

Mitre 


24-ineh . 

. 6.25 

26-inch .. 

. 6.75 

28-inch . 

. 6.50 
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SAW 8—MISCELLANEOUS—Continued— 


No. 50 California, 14-in. 1.40 
No. 51 California, 12-in. 1.80 
No. 51 California, 14-in. 1.00 
Disston, No. 9, 14-inch. 8.00 
Disston, No. 10, 14-inch 8.25 


Neat, Complete 

No. 8.2.50 

Pruning 

No. 50 California, 12 in. 1.85 
Buck— 

Com Sel Brace V tooth.$1.75 

Com Dbl Brace Tuttle tooth.2.50 

Com. Dbl Brace V tooth. 2.75 

No. 150 Special . 1.05 

SAW CLAMPS—No. 8, $2.00; 0, $1.85. Perfection. No. 1W, 
$2.25; No. 3W, $2.75; No. 2W, $8.26. No. 11. with Guide, 
(3.25; Bishop's No. 750, 86e; Stearns' No. 105, $2.75; Ne. 
200, $1.75; N88, $2.25; No. 8, Disston, $4.50. 

SAW SETS— 

201 e A P.1.50 

Spec. Morrill .2.00 

105 Morrill.60 

1 Morrill.2.00 

10 . 1.20 

77 . 1.00 


SAW TOOLS— 

Clipper Outfit.80 

Morrill's Baker Gauge— 

No. 1.1.50 

No. 6. 2.25 

No. 9.2.50 

Atkins Raker Swage.. .40 

5-M Tooth Gauge. .25 

Jointers Pikes Perf... .75 

Jointers No. 7 Sterna .70 


X OUT— 

Morrill No. 8. 1.85 

Baker No. 8.2.86 

Colonial . 1.85 

7 Taintor .2.00 

28 Triumph . 1.65 

Hammer .86 

Lever.25 

Morin No. 2. 5.00 

Morin No. 2% .6.00 

Morin No. 8.2.66 

Setting Tool Disston— 

No. 100.80 

No. 4 Setting Blocks— 

No. 4 Blocks, Morin.. 2.00 
Swages No. 0 Disst... 4.75 
Swages, Whitings.... 1.00 

Atkins, Rex . 1.00 

Atkins, Excelsior.85 

SCALES—Family, testing without scoop, $8.50; with scoop, 
$4.25; Peddlers’ glass sash, $6.00; glass sash with chains, 
$6.50; brass dial, $7.26; brass dial with chains, $7.50. 
Spring Balance, No. 50 80c each; 51, 60c; family, $6.50; 
No. 202, $6.50. 

SCISSORS—Cast—No. 10, 60o each: No. 44, 7% inch; 60c; 
8% inch, 65c; 240, 4 inch, 25c; 4% inch, 80c; 255, 4 inch, 
80c; 4% inch, 85o; 5 inch, 85c; 5% inch, 40c; 6 inoh, 45c; 
820, 85c; 850, 75o. 

Wise—No. 14 B H, $1.85; 54%, $1.20; 55, $1.25; 55$, 
$1.80; 56, $1.40: 56$, $1.50; 57, $1.60; 154$, $1.45; 
155, $1.50; 156$, $1.66; 156, $1.60; 156$, $l.io: 157, 
$1.85; 864, $1.55; 864$, $1.60: 865, $1.65: 866, $1.86; 
468, $1.40; 468$, $1.45; 464, $1.50; 578, $1.85; 578%, 
$2.10; 574$, $2.80: 668, $1.85; 668$, $2.10; 664, $2.80; 
768, $1.80; 768$, $1.40; 764, $1.45; 764$, $1.50: 765, 
$1.55; 765$, $1.60; 766, $1.75; 778, $1.45; 778$, $1.50; 
774, $1.65; 814, $1.55; 814$, $1.60; 815, $1.65; 815$, 
$1.70; 816, $1.85. 

SCOOPS—Common Hollow Back—Black—No. 2, $2.15 each; 
3, $2 25; 4, $2 35; 5, $2.45; 6, $2.55; 7, $2.65; 8, $2.75; 
9, $2.85; 10, $3.00. 


8GREENS—Adjustable—Window—Wabash, Wood Frame, 15x 
33, 80c: 18x83, 90o; 24x88, $1.16; 80x88, $1.45; 24x87, 
$1.25; 28x37, $1.50. 

Sherwood, Steel Frame—18x83, $1.20; 24x83, $1.85; 24x 
37, $1.50; 80x37, $1.75. 

8CREWS—Cap and Set- 


Machine—Brass, Flat or Round Head- 


Priees 

shown are for full gross packages. 

For prioe of 

one dozen, use one-tenth of the full package price shown, 


Size. 

%-in. 

%-in. 

%-ln. 

%-in. 

1-ln. 

2. 


.40 

.45 

.50 


4. 


.45 

.50 

.55 

.65 

6. 

.50 

.55 

.60 

.65 

.85 

8. 


.85 

.95 

1.00 

1.20 

10. 


1.15 

1.35 

1.55 

1.90 

12. 


1.55 

1.70 

1.90 

2.20 

14. 


1.90 

2.20 

2.55 

8.05 

16. 


2.90 

8.20 

8.45 

4.00 

18. 


8.75 

4.05 

4.40 

5.25 

20. 


4.55 

5.00 

5.50 

6.35 

Size. 


1%-in. 

1%-in. 

1%-in. 

2-in 

4. 


.85 

1.00 

1.25 

1.55 

6. 


... 1.10 

1.40 

1.70 

2.10 

8. 


... 1.50 

1.70 

2.10 

2.50 

10. 


... 2.20 

2.45 

2.75 

3.15 

12. 


... 2.60 

8.00 

3.40 

8.85 

14. 


... 8.40 

8.80 

4.25 

4.65 

16. 


... 4.40 

5.00 

5.65 

6.35 

18. 


... 5.75 

6.30 

7.00 

7.80 

20. 7.25 

Iron, Flat or Bound Head— 

8.20 

9.10 

9.90 

8iso. 

%-in. 

%-in. 

‘ %-in. 

%-in. 

1-in. 

2. 

..... .25 

.30 

.80 

.35 

• • • 

4. 

.25 

.80 

.80 

.35 

.40 

6. 

.30 

.85 

.35 

.40 

.45 

8. 

.40 

.40 

.45 

.45 

.55 

10. 

• • • • • ,55 

.60 

.60 

.65 

.75 

12. 

.60 

.65 

.70 

.75 

.85 

14. 

• • • • • .7 5 

.80 

.85 

.85 

1.00 

16. 

. ,, 4 

1.00 

1.00 

1.10 

1.25 

18. 

. , „. 

.... 

1.40 

1.50 

1.65 

20. 

. 

.... 

.... 

1.80 

2.00 


Size 


1%-in. 

1%-in. 

1%-in. 

2-in. 

4. 


.55 

.60 

.65 

.80 

6. 


.55 

.60 

.75 

.95 

8. 


.60 

.70 

.80 

1.00 

10. 


.90 

1.10 

1.25 

1.40 

12. 


1.00 

1.15 

1.35 

1.50 

14. 


1.15 

1.35 

1.50 

1.80 

16. 


1.40 

1.75 

2.05 

2.40 

18. 


2.00 

2.30 

2.65 

3.00 

20. 

Cap Screws— 


2.80 

2.65 

8.00 

3.30 

Prices shown 

are for 

dozen lots. For the price 

on one 

only, use one-tenth of the dozen price shown, 
U. S. S. Thread, Iron— 



Lgth. .ins.) 

%-in. 

5-16-in. 

%-ln. 

7-16-in. 

%-in. 

.55 

.60 

.65 

.80 

1.05 

% . 

.55 

.60 

.65 

.80 

1.05 

1 . 

.60 

.65 

.75 

.90 

1.10 

1% . 

.65 

.65 

.75 

.95 

1.20 

1$ . 

.7© 

.75 

.80 

1.05 

1.30 

1% . 

.75 

.80 

.85 

1.10 

1.40 

2 . 

.75 

.85 

.95 

1.20 

1.50 

2% . 

.85 

.95 

1.00 

1.30 

1.60 

2$ . 

.95 

1.05 

1.10 

1.35 

1.70 

3 . 

1.10 

1.15 

1.25 

1.50 

1.80 

3$ . 




1.75 

2.15 

4 . 

. ... 

.... 

.... 

. ... 

2.50 

Lgth. (ins.) 


%-in. 

%-in. 

%-in. 

1-in. 

1 . 


. 1.65 

2.25 

8.30 

.... 

1% . 


. 1.70 

2.25 

3.30 

.... 

1$ . 


. 1.80 

2.45 

8.80 

.... 

1% . 


. 1.85 

2.60 

3.50 

4.10 

2 . 


. 2.10 

2.80 

8.80 

4.50 

2% . 


2.25 

8.00 

4.10 

4.90 

2$ . 


. 2.45 

8.15 

4.25 

5.30 

8 . 


. 2.70 

8.65 

4.70 

6.10 

8$ . 


. 8.05 

4.25 

5.40 

6.95 

4 . 


, 8.60 

4.85 

6.00 

7.75 


O. A. A. XU 

Lgth. (in.) 

reia, owtr 

4-In. 

5-16-in. 

%-in. 

7-16-In. 

%-in. 

.60 

.75 

.85 

1.20 

1.25 

% . 

.66 

.80 

.90 

1.20 

1.30 

1 . 

.70 

.80 

.90 

1.25 

1.35 

1% . 

.75 

.86 

.95 

1.30 

1.45 

1% . 

.80 

.90 

1.00 

1.45 

1.60 

1% . 

.85 

.95 

1.10 

1.55 

1.76 

2 . 

.90 

1.10 

1.20 

1.65 

1.90 

2% . 

1.05 

1.20 

1.25 

1.80 

2.00 

2% . 

1.20 

1.30 

1.35 

1.90 

2.15 

2% . 

1.30 

1.40 

1.50 

2.00 

2.26 

8 . 

1.40 

1.55 

1.60 

2.15 

2.45 

8% . 

1.60 

1.75 

1.90 

2.50 

2.76 

4 . 

Lgth. (ins,) 

1.75 

2.00 

9 

2.15 

16-in. 

2.80 

%-in. 

8.10 

%-in. 



2.15 


.... 

% . 



2.15 

...» 

.... 

1 . 



2.16 

,,.. 

.... 

1% . 



2.15 

.... 

.... 

1% . 



2.25 

2.65 

4.45 

1% . 



2.40 

2.85 

4.45 

2 . 



2.60 

8.05 

4.70 

2% . 



2.80 

8.25 

6.05 

2$ . 



8.05 

8.50 

5.85 

2% . 



8.25 

8.80 

6.60 

$ . 



8.45 

8.95 

5.96 

8$ . 



8.85 

4.60 

6.75 

4 . 



4.50 

5.25 

7.65 

Prices shown -are for dosen lots. For prioe of one only, 
use one-tenth of the dozen prioe shown. 


Square Head, V ot U. 8. 8. Thread— 


Lgth. (ins) 


%-ln. 6-16-In. %-in. 7-16-in. %-in. 


I 


1 



8 $ 


x 

1 

2 

\l 

8 

8 $ 

4 



.26 

.80 

.86 

.40 

.50 


.80 

.85 

.40 

.45 

.55 


.80 

.35 

.40 

.45 

.55 


.80 

.85 

.40 

.50 

.60 


.85 

.40 

.45 

.65 

.65 


.40 

.40 

.60 

.65 

.75 


.46 

.45 

.55 

.70 

.85 


.50 

.55 

.65 

.80 

.95 



.65 

.70 

.90 

1.05 



.70 

.80 

1.00 

1.15 






1.40 

(ins.) 


%-ln. 

%-in. 

%-in. 

1.65 

1-in. 


. .90 



• • • • 



. .90 

.... 

.... 

• • • • 



. 1.00 

1.70 

2.40 

.... 



. 1.10 

1.85 

2.50 

8.40 



. 1.25 

2.00 

2.70 

8.75 



. 1.85 

2.10 

2.95 

4.00 



. 1.45 

2.25 

8.20 

4.86 



. 1.65 

2.40 

8.40 

4.66 



. 1.85 

2.65 

8.90 

5.25 



. 2.10 

8.00 

4.85 

5.$$ 



. 2.85 

8.40 

4.80 

6.50 


Prioee shown are for full gross packages. Per prioe of 
one dozen, use one-tenth of the full package prioe shown. 
Brass, Flat or Bound Head- 
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WOOD SCREWS—Oootiaved— 


Sise. 

ft-in. ft-in. 

ft-ia. 

ft-in. 

ft-in- 

ft-in. 

1-tn. 

0. 

. .60 

.60 

.66 


1. 

. .60 

.60 

.65 





2. 

. .60 

.65 

.65 





8. 

. .65 

.70 

.70 

.75 

.85 

1.05 

l’.ii 

4. 

. .70 

.75 

.75 

.80 

.85 

1.10 

LSO 

6. 

. .75 

.80 

.85 

.90 

1.00 

1.15 

ISO 

6. 

. ... 

.85 

.80 

1.00 

1.10 

1.15 

1.25 

7.... 

. 

.95 

1.00 

1.10 

1.25 

1.85 

1.50 

8. 

. 

1.05 

1.15 

1.80 

1.40 

1.55 

1.70 

9.... 


.. . 

. 

1.50 

1.60 

1.75 

1.95 

10.... 

. ... 

.. . 

... 

1.70 

1.85 

2.05 

2.20 

11.... 

. 

... 

.. . 

1.85 

2.10 

8.85 

2.55 

IS.... 

. ... 

.. . 

.. . 


2.85 

2.60 

2.85 

18.... 

. .. . 

.. . 

... 




8.20 

14.... 

. 

... 





8.55 

15. 

. ... 

... 





8.90 

16.... 

. ... 






4.65 

Sise. 

lft*in. 

1ft-in. 

1ft-in 

2-in. 

2 ft-In. 

2 ft-in. 

8-in. 

6.... 

. 1.65 







7.... 

. 1.79 

2.25 

8.80 

8.65 




8.... 

. 9.00 

2.80 

8.90 

8.70 




9.... 

. 2.25 

2.55 

2.95 

8.75 


6.60 


10.... 

. 2.45 

8.00 

8.80 

8.80 

4.95 

6.65 


11.... 

. 8.90 

8.25 

8.75 

4.80 

5.10 

6.70 

9.70 

12.... 

. 8.25 

8.75 

4.95 

4.80 

5.55 

6.75 

9.80 

18_ 

. 8.75 

4.15 

4.70 

5.80 

6.25 

6.90 

9.90 

14.... 

. 4.10 

4.85 

6.15 

5.90 

6.85 

7.50 

10.00 

15.... 

. 4.80 

5.85 

8.05 

6.85 

7.50 

8.80 

10.25 

16.... 

. 5.05 

5.85 

8.65 

7.50 

8.85 



17.... 

. 

6.40 


8.20 

9.10 



18.... 

. ... 

7.60 

... 

9.75 

10.75 



Flat 

Size. 


rht— 
ft-in. 

%-ta. 

ft-in. 

ft-in. 

ft-in. 

1-in. 

0 to 2 

. . .40 

.40 


8.... 

. .40 

.40 

.40 

!40 

.*40 

.40 

AS 

4.... 

. .40 

.40 

.40 

.40 

.40 

.40 

.45 

5.... 

• .. . 

.40 

.40 

.40 

.45 

.45 

.45 

6.... 

• ... 

.40 

.45 

.45 

.45 

.50 

.50 

7.... 

• .. . 

.45 

.45 

.45 

.50 

.55 

.50 

8.... 

■ . .. 

.45 

.50 

.50 

.bO 

.55 

.55 

9... . 

• ... 

.50 

.50 

.50 

.55 

.60 

.60 

10. ... 

• ... 

.. . 

.55 

.55 

.60 

.65 

.65 

11.... 

. .. . 

. . • 

.60 

.60 

.60 

.65 

.70 

12.... 

. 


.65 

.65 

.65 

.70 

.75 

18. ... 

- .. . 

.. . 

... 

.65 

.'i 0 

.75 

.85 

14.. .. 

• ... 


.. . 

.70 

.80 

.80 

.90 

15. ... 

• ... 

.. . 

•. . 

• e e 

.85 

.90 

1.05 

16.... 

• ... 


.. • 

• • • 

.95 

1.05 

1.80 

17.... 

. ... 

«• • 

... 

• . • 


it a 

1.40 

18.... 

• ... 

• • • 

... 

#f , 

• • • 

.. . 

1.50 

20.... 

lft-ln. 


.. . 




1.85 

Sise. 

1ft-in. 

lft-ln 

. 2-lk 

9ft-in. 

1ft-in. 

8-in. 

8.... 

. .45 

.50 




4_ 

. .50 

.55 






6- 

. .50 

.60 

.70 

’.75 

!80 

l’oo 


6- 

. .55 

.60 

.70 

.80 

.85 

1.05 

1.55 

7.... 

. .60 

.65 

.75 

.80 

.85 

1.10 

1.60 

8.... 

. .60 

.70 

.80 

.85 

.90 

1.15 

1.60 

9.... 

. .65 

.70 

.80 

.85 

.95 

1.20 

1.65 

10.... 

. .70 

.75 

.85 

.90 

1.05 

1.25 

1.65 

11.... 

. .75 

.80 

.90 

.95 

1.10 

1.30 

1.70 

12.... 

. .80 

.85 

.95 

1.05 

1.15 

1.85 

1.75 

18... . 

. .90 

.95 

1.65 

1.15 

1.25 

1.40 

1.80 

14.... 

. 1.00 

1.05 

1.15 

1.30 

1.40 

1.55 

1.85 

15.... 

. 1.10 

1.20 

1.35 

1.45 

1.65 

1.75 

2.00 

16.... 

. 1.30 

1.50 

1.55 

1.65 

1.85 

1.90 

2.20 

17.... 

. 1.45 

1.70 

1.85 

1.95 

2.00 

2.20 

2.55 

18.... 

. 1.75 

2.00 

2.10 

2.20 

2.40 

2.45 

2.90 

20- 

. 2.10 

2.25 

2.85 

2.55 

2.80 

3.05 

8.40 


Round Head, Blued—Sell at 10 per eent advanoe over 
prices shown for Flat Head, Bright. 

SAFETY SET—(Bristol— 


ft -inch, any length, 10c eaeh; 5-16, 10c; ft, 12c; 7-16, 15c; 
ft, 18c; ft, 25c; ft, 80c; ft, 85c; 1-inoh, 40c. 

SCREWS—Lag—Gimlet Point, Square Head—80% below. 
ft,5-16-in. ft-in. ft-in. ft-in. ft-In. 

Dos. 100 Dos. 100 Dos. 100 Dos. 100 Dos. 100 


1 

.40 

2.70 









1ft. 

.40 

2.70 









1ft. 

.40 

2.70 

.50 

8 25 







1ft. 

.45 

2.95 

.55 

3.55 







2 

.45 

2.95 

.55 

8.55 

.75 

4.95 





2ft. 

.50 

3.20 

.60 

3.85 

.80 

5.35 

1.20 

7.80 



3 . 

.50 

3.40 

.65 

4.15 

.90 

5.80 

1.25 

8.40 

*1.80 

11.90, 

8ft. 

.55 

3.65 

.70 

4.50 

.95 

6.25 

1.35 

9.00 

1.90 

12.75 

4 

.60 

8.90 

.75 

4.80 

1.00 

6.65 

1.45 

9.60 

2.05 

13.55 

4ft. 

.65 

4.15 

.75 

5.10 

1.05 

7.10 

1.55 

10.20 

2.15 

14.40 

5 

.65 

4.40 

.80 

5.45 

1.15 

7.50 

1.65 

10.80 

2.30 

15.25 

5ft. 

.70 

4.60 

.85 

5.70 

1.20 

7.95 

1.70 

11.40 

2.40 

16.10 

6 

.75 

4.85 

.90 

6.05 

1.25 

8.40 

1.80 

12.00 

2.55 

16.95 

6ft. 

• • • 


.95 

6.35 

1.35 

8.80 

1.90 

12.60 

2.65 

17.75 

7 . 

• • • 


1.00 

6.65 

1.40 

9.25 

2.00 

13.20 

2.80 

18.60 

7ft. 



1.05 

7.00 

1.45 

9.70 

2.05 

13.80 

2.90 

19.45 

8 



1.10 

7.30 

1.5U 

10.10 

2.15 

14.40 

8.05 

20.30 

9 




• • • • 

1.65 

11.00 

2.35 

15.60 

3.30 

22.00 

10 . 

• • • 


• • • • 


1.75 

11.85 

2.55 

16.80 

3.55 

23.65 

12 . 




.... 


.. . . 

2.90 

19.20 

4.05 

27.00 


SCREW DRIVERS—Machinists'. No. 51. 50e each; 51ft. 75e; 
52. 85c; 52ft. $1.10; 53, $1.15; 58ft, $1.40; 64, $2.66; 
210, $1.90; 215, $2.25; 218, $2.75. 


Yankee Ratchet—No. 11, 2-ineh, 75c each; 8, 95c; 4, 
$1.00; 5. $1.15; 6, $1.25; 8, $1.50; 10, $1.75; 12. $1.15; 
15, 2 inch, 85c; 3, 90c; 4, 95c; 5, $1.00. No. 80, $8.50; 81, 
$4.75; 35, $2.65; 60, $1.15; 180, $4.00. 


SCREW DRIVERS—G 

A P.—1ft, 40e; 8, 40c; 

4, 50s. 

SCYTHES—Bush— 


Graaa— 


No. 

Eaeh. 

No. 

Each. 

400 .. 

. 2.50 

200 . 

.. 2.50 

450 .. 

. 8.85 

250 . 

.. 2.85 

Weed- 


100 . 

.. 2.50 

800 . 

. 8.50 

150 . 

.. 2.85 

850 . 

. 2.85 




SHEETS—IRON—Galvanised—10 to 16, 11 He; 18 to 24, 
12c; 26 to 27, 12He; 28, 18e; 80, 14e. Black, 12 to 16, 
10c lb.; 18 to 28, 11c. Add 10 per cent for cutting. Oor- 
to gated, Ptd., 28 Ga., $8.25; Galv, 26, $12.00; 28, $10.50. 
Rockface Siding, $11.50. 

SHEETS—STEEL—Black, soft, 18-20, 22-24, 26, 27, 28, 80 
gauge, 18c cut; 13c full sheet. 

Galvanized Flat, 12-14, 16, 18-20, 22-24, 26, 27, 28, 80 

gauge, cut, 20c; 15c full sheet. 

SHIELDS—Lag Screw — Expansion — SEBCO—Per hundred 


list. 

8-16 inch. 

ft . 

.15.00 

H . 

.45.00 

5-16 . 


ft 


ft . 

.25.00 

tZ 

.95.00 

7-16 . 


1 . 



SHINGLES—Tin, 5x7, $8.00; 7x10, $6.00. 

SHOT—Air Rifle, bulk, 20c lb.; 4 and 5-ox. tubes, 10c tube. 
Balls, Nos. 0, 00, 000, 20c lb. Buck Nos. 1, 2, 3, 20c lb. 
Drop, Nos. 1 to 12, B, BB, BBB, 20c lb. Chilled, 3 to 9, 20c. 


SHOVELS—D or Long Handle, Round or Square Point—Plain 
Back Black—4th Grade, $2.00 each; Carter's, $2.50; Ames, 
$2.75. 

Plain Black Polished—4th Grade, $2.10 each; Carter's, 
$2.65; Ames, $3.00. 

Riveted Strap Back Black—Ames, $2.65 each. 

Riveted Strap Back Polished—4th Grade, $2.60 each; 
Ames, $2.75. 

Solid Socket—Maynard—Black, $2.75 each; Polished, 

$3.00. 

Fire, Sheet Steel—Jumbo, 85c each; 54, Japanned, 20c; 
56, Japanned, 25c; 280, Galvanised, 20c. 

Special—Northwest—Pacific, $2.00 each; Occident, $2.35; 
Maynard Patr., $2.60; Genuine Mayn, $2.85; Chester, $2.00. 
SLEDS—Hand and Coaster— Racer. 6.75 


Flexible Flyer— - 

No. 1.4.25 

No. 2..... .5.00 No. 8. 2.75 

No. 8. 6.50 No. 10. 8.25 

No. 4. 7.00 No. 11. 4.00 

No. 5. 9.50 No. 12. 4.50 

Jr. Racer. 6.50 Racer. 4.75 

SMOOTH-ON—75c lb. 

SOLDER— ft »nd ft, 60c lb.; No. 1, 90-100, 60c; Wiping, 
40-60, 50c; Wire, 50-50. 60c; Electrical Wire, 40-60, 55c. 
SPARKERS—Red Seal—No. A141, $8.00; A162, $8.65; A162, 

$4.35. 


SPORTING GOODS— 

Each 

Official Baseballs .... 2.50 
Second Grade Baseb'ls 2.00 
Playground B. B n Out 
or Plain Seam— 

14-inch .8.00 

12-inch .2.75 


Handballs.86 

Boxing Gloves, 8-os... 18.50 

Striking Bags . 9.00 

Championship Tennis 

Balls .55 

Best Grads Rackets, 
Sutton .12.00 


Baseball Bats, league.. 1.75 Cotton Gym Shirts.75 

Baseball Masks, r ’ 10.00 White Running Pants. 1.00 

Chest Protectors.8.50 Bike Jockey Strap.75 

Official— Rubber Soled Tennis 

Rugby Footballs... 10.00 Gym Shoes. 1.95 

Soccer Footballs... .12.00 Rubber Soled Tennis 

Basketballs .15.00 or Gym High.2.25 

Volley Bslls . 8.00 Basketball Shoes .... 6.00 

SPRAYERS— Myers' Bucket Pump, 8 lbs., •IS.75 each: 6 
lbs., $9.00. Hand—Faultless, 75c each; Misty, 95c. Knap- 
sack—Kant Klog, $7.50; Perfection, $9.00; Utility, $7.25. 
SPRAY PUMPS— Faultless Tin, 75c each; Barnet No. 254. 
$6.55; Barnes, 976, $9.50; Little Giant, 827ft, $5.75; Aeme 
Pressure 345, $8.50; Defiance, No. 824, $8.50. 

SPRINGS, DOOR—Coiled 16-inch, Japanned Spring, 34-lush, 
15c; 9 32, 15c; 11-32, 15c; 18-82, 15c; ft, 20c. Faultless, 
Tight No. 12 Steel Wire, 16-Inch, 45c each. Victor, Adjust¬ 
able Tension, 9-inch; 25c each; 10-inch, 80c; 11-inch,, 40c; 
12-inch. 50c. Reliance, Extra Heavy Ratchet Tension, 10- 
inch, 60c each. Warner's Coppered Steel Wire for screen 
doors, each 25c. Torrey Screen Door, 39 in. steel rod, 50c. 


SPRINKLERS, LAWN- , 

Perforated Tnbe, Dew Drop, 7 feet long, brass, $8.00 each; 
8 feet, $3.25; 8 feet, galvanized, $3.00. 

Pluvius—Revolving Brass Spon, $1.15 each; Revolving 
Arms, 6-inch, $1.35; Revolving Arms, 11-inch, $2.50. 

Ring—5 ft-inch diameter, 75c each; 8ft-inch, $1.25. 

Rose —3-inch perforated oblong plate spray, $1.00 each. 
Ross —Perforated oblong plate spray, $1.00 each 
Thompson's—Twin, 40c each; Fountain, 50c; Fan, 25c; 
Simplex Circle, 40c: Shower. 50e; Peerless. 55c. 

Will’s Galvanized Pipe—6 feet, $2.25 each; 7 feet, $8.00, 


8 feet, $3.50. 
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RETAIL BELLING} FRIGES—Continued. 


STAPLES—Feme® Wire—Poliahed, lOe lb.; galvanised, 12He. 
Poultry Wire—%-inch, 15c lb. 

8TABBSTT6 TOOLS—Add to Catalogue— 

Micrometers, 50% 

Thickness Gsugee, 50% End Mtas. Rods, 50% 

Or. Plat Stock. 60% Calipor Ganges, 50% 

Heady Iqoh. Table, 60% Micrometer Cases, 50% 
Balance of Book (not itemised) add to list 40%. 

STEEL—Mil d — See Iron. Tool, 22c; Drill, Oo„ 20c. 

8TCNE8—Oarborandom—No. 76. 50c; 107, $2.00; 108, $2.25; 

109, $1.75; 110, 62.00; 111, $1.85; 112, $1.00; 118, $1.00; 

115, 61.75; 116, 61.75; 117, $1.75; 118, $1.50; 119, $1.50; 

120, $1.50; 121, $1.25; 122, $1.25; 123, $1.25; 124, $1.00; 

130, 75c; 181, 75c; 142, 75c; 143. 75c; 144, 75c; 145, 50c; 
146, 50c; 147, 50c. 

Pike's Oil and Water—No. 18, 60c each; 14, 60c; 16, 10c; 
20, 40c; 22, $1.00; 25, 15c; 37, 25c; 40, 25c; 42, 85c; 
48, 50c; 51, $1.00; 52, $1.25; 53, $1.50; 54, $1.00; 55, 
$1.25; 56, $1.50; 59, 15c; 60, $1.75; 62, $2.25; 66. $2.75; 
68. $3.75; 78, 60c; 80, 60c; 86, 75o; 88, $1.00; 92, 50o; 
94, 60c. 

Pike's Seythe—No. 89, 15c each; 40, 15c; 41, 15e; 42, 20c. 


TENTS—Single Filling-— 


Sise 

8-os. 

10-os. 

Size 

8-oz. 

10-os. 

7x7. 

. .14.80 

17.80 

16x18 . 

57.25 

67.85 

7x9. 

. .17.55 

20.45 

16x20 . 

,63.10 

73.65 

9x9 . 

. .20.25 

23.70 

16x24 . 

,71.85 

88.60 

9Hxl2 .. 

. .23.85 

27.85 

16x30 . 

.86.95 

101.80 

12x14 ... 

. .32.00 

87.35 

A or Wedge— 


12x18 ... 

. .39.50 

46.15 

5x7 . 

. 9.25 

10.75 

14x16 ... 

. .42.00 

49.30 

7x7 . 

,11.65 

18.60 

14x20 ... 

. .52.15 

60.60 

7x9 . 

,18.95 

16.85 

Flys Half Price of Tents. 




Wagon Covers— 

Singlt Filling— 



Size 

8-os. 

10-os. 

Sise 

8-os. 

10-os. 

10x14 ... 

. . 8.85 

11.10 

12x16 . 

12.90 

15.90 

10x16 ... 

. .10.15 

12.70 

12x18 . 

14.85 

17.90 

Stockmen's Bed 

Sheets—81ngle Filling— 



8ize 



8-os. 

10-os. 

12-os. 

6x12. 



, .. 5 00 

6.50 

7 50 

6x14. 



_ 5.85 

7.50 

8.75 

7x14. 



_ 8.35 

10.86 

18.16 

7x16. 



.... 9.85 

12.60 

14.10 


THIMBLES—Flue—6-in., 10c; 7-in., 15c; 6-in. to 7-in. Adj* 
15c. 


STOVES—Oil Heating, Perfection—No. 520, $8.50 each; 560, 
$11.00; 660B, Blue, $18.50; 660W, White, $15.00. 

Boyle (Airtight)—No. 16, $3.50 each; 20, $5.00; 22, 
68.75; 122. $9.75; 418, $10.00; 518, $14.25; 818, $17.25; 
918, $19.50; 1018, $5.75; 1318, $8.00; 1518, $15.00; 1618, 
$21.75; 1718, $24.75; 1818, $28.25. 


8TRIP—Weather—Rubber, %-tach, 5o ft.; %-inch, 7c ft. 
Felt, %-inch, 5c ft.; %inch, 10c. 

8WEEPER8, CARPET—Bisael's American Queen, $8.00; Club, 
$14.00; Elite, $8.75; Gold Medal, $7.00; Grand Rapids 
(Nic), $7.00; Grand Rapids (Jap), $6.75; Grand (Jap), 
68.00; Parlor Queen, $8.25; Princess, $7.75; Prize, $7.00; 
Universal (Nic), $7.26; Universal (Jap), $6.50. 

Vacuum—8uperba, $18.50; Grand Rapids, $11.00; House¬ 
hold, $9.50. On account of the freight, retail prices 50 
cents higher prevail in the following Western and Southern 
states: Colo., New Mex., Wyo., Mont., Ore., Utah, Aril., 
Nev., Ida., Wash., Calif., Tex., Okla., Ark„ La, Miss., Ala, 
Fla, Ga, N. O. and 8. 0. 


TACKS—Bill Posters*—No. 8, 40c lb.; 4, 40c; 6, 40c; 8, 40c. 
Carpet—Cut, VI-lb. papers—No. 4, 12 V4c; 6, 12 Vic; 8, 
12Hc:10, 10c; 12, 10c. Wire. Vi lb. papers—No. 3, 10c 
b x: 4. 10c; 6, 10c; 8, 10c; 10. 10c; 12, 10c. Wire in bulk 
—No 3. 40c lb.; 4, 40c; 6, 40c; 8, 40c; 10, 40c. 

Gimp—Vi lb., 2H, 10c box; 3, 10c; 4, 10c. V4 lb, 6, 
15c; 8, 15c. 

Upholsterers—Cut, Vi lb. papers—No. 1%, 10c box; 2, 
10c: 3. 10c: 4, 10c. V4 lb., 6, 15c; 8. 15c; 10, 15c; 12 to 
16, 15c. Cut, in bulk. No. 3, 45c lb.; 4, 40c; 6, 40c; 8, 
40c; 10, 40c; 12, 40c. 

Double Pointed—Blued, Vi lb. papers, No. 9, 10c box; 
10, 10c; 11. 10c; 12, 10c. Blued in bulk. No. 9, 45c lb.; 
10. 45c; 11, 45c; 12, 45c. 


TAPES—MEASURING— (Lufkin)—(Starrett)— 


Asses’ Skin 


No. 

710 

716 

715 

716 
780 
786 

785 

786 


500 L. 
508 L. 

505 L. 

506 L. 


Metallic 


STEEL TAPES— 

100 . 

103 . 

200 . 


Pocket 


.85 

1.25 
1.75 
2.00 

.90 

1.45 

1.80 

2.25 


.95 

1.10 

.25 

.60 

.50 


Linen 

1080 . 1.40 

1088 . 2.25 

1035 . 2.90 

1086 . 6.85 


4.00 

6.00 

7.50 

9.00 


.55 

.80 

.60 


148 
145 
165 

8143 . 

8175 . 

Steel 

240 . 6.00 

248 . 7.00 

245 . 9.25 

246 .12.00 

260 . 6.25 

263 . 7.50 

265 . 9.75 

266 .12.75 

550 . 5.50 

558 . 7.00 

555 . 9.25 

556 .12.00 

Surveyors' 

276 D.14.75 

6100 .11.00 


203 

205 

206 


.95 

1.35 

1.65 


Aases* Skin Case—25, 65c; 50, 86e; 75, $1.16; 100. $1.86. 
TAPE—Friction—% lb, 50e; 2 os., 15c; 1 os.. 10c. 


TIN— 

Bar and Pig, $1.20 lb. 

Common Roofing, 40c per sheet. 

Valley, No. 4, 6c per ft.; 10, 10c; 14, 17c; 20, 25c. 

Painted 1 side, lc foot extra; two sides, 2c. 

Flashing IC, lxl, $3.25 per 100 feet; %xl, $8.26. 

Shingles—5x7, $3.50 per 100 ft. 

Valley—14-inch, 17c per foot, $16.00 per roll; 20-inch, 26e 
per foot, $22.00 per roll. 

TOGGLE BOLTS—Sebco No. 1—Per hundred list. 


—Diameter— 

Length H*in. 3 16-in. H-in. 

3- inch . 6.00 8.00 12.50 

8 H inch . 6.25 8.00 6.00 

4 6.75 8.50 18.80 

5 7.50 9.25 14.80 

6-inch . 8.00 10.00 16.00 

Sebco No. 5—With either round or flat head maebine 

screwa— —Diameter— 

Length H-in. 8-16-in. H-ln. 

8 inch. 2.63 8.15 8.50 

4- inch. 2.97 8.50 8.85 

5- inch. 8.32 8.85 4.20 

6- inch. 8.67 4.20 4.66 


TORCHES—Clayton A Lambert—No. 28. Alcohol. $4.25 each. 

Gasoline—No. 14. $6.50 each; 37. $9.00; 38. $9 50; 31, 
$10.00; 32, $10.50; 48, $12.25; 107, $9.50; 122, $8.00. 

TRAPS—Fly—Paragon, 35c each; Balloon, 25c; Edgewood 1, 
$2.00; Edgewood 2, $2.00; Avis 1, $2.75; Arts 2, $2.50; 
Avis 8, $2.25; Perfect, $1.45. 

Game—No. 0 Newhonse, 65e each; 1 Newhoose, 75c; 1% 
Newhouse, $1.15; 2 Newhonse, $1.65; 8 Newhonse, $2.26; 
4 Newhouse, $2.75; 5 Newhonse, $20.00; 1 Oneida Jump, 
35c; 1H Oneida Jump, 55o; 2 Oneida Jump, 90c; 0 Victor, 
25c; 1 Victor, 80c; 1H Victor, 45c; 2 Vletor, 60e; $ Victor, 
$1.00; 4 Victor, $1.25. 

Gopher—Western. 25c eaeb; Noxall, 25e; Maeeabee, 15c; 
Easy Set, 25c; Newhonse. 25e; California Pocket, 40c. 
Mole—Reddick, $1.85 eaeb; Out-C-Sight, $1.76. 

Mouse—Sure Catch, 5c eaeb; Security, lOe; Choker-Wood, 
15c; Choker-Tim, lOe; Delusion, 25c; Holdem, 66o; 
Cage, 25c. 

Rat—Sure Catch, 20e each; Security, 25e; Holdem, email, 
$1.15; Holdem, large, $1.85. 

TROWELS—Rose Brick, Wood Handle, $2.25; Rose Brick. 
Leather Handle, $2.50; Marshalltown Plasterer’s, $8.00; Fin¬ 
ishing, $2.75. 

TWINE—Cotton—Wrapping, $1.25 lb. Budding. $1.26. 

Flax— 18 BB, $1.00 lb.; 24 BB, $1.00; 18 BC, $1.10; 24 
BC, $1.10; 36 BC, $1.10. 

30 Sacking, 70c; 40 Sacking, 70c: 38 Sacking, 85e; 44 
Sacking, 85c. 


VALVES— 


Standard Globe and 
Angle Valves— 

H . 

14 . 

.75 

.75 

Standard Gate Valvee— 

H . 1.95 

V4 . 1 50 

34 .. 1.50 

34 . 

.80 

H . 

. 1.70 

H . 

1.05 

% . 

. 2.15 

54 . 

1.30 

1 . 

. 2.95 

1 . 

1.90 

in : 

. 3.90 

1V4 . 

2.65 

1H . 

. 5.25 

1H . 

3.70 

2 . 

. 7.65 


2 . r 4.55 
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HARDWARE WORLD 


RETAIL BELLING} PRICES—Continued. 


Wuh Boilers 

8 . 10.75 

9 . 10.25 

28 A. 4.25 

29 A. 4.50 

128 B. 4.50 

129 B. 4.75 

229 B. 4.76 

Wuh Bowls 

07 .25 

08 .80 

7 .40 

8 .50 

Corered Backets 

11 . 20 

12 .80 

18 85 

14 .45 

Dinner Backets 


Pot Oorers 


09 

010 .... 

23 

023 

211 , 212 . 


Cutters 
All sises .... 
Dippers 

01 . 

2 . 

02 . 

08 . 

4 --- 

9 . 

10 . 

82 . 

84 . 

85 . 

42 . 

208 . 

Forks 

1, 2, 8, 4. 

5, 6. 

814 . 

818 . 

421 . 

Funnels 

10, 15, 20. 

25 . 

30 . 

35 . 

120 . 

125 . 

180 . 

220 . 


TINWARE 

225 .85 

230 1.25 

235 . 1.50 

Tea Kettles 

01H .55 

02 .60 

027 .55 

029 .75 

047 2.25 

049 . 8.00 

067 2.75 

069 8.75 

Preserring Kettles 

160 45 

200 65 

240 85 

280 1.05 

820 . 1.80 

Moulds 

2 Melon. .. • 1.65 

4 Melon.... 2.25 

08 Jelly.15 

15 Jelly.85 

61 Cake.50 

62 Cake.65 

Dairy Pails 
10 90 


Muffin Pens 


Dish Pans 
IX Tin 


Sauce Pens 


Coffee Pets 


Bread Pans 


Milk Pane 


WAGONS—Boys’— 

American 

No. end Sise. Each. 

118— 8x18. 2.00 

120— 9x20. 2.25 

122—10x22. 2.50 

124—11x24. 8.00 

126—12x26. 8.50 

128—18x28. 4.00 

180—14x80. 4.50 

182—16x82. 5.00 

Samson 

826—12x26. 4.00 

828—18x28. 4.25 

882—15x82. 5.50 


240 

Tea Pots 

.85 

242 

T ... 


.50 

2 . 

Flour 

Sleres 

.80 

316 



.80 

818 

.... 


JB6 

1 . 

Flour 

Sifters 

.40 

4 . 



.50 

5 . 



.89 

10 



.80 

10 

Skimmers 

.25 

45 



.10 

2 . 

Strainers 

.15 

8 . 



.20 

10 



.40 

20 



.50 

88 



.75 

110 



.45 

112, 

. iii 


.60 

128 



.65 

Plain Fenee. 

Baling. 


886—16x86. 7.25 

Wagners— 

No. 18.10.00 

No. 20.11.50 

No. 24.18.00 

Coaster—Star— 

No. 10. 9.50 

No. 20.10.50 

No. 80.11.50 

No. 40.12.50 

Mars-Wells— 

No. 10.7.50 

No. 11.8.00 

No. 12.9.50 


WASHERS—Cast Iron—Sise % to 2. 18o lb.; Angle, 14o. 
Malleable—Standard, 25o lb.; Nail Hole, 25c lb.; Angle 
85c lb. 

Out—Site 8*16, 29c lb.; 24c; 5*16, 22c; %, 20c; 7*16, 
19c; %, 18c; % to 1, 17c. 

WASTE—Cotton—No. 6X White. 28c lb.; 1 White, 26c; 2 
White, 85c; 01 Colored, 21e; 02 Colored, 20c; 10 Wool, 88c. 

WAX—Floor 95c lb. 

WEANERS—Calf—Shews No. 1, 65c; No. 2, 75c. Hoosier 
No. 11, 75c; No. 12, 85c. Kantsuk—Calf, 50c; Cow, 60c. 

WEDGES—Trockee-Alki, lb., 20c! Oregon-Atha, 20c; Cedar* 
Atha, 22c; Cedar*Alki, 20c; Falling, 27o; Saw, 27c. 

WHEELBARROWS—Brick—No. 10 B, $15.25 each; 20, 

$15.00.. 

Garden—No. 2, 4% cu, ft. capacity, $10.50 each; No. 8, 
5% cu. ft., $11.75; No. 21 (Toledo Clipper), $6.25. 
Railroad—No 15, $6.00 each; No. 17, $6.50; No. 19, $10.00. 
Steel Tray and Frame—No. AX, $14.50 each; 4, $16.00; 5, 
$18.00; 10, $23.75. 

WICKS— 

Oil Cook Store Wicks—New Perfection with wire carrier, 
each. 45c; Bon Ami with wire carrier, 45c. 

Oil Heating Store Wicks—New Perfection with wire 
carrier, each, 45c. 

Lamp or Lantern Wicks—Flat—No. 0, width %-in., 2%c 
each; No. 1, %-inch., 2%e; No. 2, l-in„ 2%c; No. 8. 
1%-in., 5e. 

Rochester Wicks—Circnlar—No. 1R, else 4x6 in., each, 
10c; 2R, 5x6 in., 10c; 8R, 8x8% in., 25c. 


WIRE_ riam Fence. Baling. 

Per 100 lbs. Black. Gelr. 

8 gauge . ?•?? • • • • 

4 ... I'?? •• • • 

6*8*9 .. *•** •• • • 

11 ....«••••••••••••••••••• 6.60 7.80 **•• 

12 7.85 ** • • 

18 .... 6.75 7.45 * • T* 

15 ... t •••• 8.00 7.10 

16 •••••••••••••••••••••••• •••• O.lw ”** 

17 ..••••••»••••••••••••••• • • • • •••* *• v 

18 •••..••••••••••••••••••• •••• o.uo •••• 

Barbed Fence—Glidden Pat., $6.65: Glidden Galr„ $7.00; 
Baker Pat., $7.15; Baker Galr., $8.25; Waukeganito Galr., 

$9.00. 

Hog. Cattle. 


Cattle. 

Am. Special Galr., 80-rod spools, each. 4.70 4.55 

Glidden, 80-rod spools, each. ..... .6.50 6.40 

Broken Coils—Add, 1 to 24 lbs., 8c; 25 to 49 lbt, 2o; 50 
to 99 lbs., lc per lb. 

Store Pipe Wire, 50-ft. ooils, 15c each. 

WIRE CLOTH—See Cloth. 

WOODENWARE—Boards, Pastry—16-inch, $1.10 each. 

Bowls, Chopping—11-inch, 50c each; 15-inch, $1.85; 17- 
inch, $3.00. 

Pins, Rolling—65c each. 

Spoons, 13-inch, 15c each; 15-inch, 20c. 

WOOL—Steel—l*lb. rolls—0, $1.25; 1, $1.10; 2 and 8, $1.00. 
3-oz. packages, 80c each. 

WRINGERS—Mop—Vanco 78, $4.50; 88. $4.00; 89, $5.00. 
Dana or Eagle, 5, $8.25; 10, $4.50; 20, $5.00. 

White’s 8, $4.50; 0, $8.00; 8, $5.25. 



Agr. 

Coes. 

Stillson 

Crescent. Trimo. 

Barcalo 

N. 

Barcalo 

3emi-fin. 

6-inch . 

.. 1.00 

1.65 

1.25 

1.65 

1.35 

1.25 

R-inch. 

. . 1.15 

2.00 

1.25 

1.85 

1.40 

1.25 

10-inch. 

. . 1.35 

2.50 

1.50 

2.10 

1.75 

1.50 

12-inch. 

.. 1.75 

3.60 

2.00 


2.65 

2 00 

15-inch. 

. . 2.15 

4.15 

2.75 


4.00 

2.75 

1 R-inch . 


5.50 

4.00 



4 00 

21-inch. 


6.75 

6.00 

4.i0 

... . 

6.00 


ZINC—Full sheets, 30c lb.; less than sheets, 35c. lb. 
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SCAIFE “Copper-Brazed" Garden Hose Valves 


TANKS 

For Air, Gas and Liquids 



Pneumatic and Storage Tanks 

Range Boilers, Riveted 
or Welded 


SEMI) FOB CATALOGUES 

WM. B. SCAIFE AND SONS CO. 

PITT8BUBOH, PA. 


Recognized Quality 

Which command repeat orders for you 



S8 South Dearborn St. 


Chicago, HL 


Sizes W' to 2*/%" inclusive. Both bent 
and straight Hose Spout 

HAYS MFG. CO., Erie, Pa. 

W. Erwin Gilchrist 
Pacific Coast Representative 
681 Market Street, San Francisco. 



Ny» Um DU Mia 


Why the Plumber Beat His Wife 

An Omaha plumber was arrested not long ago for beating his wife. 
As plumbers do not beat their wives, the case attracted wide attention. 

There was great indignation. Some people thought the plumber ought 
to be hanged. 

Some people thought he ought to get worse than that—that he ought 
to be maae to locate a leak under a concrete floor. 

But in Omaha there is 

A Wise and Upright Judge 

When they brought the plhmber before him they asked him if he 
wanted to see the plumber’s record. 

The judge said, “No, I want to see his shop .’ 1 So down to the shop 
he went. 

And the judge found, first thing, that the plumber’s boss bad given 
him a cheap, old-fashioned die to thread pipe with. 

It pulled hard and worked poor and made a rotten thread. 

The judge said, “Give this man a Nye Die!” 

So they did. And the plumber and his wife live happy ever after. 

If you use Nye Dies you have no excuse 
for beating your wife. 

HARRY G. NYE. 


Nyi Armstrong Die 


The Nye Tool & Machine Works 

108-128 No. Jefferson Bt. 

Chicago, Ill. 


Wy« Solid DU 
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HARDWARE WORLD 


Business Opportunities 


WANTED 

Experienced general hardware road 
Salesman. Age about 30. State experience 
and record. Drawing account and bonus. 
Eastern Washington. Splendid opportun¬ 
ity for right man. Address XYZ, care 
HARDWARE WORLD. 


FOB SALE 

A new dean stock of Hardware and 
Household Utensils, all less than two years 
old. A good assortment of salable goods 
and np*to-date fixtures bought at the right 
prices. Stock and fixtures will amount to 
about $30,000.00. 

In Tory best business location in the 
city. In the most prosperous city of 
southern Arizona, with a population of 
oxer 30,000. A good opportunity for any¬ 
one to get into a hardware business. 

Beason for selling is that owner wants 
to reduce his business responsibilities as 
he has other interests to look after. Add. 
•‘Arizona,” Care HARDWARE WORLD. 


WANTED 

Hardware or Plumbing Supply Sales¬ 
man to sell for Manufacturers to Jobbers. 
An excellent opportunity for a live man 
who knows the game. State experience 
and salary desired. All communications 
confidential. Address Box 755, care of 
HARDWARE WORLD. 


FOB SALE 

Hardware, Furniture and Implement 
business in one of the best irrigated sec¬ 
tions of the Sacramento valley. Stock 
will invoice between $35,000 and $40,000. 
A good business with a big future. Sales 
for the first six months of 1920, $50,000. 
Buildings for sale or lease. Address O. 
A H., care HARDWARE WORLD. 


FOB SALE 

Thriving Hardware and Furniture busi¬ 
ness in Rocky Ford, Colorado, one of the 
best towns of its size in the country, lo¬ 
cated in a prosperous irrigated section. 
Business in flourishing condition and in¬ 
creasing each year. Stock clean and 
bought at right prices. Business is clear¬ 
ing big money over and above salaries of 
proprietors. Low rent. Stock and fixtures 
will inventory about $17,000. No bonus 
asked. Proprietor wishes to retire. Any¬ 
one interested write for further particu¬ 
lars. Address Butterfields, Rocky Ford, 
Colorado. 


WANTED 

Manager for Retail Lumber and Hard¬ 
ware Business. Applicant must be experi¬ 
enced in selling hardware, stoves, etc., at 
retail, and must be familiar with the office 
and buying end of the business. Town lo¬ 
cated 7 miles southeast of St. Louis. Elec¬ 
tric and Steam Railway connections with 
this city. Address D. L. H. Co., care 
HARDWARE WORLD, 1220 Boatmans 
Bank Bldg., St. Louis, Missouri. 


FOB SALE 

At a bargain—1 No. 51 Round Oak 
Base Burner; 1 No. 172 Columbian Art 
Base Burner. A-l condition. Address 
Roanoke Hdwe. Co., Roanoke, Ill. 


FOB SALE 

Completely equipped tin shop in live 
central Washington town. Fine location 
and good business possibilities. $400.00 
will handle this deal, balance as you make 
it. A chance for a live man. Address 
W. W. H., care HARDWARE WORLD. 


FOR 8ALE 

Old established hardware business in 
city of 60,000. 50 miles from San Fran¬ 

cisco. 8tock all clean and up-to-date. 
Stock and fixtures $20,000. Doing good 
business. Sickness reason for selling. Will 
bear close investigation. Address P. H. 
C., care HARDWARE WORLD. 


WANTED 

First-class Window Trimmer; one capa¬ 
ble of Store Arrangement and also under¬ 
standing hardware and sporting goods 
stock. Address O. H. care HARDWARE 
WORLD for application blank. 


TRADE RHYME8 $1.00 
Any advertiser can have a three verse 
trade rhyme or five two-line slogans sent 
them on approval by investing $1.00. 
Send any suggestions or circulars to 
(Reegtherhymer) H. Summer Geer, Studio 
No. 62, 209 Dyckman St., New York City. 
Suggestions selected and used $1.00 each. 


FOB SALE 

Hardware Store, clean up-to-date stock 
hardware and household utensils. One of 
the best locations in San Francisco. Ex¬ 
cellent lease, cheap rent. Ten to twenty 
thousand will handle. Address T, K. f 
care HARDWARE WORLD. 


YOUNG MAN FOR COLORADO 

Will sell quarter interest in an active 
retail business in Colorado to young man 
who wishes to locate and be active in the 
trade. Might take charge of bookkeeping 
department or any other that he wishes. 
Sales will rench $75,000 this year. Box 
25, care HARDWARE WORLD. 


FOR SALE 

Hardware business in the Walla Walla 
Valley for sale—no competition. New 
stock and new brick building with ten 
year lease. Building 70x80. with dandy 
basement. Stock and fixtures approxi¬ 
mately $50,000; sales this year, $165,000. 
Principal lines carried: Hardware, Farm 
Implements, Auto Accessories. Harness, 
Furniture. Write H. 8. Fender & Son, 
Prescott, Washington. 


STOVE SALESMAN 

For States of Arkansas, Oklahoma,Lou¬ 
isiana and Texas to sell high grade Pores* 
lain Enameled Goal Ranges. New Oompsay. 
We want only men who can produce. Ad¬ 
dress R, care HARDWARE WORLD. 


FOB 8ALB 

Hardware Store located in the best 
business town in the Southwest. For par¬ 
ticulars write Gallnp Tin A Hardware 
Company. Gallup, New Mexico. 


SYSTEMATIZE YOUB STOCK BDIS 
Bin label cards for Ford Auto parti, 
sheet metal card holders, tranaparent eel* 
luloid card covert, bin markers and stoek 
record card* for mill, hardware, auto and 
plumbing supplies. Send for samples and 
prices, and free booklet, ”How to Bti* 
temizo the Stock Room.” Haddon Bln 
Label Company, Haddon Heights, N. J. 


I CAN GIVE YOU GOOD REPRESENTA¬ 
TION 

On the Pacific Coast if you manufacture 
household appliances or utilities. If you 
want to increase your sales and extend 
your trade through live representatives— 
write me. Address A. G., care HARD¬ 
WARE WORLD. 


FOB 8ALB- 

A complete line of hardware, building 
material, plumbing goods, lumber, etc. The 
same will invoice about $25,000. Located 
in a thriving and growing community of 
about 10,000 people and doing a business 
of about $80,000 per year. Located fifty 
miles from railroad—therefore able to 
make good profits. Reason for selling is, 
owner wishes to retire from business. 
Terms: one half down, balance on time 
to suit purchaser. Address L. A. H. Go., 
care HARDWARE WORLD. 


SALESMEN WANTED 

Chicago manufacturer of a well known 
staple plumbing fixture wants to engage 
several men who call on jobbers in the 
Central, Southern and Western States, to 
handle our product as a side line. Liberal 
commission. Must have a wide acquaint¬ 
ance among your jobbers. Exclusive ter¬ 
ritory assigned to each man. Write us 
fully of your capabilities. All letters 
treated confidential. Address Box 3617, 
care HARDWARE WORLD. 


SITUATION WANTED 

Married man now holding good position 
has excellent reasons for making change. 
Can figure discounts, costs and overheads. 
18 a first class salesman and stock-keeper 
and good on system. Have held position 
as assistant to manager of a $90,000 
hardware stock and know the paint game 
at all angles. Wishes to connect with a 
live wire hardware or paint concern. Ad¬ 
dress S. P. V., care HARDWARE WORLD. 


AN EX-WIDOW 

An old colored mammy came in for her 
monthly allowance from the estate of her for¬ 
mer master. As she could not write, she made 
her mark. Previously she had always made an 
X, but on this occasion she made a circle. 

“Why, Linda,’’ said the man in charge, 
“why don’t you make an X as usual?” 

And Linda replied earnestly: “Why, I done 
went and got married yesterday and changed 
my name.” 

To save yourself, you must convert into cash 
any slow-moving items and surplus stock. 


NON-UNION 

The eyes of a passing laborer were caught 
by the following sign on a book store window: 
“Dickens’ works all this week for only $40.00.” 

“The devil he does,” exclaimed he, in dis¬ 
gust. “The dirty scab.” 


It is better to pay the price for what you 
need when you need it than to place future 
shipment orders unless it is necessary to get 
delivery. 


“Life is a gamble.” Yes, but at least you 
play your own cards. 
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Absorene Mfg. Co.135 

Albert Lea Sprayer Co. 64 

Albertaon A Oo.189 

Alert Tool Oo.189 

L. A. Althoff. 95 

Alumihum Gooda Mfg. Co.17*226 

Aluminum Products Co.-.204 

American Bolt A Screw Case Oo.199 

American Chain Oo. 18 

American Saw A Mfg. Co. 61 

American Stainless Steel Co. 58 

American Steel A Wire Co. 26 

American Wire Fabrics Co. 61 

Apco Mfg. Oo.189 

Armstrong Mfg. Oo.197 

Atkins, E. O. A Co. 18 

Atlaa Mfg. Oo., The. 90 

Atlas Shear Oo.. 92 

Auto Specialties Mfg. Co.171 
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Because of its durability, light weight, and 
heat conductivity, aluminum is a superior 
metal for the making of cooking utensils. 

These three qualities insure long wear, 
economy, ease in handling, and fuel sav¬ 
ing. These are the qualities that account for 
the rapid ascendance of aluminum wares. 

VIKO, The Popular Aluminum, is an ex¬ 
ceptionally rapid seller. Not only is it 
attractive in design and of excellent con¬ 
struction, but it has a special appeal in its 
popular price. There are no gaps in the 
Viko line. It contains every wanted kitchen 
utensil. If you are not handling Viko— 
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The Farm Woman 


THK farm woman is a keen judge of values. With a hundred other details 
* requiring attention, the chance of “cutting washing time in two” strongly 
appeals to her. She is quick to appreciate the time and labor economy of the 
Dexter Double Tub—a complete washing unit which requires no stationary 
tubs or other special equipment. She has the crop money, too—she is one of 
your finest prospects for this popular, money-making Dexter model. 


The Dexter Double Tub 

lias complete washing gearing in both tubs 
—the equivalent of two washers in the 
space of one. But you can sell it for less 
than some single tub models. 

Tt washes, rinses and wrings by power—all 
at the same time if desired. 

Its sturdy wood tub and steel frame con¬ 
struction make it almost indestructible. 
It embodies only the finest of materials 
and workmanship. 

Equipped for belt or electric power; equally 
practical for farm or city use—for large or 
small families. 


The Dexter Line 

is complete. A large variety of models— 
electric, belt or hand power—enable you to 
meet every washer requirement. You need 
not carry various makes of washers or 
bother yourself with complicated matters 
of ordering, shipping and billing. 

There is a comfortable margin of profit in 
Dexter washers that justifies concentrated 
sales effort — and you turn your money 
more often by having one complete line 
than various single numbers. 

All Dexter washers can be furnished with 
32-volt motor for use with farm lighting 
plants. 


Our sales plan helps you interest your farm prospects in Dexter Washers and 
brings them in to see your demonstration. We have a special series of mailings 
for “The Farm Woman,” “The Practical Housewife Who Does Her Own 
Washing,” “Mothers Who Must Wash Frequently for Little Folks,” and “Men 
Who Weigh Values.” 

Let us tell you how we are handling these special lists to make money for our 
dealers—also outline our attractive exclusive agency proposition. 




No Lost Motion Here. 

Home laundry work la reduced 
to a science In thia efficient 
double washer, and the clothes 
move from tab to tub and from 
tub t<> >**ket in 1-2-3-4 order, 
never leaviug the sturdy steei 
frame until ready for the line 


The new Dexter Catalog, fully illustrated and conveniently arranged 
for the use of Dexter dealers, is Just off the press. You’ll want it 
for reference, whether you sell Dexter washers at present or not. 
Shall we send you a copy? 

DEXTER 
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THE DEXTER COMPANY'Fairfield,Iowa. 

Warehouses at Columbus, Albany, Peoria and Nashville. 
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fl For 14 years STERLINGS have been acknowledged to be among the 
highest quality tires made. Their virtues are numerous, but we believe 
the greatest one is an absolutely impregnable bead and side-wall con¬ 
struction. 

fi Experience has taught us and practically all other manufacturers 
that the bead and side-wall construction is likely to be the weakest point 
in any tire. 

II So we have specialized on it and we honestly believe (in which we 
are corroborated by exhaustive tests) that there is not a base construc¬ 
tion which compares in strength with that in Sterling Tires. 

!I Cords only, above 31 x 4; the Ford fabrics are as large as the average 
cord in their sizes—and every bit as serviceable. Air-bag expansion 
process cured, and with 5 plies of standard fabric instead of the 
usual 4. 

If you’ll let us send you a section and the price list, we’re satisfied 
that you will do the rest. 

STERLING TIRE CORPORATION 

EstabUshed 1908 
Rutherford, New Jersey 
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THE EASY-SELLING DAYS ARE 
PAST. BUYERS OF ROPE, LTTCR 
MOST PEOPLE EVERYWHERE, 
ARE ENGAGED IN AN EARNEST 
SEARCH FOR THE DEALER WHO 
WILL GIVE THEM HIGHEST 
VALUE FOR REASONABLE PRICE. 
YOU CAN SUPPLY THEIR MOST 
EXACTING DEMANDS IF YOU 
OFFER WHITLOCK CORDAGE. 


^v\V"or/ r 


"'U-manW> 

Let us tell you rope facts you should know. 

Whitlock Cordage Company 

46 South Street, New York 

Factory and Warehouses: Jersey City, N. J. 

fl , ( The Balt Lake Hardware Co., Balt Lake City, Utah. 

Western j Townley Metal k Hardware Oo., Kansas City, Mo. 

Distributors 1 The Hendrle * Bolthoff Mff. B Supply Oo., Denver, Oolo. 

( Hackett, Gates, Hurty Oo., St. Paul, Minn. 
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DISSTON 

PROFIT PLANSl 

Published Monthly in the Interest of Merchants Selling Disston Tools 

ANNOUNCEMENT Competition 


Our Old Policy Now Developed in 
Greater Detail to Make Sell¬ 
ing Easier for You 

S OMETIMES when a man comes into your 
store and asks for a saw— 4 ‘any old kind” 
—or 44 just a cheap one”—your new clerk 
may take that statement literally. But you 
know that any man who wants a saw ought to 
buy a good saw. And you know that if you 
sell him a Disston you are making a friend for 
your store because you have sold him real sat¬ 
isfaction. Later, when he wants some other 
tools, he is coming back to you. That’s human 
nature. For you, that’s 44 sales insurance.” 

We have done a lot of advertising in the last 
few years in big-circulation papers like the Sat¬ 
urday Evening Post and the Farm Journal. This 
has stamped the name DISSTON intp the minds 
of your customers as guaranteeing reliability 
and satisfaction. The plans for our 1921 ad¬ 
vertising are now completed — broader, more 
interesting, more helpful than ever before. 

The only change besides expansion is one that 
writes 44 sales insurance” for you. We shall 
show the complete Disston line in all 1921 ad¬ 
vertising. Of course, we have always adver¬ 
tised other things besides saws, but this year 
more than ever before we will make it possible 
for you to cash in on Disston Saw supremacy, 
right down through the long line of Disston 
quality tools. 

No article bearing the brand DISSTON can 
be anything but a quality product. We know 
that Disston goods build friendship. We guar¬ 
antee them to give satisfaction. 

So then, we believe it will pay you well to 
watch our campaign. We only want the oppor¬ 
tunity to help you profit by it. 


O NE way to fight out-of- 
town competition is to do 
a little direct - by - mail 
work your self. 

Have you any mailing lists— 
for instance, a list of the par¬ 
ents of boys taking manual 
training courses! About the 
middle of April, why not sug¬ 
gest to these parents that if 
the back fence must be re¬ 
paired or new window screens 
made, you have a complete line 
of Disston Saws ; Screwdrivers, 
Levels, etc., with which the 
boy, making use of his school 
training, can do the work. Sug¬ 
gest all your goods that can be 
used on jobs of this kind. The 
letter or folder can be made a 
very efficient salesman for 
you. If you have no mailing 
lists, write us for information 
on how to compile and use 
them. We will be glad to help. 


On the Level 

D ISSTON Levels are differ¬ 
ent. They have the easiest 
and most positive adjust¬ 
ment. The removal of two 
small screws gives immediate 
access to the working parts. 
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Loosen the lock screw, true 
up the bubble by turning the 
adjusting screw, then tighten 
the lock screw — the job is 
done. This is a most simple 
arrangement to offset possible 
variations. The adjustment is 
solid when set and there are no 
springs to allow annoying in¬ 
accuracy. Moreover, this ad¬ 
justment cannot rust fast, be¬ 
cause the screws work directly 
into the wood. 

If you have not thought of 
these things before, take a Dis- 
ston Level from your stock and 
check up our statements. 

“A man without a smiling 
face must not open a shop.”— 
Chinese Proverb. 

Meet Mr. Jordan 

M AY we introduce some 
real friends—Mr. Frank 
Jordan and his Disston 
Sawf The following quotation 
is part of a letter from Mr. 
Jordan to the House of Disston: 


DISSTON 

PROFIT PLANS 



“This saw and I are com¬ 
rades of forty-three years ’ 
standing. My feeling toward 
it is one of real affection. I 
have given it the best care pos¬ 
sible in the matter of filing, 
setting, and general usage. In 
return it has made me hun¬ 
dreds of perfect 1 joints.' 

“There may be other saws, 
but the Disston Saw suits me 
perfectly, so why experiment 
with others? I like it for its 
excellent temper of tooth, 



The Diseton Hand Saw has an easy, comfortable grip; It cute readily, 
smoothly, accurately; it requires little thrust pressure; It holds its 
cutting edge. 

spring and elasticity of blade, 
fo’- its perfect ‘ hang . 9 For its 
roomy, comfortable handle, 
suitable for a large or small 
hand, with the grip just right; 
lastly, for its smooth-cutting, 
easy-running qualities. At sev¬ 
enty-two years, and the saw is 
forty-three, it looks like an en¬ 
durance test between us, with 
the odds in favor of the saw. 

If we live to celebrate our 
golden wedding, I will retire 
and acknowledge that the Dis¬ 
ston Saw is a winner. 

*—Frank Jordan.” 


Two Profit Pages 

O N these two pages, every 
month, you will find 
“Disston Profit Plans.” 
Some sales-building Disston 
advertising is to appear and we 
want a regular place in which 
to tell you about it. Then, too, 
perhaps we can help solve many 
of your store problems. We 
shall be very glad to answer 
questions, to give you the ben¬ 
efit of our experience. Any 
questions that come to us will 
be answered by men who know 
the hardware game from both 
sides of the counter. 

We will not try to tell you 
what is the best food for gold 
fish, but we will suggest to you 
a new window display, or plans 
for a saw-sharpening demon¬ 
stration. 

On the other hand, when you 
discover something good, let 
us have it, so we can print it 
here and thus help the other 
fellow. 

Let’s get together here on 
these two pages regularly— 
every month — Hardware 
World. “Disston Profit 
Plans” are your profit pages. 


HENRY DISSTON & SONS, INC. 
Philadelphia, U. S. A. 


In Addition to 

The Saw Most 
Carpenters Use 
Disston Makes 

Back Saws 

Band Sawa for Wood and Metal 

Bevels 

Buck Saws 

Butcher Saws and Blades 
C ircular Saws for Wood, Metal 
and Slate 
Compass Saws 
Cross-cut Saws and Tools 
Cylinder Saws 
Draff Saw Blades 
Files and Rasps 
Q auges—Carpenters' Marking, 
etc. 

Grooving Saws 
Hack Saw Blades 
Hack Saw Frames 
Hand Saws, Cross-cut, Rip, and 
Panel 

Hedge, Grass and Border Shears 
Ice Saws 

Inserted Tooth Circular Saws 
Keyhole Saws 
Kitchen Saws 

Knives—Cane, Corn, Hedge 
Knives — Circular for Cork, 
Cloth, Leather, Paper, etc. 
Knives—Machine 
L evels—Carpenters' and Ma¬ 
sons' 

Machetes 

Mandrels 

Milling Saws for Metal 
Mitre-Box Saws 
Mitre Rods 

One-man Cross-cut Saws 
Plumber’s Saws 
Pruning Saws 
Re-saws 

Saw Clamps and Filing Guides. 

Saw Glimmers 

Saw-sets 

Saw Screws 

Screwdrivers 

Screw-slotting Saws 

Segment Saws 

Shingle Saws 

Squares—Try and Mitre 

Stave Saws 

Sugar Beet Knives 

Swages 

Tools for Repairing Saws 
Tool 8teel 

Trowels — Brick, Ple.terlng, 
Pointing, etc. 

Veneering Saws 

Webs—Turning and Felloe 
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Still Holding 

The above out was made from an actual 
photograph of a Segal Lock taken from 
a reverse bevel door at 00 Madison Ave., 
New Tork City, December 16 t 1018. Note 
the lock is still holding, after vain, long 
efforts to break in. 



No. 666 


Protect]Your Good Will 

WITH 

The Segal Jimmyproof Lock 

If the Segal Look was not burglar-proof would every 
Burglary Insurance Company in the United States reoommend 
itf 


Without a single exception they all do. 

With such an unparalleled endorsement and with the 
newspapers recording burglaries every day, it behooves every 
Hardware dealer to protect his own store and sell Segal 
Burglar-Proof Lock protection to customers. 

Bight now when everybody is talking about robberies is 
the time to act. 

Every storekeeper, every home, every garage owner, every 
club house, every man with a well stocked cellar, loft or barn 
is a possible customer for the 

SEGAL JIMMYPROOF LOCK 

The reason the Segal Lock is burglar-proof is because it 
cannot be pried—it interlocks the door and jam together by 
an Interlocking Vertical Bolt which goes through the keeper. 

And it is a big, wide seller because adaptable to practically 
all kinds of doors—swinging, sliding, double and reverse bevel 
doors. 

We supply dealers with a Demonstrating Model for counter 
use. This model shows just how the Segal operates and makes 
sale after sale. 

If your Jobber cannot supply you, write us. 


Cuts an Accurate Key in 
Less Than a Minute 

The Segal Bectifying Key Cutter No. 
800 makes key-cutting profitable be¬ 
cause it will cut a duplicate key accu¬ 
rately im less than a minute. 

Absolute accuracy is guaranteed be¬ 
cause this Key Cutter cuts keys from 
the groove, the same way key-manufac¬ 
turers do. 

Our machine cuts flat steel keys as 
well as all makes cylinder or grooved 
keys. 

Booklet on request 

Segal Lock 
and Hardware Co. 

166-161 Leonard St., New Tork, N. T. 
Makers of Jimmyproof Locks 
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Their working points are 
the hat talking paints *f Star¬ 
red Tatis. 



Dealers who sell Starrett Tools know 
that the tools themselves are the 
best arguments they can use* 

Take, for instance, the Starrett Micrometer Cali* 
per Square. Show a machinist how it does the 
work of a whole set of “mikes.” How the spiral 
spring between the jaw and clasp takes up the 
backlash and limits the pressure against the work 
to the strength of the spring. He’ll soon be think* 
ing of how the square will fit his work. Accuracy? 
That’s understood—for it’s a Starrett Tool. 

It’s because Starrett Tools are sold on their working 
points that the demand for them is steadily growing. 
Starrett advertisings—in over fifty papers, reaching two 
and a half million possible buyers—directs this demand 
to Starrett dealers. 

“The Tools Mechanics Buy” tells about the working 
points of other Starrett Tools. Write for free copies for 
yourself and your clerks. 


THE L. S. STARRETT COMPANY 

Tit Crttttti T-lmshtr, 

Jitnnftttnrtrt •/ Hack Savtt Untxctlhd 42-94 

ATHOL, MASS. 
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Where Reliability Rests 
On Hair*line Accuracy 

Hurtling through heavy seas, the power boat 
subjects its motors to brutal strains and 
sudden stresses. Gliding sweetly along, it 
calls forth the utmost from them. They must 
rarely falter—never fail, for only minor ad¬ 
justments can be carried out at sea. 

The reliability of the standard marine motors 
rests largely in their simplicity and in the 
accurate craftsmanship that mark their con¬ 
struction. 

In building many of these motors, Detroit 
Twist Drills are widely employed because of 
their flawless accuracy and their unmatched 
wearing qualities—because they have repeat¬ 
edly demonstrated that they give more accu¬ 
rate holes with less re-grinding and less cost 
for power. 

When Ordering, Specify 
Detroit Twist Drills 

Detroit Twist Drill Company, Detroit, Mich. 

New York Sales Office: 45 Warren St. 
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Display Sargent Gem Food 
Choppers and increase 
this profitable business 

ARGENT Gem Food Choppers 
are steady, year ’round profit- 
makers. Every home has a genuine 
need for one of these useful articles 
and folks will be glad to buy a chopper 
with the Sargent name and reputation 
behind it. 

Gem Choppers are self cleaning and 
self sharpening, with reversible steel 
cutters. They are easy to take apart, 
easy to clean, easy to adjust and there 
are few parts to get out of order. All 
parts interchangeable. 

Each chopper is packed with five cut¬ 
ters to pulverize, cut fine, medium or 
coarse and to make nut butter. Made 
in family, medium and large sizes. 

All models nicely tinned. Nickel 
plated stuffer attachments can be 
furnished separately. 

Sargent & Company 

New Haven, Conn. 

New York Chicago 



LOCKS AND HARDWARE 
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The 


Engineers 

Pride 


trade-mark 


EoFeI^ 

REO U.-S. PAT. OFF. L - r ^- J 


Engineers take pride in having a clean engine room 
—they hate to see valves and unions with corners 
scarred and battered. 

They know the damage that “makeshift” tools do 
to costly material—they also know that the 


COES 

TRADE MARK REGISTERED U. R. PATEAT OFFICE 


Key-Model Wrench will handle large soft metal valve 
bonnets and unions without leaving a mark. 

Pound for pound, the COES Key-Model will replace 
from four to five times its weight of open end spanners 
and box wrenches—and beat any or all of them for 
SERVICE. 

The COES is built for heavy work. It is made of 
steel forgings throughout, well balanced and carefully 
finished. It has a wider range of application than any 
other engine or boiler room tool. 

Size 28-inch, 36-inch and 48-inch. The 72-inch size 
is furnished on special orders. 

You and your salesmen can recommend it as the 
logical tool for the large machine shop or engine room. 

Your Jobber will supply you 

COES WRENCH CO. 

Rstabliahed 1841 In 

WORCESTER, MASS. 

•T. C. McCARTY & CO. - * 29 Murray Street, New York 

JOHN H. GRAHAM & CO. - 113 Chambers Street, New York 

Pacific Coast Agents 

JOHN H GRAHAM A CO., 268 Market St., San Francisco 
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ATKINS 


Qfte Finest 



on Earfk. 


WHEN YOU sell At- 
"" kins Saws and Tools 
to Carpenters and Tool 
Users you are paving the 
Way for future prosper¬ 
ous business. They be¬ 
get good will and retain it. 


If you are contemplating 
the purchase of Saws and 
Tools, and have not sold 
Atkins in the past, it will 
pay you to start right. 




VOU ARE invited to 
* write us for our free 
advice and plans to boost 
the sales of Atkins Saws 
and Tools. 

Stock Atkins, and cash in 
on our huge advertising 
investment. We have a 
message for you. Ask 
for it. We can make 
hundreds of new custom¬ 
ers for you. 


E. C. ATKINS & CO., Inc. 

"Thm Silver St—I Saw People” Eat. 1857 

Home Office end Factory, Indianapolis, Indiana 
Canadian Factory, Hamilton, Out. 

Machine Knife Factory* Lancaster, N. Y. 


Branch— carrying complete a tech a in ail 
large distributing centers as follows: 


Atlanta 


Maospi_ 

Minneapolis 
New Orleans 
New York City 


Portland, Ore. 
San Francisco 
Seattle 

Vancouver, B. C. 
Paris, France 
Sydney, N. S.W. 
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The Anti-Friction Butt 


'TT'HIS month several million maga- 
zine readers will again have their 
attention called to McKinney Hinges. 
This time the Anti-Friction Butt is 
brought into prominence. The hinge 
prospect—remember everyone uses 
hinges—is told how these butts were 
designed particularly for heavy work— 
where doors are active. The hinge is 
explained, pictured and its work illus¬ 
trated. 

Every day on millions of doors, in 
thousands of public buildings and homes 
McKinney Anti-Friction Butts prove 
their worth by work effectively done in 
hushed silence. On millions of other 
doors the name McKinney is not 
marked on the hinges used. These 
doors and others being planned repre¬ 
sent your market. Take advantage of 


The McKinney Manufacturing Com¬ 
pany is ready to help you. A big adver¬ 
tising campaign in the national maga¬ 
zines is now in full sway. We are 
equipped to furnish you with general 
hardware advertisements in electro 
form for your local newspapers. In 
these your name can be prominently dis¬ 
played. We will also send you colored 
display cards for your window and 
proofs of the magazine advertisements 
for display or monthly mailing lists. 

Establish your store as McKinney 
Headquarters. Let all your customers 
know you carry McKinney products. A 
proper display in your window will tell 
the story and increase hinge sales. Last 
year the dealers who used McKinney 
advertising helps sold the most hinges. 
Help us increase hinge interest—help 


McKinney Advertising. 


yourself to bigger business. 


McKINNEY MANUFACTURING CO., Pittsburgh 

Western Office, State-Lake Bldg., Chicago. Export Representation 

McKINNEY 

Hindes and Butts 

Also manufacturers of McKinney garage and farm building door 
hardware, furniture hardware and McKinney One-Man Trucks 
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Announcing 

Two New Remington. Models 


TRADE MARK 



Model 17 Twenty-Gauge Repeating Shotgun 



Model 30 Bolt Action Sporting Rifle, Caliber .30 ’06 Springfield 

MODEL 17—Your customers who are small gauge enthusiasms will appreciate the 
merits of the new Remington 20-gauge pump gun. It handles the full 2%-inch 
shell, ensuring maximum power. Ejection and loading are from the bottom as 
in the widely known Remington 12-gauge pump, which it strongly resembles 
in graceful lines, perfect balance and easy handling qualities. The action is 
exceedingly smooth in operation. Hammerless—solid breech—take-down. 

MODEL 30—A rifle brought out for the big game hunters who like the bolt action 
type. Takes the .30 ’06 Springfield cartridge. Fitted with peep sight on 
bridge of receiver, instantly adjustable to 550 yards, and Kerr sling strap. 
For this arm a special bronze pointed expanding bullet is being placed on the 
market. Model 30 possesses all the merits of Remington craftsmanship and 
experience in gun manufacture. 

Writ* us for descriptive folders on Models 17 and 30 
and ask your jobber for prices 

Remington Arms Company, Inc. 

Woolworth Building, New York City 

Successor to 

The Remington Arms Union Metallic Cartridge Co., Inc. 
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^'Central” 
Watering Pots 

Galvanized, with 
Zinc Roses and Screw Neck 


San Francisco, Cal. 


THADL MAKS 


Represented in the States of 
Washington, Montana, Idaho, 
Oregon, Colorado and Utah 
by 

FRED A. LEE 

1620 13tb Avenue 
Seattle, Wash. 


THE CENTRAL STAMPING COMPANY 


NEW YORK 


“Standard” 
Water Coolers 

GALVANIZED LINED 

PULL CAPACITY 

NEW DECORATIONS 

NICKEL-PLATED LEVER 
OR PUSH BUTTON 
FAUCETS 


“Puritan” 
Water Coolers 

SEAMLESS WHITE 
ENAMELED LINED 

EXTRA HEAVY 

EXTRA FINISH 

NICKEL-PLATED LEVER 
OR PUSH BUTTON 
FAUCETS 
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Mirro Wears for Many Year 

Long life is common to all Mirro utensils. For contact with Kettle. (3) Easy-filling, easy-pour- 
nothing is left undone that will prolong their ing spout. (4) Spout welded on. 
wear. Bodies are of one-piece construction. Welds * (5) Rivetless, no-bum, ebonized knob. (6) 
take the place of soldered joints. And welds take Hollow steel handle, comfortable to the hand, 
the place of rivets wherever possible. Even the * (7) Handle ears welded on. (8) Unusually wide 
aluminum itself is subjected to a process which heating base. 


works it into extraordinary density, and a 
singular endurance. 

But time alone does not measure the service of 
Mirro Aluminum. It is designed to be as useful 
as it is long-lived, and as beautiful as it is useful. 

Mark, for instance, the many features of con¬ 
venience that distinguish this handsome Mirro 
Tea Kettle with boiler inset. You do not find 
them in ordinary aluminum ware. 


(9) Rich Colonial design. (10) Famous Mirro 
finish. * (11) Famous Mirro trade-mark stamped 
into the bottom of every Mirro utensil, and your 
guarantee of excellence throughout. 

Note, the same cover fits both Kettle and inset. 

To appreciate this guarantee at its full worth, 
remember that back of it is the world’s foremost 
manufacturer of aluminum utensils—a manu¬ 
facturer with nearly thirty years’ experience in 
the making of better aluminum ware. 


(1) Highly ebonized, sure-grip, detachable You will find Mirro Aluminum at the leading 
handle. (2) Slotted ears permit handle to be stores everywhere, 
shifted to any desired position without coming in Send for miniature Mirro catalog. 


Every Mirro Uunsil 
I Bears This Imprint 



Aluminum Goods Manufacturing Company 

General Offices: Manitowoc, Wis., U. S. A. 

Makers of Everything in Aluminum 


IRRO 


ALUMINUM 


Hefleds 

Qood Housekeeping 


Not even advsrtisj"# Mjrood as this could sell Mirro Aluminum in ever-increasing quantities to American housewives, were it not for the enthusli 
co-operation of the Mirro dealer. He likes the Mirro line: first, because it's a money maker; and second, because it's a quality line that brings pres tig 
wdl as pro fi ts to_his s tore. The a d verti s e m ent shown above wiH appear in the March issues of Good Housekeeping, Womian's ‘Home Compas 

r-.Sa.atag sad Dois&fr. and Pictorial Revicar, full-nave sice in each. 




























Meet the Growing Demand for 
All-Steel Refrigerators with the 
Guvne y Athermos 

TTERE’S an All-Steel line that shows right and is right—a line whose 
attractive appearance creates an instantly favorable impression 
and whose construction is the last word in scientific refrigerator building. 


Athermos refrigerators are made from deep finish—pure white and battleship gray—arc 
drawing steel sheets riveted and seamed together offered. Heavy bronze nickle-plated trimmings 
so as to make them absolutely water tight. are used throughout. 



Linings are all enam 


eled, except for the re 


movable Ice Chamber, 


which is of galvanized 


iron. The construction 


of the Athermos pro 


vides unobstructed cir¬ 


culation of cold dry air 


and our 100% efficient 


Sanitary Trap is used 


Localized Selling 
Helps That Do 
Get Real Action 


We back Gurney quality 
and Gurney reputation 
by giving Gurney dealere 
advertieing aid that 
amounte to eomething — 
not mere 44 general pub¬ 
licity,". but practical 
males helpe adapted to 
hie community and hie 
etore. Theme helps will 
increase your refriger¬ 
ator business . Write for 
details . 

Shall we mail you one of our 
new catalogs? 


They are heavily insulated with Flaxlinum 
sheets overlaid with two layers of heavy water 
proof paper with % inch of dead air space pro 
vided to assure complete non-conduction of 
heat. They are not affected by dampness and 
will last a lifetime. Two styles of enamel 


Beside the unequalled 
All-Steel Athermos, we 
manufacture a complete 
line of Wood Case Re¬ 
frigerators in so many 
different styles and sizes 
that no Gurney dealer 
need ever lose a sale 
through inability to offer 
just what the customer 
wants. 


Gurney Refrigerator Co., Fond du Lac, Wis. 
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For Your 
Window 

BISSELL’S 

“BLUEBIRD” 

DISPLAY 

A cherry, gladsome cardboard 
“cut-out” which will brighten 
any window and awaken the de¬ 
sire for home renovating and 
refurnishing. It’s a three-panel 
wing-shaped background, and a 
top-piece with a little girl figure 
swinging from it. It stands 
about 41 inches high and 42 
inches wide as set up. Litho¬ 
graphed in eight colors. 

Furnished With 
Sweeper Orders 


New Price List of Bissell Sweepers 

Effective January 1, 1921, and Until Superseded 


CABPBT 8WBBFER8 

Grand 
Rapids 
Prices 
Per Dos. 

RE 
East and 
Cent. 
States 

"American Queen"_$64.00 

$6.76 

“Hite" . 

.60.00 

7.60 

"Gold Medal" . 

.80.00 

6.26 

"Grand Rapids" 

Nic.... 48.00 

6.00 

"Grand Rapids" 

Jap... 44.00 

6.60 

"Grand" Jap. .. 

.60.00 

7.80 

"Parlor Queen" 

.86.00 

7.00 

"Princess” .... 

.60.00 

6.25 

"Prise" . 

. 60.00 

6.26 

"Standard" Jap. 

.40.00 

• • • • 

"Universal” Nic. 

.46.00 

5.78 

"Universal" Jap 

.42.00 

6.25 

VACUUM SWEEPERS 

“Superba" Vac. 

Sw... $100.00 

$13.00 

"Grand Rapids" 

V. S.. 86.00 

11.00 

"Household" V. 

S. 78.00 

9.00 


"Grand Rapids” V. S.. 86.00 11.00 11.60 
"Household" V. S. 76.00 9.00 9.60 

* Western and Southern states in which the higher retail prices 
prevail owing to freight: Colo., New Mex., Wyo.. Mont., Ore., 
Utah, Aris., Nev., Idaho, Wash., Calif., Tex., Okla., Ark., La., 
Miss., Ala., Fla., Ga., N. O. and 8. C. 


“ It affords us a great deal of pleasure 
to inform you of a substantial reduction 
in our prices taking effect today as per 

S rices quoted herewith. With the re- 
uction made in our list prices to the 
trade the retail prices to the consumer 
can be substantially reduced, and which 
should greatly increase the sale of our 
goods.' 9 


“To stabilize our line and to enable our 
customers to order in sufficient Quanti¬ 
ties to meet reasonable demands for the 
first six months of this year, we want 
to emphasize that there wlU be no 
change In our prices before July lst/' 

—Prem Our New Year’s Utter te the Trade 


Bissell Carpet Sweeper Co. 

Oldest and Largest Sweeper Makers 
GRAND RAPIDS, MICH. 

New York, 25 Warren Street 

(Niagara Falls, Ont*, Factory) 
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STAINLESS —The New Cutlery Steel 

“NEITHER RUSTS, STAINS NOR TARNISHES” 

As its name suggests, Stainless is an alloy steel 
that does not rust, and is immune to the effects 
of certain acids found in food. 

At a time when the “maid” problem has 
reached such an acute stage, it is only natural 
to look for the materials and appliances which 
tend to reduce to a minimum work in the 
! household. 

A plated knife is only an imperfect expedient 
for, while it saves frequent cleaning, it cannot 
be sharpened properly. 

Stainless does away with frequent scouring, 
so necessary with ordinary steel knives, and it 
can be sharpened to a keen edge. 

Incidentally Stainless should be the means 
whereby some of the trade now going to 
the department and jewelry stores, can be 
brought back to the cutlery and hardware 
establishments. 

If you would turn out work of the highest character, there are two import¬ 
ant things to be considered, QUALITY of MATERIAL and QUALITY 
of WORKMANSHIP. Because it has non-staining qualities, possessed 
by no other high-grade steels, Stainless must be considered a Material of 
Quality. The names of those companies manufacturing Stainless cutlery 
are guarantees of Quality of Workmanship. 



Stainless cutlery is “made in America” by the following companies 

American Cutlery Company.Chicago, Illinois 

Clement Manufacturing Company.Northampton, Mass. 

Failor-Martin Corporation.Bloomfield, New Jersey 

* 1 1847 Rogers Bros . 99 .*.Meriden, Conn. 

John Russell Cutlery Company.Turners Falls, Mass. 

Lamson & Goodnow Mfg. Co.Shelburne Falls, Mass. 

Landers, Frary & Clark.. New Britain, Conn. 

Northampton Cutlery Company.Northampton, Mass. 

Reed and Barton...Taunton, Mass. 

Rogers, Lunt & Bowlen..Greenfield, Mass. 

Simeon L. and George H. Rogers Co.. .Hartford, Connecticut 

Wm. A. Rogers, Limited.Niagara Falls, New York 

Shelton Tool and Machine Co.*..Derby, Connecticut 

R. Wallace & Sons Mfg. Co.Wallingford, Conn. 

Washington Cutlery Company.Watertown, Wisconsin 

The Watson Company.......Attleboro, Mass. 

Winchester Repeating Arms Co.New Haven, Conn. 

AMERICAN STAINLESS STEEL COMPANY 


1543 Oliver Building, Pittsburgh, Pa. 

nuiuiiinniaiuiiiumiiiiiiiiiiiiiiMiniiiiinMiiiiiiiiiiiaaiiiiiiiiiiiiiiiiNiiiiinniiniiiiiiiK 
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MAKE YOUR SALE A SUCCESS 

Handle 

American Maid Aluminum Ware 

The Popular Price Line 



A 

Good 

Sales 

Feature 


A 

Quick 

Profit 

Maker 


“American Maid 1 


For years we have had one main ideal in the manufacture of aluminum cooking utensils 
—“to produce and sell at a moderate cost a line to meet all demands, coupled with entire 
satisfaction.” We have attained this in the production of the 

American Maid Line 

Mr. Dealer: Ton will find every housewife an enthusiastic buyer for 

American Maid Ware 

—she cannot resist the popular prices; your sales will prove a success and your profits 
astonishing. 

Ask Your Jobber for American Maid Aluminum Ware 
Manufacturers 

ILLINOIS PURE ALUMINUM CO. 

LEMONT, ILLINOIS, U. S. A. 
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OR many years Bassick Casters have 
filled every caster need, from the tiny 
cabinet caster to the 8-inch truck 
caster that permits the easy moving 
of huge loads from place to place in 
the factory or warehouse. 


In many ways, in many industries, 
they have helped to cut costs in han¬ 
dling goods. 


There is a large demand for the well 
known Steel Gem Line, also for the 
Gem and new steel Harvard truck 
casters. 


Are you in a position to meet your 
customers’ wants for this line? 


wjgs. (JPTod 

The Bassick Company 

Which it a consolidation of— 

Tho Unioanal Caster A Foundry Work s 
The M. fl. Schonch Company 
Tho Bams A Bamfek Company 

General Offices 

BRIDGEPORT . CONN. 
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The Outlook 

By the President 

It is 7 o’clock, Saturday night, January 8,1921; and the writer 
is at the offices of the Wellston Manufacturing Co., Wellston, 
Ohio. 

There are two telegrams before him, one sent at six seven this 
evening by the *‘HARDWARE WORLD,” St. Louis, Mo. The 
wire reads as follows: 

“If copy not already sent for February please rush special delivery return 
mad if possible.” 

Another wire from the Hardware Age: 

“Please rush February Copy.” 

These journals are not neglectful of business and are illustrations of thou¬ 
sands of business enterprises throughout America who are applying more 
energy and work behind their business. 

The outlook for business and business men on the alert and ever at it, is 
splendid. 

The greatest financial and business men in America almost to a man are 
optimists. They are such because they are too much occupied in their work to 
be otherwise. 

Thousands of manufacturers, merchants and dealers are now figuring costs. 
Costs of doing business should have your prompt and careful attention. 

The 162 orders for ECLIPSE HARDWARE and GENERAL STORE FIX¬ 
TURES just received, show that hardware dealers and general merchants are 
thinking of the costs to do business just as much as the hardware publications 
are alert to your and our interests. 

ECLIPSE STEEL SECTIONAL BALL BEARING REVOLVING PROD¬ 
UCTS are not luxuries, but are essential in every store to get the best results. 

TOUR STORE will become more prosperous and you will become better 
satisfied, when you become one of the 11,000 successful dealers in America 
using ECLIPSE PRODUCTS. 

The outlook for business and the chances for success were never better for 
the business man who has control of his business, and who has reduced it to as 
an economical basis as possible. 

Write us or your jobber for information. More than 225 wholesale houses 
handle ECLIPSE PRODUCTS. If yours does not let us know. 


SEE THE COUPON 


Offices of the President of 


The Wellston Manufacturing Company 

WELLSTON, OHIO 


Western Headquarters, Care 

Le Roy Smith 

112 MARKET STREET, SAN FRANCISCO, CALIF. 




/y y 


//f/y 

* .,v>V 


Digitized by 


Googl( 



22 HARDWARE WORLD 


Digitized by 


Google 


The Complete Chain Line 


Weldless, Electric Welded, Fire Welded 
All Sizes, All Styles, All Finishes 


American Chain Company, Inc. 

BRIDGEPORT, CONN., U. S. A. 

IN CANADA: DOMINION CHAIN CO.. LTD.. NIAGARA FALLS. ONT. 

General Sales Office, New York City 

District Sales Offices: Chicago, Pittsburgh, Boston, Philadelphia, Portland, Ore., San Francisco 

































































HARDWARE WORLD 


23 


YOU CAN EASILY SELL 

THE MAN HALF SOLD 


H UNDREDS of people in your com¬ 
munity are more than half sold on the 
Mueller “Big 3” CONVECTOR. They 
are sold by the Mueller National Advertis¬ 
ing that reaches millions of homes every 
month with a clear story of CONVECTOR 
superiority. 

MUELLER 

“Big 3” 

CONVECTOR 

Pipeless Heating System 

It is easy for any Mueller Dealer to convince 
his prospect that the CONVECTOR is a 
superior pipeless heating system—a system 
he can depend upon to heat his whole house. 
It is easy to show that big fuel saving and 
greater comfort will result from installing a 
“Big 3” CONVECTOR. 

You can sell the CONVECTOR best because 
you can honestly recommend it—because 
you will appreciate its superiority instantly." 
Send for the Mueller Dealer proposition, 
NOW. 

L J. Mueller Furnace Company 

233 Seed Street, Milwaukee, Wis. 

Established 1857 

Makers of Warm Air, Steam, Vapor, Vacuum and Hot Water 
Heating Systems 

DISTRIBUTORS 

The Salt Lake Hdwe. Oo., Salt Lake City, Utah, and Poeatello, Idaho 
Holbrook, Merrill k Stetson, San Francisco and Los Angelas, Calif. 
Blchards k Conover Hdwe. Co., Kansas City, Mo., and Oklahoma, Okla. 
The Jackson Hardware Co., Aberdeen So. Dakota 

Stocks also carjried at Brooklyn, Buffalo and Syracuse, 
N. Y.; Pittsburg, Scranton, Lancaster and Philadelphia, Pa.; 
Atlantic City, N. J.j Baltimore, Md.; Toledo, Ohio; Nashville, 
Tenn.; Detroit, Mich.; Minneapolis and St. Paul, Minn.; 
Chicago, HI.; St. Louis, Mo.; JPortland, Ore.; Wenatchee, 
Spokane, Seattle, Wash. 


The “Big 3” 

Construction Features that 
make the 

CONVECTOR 

superior to other pipeless 
systems 

1. Large and Properly Propor¬ 
tioned Register Face. 

2. Spacious and Unobstructed 
Air Passages. 

3. Vast and Scientifically De¬ 
signed Heating Surface. 

Learn about the Sales Co-op¬ 
eration given Mueller Dealers. 


Write for Dealer Propo$ition 
NOW 



Sectional View of “Big S’* CONVECTOR 
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Our New Trade Mark 


STMiEY 



Two Great National Industries Unite in Producing the Finest 
in Wrought Steel Hardware and Carpenters 9 Tools 

B ECOME acquainted with these dependable products. STAN¬ 
LEY Wrought Steel Butts, Hinges, Drawer Pulls, Bolts, 
Brackets, Screen and Garage Hardware, will be a constant source 
of satisfaction to your customers. Any architect is glad to specify 
them. 

STANLEY Carpenters’ Tools are first in the minds of good car¬ 
penters. A STANLEY Hammer, Screw Driver, Plane, Rule, Level 
and Bit Brace will afford you many pleasing, profitable hours. 

Catalogs of the above on request . Another STANLEY product is Storm 
Sash Hardware; write us for folder J2. 

THE STASflEY WORKS 


Main Offices and Plant: NEW BRITAIN, <.ONN. 


Branch Offices: 


NEW YORK 


CHICAGO 

SEATTLE 


SAN FRANCISCO 
ATLANTA 


LOS ANGELES 
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“Make Beautiful Lawns” 


Order at Once 

for Spring Trade 


Economy and Thrift have taught the American people 
that the best is the cheapest in the long run. 

Coldwell Lawn Mowers are the best. That’s the reason 
the largest parks and estates throughout the country use 
them exclusively. 

Coldwell makes over 150 different styles and finishes 
of hand, horse and motor mowers for every lawn—at a 
price for every pocketbook. 

If you do not have it, I send for our illustrated cata¬ 
logue at once. 


Also, to insure prompt 
delivery, order your spring 
stock now. 

Coldwell 

Lawn Mower Co. 

Newburgh, N. Y. 

U. S. A. 


The Largest Lawn 
Mower Works 
in the World 
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Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong: and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


American Steel & Wire Company 

UNITED STATES STEEL PRODUCTS COMPANY 

SELLING AGENTS 

Step Francisco Los Angeles Portland Sea tt le 


Awarded the Grand Prize at the Panama-Pacific Exposition 



Digitized by LjOOQie 
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Reused in New Work 

After Nine Years Service 


In remodeling the Arcadia Dance Hall at St. Louis, the Toncan Metal was found “ in¬ 
tact’ * and it was used as far as it would go. 

Ordinary sheet metal in exposed service might make a record like the above in some 
cases but records of long life seem to be the rule with 



Prom all parts of the country comes the same story—Toncan Metal in excellent condi¬ 
tion after nine years in the Cleveland-Cliffs Iron Co.’s mine at Negaunee, Mich. After 
fourteen years on the roofs of the Logan Iron & Steel Co.’s plants at Burnham, Pa., After 
nine years as cornice on the Montgomery Hotel, San Jose, Cal.—the list could be ex¬ 
tended indefinitely, and in most of the hundreds of cases we could mention Toncan 
service has only begun. You should know more about Toncan Metal. 

Write one of the diatributora mentioned below 


The Stark Rolling Mill Co., Canton, Ohio 

Sole Makers of Toncan Metal 





dancing 

tonight 


COAST DISTRIBUTORS 

Holbrook, Merrill & Stetson 
San Francisco, Los Angeles 

The Berger Mfg. Co. of Cal. 
San Francisco, Los Angeles 


WlOMANN & WALSH 
ABCMlttCIS 

„o. 


Waterman* 

S.I.. 
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Dietrich 
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Arcadia Dance Hall, St. Louis, Mo, 
Built in 1911, Remodeled 1920. 
Toncan Metal used throughout. 
Architects — Widmann & Walsh, 
Louis. _ . . 

Sheet Metal Contractors—Smith b 
Metal Works, St. Louis, Mo. 
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There should be a good business for you in 
these STAR Sidewalk Scrapers in your town. 
Nothing else like them. Made with a double 
edged, reversible blade, curved so that a good, 
vigorous push will send snow and slush be¬ 
yond the edge of the sidewalk. 

A fast seller—with a good profit. Also, sell 
STAR Scrapers and Fibre Brooms for barn 
and stable use. 

There is always something that you can sell 
in the STAR Line in any season of the year. 

Write for the STAR catalog and bam book, 
showing the complete STAR Line of bam 
equipment and popular hardware specialties. 

Hunt, Helm, Ferris & Co. 


Complete Barn Outfitters 


Albany, N. Y. 


Harvard, Ill. 


Deaigners and Manufacturer* of 


The STAR Lhk 

“Something to Sell 
the Year Around** 

Stalls, Stanchions and Pens 
Litter Carriers 
Water Bowls 
Feed Trucks 
•‘Harvester” Hay 
Tools 

Door Hangers 
Garage Equipment 
Coaster Wagons 
Tank Heaters 
and Other Farm 
Specialties 
























































































act9 that Every Dealer 
Should Know about 
Du Pont 

It ia a fact that “Du Pont" 
develops a higher velocity than 
any other powder made . This is 
because it burns progressively 
apd cleanly, generating a lowei 
pressure at the breech and main¬ 
taining the pressure a greater 
distance down the barrel. 

Other reasons why “Du 
Font" has the largest sale of 
any powder made: 

—it fives the closest patterns. 


—it develops the lowest initial 
p ress ur e, which means less strain 
on the gun. 


—it is the cleanest burning powder 

made. 

* • * 

—it is waterproof, dependable, and 
absolutely uniform year in and 
year out. 


A shell is only as good as the 
powder it contains. 


E.I.duPontdeNemours fif Co., Inc. 

Sain Dept.: 

Rifle and Shotgun Powder* Divuion 
WILMINGTON, DEL. 


THE STANDARD SHOTGUN POWDER 

You Can Meet the Demand 

for Shotgun Shells 

—if you order from this table of Du Pont Standard Loads. 

The great majority of shooters use Du Pont Powders simply 
because years of experience have taught that Du Pont Powders 
always give satisfactory results. 

With this great army of shooters the word of the Du Pont 
Company, backed by its 119 years of powder-making experience, 
carries great weight. 

We are telling every shooter we can reach through the sports¬ 
men’s magazines that the standard loads given in the table 
below are the ones to use to get best results. In this table 
we have eliminated all slow movers and have listed only 
those that are in constant demand in various sections of the 
country. 

Make up your orders from this list and meet the demand— 
concentrate your stock, cut down capital invested. Result: 
faster turnover, greater profits. 

Most Shooters Use Du Pont Shotgun Powders 
STOCK THEM IN THESE STANDARD LOADS 


—— 
Standard Twelve Gauge Loads 




DUPONT 

SMOKELESS 

Drams 

BALLISTITE 

SMOKELESS 

Grains 

DUPONT 

BLACK 

Drams 

OUNCES 

Shot 

SIZES 

Shot 

Large Duckt 

T”~.—. 

3.34 or 34 

24.26 or 28 

34 

14 or 14 

4. 5,6 or 7 

Small and Medium Ducks 
Grouae, Partridge, 

3, 34 or 34 

24, 26 or 28 

34 

14 or 14 

5, 6,7 or 8 

Prairie Chicken 


3 or 34 

24 or 26 

34 

14 

6, 7 or 74 

Pheasants . . . 


3 

24 

34 

14 

5. 6, 7 or 74 

Geese. 


.34 

28 

34 

14 

4. 3.2, 1, or BB 

Wild Turkey . .* 

• * . . 

34 

28 

34 

14 

4, 3,2 or 1 

Squirrel. Rabbits . 


)% 

jU 

34 

i4 

6 or 7 

Doves, Pigeons . . 


3 or 

24 or 26 

34 

14 

6, 7 or 8 

Quail. 


3 or 34 

24 or 26 

34 

1 or 14 

74. 8 or 9 

Snipe, Woodcock . 


24 or 3 

22 or 24 

"3 

lor 14 

8, 9 or 10 

Shore Birds . . , 


24 or 3 

22 or 24 

3 

1 or 14 

8.9 or 10 

Sora Rail .... 


24 o'3 

22 or 24 

3 

1 or 14 

8. 9 or 10 

Trap Loads . . . 


3 or 34 

24 or 25 


14 or 14 

7\i or 8 
















AND THEN THIS— 


Customers who invest in repair snaps will surely 
show a live interest in chain repair links. These 
are quickly substituted for broken or worn links 
and actually improve the chain, easily carrying 
their part of the load under peak strain. 


LEADING JOBBERS 
EVERYWHERE 
SELL 

"ANCHOR BRAND” 
HARDWARE 
PRODUCTS 


NORTH & JUDD MANUFACTURING CO. 


NEW BRITAIN, CONN 

WHOLESALE ONLY 


CHAIN 

REPAIR LINKS 

SAVE TIME, TROUBLE AND TRIPS 
TO THE BLACKSMITH 


^IfQXPIUNC SNAPS 

IDENTIFIED BY THE ANCHOR 


WHEN YOU SELL THIS- 

“LOXPRING” Snaps are the only snaps made 
with the spring locked in. Even if the tongue 
should become spread, the spring would remain 
in place. Extra heavy frames resist the biting 
wear of hard work. 

To horse owners who buy “LOXPRING” Snaps 


HINGED EYE 
CHAIN SNAPS 

MAKE PERMANENT, 
ON-THE-SPOT REPAIRS 


YOU CAN SELL THIS— 

Because “QUICK-KLOZE” Snaps are needed by 
truckers and farmers. All delay is eliminated 
when “QUICK-KLOZE” are handy. Figure 2 
shows how the hinged section is swung against 
the other half of the eye. The projecting lug is 
struck with a hammer or stone—and the job 
is done. 





































Less Investment 
Quicker Sales — More Profit 


lWSON No. 1800 Hinges 
for lavatory doors are easy 
to sell. They cost a third 
less than other kinds and 
give far better service. 

Two 3-inch Lawson Spring Hinges take 
the place of the customary 4-inch hinge 
and blank, giving better support and 
greater flexibility of tension to the 
door and improving the appearance 
of the job. 


Adjustable to any thickness of marble 
from 1H to Wi inches, and doors up 
to IH inches. 

Instead of a large stock of ordinary 
hinges in assorted sizes, you can make 
a small lot of Lawson’s meet all the 
requirements of your trade. 

With ONE-TENTH of your customary 
investment, your turnover will be five 
or ten times faster. 


Write today for illustrated catalog describing in detail this and other styles 
of Lawson Spring Hinges , for residence , office and factory doors , gates, etc. 

Lawson Manufacturing Company 


Eastern Representative 

John H. Qraham & Co. 
at Chambers St. 05 Reade Sc. 
Sew York City 


ractfic Coast Representative 

C. N. & F. W. Jonas 
Seattle San Francisco 
Los Angeles 
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Rubber 


Fwivitur. 


cities of 


Household 

Yo «‘i\eli 

u V'*lif>n s; t > " 


any 


The New Boston Rubber Chair Tip 


FATBHTBD 

8BND FOB CATALOG 

Assortment Box 
of 

Rubber Chair 
Tips for 
Furniture 


THE ELASTIC TIP CO. 

370 Atlantic Avenue 
BOSTON - MASS. 


SprioGriP 

TRADE mam 


Digitized by v^ooQle 

























Counter 
Displays 
Sell Goods 


A UTOMATICALLY reducing selling costs to the minimum. The experience of 
L many merchants proves this. If you have not already utilized our counter 
display, why not profit by the experience of others. Put the 


DOMES of SILENCE DISPLAY PACKAGE 

on your counter. Sales of these efficient slides are sure to increase. 


ORDER FROM YOUR JOBBER TO-DAY special assortment HI con¬ 
sisting of % gross sets each of the following sizes: W W. Domes of 

Silence save floors, rugs and furniture. Steady profit earners everywhere. 


Henry W. Peabody & Co. 17 State Street, New York 

Domes of Silence Division GoOQlc (OVER) 




































Here are the jobbers who already have the NEW 
Domes of Silence display package in stock: 


Lo* Angeled, Col. 

California Hdwe. Co. 

Cnion lhlwe. ft Metal Co. 

Ilenry P. Hoffman Whol. Hdwe. Co. 
Harper & Reynolds 
Southwest Hdwe. Co. 

Peerless Products Co. 

Sun Francisco, Cal. 

Dohnnan Commercial Co. 

Dunham. Carrigau Sc Hayden Co. 
Sloss ft Rrlttain 
Hulse-Hradford Co. 

Baker, Hamilton & Pacific Co. 

D. N. ft E. Walter A Co. 

The Heyman Well Co. 

Sacramento. Cal. 

The Schaw-Batcher Co. 

Oakland, Cal. 

Maxwell Hdwe. Co. 

C. L. Greeno Co. 

A. Schlueter St Co. 

San Diego, Cal. 

Whitney St Co. 

Denver, Colorado 

The Morey Mercantile Co. 

Geo. Triteh Hdwe. Co. 

Wm. Volker St Co. 

Bridgeport, Conn. 

The Basslck Co. 

Hartford, Conn. 

Clapp ft Treat, Inc. 

The Tracy. Robinson St Williams Cb. 
L. 8. Knoek St Co. 

New Haven. Conn. 

The John E. Bassett Sc Co. 

Bronson St Townsend Co. 

Aew London. Conn. 

G. M. Williams Co. 

Cairo, Ill. 

Woodward Hdwe Co. 

Chicago. Illinois 

Hibbard, Spencer, Bartlett St Co. 
Carson, Pirie, Scott ft Co. 

I.ussky, White ft Coolidge. Inc. 
Marshall Field Cb. 

S. A. Maxwell ft Co. 

E. Silverman Sons 
Butler Bros. 

Rchm Hdwe. Co. 

Fuller Morrison Co. 

Bullard ft Gormley Co. 

Albert Pick ft Co. 

Decatur, Ill. 

Morehouse ft Wells Co. 

Quincy, III. 

Tenk Hdwe. Co. 

Evansville, Indiana 

Clifford ndwe. Co. 

Frank Heyden 

Boetticker ft Kellogg Co. 

Indianapolis, Ind. 

Van Camp Hdwe. ft Iron Co. 
Burlington, Iowa 
Drake Hdwe. Co. 

Davenport, Iowa 

Sickles & Preston Co. 

Dea Moines, Iowa 

Brown-Camp Hdwe. Co. 

L. H. Kurts A Co. 

Fort Dodge, Iowa 

Prusla Hardware Co. 

Keokuk, Iown 

A. Weber Co. 

Ottumwa, Iowa 

Haw Hardware Co. 

Sioux City, Iowa 
Pymond-Simmnns Hdwe. Co. 

Knapp ft Spencer Co. 

Waterloo, Iowa 

Cutler Hdwe. Co. 

Atehlaon, Kansas 

Wish. Mb* ft Silliman Hdwe. Co. 

The Klostemicier Bros. 

Snllna, Kansas 

Lee Hdwe. Co. 

Wichita. Kansas 

Simmons Hdwe. Co. 

Louisville. Ky. 

Belknap Hdwe. ft Mff. Co. 

Otis Hidden ft Co. 

New Orlearns. La. 

United Hdwe. Co. 

A. Baldwin ft Co.. Ltd. 

Pltard-Saxton Hdwe. Co., Inc. 

Pittsfield, Mass. 

Pierson Hdwe. Co. 

Springfield, Mass. 

Carlisle Hdwe. Co. 


Detroit, Mich. 

Buhl Suns Co. 

Stundart Bros. Co., Ltd. 
Saginaw, Mich. 

Morley Bros. 

Grand Raplda, Mich. 

Foster. Stevens ft Co. 

Michigan Hdwe. Co. 

Paul Steketee & Sons 

Minneapolis, Minn. 

Butler Bros. 

Janncy. Semple. Hill ft Co. 

Hall Hdwe. Co. 

Simmons Hdwe. Co. 

Dnlnth, Minn. 

Kelly How-Thomson Co. 

Marshall-Wells Co. 

St. Paul, Minn. 

Adam Decker Hdwe. Co. 

Farwell. Ozum. Kirk ft Co. 
Haekett Gates-Hurty Co. 

G. Sommers St Co. 

Kansas City, Mo. 

Townley Metal ft lldwe. Co. 

8. A. Maxwell ft Co. 

Bunting Hdwe. Co. 

Richards & Conover Hdwe. Co. 
Abernathy Furniture Co. 

Wm. Volker ft Co. 

Bangor, Maine 
Haynes ft Chalmers Co. 
Lewiston, Maine 
Hall ft Knight Hdwe. Co. 
Portland, Me. 

The Emery Waterhouse Co. 

Talbot, Brooks & Ayer 
Edwards ft Walker Co. 
Baltimore, Md. 

Eastern Hdwe. ft Supply Co. 

Meyer ft Thalmeler 
American Wholesale Corp. 

Boston, Mass. 

W. T. Hlglit ft Co. 

Burdltt ft Williams Co. 

Chandler ft Farquhar Co. 

Decatur & Hopkins Co. 

Atlantic Coast Hdwe. Co. 

J. R. Hunter Co. 

Bigelow ft I'nwse Co. 

Geo. 8. Harrington Co. 

J. J. Richards Co. 

Simmons Hdwe. Co. 
Cambridge, Mass. 

J. L. Hammett Co. 

Fitchburg, Mass. 

Fitchburg Hdwe. Co. 

At. Joseph, Mo. 

Wyeth Hdwe. & Mfg. Co. 

St. Louis, Mo. 

Butler Bros. 

Blackwell-Wlelandy Book ft 
Stationery Co. 

Ely ft Walker Dry Goods Co. 
Southern Hdwe, ft Supply Co. 
Rubelman-Lucas Hdwe. Co. 
Simmons Hdwe. Co. 

Gcllor, Ward ft Hasner Hdwe. Co. 
8hapleigh Hdwe. Co. 

Witte Hdwe. Co. 

H. W. Jameson Hotel Supply Co. 
Specialty Hdwe. Co. 

Billings, Montana 

Billings Hdwe. Co. 

Lincoln, Nebraska 
Pleper Bros. 

Omaha, Neb. 

Wright ft Wllhelmy Co. 

Keene, N. H. 

Spencer Hdwe. Co. 

Newark, N. J. 

Banister ft Polard Co. 

John Gleslnger & Co. 

Roy ft Conover 
Paterson, N. J. 

J. A. Van Winkle ft Co. 

Albany, N. Y. 

Albany Hdwe. ft Iron Co. 
Hudson, N. Y. 

J. C. Rogerson ft Co. 

New York City 
Masback Hdwe. Co. 

Butler Bros. 

C. H, ft E. S. Goldberg 
Hammacher. Schlemmer ft Co. 

R. K. Carter Co. 


Chas. Cordts ft Co.. Inc. 

Hdwe. House or America 
E. Pitman ft Sons. Inc. 

Mathews, Riehardson ft Co. 

W. L. Rlumberg ft Co. 

It. Christensen 

Benz, Intermann ft Granett, Inc. 
Wm. Goldenblum ft Co. 

Gould Mersereau Co. 

Chas. Kurzon ft Co. 

Neal ft Brlnker Co. 

Slckels- Loder Co. 

Chas. II. Pratt 
Chas. J. Smith ft Co. 

C. A. Baynon 
Benjamin Gillespie Co. 

Neuss Messleln ft Co., Inc. 
Underhill, Clinch ft Co. 

.Tames S. Barron ft Co. 

Rothhaum ft Linwand 
Semor lldwe. Co. 

M. Shiftman ft Son 

American Dry Goods Co. of N. T. 

Simmons Hdwe. Co. 

Hand 1 ton lldwe. Co. 

Joseph F. McCoy Co. 
Binghamton, N. Y. 

Crocker ft Ogden Co. 

Babcock, Hinds ft Underwood 
Buffalo, N. Y. 

H. D. Taylor Co. 

Weed ft Co. 

Buffalo Wholesale Hdwe. Co. 

Beals, McCarthy ft Roger* 
Hlmlra, N. Y. 

Barker, Rose ft Clinton Co. 

Fort Plain, N. Y. 

G. H. McCormick 
Hornell, N. Y. 

The Frank B. Peck Co. 

Ithaca, N. Y. 

Treman, King ft Co. 

Kingston, N. Y. 

L. 8. Winne ft Co. 

Malone, N. Y. 

H. D. Thompson & Co. 
Plattsburgh, N. Y. 

M. P. Myers ft Co.. Inc. 
Rochester, N. Y. 

Mathews & Boucher 
Schenectady, N. Y. 

Clark, Wltbeek Co. 

Wallace Armer 
Syracuse, N. Y. 

Burhans ft Black, Inc. 

Troy, N. Y. 

J. M. Warren ft Co. 

Ftlca, N. Y. 

Roberts Hdwe. Co. 

David S. Foster 8ons ft Co. 
Watertown, N. Y. 

W. W. Conde Hdwe. Co. 
Fayetteville, N. C. 

Huske Hdwe. House. Jnc. 
Greensboro, N. C. 

Odell Hdwe. Co. 

Barberton, Ohio 
The Welsberger Co. 

Canton, Ohio 
Canton Hdwe. Co. 

Chllllcothe, Ohio 
Spetnagel Hdwe. Co. 

Cincinnati, Ohio 

The Kruse & Bahlmann Hdwe. Co. 

The Kuhlmann Hdwe. Co. 

The Kruse Hdwe. Co. 

Cleveland, Ohio 
The W. Bingham Co. 

The Luet kern oyer Co. 

The Wm. Edwards Co. 

The Geo. Worthington Co. 
Columbus, Ohio 
Smith Bros. Hdwe. Co. 

Columbus Uphol. Supply Co. 
Schoedinger-Marr Co. 

The Milhoff Hdwe. Co. 

Toledo, Ohio 

The Bnstwlck Brsum Co. 

Simmons Hdwe. Co. 

Marietta, Ohio 
The Union Hdwe. Co. 
Youngstown, Ohio 
Stambaugh-Thompson Co. 
Portland, Oregon 
Marshnll Wells Co. 

The Honeyman Hdwe. Co. 

F. 8. Harmon ft Co. 


Allentown, Pa. 

C. Y. Schelly ft Bro. 

F. Hersh lldwe. Co. 

Bradford, Pa. 

Emery Hdwe. Co. 

Clearfield, Pa. 

Clearfield Hdwe. Co. 

Rrfe, Pa. 

Palace Hdwe. Co. 

Huntingdon, Pa. 

C. H. Miller Hdwe. Ca 

Lebanon, Pa. 

Geo. Krause Hdwe. Co. 

Lancaster, Pa. 

Herr & Co. 

Reilly Bros. & Raut> 

Stelnman lldwe. Co. 

Philadelphia, Pa . 4 

Dunn ft Eld ridge Co. 

Supplee, Biddle Hdwe. Co. 

W. H. ft O. W. Allen 
J. Jacob Shannon ft Co. 

Chas. J. Field's Sons 
Simmons Hdwe. Co. 
Pittsburgh, Pa. 

James C. Lindsay Hdwe. Co. 

Fort Pitt Hdwe. Co. 

Logan Gregg Hdwe. Co. 

The Hukill-Hunter Co. 

8. A. Maxwell ft Co. 

Steiner ft Voegtly Hdwe. Co. 
Joseph Wpodwell Hdwe. Co. 

J. A. William* ft Co. 

Reading, Pa. 

Bard Hdwe. Co. 

Stichter lldwe. Co. 

Scranton, Pa. 

Weeks Hdwe. Co. 

Wilkes Rarre, Pa. 

Lewis J. Bennett ndwe. Co. 
Providence, R. I. 

Belcher ft Loomis Hdwe. Co. 

Nashville, Tenn. 

Keith Simmons ft Co. 

Dallas, Texas 

Butler Bros. 

Huey ft Philip lldwe. Co. 
Laredo, Texas 
A. Deutz ft Bro. 

El Paso, Texas 

Krakauer, Zork. Moycs. Sue*. Ine. 

flan Antonio, Texas 

Geo. Potchernick 
Heuslnger Hdwe. Co. 

Salt Lake City, Utah 

Strevell Paterson Hdwe. Co. 

The Salt Lake Hardware Co. 

Zion Co-operative Mercantile Inst. 

Richmond. Va. 

Virginia Carolina Hdwe. Ca 
Watkins-Cottrell Co. 
Lynchburg, Va. 

Anslle-Martln Co., Inc. 

Tacoma, WnNh. 

F. 8. Harmon ft Co. 
Bellingham, Waali. 

Morse Hdwe. Co. 

Seattle, Wash. 

Rpelger ft HurTburt, Inc. 

Schram ft Ware. Inc. 

F. 8. Harmon ft Co. 

Seattle Hdwe. Co. 

Rhodes Bros. Co. 

Whlton Hdwe. Co. 

Spokane, Wash. 

F. S. Harmon ft Co. 
Jensen-King-Byrd Co. 

Ilolter Hdwe. Co. 

Everett. Wash. 

Pacific Hdwe. Co., Inc. 

Washington, D. C. 

Barber ft Ross 

F. P. May Hdwe. Co. 

Rudolph ft West Co. 

Parkersburg, West Va. 

W. H. Smith Hdwe. Co. 

Milwaukee, WIs. 

Wm. Frankfurth Hdwe. Co. 

John Pritzlaff Hdwe. Co. 

Green Boy. WIs. 

Morley. Murphy Hdwe. Co. 

La Crosse, WIs. 

V. Tauache Hdwe. Co. 


HENRY W. PEABODY & COMPANY 


17 STATE STREET 


Domaa of Silmnem Division 


NEW YORK 

(<OVEft 
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“Yes—it’s Tape-Marked. Columbian 
Pure Manila Rope” 

“See this Tape with the red, white and blue colors bearing the name 
and trade mark of the Columbian Rope Company, which I have pulled out of 
this strand and untwisted. This Tape-Marker is imbedded in that strand for 
the entire length of the rope and is an absolute guarantee that the Columbian 
Rope Company stands behind its Tape-Marked Rope as regards durability, 
strength, quality of fibre and workmanship. 

It’s easy to sell this superior rope when the broad guarantee of the 
manufacturer is backed up by this red, white 
and blue marker and signature in every foot 
of it. Each customer benefits by that guar¬ 
antee whether he buys ten feet or ten coils of 
this Columbian Cordage.” 


UMBIAN ROPE COMPANY 

AUBURN, N. Y. “The Cordage City” 


ZTe 

GUARANTEED 

ROPE 


Branches:— New York Chicago Boston 

Baltimore Houston 


Digitized by boogie 
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Ho\*> Many Kinds of 
Hack Sa^s Do "You Sell? 


We had an interesting talk 
with a big hardware dealer the 
other day. 

He told some truths about 
selling that are worth a good 
deal to other hardware mer¬ 
chants who will follow them. 
So we pass them along for your 
consideration. 

He said: 

“This is an age of specializa¬ 
tion ; and we specialize in 
leaders, because we turn our 
money over faster that way. 

A few years back we had 
$12,000 tied up in 9 different 
makes of hack saw blades. Our 
sales in this item totalled about 
$25,000 a year, so we were turn¬ 
ing over our stock only about 
twice a year. 

We decided to cut our line to 
just one leader; now we turn 
over our stock much faster—I 
should say four or five times a 
year. 


We picked the one that most 
people knew and liked, and cut 
out all the rest. Our purchasing 
agent, a close Scotchman, found 
out that Star prices and dis¬ 
counts were as good as any 
other, so from that day to this 
we have sold no blade but the 
Star.” 

There is a lesson here for any 
wide - awake hardware man. 
You know the value of fewer 
lines and quicker turnover. 
Have you applied it to your 
stock of hack saw blades? 

There are few hardware deal¬ 
ers today who do not recognize 
the value of handling national¬ 
ly advertised goods. For a 
number of years Star Hack 
Saws have been steadily and 
strongly advertised in a way 
that commands the attention 
of any user of hand or power 
blades. 


President 


CLEMSON BROS. INC. 



Digitized by v^ooQle 
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The above reproduction 
shows the latest double 

§ age advertisement in the 
aturday Evening Post. 

It is advertising like this 
that has made Star leader¬ 
ship in the hack saw field 
more conspicuous than 
ever. When you carry 
Star you can satisfy every 
hack saw demand. Hack 
saw users everywhere un¬ 
derstand that there is no 
such thing as “just as 
good as Star.” And deal¬ 
ers realize that standardiz¬ 
ing on Star means a small¬ 


er investment, a greater 
turnover and a greater 
profit 

Since August 5,1920, Star 
blades have been sold to 
the trade by the makers. 
The former arrangement 
of selling through agents 
has been discontinued, as 
we feel that we can serve 
our customers better by 
maintaining a closer con¬ 
tact with them. We invite 
correspondence and re¬ 
ceive suggestions from the 
trade on any subject con¬ 
nected with Star Saws. 


Clemson Bros., Inc., Middletown, N. Y. 


STAR HACK 
5AW BLADES 
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The Tritch Hardware Company 

Jobbers 

To the Merchants of the Rocky 
Mountain Region 

Announce the addition of the 

Quick Meal 

Line of Stoves 

Our Stove Department Manager, Mr. S. 
A. Brandon, has made a thorough study 
and a very careful selection of stoves 
especially adapted to the requirements 
of this Rocky Mountain Region. 

WE CARRY A COMPLETE STOCK IN OUR DENVER 

WAREHOUSES 

WE SHIP THE SAME DAY ORDER IS RECEIVED 



THE TRITCH HARDWARE COMPANY 

DENVER 

Distributors for the Rocky Mountain Region 

TRANK A. BASE, President O. E. BABE, Vice President 
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For Quick Sales and 
More Sales 

Try <dftCops and Pastes/ 

There’s hardly a home or public building — 
hardly a factory in the country today—that has 
not got one or more mops in steady use. Facto¬ 
ries of every sort are consuming waste in large 
quantities. 

Everywhere there is a big, steady demand for both these 
products—a sure, quick turnover, and quick profits. 
For thirty-eight years Masco products have been made 
to meet this demand. Today they are the accepted 
standards of cotton waste goods. 

You can push Masco products with every assurance 
they will give solid satisfaction. They are good trade 
builders and bring repeat orders, and each product has 
convincing selling points. Write today for our descrip¬ 
tive catalogue. 

MASCO PRODUCTS 

MACHINED COTTON WASTES, MASCO MOTOR WASTE, MASCO MOPS AND 
MOP HEADS, CAULKING COTTON, WICKING, ROPES AND TWINES. 


7 Jl 1 } \ f 1 «W\ 


> iinrassflsaiT 

lammiRinG Eamim 

v 7ai.!.3rjS3 mass. 
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Make Stewart Clipping 
Machine Profits Now 

Horse and cow owners everywhere know that it pays to clip horses 
and cows, and will have Stewart Machines, regardless of times 
and conditions. They cost little in proportion to results. 

In our thirty years’ experience Stewart Machines have always 
sold in the spring, and the dealer who takes his out of the boxes 
and sets them up in his store and window invariably gets the 
business. Don’t hide your Stewart Machines in the basement— 
get them out and let them talk for you. 

Sell the Cow Owners 

A big field. Clipping on udders and flanks as an aid to clean milk 
—now till late in the spring. All over spring clipping for summer 
comfort. Clipping before freshening. Clipping to drive out lice 
and ticks. Every use a sales possibility. 

Sell the Horse Owners 

Horses and mules can’t deliver 100 per cent 
service unless their heavy winter coats are 
clipped. Every horse owner who clips knows 
this—get after the fellow who doesn’t. Over 
23,000,000 horses in America. 

How We Help You 

A brand new stunt to advertise your store all the 
year through. Write us at once for particulars. 

Signs, streamers and cards for window display. 

Cuts for your newspaper advertising. 

Folders for your customers. 

Get some machines in your window — 
they’ll sell themselvee. And don’t forget 
that stock order to your jobber TODAY. 

CHICAGO FLEXIBLE SHAFT CO. 

5604 Roosevelt Road, Chicago, Ill. 


Stewart No. 1 
Clipping Machine 
For Horses, Males and 
Cows 
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flaster 



PACIFIC COAST REPRESENTATIVES 

OHAS. A. DOWD SALES COMPANY, 320 Market St., San Francisco, Calif. 


Evansville 


Indiana 



Casters That Sell 


Twenty-five hundred different sizes and 
styles comprise our lines. Faultless Cas¬ 
ters of today are the result of twenty-five 
years of consistent effort to produce the 
leading line of these goods. 

Comparative tests in actual service will 
substantiate the reputation for quality 
they have rightfully earned. 

Send for Catalog “G” 



Full Size Plate 2-8 


'Move the FAULTLESS Way' 
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MAGNETIC CLOTH 

The Most Complete Domestic Help Device Known 

It instantly removes Grease, Burned Foods and all dirts from all 
kitchen ware. ALSO cleans Vegetables, New Potatoes, Sweet Potatoes, 
Carrots, Parsnips and such like. ALSO Tile work, Marble or Brown 
Stone Steps and many other things too numerous to mention. ALSO 
is used extensively for cleaning stained and greasy hands, for instance in 
machine shops, garages, etc. 


These are the days of 
progress and efficiency. 
The woman in the 
kitchen is no longer sat¬ 
isfied with the old-fash¬ 
ioned, back-aching 
methods of cleaning 
greasy pots and pans; 
MAGNETIC CLOTH is 
now the active house¬ 
maid that saves time 
and labor and conserves 
sweetness of disposi¬ 
tion. The kitchen sink 
of the modern house¬ 
wife is no longer com¬ 
plete without a MAG¬ 
NETIC CLOTH hang¬ 
ing on a hook. 


The MAGNETIC CLOTH is as pliable 
as doth, entirely as efficient as the best 
abrasive. Made to slip on the hand like 
a mitten. After using, rinse in warm 
water and hang up by the loop, to dry. 


As a magic wonder this MAGNETIC 
CLOTH is demanded everywhere; its 
market is wide and insistent and it is a 
logical, inevitable profit-maker for the 
merchant who reads and heeds the mind 
of his trade. 


Retails for 10 Cents 


Retails for 10 Cents 


Send us your jobber’s name if he can’t supply you with a trial gross. Packed in two 
dozen attractive cartons for show case display. 


MAirUFAOTUBBD BY 


JOHN W. GOTTSCHALK MFG. CO. 

LEHIGH AVE. AND MASOHER ST. PHILADELPHIA, PA 

MCDONALD * LINTOBTH, Pacific OoMt Representative*, 739 Call Building, Sam Francisco 
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BENCH GRINDERS 

Simple — Strong—Speedy 


11 STYLES 



Goodell-Pratt High Speed Bench 
Grinders embody the very high¬ 
est type of bench grinder con¬ 
struction. The working parts are 
built like the transmission of an 
automobile, they are completely 
enclosed and packed in grease to 
insure long life and quiet opera¬ 
tion. 


This New Grinder will undoubt¬ 
edly enjoy tremendous sales on 
account of its compact construc¬ 
tion, nigged strength, and wide 
range of usefulness. 


Goodell - Pratt 
Company 


There are over 2000 
Goodell - Pratt Tools 
for Toolmakers, Car¬ 
penters and 
Motorists 


Greenfield, Maas., U. S. A. 










.kcustoI 

UB'-’SfW 




Detroit 


Famed for its leadership in automobile man¬ 
ufacture, yet producing imposing volumes of 
stoves, freight cars, ships, iron and steel, 
copper, brass and aluminum. Varnish, paint, 
oils, and seeds are further important products. 

NICHOLSON FILES 

are busily at work in most Detroit factories. 
Skilled file users there, as in most of the 
industrial centers of the world, value 
NICHOLSON FILES for their 100 per cent 
UNIFORMITY- twelve perfect files in every 
^ ■ dozen 

Nicholson File Co 

PROVIDENCE. R.I., U.S.A. 
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It is a pleasure to own a 

Baldwin Porcelain Lined 
Refrigerator 

It is an equal pleasure to sell one. 

The glossy white porcelain lining of THE BALDWIN 
is in one piece—hard as flint. It cannot crack—it will 
not peel. Clean it as easily as a porcelain plate, and 
when clean it stays clean. 

Baldwin Refrigerators have been manufactured for 
upwards of fifty years and in selling them you are not 
offering to your customers an experiment. 

There should be a good refrigerator in every home. 

BALDWIN REFRIGERATOR COMPANY 
Burlington, Vermont 


There is a stock of Baldwin 
Refrigerators carried in 
San Francisco by Heyman- 
Weil Company. 
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RB*-2.50 
SARc 12.00 
RE A-0.75 
RA*-1.25 
SE Ch-7.45 
RD *-0.33 
RD *-4.25 


RAPd-0.50 
R0 *-0.89 
RB *-0.15 
RE *-5.35 


■0001 

■0002 

■0003 

■0004 

■0005 

■0006 

■0007 


■0008 

-0009 

•0010 

■0011 


SA Ch—4.50 
-DNS-0.00 
RB *-2.23 
SDCh-3.75 
RA *-4.08 
RE *-0.75 
RD *-1.00 
SE Ch-1.25 
RB *-5.75 
RD *-0.47 
RA *-1.25 


-0012 

-0013 

-0014 

-0015 

-0016 

-0017 

-0018 

-0019 

-0020 

-0021 

-0022 


The history 
of the day’s business 

Every time a sale is recorded on an up-to-date National 
Cash Register, a complete record of the sale is printed 
on a strip of paper inside of the register. 

This strip of paper is called the detail-strip. 

it shows how much business is done during certain hours, 
or during the proprietor’s absence. 

It cannot be removed or changed without the pro¬ 
prietor’s knowledge. 

It prevents the cash drawer being opened without a 
permanent record being made. 

At the end of the day, the proprietor takes the detail- 
strip out of the register and files it away. 

It gives him a permanent, unchangeable history of each 
day’s business. 

The detail-strip is only one of the many features which 
make up-to-date National Cash Registers a business 
necessity. 

Vfe make cash registers fcr evoy fine of business.Riced $75 and ujx 

NATIONAL 


This Is a section of the 
dotail-strip. For oach trans¬ 
action it shows (l)whothor 
a receipt or slip was issued, 

(2) the initial of the clerk, 

(3) the kind of transaction, 

(4) the amount, and (5) th# 
number. 

Let our representative 
show you how it will help 
you make more money. 


DAYTON, OHIO. 


Digitized by 


Google 






ACM e 


AC M E 


HARDWARE WORLD 


NEW YORK STAMPING COMPANY 

Brooklyn, New York 

Digitized by Goosle 


INSIST ON THE 
“GENUINE” 


SOLD BY ALL 
FIRST - CLASS 
JOBBERS 
THROUGHOUT 
THE WEST 


Pacific Coast 
Representatives 

Wm. P. Horn Co. 

Rialto Bldg. 
San Francisco 


Portland 
Lo« Angeles 
Seattle 


THEY BUILD 
UP YOUR 
TRADE AND 
SATISFY Y OUR 
CUSTOMERS 


New Style “ACME” Fry Pans 


ONE PIECE 
COLD HANDLE 








AN CO 


REINFORCED - GALVANIZED ?'a 


HARDWARE WORLD 


Glance for a moment at the detailed construftion 
of these shovels, for it is the secret of 
their great popularity. 


16" 16V 2 " 50" 

I W 8" 29" 

IVrite for prices and discounts 


70 lbs 
10 lbs 


C ARLOADS of these new Iron Horse Snow 
Shovels were sold on the first announcement, and 

why? Simply because the discerning eye of the metalware 
buyers of the country recognized instantly in these 
shovels those features of construftion that they had r 
been waiting for—nearness of design, reinforcement 
where the strain and wear comes, light weight, and ■ 
with it all a snow shovel so carefully balanced that it ■ 
makes snow shoveling a healthful pleasure. D 

There are six different Styles and H 

sizes—three for the children, one U 

y or fffg older boy and two for / \\['j\v|l\^\ \ JJ 
grown-ups. We can make immediate I 1 ij \j \ \\\| / Jjf 
shipments. Horw many shall 'we ship ? \ ■ 


Specifications 


Width ofBUA 
Bottom Top 


Aprox. 

Height of Height Ship. Wl 

Blade over ell per dor. 
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Announcement 

W E take pleasure in announcing that The HOFFMAN 
HAR DWARE CO., Los Angeles, California, will distribute 
MONARCH REFRIGERATORS in Southern California and 
Arizona, effective at once. 

We wish to thank the dealers who have handled our Refrigerators in the past 
and solicit for The Hoffman Hardware Co. th&r future orders. 

The Hoffman Hardware Company is prepared to fill orders for 
Monarch Refrigerators at the present time. It will be our aim 
in the future as in the past to see that dealers are provided with 
Monarch Refrigerators from the large stocks in Los Angeles and 
Stun Francisco. 

The Monarch Refrigerator Works, Burlington, Vt 

THE HOFFMAN HARDWARE CO. SLOSS & BRITTAIN 

Los Angeles San Francisco 
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ChicacO 

^■■F MARK ^B^F 

SPRING HINGES 

Here is the “Triplex”— 
a hinge in great demand. 
Note its graceful lines and 
handsome appearance. 


You can safely stake your 
reputation on its quality and 
performance. It swings doors 
faultlessly. Thousands in use. 

Sell a-product that brings sat* 
isfaction and nets a good 
profit Keep well stocked. 


Send for Catalogue 

W-36 

Chicago Spring *B«tt Compass, 

CHICAGO NBW YORK 

Ewing-Lewis Oo., San Francisco, Los Angeles 
Pacific Coast Bepresentatives 




The coming season will show 
“PENNSYLVANIA” Quality 
Lawn Mowers advertised as 
formerly in the very magazines 
your customers read. 

The advertising will reflect 
their world wide reputation as 
the finest made, highest qual¬ 
ity, and the most satisfactory 
mowers made. 

Our sales helps, which we 
furnish free as usual—poster, 
window, store and car cards, 
ready made advertisements, 
counter slips, and folders on 
‘ ‘ How to Care for the Lawn ’ ’— 
will give you close “tie-ups” 
for getting the most out of our 
advertising. They will help you 
strengthen the reputation of 
your store as selling quality 
goods. 

Be sure to send for these 
“good will” building, sales 
makers. 


LAWN MOWERS 


I Penns™ 




Works 
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When She Looks at Her Silverware 
Does She Think of Your Store? 

No doubt you appreciate the value of feminine patronage. But 
many women still believe that a hardware store is an institution 
that takes care only of men’s needs. 

If your Silverware Department is up to date and attractive, it 
should serve to interest these doubters and introduce them to 
your store as a whole. 

If you handle 1847 Rogers Bros, flatware, write for advertising 
and display helps, to Advertising Department. 

INTERNATIONAL SILVER CO., MERIDEN, CONN. 

Pacific Coast Warerooma, 150 Post St., San Francisco, Calif. 

i847 ROGERS BROS. 

SILVERWARE 
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MADE IN OHIO, U. 8. A. 

ALUMINUM 

“Real Solid” 

The H 1UL lour LINK has be«n for SO 
years, the Strong, well known, dependable 
Aluminum line of Kitohen Utensils. 

Our Policy is and has been to give the dealer 
goods of such quality that assures him net 
only hie PROFIT, but the housewife's contin¬ 
ued patronage. 



“REAL SOLID” WARE 


This is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in man^r ways, especially in Rigidness and 



TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—The best on the market. 
PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight- 
bottom of handle is protected with Metal 
Trimmings, so that it will be Impossible for 
flames to creep up over bottom and burn off 
handle 

OUT8IDB FINI8H—The Same HIGH CLASS 
polish as heretofore. 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger printa from 
handling or dirt, which may aooumulato while 
on dealers* Shelves. 

We have added 26 New Items, all prac¬ 
tical This makes the “REAL SOLID” 
Line the most complete on the market 

Write Today and get our New 
Catalog just off the Press. 


The Backeyi Aluminum Company 

WOOSTER, OHIO 


Glasbak Dishes 
Are in Demand 

W OMEN who cook and bake are 
realising more every day the superi¬ 
ority of Glasbak glass baking dishes. 
They appreciate the smooth transparency 
of Glasbak dishes, which affords a clear 
view of the food as it is baking. Then, too, 
Glasbak dishes absorb oven heat evenly, 
which assures an even baking temperature 
throughout. 

Glasbak dishes are attractive—they can 
be served from right at the table—-and they 
are easily washed. 

Because of all this, the demand for 
Glasbak dishes is increasing rapidly. They 
represent an amazingly quick turnover. 
Write for particulars. 

McKEB GLASS COMPANY 
Jeannette, Pa. 
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THE JAMES SWAN COMPANY 

SEYMOUR A CONNECTICUT 


BITS 

AUGURS 


CHISELS 
DRAW KNIVES 




NAIL SETS 
GIMLETS 



GOUGES 

SCREWDRIVERS 


New York Office: 100 Lafayette Street 

WE WERE AWARDED TBB MED AL OF HONOR ON MECHANICS’ TOOLS AT THE PANAMA- 

PACIFIC EXPOSITION 

Sold by THOMSON-DIGGS COMPANY, Sacramento California 


PHOENIX 


HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 


BEST IN THE WORLD 

PHomIx Shots art Kopt in Stock by the Fallowing Houaat| 


Boise, Idaho.Northrop Hardware Oo. 

Butte, Montana.Montana Hardware Co. 

Fresno, California.Inland Iron Co. 

Hamilton, Montana-The Valley Mercantile Co. 

Los Angeles, Calif.— 

W. T. McFie Supply Company 
Percival Iron Company 
Waterhouse & Lester Company 

Ogden, Utah.Geo. A. Lowe Company 

Portland, Oregon— 

Northwestern Hardware & Steel Co. 

J. E. Haseltine Company 


Pocatello, Idaho. .Salt Lake Hardware Company 

Sacramento, Calif.Schaw-Batcher Company 

San Francisco, Calif.— 

Baker, Hamilton & Pacific Company 
Scovel Iron Store Company 
Spotswood-Helfer Company 
Taylor-Spotswood Hardware Company 
Waterhouse & Lester Company 

Salt Lake City, Utah_Salt Lake Hardware Co. 

Seattle, Washington.Gray Brothers 

Spokane, Washington.. Holley-Mason Hdwe. Go. 
Tacoma, Washington.West Coast Wagon Oo. 


MANUFACTUBED BY 


PHOENIX HORSE SHOE GO. 

Largest Horse Shoe Manufacturers in the World 

ROLLING MILLS AND FACTORIES JOELET, ILL., POUGHKEEPSIE, NEW TORE 
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TheEASY_ -L ScrewPlat 

N Ir i 

CftftCT SOttWS AT JL A S tN<iL£ CUT < .. 

^ '6 * ’NO. 

ADJUSTABLE TAP WRENCH WITH EACH SET 


When a Hardware Dealer sells a 
^ Simonds Saw he is assured that the 

customer will be satisfied, because he knows 
Simonds Saws have stood the test in every part 
ui the world. They are celebrated for their fast 
cutting and edge-holding qualities, backed by the 
finest alloy steel. 


SIMONDS 


Write for Catalog 
and Term* 


Saws are known and used in every clime, and dealers everywhere handle them, 
many dealers are now handling the Simonds line exclusively. 

SIMONDS MANUFACTURING CO. 

“The Saw Maker*” 

San Francisco, Cal. Portland, Oregon Seattle, Waeh. Vane 


No. 50. Cham* 
pion One-Fire 
Variable Speed 
Electric Black¬ 
smith Blower. 


No. 401. Rivet Forge 


PSA- 

MAfWti 


8crew Plates In Four Styles, Catting op to 1 y 2 " 
CHAMPION TOOLS, Built for Service 

CARRIED IN STOCK AND DISTRIBUTED 
BY ALL THE LEADING JOBBERS 
Write for Our 350 Page Catalog 

CHAMPION BLOWER & FORGE CO. 

Lancaster, Pa., U. S. A. 


No. 203. 
8«lf - Feed 
and Double 
Compound 
Lever Feed 



m , L- 1 i Mi 1 r M i i i i i 


L / r .w3- 

ft m 

. XT i 

'J 


:&8«k 1 1 
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Hamr-Handl Display Easel 

* Heavy Cardboard. Size, 13x10 
in. Weight only 1% Ibt., mounted 
with the two Screw Drivers. 


Crescent 
Hamr-Handl 
Screw Driver 


Drop-forged, Hardened 
Oil-Tempered, Nickel- 
Plated. 

T HE Hamr-Handl pro¬ 
vides the irresistible lev¬ 
erage needed to drive a large; 
screw into hardwood. A 
strong spring hol^U handle 
firmly in place in either posi- 


A New Article of Great Utility. 
Attractively Displayed 


Above Easel sent free with Assortment 
DB-4 comprising: / 

dozen K-24 4-inch Blade, list 65c. each 
dozen K.-25 5-ioch Blade, list 70c. each 
} { dozen K-26 6-inch Blade, list 75c. each 
List Price of A»*° r t*nepl, $6.30 

Order At* ortmenl DB-4 frvtn Your Rtfulat Jobhir, 
or W rite to 


Jamestown, N, Y, 


Remove Stock Rapidly 
■ and Smoothly ▲ 




“The 

DELTA 

Is the only Line of Files 
from 3 to 24 inches that are 
made absolutely of 

CRUCIBLE 

STEEL" 

This high quality material 
and our scientific hardening 
and tempering methods en¬ 
able us to produce files of 
exceptional durability. 

Delta Files are made in sev¬ 
eral shapes and sizes—there 
is a shape and size for your 
particular requirement. 

Use Delta Files in your shop 
—you will increase your out¬ 
put and greatly reduce your 
cost of filing. 



DELTA 


Thin trade mark aaferuard* the 
intern tin of thousand! of file aaera 
everywhere. Alwaya look far It. 



DELTA FILE WORKS 

PHILADELPHIA, PA. 
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No. 100 


At Real 
Hatchet 
for Packers 


I N packing and shipping 
rooms and other places of 
similar nature, where 
hatchets are subjected to 
hardest usage, the unusual 
durability and strength of the 
Bur-Nor Special Packing 
Hatchet make it most welcome. 

The riveting of the handle to 
the head is done under heavy 
pressure, making it impossible 
to come loose. The hollow steel 
handle itself is heavily rein¬ 
forced. The high carbon steel 
blade is oil tempered, holding 
a fine cutting edge. 

You can be sure of giving full 
satisfaction when you sell this 
Hatchet. It is only one of many 
made by us. 

Place an order now, or write 
today for catalog of our com¬ 
plete line. 

Bur-Nor All-Steel 
Ilatcliets 


BURGESS-NORTON MFG. CO. 

GENEVA, ILL. 

851 Fadfle Bide.San Francisco 

1608 1* O. Smith Bldg.Seattle 


Every Foot of 


Ludlow-Saylor “Perfect” 
Galvanized Hardware 
Cloth.... 



by reason of 

our thorough 

equipment, 

extensive 

experience 

and 

established 

high 

standards, 
is more than 
a Galvanized 
Hardware 
Cloth; 
it is “The 
Hardware 
Cloth 

that stands 
Hard wear” 
and is 

“Suaraiteed” 


It is woven of the best steel wire, 
the joints are all securely soldered by a 
good coat of galvanizing after weaving, 
and measures up to the most exacting 
demands of critical customers. 

Order your requirements through 
your regular jobber, also the “Perfect” 
Window Screen Cloth, Poultry Netting, 
Fly Traps, etc. 


Manufactured by 

The LUDLOW- SAYLOR 
WIRE CO. 


ST. LOUIS, MO. 
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THE BRIER HILL STEEL CO. 

MANUFACTURERS 

Washed Metal, Basic and Bessemer Pig Iron, Low Phosphorous Pig Iron, Forging and RwolliBg 

Billets, Slabs, Sheet and Tin Bar 


PLATES and BLUE ANNEALED—12 Oa. to 2" Thick 
Rolled on 84" and 13 2" Mills 

SHEETS—Bine Annealed, Black and Galvanised 
10 Gauge and Lighter 

Formed Roofing and Siding, Special Finish Sheets for Automobile and Furniture Manufacture. 

Deep Drawing Stock, Etc. 



Brier HillSteelCo 



PICKLED STOCK 

2 inches Thick and Lighter 
72 inches Maximum Width 
222 inches Maximum Length 


General Offices: Youngstown, Ohio 


DI8TBIOT OFFICES: New York, Chicago, Philadelphia, 
Cleveland, Kanaaa City, Lynchburg, Pittsburg, New Orleans, 
Salt Lake Pity, 8an Francisco, Ban Antonio. 


EXPORT AGENTS: 

Consolidated Steel Corporation, New York Oh 


The “PONT 


99 


Is the very best Hand Machine that money 
can buy, for setting Tabular or 
Bifurcated Rivets 



IT'S GUARANTEED 
SOLD BT JOBBERS EVERYWHERE 

Mads by 

F. H. SMITH MFG. CO. 

CHICAGO, TJ. S. A. 


PORTER’S 

New Easy Bolt Clippers 

Look! 

A New Clipper 



12" long; cuts up to 3/16". 

The low price will sell it over the counter. 
No tool kit complete without it. 

Ask your jobber for 

Porter’s No. 1855 Clipper 

SALES OFFICES: 

Omer Cox, Postal Telegraph Bldg., San Francisco, Oil. 
Sands & Cox, San Fernando Building, Los Angeles, Cal. 
Strimple & Cox, L. O. Smith Building, Seattle, Wash. 
Strimple 9c Cox, Corbett Building, Portland, Orepon 
Jones & Cox, Newhouse Building, Salt Lake City, Utah 
Taylor, Youngs & Cox, Temple Court Bldg., Denver, Oolo. 

H. K. PORTER 


Everett, Mass. 


Digitized by Google 









HARDWARE WORLD 


59 



There Is a Difference in Washers 


MAYHEW TOOLS 

ARE RIGHT 

No. 811 Small Screw Drivers on an Easel 

Put this display easel on your show case. 
Surprise yourself at the number of miniature 
screw drivers you sell. These are regular May- 
hew quality, modestly priced. They have tool 
steel blades hammer forged, nickeled ferrules, 
hard-wood handles. Just the thin^ for electricians 
and for household use in repairing clocks, mag¬ 
netos, sewing machines and typewriters. 

Order a two-dozen carton today. 

At your Jobber* or 

MAYHEW STEEI« PRODUCTS, Inc. 

291 Broadway, New York 

No. 811 Small Screw Drivers 608 Bflsslon Steeet, 

__ San Francisco 


Just aa In any other commodity. Our Washers are 
made of tho Beat Material and with the utmost ear*. 
That's why the largest users of Washers prefer those 
of our make. 

We also make 

Mdhihle Washers asd Cast kos Washers 
Wreaght asd Steel Plate Washers 

ef all descriptions. Round and Square, Plain or 
Galvanised. 

ran pin reiow runs 

smreo no rwmmm fins 

PROMPT SHIPMENTS 

Wrought Washer Mffg. Co. 

MIIwmIcm, Wis. 

Coast Representatives, 

HUGHSON ft MERTON, Inc. 

San Francisco, OaL; Los Angeles, Oal.; Portland, Ore.; 
Seattle, Weak.; Denver, Colo. 


Pittsburgh Steel Company 

General Offices, Pittsburgh, Pa. 

Pacific Coast Office 

359-363 Monadnock Bldg., San Francisco, CaL 

Distributors of “Pittsburgh Perfect’’ and 
“Columbia” Wire Fencing: 

DUNHAM, CARRIGAN & HAYDEN CO. 

San Francisco, Cal. 

Northern California and Nevada 

WHITON HARDWARE COMPANY 
Seattle, Wash. 

Washington and Oregon 


“Pittsburgh Perfect” 
Barbed Wire 

made exclusively of 

“Pittsburgh Perfect” Open Hearth Steel 

Uniform gauge and homogeneous qual¬ 
ity is assured because we control the man¬ 
ufacture from the ore to finished product. 
Barbs evenly spaced; two and four point, 
round, half-round and flat. Put up in 
catch weight, pony and 80 rod spools. 
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MAKE 1921 A BANNER YEAR 


Saturn Stationary 
Can Opener 

It’s surprising the great number of accidents daily 
occurring through the use of old-style can openers. 
Last week a live man 35 years old called upon us 
to see this article. We asked him why so much 
interested. He showed us his right hand, which 
had a bad flesh wound, made in opening a can 
and though well treated, it was a bad wound in¬ 
deed. OLD STYLE CAN OPENERS ARE DAN¬ 
GEROUS, INEFFICIENT: they PROVIDE NO 
PROFIT TO DISTRIBUTORS. HERE IS SOME¬ 
THING ENTIRELY NEW AND DIFFERENT. 


OPENS CANS OF ANY SIZE OR SHAPE 

Ladd All-Steel Beaters 

3 Sizes—For All Requirements 

At the beginning of new and vigorous up-lift 
in business, dealers must be thoroughly alive 
to the requirements of their trade. This 
country has not gone back to knick-knacks 
and NEVER WILL. These BEATERS, CAN¬ 
DIDATES FOR EVERY HOME, are HEAD 
AND SHOULDERS in QUALITY above any¬ 
thing for these purposes made anywhere in 
the world. So PROFITS must be LIBERAL 
and THEY ARE. SATISFACTION MUST 
RESULT from their use and IT DOES. Your 
BEST SERVICE goes along with their sale 
and DUE TO THEM, you are always remem¬ 
bered. 





LADD MIXER CHURNS—1 qt.—2 qts. 

A little lower now—Are superior to anything yet made for 
their purposes, being 3 ARTICLES IN 1: in fact, the 
KITCHEN'S MOST USEFUL UTENSIL. 

SATURN REELS (Clothes-line) 

Every house wants these and LOOKS TO YOU (we don't 
want mail orders) TO SUPPLY THEM. As handy as 
can be. • 

NOT IN 10c STORES 
JOBBERS the world over and US 

WESTERN SALES REPRESENTATIVES 
Omer Cox, Postal Telegraph Building, San Frandaco, OaL 
Sands A Cox, San Fernando Building, Los Angeles, Cal. 
Strlmple A Cox, L. C. Smith Building, Seattle, Washington 
Jonea A Cox, Newhouae Building, bait Lake City, Utah 
Turnbull A Cox, Temple Court Building, Denver, Colorado 
Strlmple A Cox, Corbett Building, Portland, Oregon 



UNITED ROYALTIES CORPORATION 


1133 Broadway, Now York 




HARDWARE WORLD 


THE RECOGNIZED LEADER 



ELECTRO-ZINCKED AFTER WEAVING 

GALVANOID has won the pre-eminent favor of the trade because it is the most depend¬ 
able zincked screen cloth made. You can confidently recommend GALVANOID to your 
best trade. 

ORDER NOW AND TAKE SHIPMENT EARLY 

If jnmr Jobber cannot firmiih, advise ns and we will see that 70a an supplied. 

WE ALSO MANUFACTTJBE 
BRONZE, COPPER, PAINTED AND GALVANIZED 

AMERICAN WIRE FABRICS CO. 

208 80 . La Salle Street, Chicago, Illinois 
FACTORIES: 

Chicago, Illinois Ml Wolf, Pa. 

REPRESENTATIVES: 

EWING-LEWI8 CO., San Francisco and Lot Angeles, CaL D. L. HERMAN, 8eattle v Wash. 


MAYDOLE HAMMERS 

THE WORLD’S STANDARD 

Highest Quality Steel Handled Hammers 
Guaranteed First-Class in Every Respect 


The David Maydole Hammer Co. 

NORWICH, N. T,U.aA. 
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“Sterling” 



Hud TUNGSTEN STEEL FloxlMa 

HACK SAW BLADES 

Many years of personal caretaking attention to manufacturing details have produced 
in STERLING Blades a cutting tool of unquestionable merit. 

We claim Endurance—Dependability—Fast cutting — Long Life — Satisfaction to 
Dealers and Consumers. 

Users declare that our slogan—“They don’t Scratch, They Cut”— tells the story. 
SOLD THROUGH JOBBERS ONLY 

CORRESPONDENCE RESPECTFULLY SOLICITED 

DIAMOND SAW & STAMPING WORKS, BUFFALO, NEW YORK 

CALDWELL SALES COMPANY 

Lachman Building, Room 321, 417 Market Street, San Francisco, Cal. 

Exclusive Pacific States Represe n tatives 



Superior 

Casement Adjuster 

For windows that open out 
Operates without disturbing the screen 

Superior Casement Adjuster is the moat 
convenient to operate because all that ia re¬ 
quired to unlock and move the window is to 
ximply move the handle; when yon let go the 
handle the window is locked automatically, 

Superior Casement Adjuster is the strong 
sat because it locks on the rod fastened to 
the window and thus combines the strength 
of the two reds. * - 

Superior Casement Adjuster holds the win¬ 
dow firmly at any angle and doea not allow 
the window to rattle. 

SUPERIOR SPRING HINGB CO. 


Handle Detached. Cut shows Bight Hand Casement Adjuster 


136 W. Lake Street, Chicago 



BOLLER’S CRANK MOP WRINGERS 

^ Can Be Used Everywhere 

Large Openings, Long Leverages and Cranks to 
turn out the Mops. No pulling o r tea ring the 
Mops to pieces. For QUALITY MOP WRINGERS, 
where one sale means repeat orders, stock our line. 

PETER ROLLER MACHINE WORKS, 122-124 PL Curtis St, Chicago, IB. 

Pacific Coast and Inter-Mountain Representatives 
THAYER A BOWER 

845 Monadnock Bldg., San Francisco, 320 Story Bldg., Los Angeles 
Seattle and Denver 
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The mounting H. C. of L. will make more people 
turn their back yards into gardens this year 
than ever. That means tool sales for you— 
Gilson tool sales, for Gilson Guaranteed Tools 
are so handy that they sell on sight. 


11 Where Garage Doorway Space is Meagre 


and your customer wants doorway equip¬ 
ment that will operate his doors in tight 
quarters, easily, conveniently and at the 
same time provide a substantially handsome 
and permanently economical doorway for 
his garage, you can please him with 

Garage Door Hardware 

a unit of the famous R-W line 

Operates the door, or doors, inside the 
building, closely around the corner to an 
open position against the side wall. 

Adjustable hangers preclude sagging, doors 
operate easily and * 1 CornR*Wise * 1 hard¬ 
ware lends itself to an architecturally 
attractive and permanently satisfactory 
garage doorway. 


Write for Catalog HA-22 


Equipment and doorway arrangements clearly ^_ mm 
and fully shown in handsomely illustrated 
catalog of “Distinctive Garage Door Hard- 
ware,” also other interesting garage door \J%x\_ 
equipment. 


Write for descriptive literature and 
prices on our complete line, including 
the wonderful Gilson Triplex. 

J. E. Gilson Co. 

Port Washington, Wis. 


The Liberty Cultivator 


Illustrated in detail above, and in both wheel and hand 
models below, loosens the soil and destroys the weeds in 
one operation. Requires no downward pressure—is ad¬ 
justable from 4 to 10 inches in width, with center tooth 
removable for straddling row. Sells on sight. 
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Licenced under the 
General Electric Oo.’i 
Tungsten Lamp 
Patents. 





5 Advantages 

To the Dealer Who Sells Hygrade Lamps 

1. Freedom from contracts and agency agree¬ 
ments. 

Hygrade Lamps are sold outright at direct sale. 

2. Freedom to sell at his own price. 

There are no resale restrictions on Hygrade Lamps. 

3. A satisfactory profit on every sale. 

4. A larger volume of business. 

Because the Hygrade selling plan enables the dealer to 
go after business and get it. 

5. Sure repeat orders. 

Hygrade Lamps are not only made up to a very high 
standard, but they’re persistently kept up to that 
standard all the time. 

HYGRADE LAMP CO 


Gcncxal Office 
and Factory 


r Salem Mass 



Over All 


Right and Left Hand and Rigid 


THEBE HT7.BS 

No. 250 Capacity op to 3/16 in. Taps 
No. 251 “ “ 5/16 “ “ 

No. 1251 Same as 251 with long shank 

Yankee Tap Wrenches are especially adapted for 
work in close quarters and places oat of reach. 
The cross arm is easily drawn to one side and 
with the ratchet movement, holes are readily 
tapped in close corners. The No. 1251 is 13 
inches overall, giving a long reach into inaccessi¬ 
ble places, making it indispensable in Automobile 
work and work of similar character. 


No. 250 


Your Jobber W01 
Supply You 


NORTH BROS. MFG. CO. 

PHILADELPHIA, PA., U. S. A. 
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MR. DEALER 

Have yon placed your Sprayer order for 
1921 f We want your business, and your 
trade wants our Sprayers. 

There is no other line of Sprayers so simply 
made or that gives better satisfaction to 
Dealer or user than 

THE UTILITY LINE 



No. 40 Portable Outfit 

Write for 
Catalog and Price® 

ALBERT LEA SPRAYER CO. 

AXBBBT LEA, MINK. 


Never Were Safety Razors 
in Such Great Demand 

Pick up a newspaper 
or magazine and 
you'll find about ten 
advertisements of 
Safety Bazors to one 
of ordinary razors. 

Your own sales of ra¬ 
zors and extra blades 
will tell yon that the 
modern Safety Razor 
is here to stay. 

Are you taking full 
advantage of the situ¬ 
ation f Do you realize 
that men are not 
throwing dull blades 
away, but are taking 
them to stores that 
have installed the 

Hatfield sharpening Machine 

and having them sharpened over and over. 

All we Mk it that you give ue the opportunity to prove 
to yon that stores using Hatfield machines are makine 
from $40 to $80 per week according to location ana 
number of machines used. 

Write us for the facts. 

HYFIELD MFC. COMPANY 

21 Walker Street, New York Otty 




The SAVAGE 
Repeating* Shotgun 


Is Ready 
For Your Trade 


The Savage Repeating Shotgun—the gun 
you’ve been waiting for—the arm that com¬ 
pletes the Savage Line—is ready for you. 

There was a demand for a Shotgun which 
would combine in design and workmanship, in 
convenience and reliability, in safety and per¬ 
formance, the Savage Quality to which Shooters 
and Distributors have so long been accustomed. 

And there was only one way to make good— 
to produce a Shotgun that could honestly take 
its place with the Savage Line of Rifles and 
Pistols—a quality arm for a quality line. 

Do not fail to stock this Savage—the most 
up-to-date Shotgun on the market today. 

You will find that there is a big demand for 
this gun now. 

Write us for descriptive matter and illus¬ 
trated booklet on this new Model. 

POINTS ON THE NEW SAVAGE 
REPEATING SHOTGUN 


Positive top tang safety— 
when gun is not cocked, safe¬ 
ty cannot be applied, thus 
serving as an indicator that 
gun is not cocked. 

Oannot be tsken down with 
live shell in the barrel. 

Magasine tube and action 
bar may be locked when taken 
down by turning down the 
magasine lever. 


SPECIFICATIONS 

Model 1921 Savage Repeating Hammerleee Solid Br eac h f 
Solid top-elde election, take-down, etandard 12 gauge L 30 
Inch High Pressure Smokeleee Steel BarreL Pistol Grip, 
PoelUoe top tang, eafety, mooing parte enclosed, receiver 
channelled, and matted in line of eight, weight 7H pounds. 
Regularly famished In 30 Inch barreL full choke or with 26, 
28 md 32 Inch barrels, either modified choke or cylinder 
bore when specified . 

Savage Arms Corporation 

UTICA, MEW YORK 

Executive and Export Offices: 50 Church St., New York 
Owners mud Operators ef 

J. Stevens Arms Co., Chicopee Falls, Mass. 














Impossible to turn the mag- 
asine into locking position un¬ 
less the magazine tube is fully 
home, thus preventing loose¬ 
ness between barrel and re 
ceiver and insuring the proper 
sequence of takedown and as¬ 
sembling operations. 

Steel ferrules at both ends 
of action slide handle, giv¬ 
ing increased strength and 
rigidity. 
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Dependable Tools 


Dealers! You will find the Buf¬ 
falo Tools a profitable addition to 
your line. 

Buffalo Blacksmith Tools are de¬ 
pendable, accurate and serviceable— 
they represent the product of over 
forty years of experience. 



Our advertising department is at your service. We will be glad to furnish cuts or 
advertising literature and to help you at all times with your catalog or advertising copy. 

Write Dept. 37 for more information. 

/A| BUFFALO FORGE COMPANY 

rM BUFFALO, N. Y. 




SHELBY ST! HARDWARE 

WE ALSO MAKE 

Floor Hinges, 
y Jf Spring Bntta, Door 

Cheeks, Push and 
Pull Plates, Door 
( Holders, Push 

I .I(/Ol m iPol I Bara, Foot and 

\Xt2f ; / Chain Bolts, Door 

9 Bolts, Cupboard 

/ U Turns, Cupboard 

(HI I Catches, Card 

V M I Holders, Toilet 

, / Paper Holders, 

S fr?\\ Garage Door Hold- 

I 1 ers, Chest Han- 

* dies, Casement 

Adjustable Window Adjust* 

C. Jm Screen Door erB and Fasteners, 

H,nee Sash Locks, Sash 

Lifts, Mortise Locks and Latches, Basement Win¬ 
dow Sets, Wire, Coat and Hat Hooks, Ceiling 
Hooks, Hall Hooks, Screen Window Hangers, 
Door Braces, large iine of Screen Door Hinges 
and a number of items not mentioned. Ask for 
catalog today. 

The SHELBY SPRING HINGE CO. 

SHELBY, OHIO, U. 3. A. 

COAST REPRESENTATIVES 
POND HARDWARE OO., D. L. HERMAN, 
Los Angeles, Cal. Seattle, Wash. 


SNAPS 

FOR THE HARDWARE MAN 

FROM THB BB8T LINB MANUFACTURED 



TROJAN OPBN BYB SNAP 
Nos. 520 Bit, 521 Chain, 522 Traee 

S»U h AU JtUtr, 

COVERT MFG. CO. 

TROY, N. Y. 
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haJU TOOLS HAif' 


HARGRAVE 



Pin Punchces 
Solid Punches 
Prick Punches 
Cantor Punches 


THEY SATISFY 
THE MOST 
PARTICULAR 
MECHANIC 


Our new catalog 

•hews a complete line 
of these ant a hun¬ 
dred other “QUAL¬ 
ITY TOOLS." 




Cold Chisels 
Oape Chisels 
DU. Pt Chisels 
Rd. Nose Chisels 



YOUR JOBBER 
CAN SUPPLY 
YOU 

Tha Cincinnati 
Tool Co. 

"Montgomery Rd." 
CINCINNATI. OHIO 


A. C. RIDDBLL, Pacino Ooaet Representative 
Bnios BSdg.. Lot Angeles, Cal. Marvin Bide., San Francisco. Cal. 


HAY-BUDDEN Forged ANVILS 



YOUR JOBBER WILL SUPPLY YOU WITH 
THE OLD RELIABLE 

GENUINE 
Hay-Budden Anvil 

Hundreds of thousands in use and giving 
perfect satisfaction. 

A LOOSE FACE IMPOSSIBLE 

FULLY GUARANTEED 

WESTERN SALES REPRESENTATIVES 
Omer Cox, Postal Telegraph Bldg., Sau Francisco, Cal. 
Sands & Cox. San Fernando Building, Los Angeles, Cal. 
Strlmple & Cox, L. C. Smith Building, Seattle, Wash. 
Strimple A Cox, Corbett Building, Portland, Oregon 
Jones & Cox, Newhouse Building, Salt Lake City. Utah 
Taylor, Youngs & Cox, Temple Court Bldg., Denver, Colo. 




WM. H. OTTEM1LLER CO., York, Pa. 
Maiifactinrs of Cap aid Sat Screws, Screw Machioo Wert 

REPRESENTATIVES 

Omer Oox, Postal Telegraph Bldg., San Francisco, Oal. 

Sands A Cox. San Fernando Bldg., Los Angeles, Oal. 

Strimple A Cwx. L. C. Smith Bldg., Seattle, Wash. 

Jones A Oox, Newhouse Bldg., Salt Lake City, Utah. 

Taylor, Youngs A Oox, Temple Court Building, Denver Colorado 
Strimple A Cox, Corbett Bldg., Portland, Ore. 



With the- 

Prodsloi Key Machioo 

Anyone can eat a perfect 
duplicate of any Yale 
type key in lee* than 
one minute. Machine it 
automatic. No experi¬ 
ence or skill neoeeeary. 
Write for descriptive 
booklet today. 

miMU EAtfflE A TOOL Cl., tales Offtet 540 laslltsa A vests, Allsatsvs, Ps. 


SAND’S PLUMBS AND LEVELS 



Deserve your confidence because they are known and 
wanted throughout the building trades aad represe n t 
the easiest telling level stock on the market. 

YOUR JOBBBB CABBIES THEM 

I. SAND A SONS Detroit, Michigan 
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YOU ABE BIGHT Df 
BE COMMENDING 

“WORLD’S BEST" 

IV NAME AND FACT 

World’s Best 
Tubular Track 

Bam, Factory 
and 

Warehouse 
Door Hanger 


EXCLUSIVE FEATURES 
Frame it beet grade malleable iron. 

Wheel underneath track prerenta derailment. 

Wide bearing of the wheel distributes weight and 
makes it the Easiest Running Hanger on the market. 

Packed one pair in box complete with bolts; one* 
half dozen pairs in a case. 

Track has Slidable Bracket, which has made the 
World's Best Hangers so popular with the building 
trade. 

If your jobber can’t supply you, we wilt 

THE TOPPING MFG. CO. 

For 18 Yean Safety Door Hanger Co. 
ASHLAND, OHIO, U. S. A. 



'4 


1 
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“EASY EMPTYING” 

Grass Catchers 

“Favorably known the 
world over'' now made 
with 

Re - Inforced 
Noa - Slipping 


Durable 

Many exclusive 
patented fea¬ 
tures and strong 
selling points 
explained in 
Catalog No. 20. 

Write for it 


SOME OF OUR PACIFIC COAST JOBBERS 
California Hdwe. Oo. Baker, Hamilton A Pacific 

Union Hardware A Metal Co. 

Co. Honeyman Hdwe. Co. 

Hoffman Hdwe. Co. Jensen, King, Bird A Co. 

Harper A Reynolds Oo. The Schaw-Batcher Co. 

Failing-McCalman Co. Schwabacher Hdwe. Co. 

Marshall-Wells Hdwe. Co. Seattle Hardware Co. 

Holley-Mason Hdwe. Co. The Thomson-Diggt Co. 



Thompson “Junior” 
Revolving Sprinkler 



Dunham, Carrigan A Hayden Co. 

THE SPECIALTY MFC. C0„ St Pari, Minn^U.S.A. 


The “Dollar-Seller” 

The embodiment of simplicity has been the 
watch-word in the construction of this 
Sprinkler. For service and durability we 
recommend its use. 

We solicit your inquiries on the problems 
of sprinkling. 


Thompson Manufactoring Company 

East Eighth and Santa Fe Ave. 

LOS ANGELES 
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Goods Made biy 


F.D.Kggs Mjfl.Co.B e airice.Nebr. 


Brownie Ball-Bearing 
Roller Skates 


NORCROSS «»*«* 

CULTIVATORS 


Bridge-like extension truss, easily adjust¬ 
able from 6% to 11 inches. Built to 
support the heaviest adult skater. Anti¬ 
friction ball bearings carried in a double 
race—give twice the ease of motion—are 
self contained. Stock a few pair and 
increase your profits. A demonstration 
assures you a quick, easy sale. 


Write Dept 50 for details 
and prices. 


Growini in Demand 
Every Day 

Sell one to a customer—end 
you get his next door neigh* 
bor. 

Comes in (8) sixes, $• 
PRONG, 3-PRONG and MID¬ 
GET. suited to both Men and 
Women. 

The “NORCROSS*' is Dis¬ 
tinctively a “Quality" Lina. 

Handsome in appearand* 
and built to pira long Berrios 
and Satisfaction. w 

You’ll enjoy selling these 
beeause of tneir wonderful 
efficiency—and because yon 
can confidently recommend 
them. 

More than 300 Jobbers cany the £ 
_ NORCROSS" Line M 


Manufactured by 

C. S. NORCROSS & SONS 

Buahnell, yii- 
Distributed by 
LEADING HARDWARE 
JOBBERS 
EVERYWHERE 


gobbler sets 


STAB HEEL PLATES SHOE STANDS * LASTS 


FAST SELLERS 
MADE IN 7 SIZES 


LEADER 

The Right Kind for You to 
Handle 


T- 

THE ■ 

BEST H — 
MADE ■ 

I Empire 
^^^CuarantMd 


OUR 

PRICES 

ARE 

RIGHT, 

TOO 


WRITE FOR CATALOG No. 15 


STAB hxbt. PLATE 00. (Louis Sacks, Inc.), 367 Wilson Av®., Newark, N. J. 

Pacific Ooast Representative*—J. J. Wirtner. W. F. Building. Room 605. 2d and Mission Streets, San 
Francisco, Cal. Utah and Idaho—E. C. Coffin & Co., 503 Dooly Building, Salt Lake City, Utah 



THE PACKHAM 

Stove Pipe CrieperasdBeadar 

MADE BY 

THE PACKHAM CRIMPER CO. 

If Your Jobber Does Not 
Carry It, Write Ut 


“ANSON I A” NAIL CLIP 


Made by the mak¬ 
ers of the "Gem" 
Nall Clipper 
Twelve In a box or 
12 on a display 
card. 

Write 



H. C. COOK OO. - AN SON I A, CONNECTICUT 
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Keystone Boiler Handies 


“There’s a Reason Why This Business 
Increased 100 Per Cent in 1919.” 

Three Superior Qualities 

Durability—Efficiency—Cheapness 

Made of steel galvanized pipe. Saves 25% on Water 
Bills. Oovers 25% more surface with same water. No 
Rust—No Leaks—Solid Standards—securely attached. 
No bending or breaking. Hose connection BEST made. 

The Spray is distributed equally, covering every 
space and corner. 

Made in all Lengths, and to suit any pressure. 

Guaranteed for 10 years' service if properly cared for. 

Ask your Jobber or send direct to the Factory for 
onr descriptive folder. 

WILLS SPRINKLER CO. 


2110 FLORENCE AVE. 


LOS ANGELES 
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No. 1, Regular size for oval boilers. 

No. 2, Regular size for square boilers. 

No. 40, A new style made to hook over the edge 
of sinks, ete. 

The illustration represents the No. 40 handle. The 
sides are heavy stamped steel, nicely trimmed. 
Send for samples. 

BERGER BROS. CO. 

Office, 229-231 Arch Street 
Store, 237 Arch Street 

Warerooms and Factory, 110-114 Broad Street 

PHILADELPHIA 


Slaymaker Padlock 

FOR AUTOMOBILE TIRE CARRIERS 

/0x$\ The Universal Tire 

Carrier Lock 

j \ ^ Adapted for use 

on ALL cars. The 
[ only lock that will 

completely protect 
tires on the new 
tire:carrier on the 
1 Buick, Overland, 

-Oakland, Chevro- 

l V VJ let, Dort, Nash, 

No. 1008 Haynes, Ford, etc. 

Size across case 1% inches. 

Inside measurement of shackle is % of an 
inch. Adjustable to 1 ^ inches, insuring a perfect 
fit of the lock on the tire-carrier. Diameter of 
shackle is % of an inch. 

Case—Heavy, cast brass, polished. 

Shackle —Formed nickeled steel rod. 

Spring lever tumblers. In many key changes. 
Two corrugated, nickeled steel keys with each 
lock. Packed, each lock in an individual box. 
One dozen in a container. 

Made only by 

SLAYMAKER LOCK COMPANY 

Lancaster, Pa., U. S. A. 

A O. RIDDELL, Western Sales Manager 
Higgins Bldg., Lob Angelas 



























Works Clean 
Fast, and 
Saves Money 


Large surfaces £f 

are easily and F/g 

quickly kept 
smooth and 
even by the 

Stearns 
Floor Scraper 

Wheel tracks, wavy effects, ruts, gouges disappear when 
this sturdy and economical machine becomes the “boss 
of the floor.'* It gets into the nooks and crannies, close 
to the wall. Rubber tires, movable handle. Double- 
edged, high grade, carbon-tempered steel scraper knife— 
a sharp edge always. Fine floors, profit and greatest 
satisfaction come from the use of the Stearns Floor 
Scraper. 

E. C. STEARNS & COMPANY 

156 Oneida Street Syracuse, New York 
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ONLY 


DOUBLE AOTING 
SPRING BUTT HINGES 

have the weight 
supportin g 
bearings cor- 
rectly located to 
liberate the 
action of the 
springs, reduc¬ 
ing breakage 
and increasing 
spring power, 
preventing une- 

S ual wear of 
le barrels, and 
giving practi¬ 
cally unlimited 
durability. 

Bommer Floor Surface Spring Hinge 

Has Release and Holdback Feature*, Ban 
Bearing and Alignment Devioa 

The most durable hinge of Its type; holds the 
door open when swung to 90 degrees. The spring- 
action can be entirely released so door will swing 
m free, without spring-action, by inserting a 
■ wire nail (when the door is open) into a 
B hole provided in the side plates. The 
■ spring - ac- 

m _H, »» tlon can be 

restored by 

■ BhI Hf, B HUll withdrawing 

the nail. 

BOMMER SPRIM6 HIKE COMPART, Mfrs. - Iratty*. I.T. 



OIKOUJLAB 

CROSSCUT 

BAND 


OHLEN- BISHOP 

££ CAWC com 

rD U/T V V J butc 


HAND 

CO MPASS 

BUTCHER 


TOOLS AND TROWELS 

—Made by— 

THE OHLEN-BISHOP CO. 

The Master 8aw Makers 

Lawrenceburg, Ind. Columbus, Ohio, U. 8. A. 

Western Trade Supplied Thru Branches at 
San Francisco, Cal. Portland, Ore. 


No. m 


No. 698 
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No. 

1170 


THE BMINERD MFC. C0„ East atckartar, N.V, V.S.R. 


SAMSON SPOT SASH CORD 


Extra quality, guaranteed free from all imperfection!. 
Can be distinguished at a glance by the Colored Spots. 
Specified by architect! and builders everywhere. 

We manufacture braided cord in all sixes and colors, for 
all purposes. Carried by all jobbers. 

Baih Cord Shade Cord 

Clothes Lines Masons’ Lines 

Solid Braided Rope Chalk Lines 

Send for catalogue and samples 

tA—»OW CORDAQK WORKS - Bostea^Mass. 

JOHN T. BOWNTREB, INC, Bap. 

San Frandaeo, Lot Angeles. Beattie, 

Denver, Salt Laka City 


“STAR” Expansion Bolts 

ALtL THE NAME IMPLIES 

Also: Sobco Screw Anchors 
Sebco Toggle Bolts 
Sobco Concrete Inserts 
Sebco Star Drills 
Sobco Cold Chisels 
Sebco Cable Clamps 

STAR EXPANSION BOLT CO. 

Tra*> “SIBCO" Mark 

STOCKS AT 

147 Ceder St rest 120 Wert Lake Street 

New York Chiee<o 
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The World’s Standards 

“SPECIAL” and “No. 1” Sawwtg for 
hand saws not over 16 gauge. 

No. 3 Sawset for Cross-cut and Circular 
saws 14-20 gauge. 

No. 4 Sawset for “Champion,” “M” and 
double toothed saws 14 to 20 gauge. 

No. 5 Sawset for timber and board saws 
6 to 14 gauge. 

Nail Puller—the longest lived and easiest 
operated made. 

Bench Stops, Hand Punches, Lead Seal 
Presses, Box Openers and Liquid 
Soap Dispensers 

CHAS. MORRILL 

104 Lafayette Sfc, New York, N. Y. 


SAGER CHEMICAL 
PROCESS AXES 


AND 


BULL DOG 
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The Bridgeport Hardware Mfg. Corp. 

BRIDGEPORT, CONN. 

Ferged Steel Automobile Teels 

VALVE LIFTBR8 Natural Forga Finish 


No. 1—•FaT-Oh-Rite, 13 inch. List, dozen.$34.00 

TIBS TOOL Bright Finish 


No. 350—Thor, %x%xl6. List, dosen.$4.00 

COMBINATION SIDE OUT PLXBB 
Hardened and Tempered Jaws 


No. 118 Black, List, dos_$14.50 

No. 683 Pol'd, List, dos_ 18.00 


BIO BULLY DRIVES 


Blade through the handle. 


No. 800 Oct'f Blade 7-16x8. List, dosen....... .$9.00 

Order Through Your Jobber 


LANE’S STANDARD 

PARLOR DOOR HANGERS 



O. W. Oause Oo., Ante. 
Ban Francisco, OaL 


J. 0. McCarty A Oo., Agta. 
New York City 


Are most extensively used to¬ 
day—because they have no 
superior, and the same 
quality today that originally 
commended them for the best 
work. Our catalog shows full 
line of Barn Door Hangers 
also. 

LANE BROS. GO. 

Elver Street, - - Poughkeepsie, N. Y. 
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It Payi to Bog Good Tools 



Vaughan’s Patented Ratchet Brace No. 222 

These Braces embody radical improve¬ 
ments over ordinary braces. The patented 
key construction of the socket frame is 
a positive remedy for the chuck working 
loose. Vanadium Shipersteel milled jaws 
hold all bits up to %-mch. 

Nickel-plated—walnut handle—ball bear¬ 
ing. Pour numbers, 8 to 14 inch sweeps. 
Your jobber will quote, or write for full 
catalogue. 

VAUGHAN & BUSHNELL MFG. GO. 


For Oror 50 Tears Makers of Fine Tools 


2114-2138 Carroll Avb. 


Chicago 


K “PRODUCTS THAT 
GIVE SATISFACTION” 

THE SLOTS ON OUR 
SCREWS AND BOLTS 
ARE CLEAN. UNIFORM 
AND FREE FROM 
BURRS 


WOOD 


TTT 


OTHER PRODUCTS 


SCREWS 


ft Pay* to Sell Good Tools 


MACHINE SCREWS 
CAP AND SET SCREWS 
BOLTS, NUTS, RIVETS, BURRS 

SPECIALTIES 


Reed & Prince Mfg. 
Company 

WORCESTER. MASS.. U. S. A. 


Specify Reddick Wire Goods 

Built up to a standard for over 40 Tears, Reddick 
Wire products—braes lacquered and rust proof— 
are favorites with your trade. 

Reddick ' ’Folding Braes" Doll Beda and Oradlee 
are year 'round toy sales. Roddick Mole Traps, 


Flesh Forks have a4iuyer appeal. 


Order now from yoi 
or direct. 


nr Jobber 


MICHIGAN WIRE GOODS CO. 

302 Second St., Niles, Mich. 


The Only Wrought Iron Anvil Manufac¬ 
tured in the United States 




The body is made of wrougut iron, the faee of 
highest grade crucible east steel. 

The COLUMBUS ANVIL & FORGING 00. 

Columbus, Ohio 


“ THE 
“CANNON 
OILER” 


THE OIL 
ANYWHERE 


Genuine 
Cannon Pump 
Oilers 

Force the oil 
anywhere re¬ 
gardless of po¬ 
sition of can. 

1 pt., 1% pt., 

1 qt. 

Write for 
Catalog. 


OILER CO. 

Keithsbnrg, HI. 


First Aid to Industry 



STERLING 


No tool is mare necessary 
than a grindstone. When a 
stone Is too hard it will rain 
tools, when too soft it will 
quickly wear out. 

Folks are quick to recognise 
the superiority of "CLEVE¬ 
LAND GRINDSTONES." They 
have a sharper grit than many 
stones and better wearing qual¬ 
ities. 

THE CLEVELAND 
STONE CO. 
Cleveland, Ohio 
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ICO10/ODE 

Ms : M 


ft*'* 


HERCULES COLD SODER 

THE METAL MENDER 


gMoline tank*, into radiators or cylinder*. Fisda 
alar sale. National advertising is intonoifying des 
Ask jour jobber. Write for booklet. 

HERCULES PRODUCTS CO. 

Dept. A COUNCIL BLUFF*, IA. 

NOWMAN COWAN 00„ Paoifie Ooast RapraMuftstftvas 
445 Rialto Bldg., San Franeisoo, Calif. 
AMERICAN MERCANTILE CO., 510 Battery Street, 
San Francisco, Oalif., Export Representatives 


AMERICAN SEAL 

PAINTS and CEMENTS 

“MAKE GOOD” 

WITH YOU AND YOUB CUSTOMERS 

STAND FOB 

QUALITY and DURABILITY 


vents inac¬ 
curacy in 
counting 
postage re- 
quired by 
new war 
Revenue Bill 

Made only 
in 20 - pound 
capacity. 

Furnished in black enamel finish, glass front, 
steel top. 

Same style, tile top. 

Blue enamel finish, glass front, tile top. 

insist on the Trlaer. Tour jobber oam supply 
you. 

TRINES SCALE & MFC. CO 

West Ywemtr-Vtrst Str ee t Ohleago, TITlmois 

W. F. HORN ft 00. 

Pacific Ooast Representatives 
El site Building, San Francisco, OaL 
Loo Angelas, CsL Portland, Ora. Seattls, Wash. 


WHITE US FOB DEALER’S PROPOSITION 

MANUFACTURED BY 

The Wm. Connors Paint Mfg. Co. 

1852 TBOY, N. Y. 1921 


TRINER “LIBERTY” 


PARCEL POST SCALE 


With indica¬ 
tor showing 
amo u n t or 
post age in 
the regular 
stamps and 
addi tional 
amount r e- 
q u 1 r e d In 
war stamps. 

Saves work 


Milbradt Ladders 


Will pay for them¬ 
selves in a short time 
by enabling you to 
wait on more trade, 
save the wear and 
tear on your fixtures 
and goods, as well as 
bring the appear¬ 
ance of your store up 
to date. 


Write for catalogue 
showing a large num¬ 
ber of styles suitable 
for all kinds of shelv¬ 
ing. 


MILBRADT MFG. CO. 


2415 No. Tenth St. 


St Louis, Mo. 


Digitized by LjOOQle 













HARDWARE WORLD 


75 




Digitized by 


Googl( 


Catches Flies 
Where 
Others Fall 


DO IT TODAY 

MAIL US YOUR 
IMPORT ORDER 

For 


AVIS 

SANITARY 
FLY TRAPS 

This is the trap you’ll want to stock if 
you get the most out of your fly trap 
business. 

MANUFACTURED BY 

Avis Hardware Co* 

Pomona, California 


Distributors 


M. toller 

* Oo., 

Portland, Or. 
Seattle, Wn. 
Spokane, Wn. 

The Colorado 
Utah Hdw. 
Co. 

Orand Junc¬ 
tion, Colo. 

American 
Hdw. ft Sup¬ 
ply Go„ 
Pittsburgh, 
Pa. 

Eph Fe1« 
Orand Central 
Palace 
New York 
City, N. Y. 

Preacott ft Co. 
Boston, Maaa. 

H. E. Heasier 
Co. 

Syracuse, N.Y. 


J. F. bvpe 
Company 
Manitowoc, 

Win. 


M0flRAY;St5sT 

YOST GEARLESS MOTOR 
WASHERS 

are the Ideal Family Christmas 
Presents. They make Happy 
Homes. 

This is an ideal time to make 
a drive on Practical Holiday 
Purchases. Alertness to this 
opportunity means Increased 
Profits for Active Dealers. 

We wish you a most satisfac¬ 
tory Holiday Trade, a Merry 
Christmas and a more Prosper¬ 
ous New Year. 

The Tost Geirltss Motor Company 

Springfield, Ohio 


C-B-CO.” Bottle Capper 


COMPLETE IN ITSELF 


Light 

Compact \ \ 

Durable 

Nickeled Steel \ 
Easy to Operate V 


Prompt ship¬ 
ment. Good 
profits. Quick 
turnover. 


j Double Levera 
Automatic Plunger 
Releases Bottle 
and Perfecta 
Double Seal 


Write 

Prices. 


No Adjustmentsf No Stands! No Blocks! 

No Grasping Bottle with the Hand! 

No Set Screws! No Keys! No Springs! 

Just cap the bottles as they standi 

"CATS THEM ALL” 


COMSTOCK-BOLTON COMPANY 

Manufacturers Household Specialties 
1926 B. 16th St. Kansas City, Mb. 








76 


HARDWARE WORLD 


Clover Leaf Manila Rope t£l 


The same careful attention is always given to the 
production of this staple commodity. 

Rope, or any other manufactured article is judged, 
like people, by service rendered. 


Trad* Mart 


It is always a pleasure to advertise good goods, be¬ 
cause when people are never deceived, the next ad. 


* 

Trad* Mark 


cause wnen people are never deceived, tn 
attracts thoughtful attention. 

No better Pure Manila Rope made than 

CLOVER LEAF 

Maanfactor*! by 


The Portland Cordage Company 

Portland, Oregon-Seattle, Washington 


GARDEN HOSE 



WRITS FOB CATALOG01 AND PRICES 


Goodyear Rubber Company 

B. H. PEA8E, Prert. J. A. SHEPPARD, ViM-Prwt. H. R. PEASE, JR., Trea*. C. F. BUNYON, Beej. 
639 Miaalon Street Noe. 61, 63, 66, 87 Fourth St * Mm It 

BAIT FRANCISCO, CAL. PORTLAND, OREGON 

GOODS SOLD TO THE TRADE ONLY 
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Makes Stoves Look Like New 

KILLS RUST; PREVENTS RUST¬ 
ING; CLEANS AND POLISHES. 
Writ© for Wholesale Prices 
SUPERIOR LABORATORIES 
General Offices, Dept. 26 
Grand Rapids, Mich. 
GENERAL SALES CORPORATION 
Pacific Coast Representatives 
718 Mission St., 737 Terminal St., 
San Francisco Los Angeles 

Seattle, Wash. 


H. Roth & Sons 
Company 


SPECIALTY 

HARDWARE 

JOBBERS 


942-44-46 Mission Street 
San Francisco 
California 


We carry factory brands only under factory 
labels and numbers 

WHOLESALE ONLY 


BEAR BRAND 

Garden Valves 



ABE HADE OF 

RED METAL, PERFECTLY MACHINED 
PROPERLY PACKED 
REMOVABLE HANDLE 
SMOOTH SEATS 

Valves that will stand the hardest usage 


OBDEB 

BEAR BRAND 

GARDEN VALVES 
FROM YOUR JOBBER 
MADE ON THE PACIFIC COAST 


Standard Brass Casting Co. 

Main Office end Factor*, Oakland* Giilf. 

Salea Office, 828 Monadnock Bldg., Ban Frandaeo 

11 W. WUEBTHOFF, Sales Manager 


Digitized by Google 





































































78 


HARDWARE WORLD 


Hardware Specialists 

IN ALL THAT THE TERM 
IMPLIES 

We solicit your patronage and assure you of 
two things which will assist you in developing your 
business—SERVICE, Equal to the Best, and DE¬ 
PENDABLE QUALITY MERCHANDISE 

EVERYTHING IN HARDWARE 


Salt Laics City, 
Utah 


The5sall Lake 
ft* cHardw 


cHardware Co. 


Pocatello, 


A Word About 

STOVE REPAIRS 

Established over 20 years in this section has enabled us to carry 
a stock of STOVE REPAIRS unequaled in this great 
Northwest. 

We have gone beyond this— 

Our ever increasing demand for STOVE REPAIRS has made 
it necessary for us to build and operate an adequate manu¬ 
facturing plant, resulting in SUPERIOR CASTINGS, IN¬ 
CREASED EFFICIENCY and BETTER SERVICE. 

We solicit orders thru Dealers and cater to the Jobbing Trade. 

Spokane Stove & Furnace Repair Works 


Max Ruben* 


Incorporated 

M. M. Ruben* 

SPOKANE, WASHINGTON 


J. L Rubens 
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All That the Best 
Should Be 

That’s Our Story in a Nut Shell 

General Hardware 
Tools 

Automobile Equipment 
House Furnishings 
•Sporting Goods 
Cutlery 
Phonographs 
Phonograph Records 

Posh Quality lines for Quality results—merchma- 
diss of guaranteed merit, from a house famous 
for its service. 



WHOLESALERS — JOBBERS 

StreveU- Paterson Hardware Go. 

SALT LAKE CITY 

A. M. HOLTER 

Hardware Company 

Helena, Montana 

Establish* 1867 

WHOLESALE 

Shelf and Heavy Hardware 
Blacksmith Supplies 
Sporting Goods 
Automobile Accessories 


HONEYMAN 
Hardware Company 

Fourth at Alder Park at Glisan 

Garden Tools 

Rakes, Hoes, Spades, Sprayers, 
Tree Pruners, Pruning Shears, 
Garden Barrows 


REACH 

BASE BALL SUPPLIES 

FINE FISHING TACKLE 
GUNS AND AMMUNITION 


HOLTER 

Hardware Company 

Spokane, Wash. 

F 

WHOLESALE 

p 

Auto Accessories 

Monarch Ranges Rawlings Sporting 
Peninsular Stoves, Goods 

S" 1 * 68 “ d Acme Paints 

Furnaces _ , • 

Plymouth Rope Schuttler Wagons 

Sargent Hardware Mi l l , Minin g and 

Automatic Washers Logging Supplies 

F 

Prompt, Courteous Service 
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YAKIMA 

Hardware Company 

YAKIMA, WASH. 

Jobbers of Standard Lines of Hardware 

Wholesale 


BUILDERS’ HARDWARE, ROOFING, 
STOVES, TIN AND ENAMELED WARE, 
IRON, STEEL, PIPE AND FITTINGS, 
BLACKSMITH AND WOOL GROWERS’ 
SUPPLIES, HOP AND FRUIT GROW¬ 
ERS’ SUPPLIES, SPORTING GOODS 
AND CUTLERY, AUTOMOTIVE 
EQUIPMENT 


Ortas fined 
nine toy 
as received 



Prompt 

Courteous 

Berries 


HARDWARE 


Time Saving Freight Saving 
Buy in the West 


MANUFACTURERS OF 

Builders’ Hard- Brass Castings 


Lavatory Hard¬ 
ware 

Ship Hardware 

Kick and Push 
Plates 

Door Guards 


Oast Brass Vent 
Plates 

Uaflinp and 

Fittings 

Special Brass 
Work 

Floor Casings 


Brass, Nickel and Brass Tubing 


Silver Plating 


and Bars 


*8? U 



WESTERN BRASS MFG. CO. 

217-219 TSbama Street 

SAN FRANCISCO ... CALIFORNIA 


WASHINGTON 

Hardware and Implement Underwriters 


SPOKANE, WASHINGTON 

IS CONDUCTED BY HARDWARE AND IMPLEMENT 
DEALERS FOR THEIR SOLE BENEFIT 
AND PROTECTION 

INSURES Stocks of Merchandise, Store and Warehouse Build¬ 
ings, Dwellings and Household Goods for Hardware 
and Implement Dealers. 

SAVINGS FOR 1920 

SOfo OF PREMIUMS 

This is for yon if s member of your State Hardware or Implement Association. 


An inquiry addressed to 


E. E. LUCAS, Secretary 

will bring full particulars by return 
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2 - in-1 Washing Machine 

Electric or Power—A Machine That Sells and Stays Sold 

Washes : Rinses : Wrings 

All three with the same power and 
mechanism. 

Has less parts than any other washer—r 
no exposed gears or belts. All work¬ 
ing parts enclosed. 

No dangerous rocker arms. 

No machinery on top or down the sides. 

Only two gears under the machine. 

A push button controls all mechanism 
from any position. 

Machine and wringer can be operated by hand. 

Wringer swings entire circle and can be used 
in four different positions. Gan be lifted 
off or swung around when rolls are running, 
without removing nuts or screws. 

Machines are finely finished and the price is 
right. 

We want a good live agency In every town. 

PACIFIC PUMP & SUPPLY CO., 851-853 Folsom Street, San Francisco 
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Favorite Stoves and Ranges 

BEST IN THE WORLD 

BUILT IN THE MOST COMPLETE AND 
SCIENTIFICALLY CONSTRUCTED 
FOUNDRY IN THE WORLD 


s 


V - 

- f./- 



A big line to choose from, 
consisting of pearl gray 
and royal bine poroalafci. 
Gas, coal and gas combi¬ 
nations. 


Also regular line of Gas Ranges, with Porcelain Lined 
Ovens; full line of Coal and Wood Ranges in all finishes. 

This line should appeal to live dealers who are looking for 
a line that is right up-to-the-minute in modem construc¬ 
tion and finish. 

EXCLUSIVE AGENTS 

MANGRUM & OTTER, Inc. 

827-831 Marion St, San Frandaoo 


ATLAS 

10 Cent 
Fly Swatter 

This swatter has an 
extra long handle —10 
inches. It is very neatly 
and securely bound with 
soft green felt — cannot 
mar the finest furniture. 
Especially adapted for 
parlor or drawing room 
use. We have made it 
extra strong and flexible 
—will outlast any now 
on the market. 

Our 5 cent swatter is 
the best ever sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
insertion of your ad. if 
you desire. 

Now 1 s the time to 
place stock orders. We’ll 
gladly quote prices and 
terms. 

Atlas Mfg. Co. 

BTEW HAVES, OONir 

HU OSS ON fc KENTON 

Pacific Coast Agents 
San Francisco, Los Angeles 




lilliil 


The 

Schaw-Batcher Co. 


SACRAMENTO, CAL 


WHOLESALE 

HARDWARE 

Pipe and Fittings Sargent & Co. 
Canton Steel Baiders' Hardnan 
Ananwntion MMaadMad* 
Sporting Goods Snppfies 
Blacksmith ftfpBm 
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The New Haven Brownie 

TELLS THE TIME DAT AND NIGHT 


Spark Range 

Burns Coal, Wood or Gas, 
Separately or Together 

Has three independent ovens—operat- 
able singly or together—at different 
temperatures. 

This compact, ultra-serviceable Spark 
Range is only 38 inches wide, 26 inches 
deep—made of rust-resisting steel. Nickel, 
glass and enamel trimmings. Oven ther¬ 
mometer. Has two overhead gas ovens. 

One will hold 18-lb. turkey, the other 
(closed) broils or boils. No fumes in the 
house—only takes room of two kitchen 
chairs. 

A Range that sells itself because of at¬ 
tractive appearance and unique utility 
features. Guaranteed for five years. 


FUIJj RADIUM WHITE DIAZ. 

ONE DAT INTERMITTENT ALARM 

Height, 4 inches. Dial 2% inches. 

Alarm rings for 5 minutes, intermittently in 20-aecomd 
intervals. Has silent switch. Case, seamless brass, 
heavily niekel plated. A compact, strongly made, at* 
tractive little clock. 

MORGAN & ALLEN CO. 

160 Post Street, Baa Fran deco, California 


If your locality is not represented 
write for the Exclusive Agency for 
this Spark Range—Th© Stove 
of the Future. 


In a Daylight Plant—the finest stone plant in the west 

Portland Seattle Los Angeles 

B. L. Markee F. L. Green Co. D. D. Adams 
624 Tillamook St. 42 Pike Street 332 South Spring 


Mr. Jobber 


Do Not Buy Oil Heaters 


1921 


Until you have 
received quota¬ 
tion from 


A. T. LLOYD 


Miller 

Heaters 


(Price 

L0W< Oil Con- 
( sumption 

+ 

___ l Quality 
fflGI1 \ Efficiency 


YOUB SAMPLE IS BEADY. May We Send It? 


EDWARD MILLER & CO. 

Manadnock Bldg., San Francisco 

A. T. LLOYD, Pacific Coast Sales Representative 


SATISFACTION 


Big Profits 


for Dealers who sell this 
3 - Service 
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Hay Carriers, Forks and Fixtures 

Place Tour Orders Now for Spring Delivery 


No*. 170 and 176 


Not. 170 and 176 

Extra heavy, open throat, swivel reversible. To 
ran on Ney's doable ai^le steel track. Malleable 
iron throughout, aluminum finish, gravity lock, 
hoisting block locks automatically; sheaves 7 in. 
diameter and revolve on large turned steel roller 
bearings. 


GENUINE 
JACKSON FORKS 


Manufactured by Byron Jackson Iron Works. 
Tines of best quality spring steel, drop forged 
latches, wood parts of clear hickoiy, bolted and 
riveted together. Bail is extra strong with drop 
forged eye. 


Our General Catalog No. 66, Pages 326 to 330, illustrates and describes 

a Complete lone of These Goods 

Wholesale Distributors 

DUNHAM, CARRIGAN & HAYDEN CO. 

SAN FRANCISCO, CALIFORNIA, U. S. A. 
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THE NAME BEHIND THE TIRE 


W HEN you ride on G & J a 
Tires, you roll on miles of EM 
road without delay or mishap. ^ 

“The Name Behind the Tii*e” 
is the power behind the throne 
that says G & J Tires give service 
plus service. And the makers 
put quality material and work¬ 
manship into the making to 
deliver that service. 

G & J Tires are springy and 
spunky. They blot out bumps. 

As you drive along you have 
confidence in “The Name Be¬ 
hind the Tire,” satisfaction in 
the banishment of tire trouble. 

G & J Tires pull your cost per 
mile right down to rock-bottom. 

The G & J Cord Tire is a prod¬ 
uct of the highest development 
in tire-making skill. Other G & J 
Tires are the famous “G” Tread 
and the G& J “Stalwart.” 

Prices Guaranteed to May, 1921 

A Few Territories Open for Agency Appointment 


Baker, Hamilton & Pacific Co 

SAN FRANCISCO 
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You Owe It to Yourself 


to investigate Priscilla Ware and yon must SEE the line in order to appreciate 
its real value to YOU as a merchandising proposition. 

Yon can buy this high grade line of aluminum ware at prices that will make 
the line highly profitable to you. 


leysft Aluminum On. 

KEWAUNEE, WISCONSIN 

Western Bepreeent&tfres, H. J. OTJTE A CO., 150 Post Street, San Francisco, Oal. 




THERE ARE MANY REASONS 

Far the Costmad asd hcraasad Growth of Ow Trade 


If jaa an an aff 

wr cart — n ym 
kmmtkm. 


BVBRYTHINO IN HAROWARB, IRON, PIPE AND HOU8B- 

HOLD UTBNSILS, 8PORTING GOODS AND CUTLBRY 


THE THOMSON-DIGGS COMPANY, SACRAMENTO, CAL. 


If yaa an aat aaa 
*a mat tha appar* 
twaty aff shawiag 
ym my it an 

to yo m fc rtgr ot to 
SMdmymrofton 
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Cupola Burner Oil Stove 


Short Chimney Oil Stove 


WRITE FOR CATALOG NO. 128 


We now have a Large Stock and Assortment 

of Oil Stoves 

SEND YOUR ORDERS TO 

QUICK MEAL STOVE CO., DIV. 

OF AMERICAN STOVE COMPANY 

C. H. SCHIECK 

We also carry a large Pacific Coast Agent We also carry a large 

1,116 of 715 Indiana St, near 19th St., 1,06 of 

CO All RANGES San Francisco, CaL GAS RANGES 


We also carry a large 
line of 

GAS RANGES 


rrs “SOME GUN” 

OUT SELLS 
OUT SHOOTS 
OUTLASTS 

All Other* 

Stock this National Adver¬ 
tised Gun today. Sales com¬ 
pelling placard on request. 

WRITB 

BENJAMIN AIR RIFLE MFCL CO. 

611 N. Broadway 

ST. LOUIS MISSOURI 


“THE BENJAMIN” -- 

A REAL AIR RIFLE 

This is the air rifle which is so much in demand by boys 
and men. It has the power, accuracy and reliability which 
makes an air rifle popular for target practice and small 
game hunting. 

SALES PROFITS SATISFACTION 

Order a temple ran today and give It a “tryout.” Ita shooting «aaH«laa will 
surprise yon. If not satisfactory in every way retain at oar expenae. 

Paelfio Ooast Representatives: McDonald h Linforth, OaU Bldg., Sea Francisco 


1880 


FORTY YEARS 

EXCLUSIVE AGENTS TO THE WESTERN TRADE 


1920 


ARROW 


BRAND 


CUTLERY 


ADOLPH BLAICH, Inc. 

Wholesale Only 


693 Mission Street, San Francisco, Cal. 

Samples and Prices on Request 
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A Peters G. A. H. 


Om of file most notable features of tbe Grand imerloan Handicap was the great number of shooters using 


The ® Brand 


and the number of events won or tied with these shells made it look like a Peters week 

© Brand Plums include the following: 

PRELIMINARY HANDICAP 

H. K % MITTON, of Colorado, won this event from 10 yards. He dropped his first 
bird and then went 90 straight and 25 straight in the shoot-off. 

JUNIOR CHAMPIONSHIP 

TEDDT BEEM, JB., of Illinois, made the old timers open their eyes by breaking 
48 z 50 and 23 x 25 in shoot-off, winning the Championship. 

THE AMERICAN AMATEUR CHAMPIONSHIP AT SINGLE TARGETS 

OSCAR HANSON, of Nebraska, broke 197 x 200, tying for the Championship. 

THE AMERICAN PROFESSIONAL CHAMPIONSHIP 

* 1 POP ' 9 HEIKES, the Daddy of them all, kept up his old time G. A. H. paee and 
broke 105 x 200 from 18 yards, tying in this race. 

THE GRAND AMERICAN HANDICAP 

Shooting from 23 yards Woolfolk Henderson smashed 97 x 100 in the big event. 
CLASSIFICATION TROPHIES 

Class B. R. C. MILLER won with 99 x 100. Class D. H. F. BOPP (tie) score 97 x 100. 

Stock Peters Shells this FalL They’ll bag the game as they have broken the clay birds. 

The Peters Cartridge Company - - Cincinnati, Ohio 

BRANCHES: NBW YORK—8AH FRAHOI8CO 
PACIFIC COAST BRANCH—585-87 HOWARD STREET, SAN FRANCISCO 
MAR8HALL-WELL8 COMPANY, Portland-Spokane-Duluth-Winnipeg-Edmonton 
HIBBARD, SPENCER, BARTLETT A OO., Chicago, Ill. SLOSS * BRITTAIN, Ine., San Frsneisoe 


FOR OVER FIFTY YEARS THE NAME E. A BERG HAS STOOD FOR 

Highest Quality on Tools and Razors 

We are the Western States Representatives for this HIGH GRADE LINE. We can now 
make prompt shipment of Pliers, Plane Irons, Chisels and Razors. 

We are also sole American Representatives for the famous (KRON SAGER) SWEDISH HACK SAW 
BLADES, the HIGHEST QUALITY BLADES MADE, AT PRICES NO 
HIGHER THAN ORDINARY BLADES. 


BENSON IMPORTING CO. 


Write for Price* 

620 South Hill Street, Los Angeles, California 


The BIG FOUR Strapper 


For Gillette Blades 



Manufactured by . 

The Novelty Strapper Co. 

New York 

For Bale by your Jobber 

Beet for customers 
Best for your profits 

Western Sales ReeeseoUttvs 
W.H. WILBURN 
608 Williams Building 
San Frsne&seo 


Dealers, Attention! 

JOB WELSH 
Genuine Leaders 

Knotless, strong, in- 
▼isible, can be had 
from your jobbers in 
Fishing Tackle. 

Good in Fresh or 
Salt water—a sice for 
ererj fish. Send for 
sample cards of the 
6 sizes free on appli¬ 
cation. 



fJOE WELSHES 

LEADER 

V GET'S ***& . 

\ THE FISH 

\Jw>N 7 BPEAR-5 


JOE WELSH 

PASADENA - OAUFOBNIA 

ExolnalTa Agent U. S. Mid 
Canada 
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A Reputation Built 
on Quality 

Clark Jewel Oil Stoves are famous because 
they are good looking and good working stoves. 

They are constructed of the best material— 
made by workmen long experienced in the manu¬ 
facturing of stoves of high quality. 

The High Speed Burners on Clark Jewel Oil 
Stoves give an even, clean heat, with low fuel 
consumption. 

Clark Jewel Oil Stoves are high quality stoves 
throughout. We are prepared to demonstrate 
this beyond question. 

Write for your copy of No. 112 Catalog today. 
Just off the press. 




,t j rnrh 


H 


■ 


GEORGE M. CLARK & COMPANY 

Division American Stove Company 
CHICAGO 


YOUR CUSTOMERS WANT THE BOOMER 

IT YOU ONLY SHOW XT TO THEM 

BOOMER CANNON 


Cannon Stove made. 


nee. Suitable for Factories Store or School Booms. It is the strongest and most 
jve made. Constructed so that a sheet iron drum may be attached, and thus increase 
the heating capacity. 

Made in six sizes— 1 2 3 4 5 6 

Diameter of Fire Pots 1S%" 1 6" 18" 20" 22" 24%" 

Weights 182 240 300 385 525 575 

OUB LOW PRICES WILL SURPRISE YOU—Write for them. 


THE • HESS -SNYDER CO., Manufacturers 

Trade Mark 41 Boomer” Regis 


Boomer” Registered—No. 58228 


MASSILLON, OHIO 


POCKET KNIVES 
BUTCHER KNIVES 
PARING KNIVES 
RAZORS 
RAZOR STROPS 





SHEARS 
SCISSORS 
MANICURE GOODS 
FLASHLIGHTS 
FISHING TACKLE 


California Stock Pattern 

We specialize in Stock and Ranch Knives for the Western trade. 

WESTERN STATES CUTLERY St MFC. 00. 

Write for SampUs and Prices Mfgrs. of Cutlery and Cutlery Products BOULDER, COLO. 
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This is the NATIONAL 
COOKER 

which Interests Every Housewife 


^==== =±^ === ::= ^ The wonderful story of the NATIONAL STEAM PEES-.' 

SURE ALUMINUM COOKER is reaching over seven 
million American housewives through page and quarter-page 
advertisements in the big national publications, such as 
Ladies’ Home Journal, Woman’s Home Companion, The 
Delineator, Literary Digest, Modern Priscilla, Country 
Gentleman, Good Housekeeping, and others. 

Draws Women’s Trade 

The NATIONAL COOKER will draw women’s trade to your 
store. Every housekeeper wants to see this beautiful, shin¬ 
ing, aluminum “wonder-worker,” which cooks an entire meal 
in 30 minutes. Saves fuel, time, labor and food; pays for 
itself in 4 months. 

Prompt shipment — Special discounts—Quick Sales. Ask 
your jobber, or write us direct. 

A __ NORTHWESTERN 

gSk STEEL AND IRON 

WORKS 



WHITE MOUNTAIN REFRIGERATORS 

‘The Chest With the Chill in It" 

The name “WHITE MOUNTAIN” for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Effort, 
Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow - White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN- 
TAIN” Refrigerators you should 
send for our finely illustrated 
catalogues and booklets. 

Maine Manufacturing Company - Nashua, N. H„ U. S. A 



BRANCH OFFICES: - 

New York City Boston, Maas. Atlanta, Oa. Dallas, Texas San Francisco, Cal. Denver, Colo. Melbourne, Aos. 

PACIFIC COAST DISTRIBUTORS: 

San Francisco.Dunham, Carrie an A Hayden Co. Portland.Honeyman Hardware Co. 

Sacramento.MiUer-Enwiight Co. Seattle .Schwabacher Hardware Co. 


Seattle .Bchwabacher Hardware Co. 
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_ To the housewife who wants a 

low priced, reliable oven that she can use with an oil 
cook stove or a gas hot plate and get good results with > 
little fuel. 

f * ** 1L ? Elgin Help Boost Your Sales 

ieal to both city and country trade; are a complete line of many 
sizes; handsome, substantial. Dealers can select just 
what is best adapted to their particular trade Absolutely 
unsurpassed in quality. Made by one of 
the world’s largest manufacturers. Ask 
your jobber or write for quotations, also 
dealer’s helps. 

ELGIN STOVE AND OVEN CO. 

Elgin, Illinois 




' TOMORROW 1 
NEVER COMES 
WRITE 

TODAY. 


RUTENBBB ELBO- 
TRXO TABLB 
8TOVB 


la on# of tho Job¬ 
ber's or Detier's 
quick, siiro aollora. 


Square oooking sur¬ 
face, seven by aeven 

inches. 


Furnished complete 
with all the neces¬ 
sary cooking utensils 
Full nickel finished 




We manufacture a 
full lino of Household 
Appliances. 


Write for our com- 
plete Catalog end 
Trade Discounts. 


RUTENBER 
ELECTRIC CO. 

Marlon, Hid., U. 8. A. 


FACTORY W 
COOPERS 
FOR OUR DEALERS 


0. LINDEMANN & CO. 

35 mod 37 Wooster St* New York EttabUshmd 1863 




mSmllllll I 


mat JAPANNED. BRASS md 
TINNED WIRE 


Bird Cages and Cage Sundries 

A. L. Conger Oo^ 70S Market Street, Sen Franetoeo, CHS. 

Representative for Osllfornis 
*. D. McLean, L. 0. Smith Building, Seattle WulL, 
I s prs e e ntstiTt for Washington, Oregon, Idaho, 
Utah, Montana and British Columbia. 
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Over 1,000,000 Sales Prove its Worth and 
Merit. Gives Ton Good Profit. Satisfies 
Your Trade. 

FEES TO ROYAL DEALERS 

Royal Lithographed Window Trim. 

Royal Lithographed Counter Displays. 

Royal Lithographed Movie Slides. 

Cuts for Newspaper Advertising. 

Circulars for Store Use. 

Book—Royal Salesmanship (32 pages). 

Above Sellinjr Helps will be mailed prompt¬ 
ly to any Royal Iron Dealer on request 


Iron Dealer on reque 



ROYAL SELF-HEATING IRON OO. 

675 WAYNE ST. BIO PBAIBIE, OHIO 


Tumblers 

PLAIN AND CUT 
OPTIC AND 
DECORATED 

Everyone Buys a Few 

TRY OUR ASSORTED 
BARREL 

SELLS ON ARRIVAL 

The BELMONT TUMBLER CO., Bellaire, Ohio 


HARRINGTON CUTLERY COMPANY 

SOUTHBRIDOE, MASS. 

"“"““”*3 DEXTER Brand 


HIGHEST QUALITY MADE 
FOR SALE BY JOBBERS 

Western Sales Representatives 
W. H. WILBURN 

602 Williams Building San Francisco 


The Ontario KnifeCompany, Frankiinviiie, N. Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If you are a wholesale dealer and have not our catalog and prices, yon should write for them at onee. 



B UT CHER 

S KI NNING 

S T I C KI NG 

BONING 

SHEATH 

SLICING 

CORN 

SHOE 


KNIVES 


KI T CHEN 

CANNING 

FISH 

VBOBTA KUI 

PUTTY 

BEET 

CLAM 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with improved Sanitary Aluminum Handles 



We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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Line 

I N the manufacture of the HEADLIGHT 
line we have endeavored to build the 
highest grade that skill and money can 
produce, both in finish and quality. We have 
incorporated all the latest and improved 
ideas of construction, and we feel assured 
that if you handle the HEADLIGHT line of 
STEEL KITCHENETTE GAS RANGES, 
GAS PLATES, both cast iron and steel con¬ 
struction, and PORTABLE OVENS, you will 
have many satisfied customers. 

The KITCHENETTE GAS RANGE illus¬ 
trated here is a sure business getter. 

Write for catalogue and price list. 


Manufactured by 

THE L A. ALTHOFF MFG. COMPART, lac. 

180 N. Dearborn 8k, Chicago, Illinois 


GENUINE 


‘PHILADELPHIA 


99 


LAWN MOWER 


Write for FOLDER 
glrlaf details. 


UF Styles “Graham" \ 
and “A" AU Steel 
Praetfteally Indestructible 


has more than the distinction of being made by “The 
original people in the Lawn Mower business since 1869“ 
—it has the endorsement of millions of satisfied 


k Vanadium Crucible Steel Blades, Bearings 

l bored with rifle Darrel 

V accuracy, material that 

stands the “Test of 
Time 1 ’ and a of 30 

gH styles to select from are I 

y other reasons ^ 

for selling the I imjfk 

always reliable 
“PHILADELPHIA” 


MOTOR MOWERS are becoming more popular each 
season as great time and labor savers for Parks, Ceme¬ 
teries. Golf Courses and large Estates and like our 
Hand and Horse Mowers, the Genuine “PHILADELPHIA” 
are the Tory finest that can be produced. 

THB FHHaADELPHIA DAWN MOWER CO. 
Sift and Chestnut Streets, Philadelphia, Pa 

HAVEN A HAVEN. 508 Mission Street, San Francisco 
California Selling Agents 


30” Walking Type—40” Riding Type 
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The COOK PHONOGRAPH 

“The Cook Phonograph is concentrated 
perfection of tone and tone-control so 
crystal-clear that no carefully interpreted 
theme is lost. 

“Its completeness in every detail is 
incomparable. The Reproducer, and its 
adjacent parts and the motor, with its 
marvelous smoothness, combine to make the 
Cook the peer of phonographic attainments 
—the cynosure of all eyes—‘the observed of 
all observers/ ” 

WE WANT JOBBERS FOR AGENTS 

ERNEST C. COOK COMPANY 

Manufacturer* of tha COOK PHONOGRAPH 
**Tha Instrument of Quality” 

Main Office, 116 8. Michigan Ave., Chicago 


Wagneh Door Hdnqers and Tracks / 


Quality hangers and tracka designed to overcome all the troubles and 
draw-backs of cheaply built hangers and tracks that are made merely to sell 
at a price. Wagner Hangers hare roller-bearing wheels, tandem trolley with 
bumper on end to protect wheels, a rery simple and practical cam vertical 
adjustment and other features that put them out of the ordinary class. Tracks 
are self-cleaning, bird-proof and much heavier than ordinary tracks. They 
please customers and build trade Write for catalog showing entire line. 


Roller Bearingt 


Cosolflis s l o c fc carried at Tigard, Oregon, Brandt 


WAG NEB MPO. 00., Dept. T, Cedar Falls, Xtovt 


Lalance & Grosjean Mfg. Co. 

Manufacturers of the Celebrated Lines of 

Agate ( Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 

New York Chicago Boston San Francisco 
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“ATLAS” 

Shears and Scissors 

SHOULD BE IN THE STOCK OF 
EVERY JOBBER IN AMERICA 

The wonderful Atlas Brands are the best values 
in popular prieed cutlery. Years of experience, 
with improved machinery and methods, now 
enable us to offer the wholesale trade a wonder¬ 
fully complete and up-to-date line of Shears and 
Scissors in all styles and sizes. 

Our Counter Display Carded Assortments 
sell Scissors for dealers very quickly. 



Send for New 19 Catalog 
We are prepared to make prompt shipments. 

THE ATLAS SHEAR COMPANY 

260 North Av., Bridgeport, Conn. 

Represented T>y 
JOHN T. ROWNTRBB, Ine. 

Sen Prsneiseo, Los Angeles, Seattle, Salt Lake City and 
Denver 


YOU EAT ICE CREAM ALL YEAR 
ROUND 

WHY NOT HAVE IT HOME MADE? 

ifis Acme 

2 - Quart Freezer 

retailing a t $1.50, 
will satisfy the cus¬ 
tomer who doesn’t 
want.nor can afford 
to pay $6.50 to $8.00 
for a heavy 2-quart 
freezer. 

With an ACME, your customer needs 
little ice, and in five minutes can make 
perfect and delicious Ice Cream. . 

Ask us for particulars or get your 
nearest jobber to quote price for next 
Spring delivery. 

MADE BY 

RITTER CAN & SPECIALTY CO. 

Philadelphia, Pa. 

Factory Selling Agents 
BEH a CO. 

106 Franklin Street, New York City 




A Sure Way to Better 
Lubrication 

and a substantial increase in sales is to 
recommend and sell 

Dixon’s Flake Graphite 

It is the original lubricating graphite sold 
for years in the red tins. It has outlived 
many competitors because it is a good 
product, carefully prepared and uniform 
in quality. 

No doubt you have a can on your shelves for a 
call. But why wait for a calif Recommend it 
to your next power plant customer for cylinder 
lubrication. We will gladly send Booklet No. 
230C, telling just how it can be used and giving 
you many selling points. 

JOSEPH DIXON CRUCIBLE COMPANY 

w, . Jereey City, New Jersey vvvv 
XifSt g Established 1827 SS2S 


Hiddin Hardware Won’t Sell Itself 


-.» % I y f _ 

..ni ‘i ^ r • .... 



11 r • V. I I 

I A«t dill. 
« * i i . ; 


“ * <.4 * * 




Don't keep your kardware out of sight, in odd 
shapes and sizes of boxes. Get it out where 
people can see it. If you do this you will sell 
more, because your customers wiU then be re 
minded of their needs. 

Put “Duluth" Hardware fixtures to work for 
you, and they will pay for themselves in extra 
tales made. 

DULUTH SHOW CASE CO. 

DULUTH, MINNESOTA 
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Sells to Every 
Belt User 


VvcvA Your market 

^ \JV V V,v^x^ for Blue Ribbon 

r*\^v <*> ^ Belt Dressing is Una¬ 
ryY\ .<4^ ited on ^ by the number 

\XW °* belt users in your vicin- 

y\ ya ity. Tb® quality of the Dressing 

is high enough to suit the most dis* 
criminating purchaser. Ask your whole¬ 
saler for it or write for prices and samples. 

THE JOBBER’S MFC. CO. 


Pst. 
May 16 
1917 


LEAD JOINT 
RUNNER 


Ask for it by name 
of your jobber. 


ROCK-A-BYE 

NURSERY ACCESSORIES 


JUMPER No.ir 


SWING NO.2 


SPECIAL NO.7 


ROCKER NO.24 


ROADSTER NO.IO WALKER NO. 18 

PERFECTION MANUFACTURING CO, ST.LOUIS,MISSOURI. 

Leffingwell Ave and Montgomery Street. 


Patentees and 
Manufacturers 


Wilkins Lead Joint Runner 
SPRAKE SALES CO., INC., Representatives 
Branches: Los Angeles San Francisco, Portland 


GEO. H. WILKINS CO. 


POWER PULLEYS _ 

For Hand Meat 
GRINDERS 

inum. Every farm- 

Dealers 

SWEETIAM MANUFACTURING COMPANY. Arrington, lllintis 


PAINTS - STAINS * ENAMELS 


The complete, compact, distinctive line in handy h ouse - 
hold cans—full-size, full-measure. RETAILS 26 CENTS 
—no larger sizes. Big Value for UBer; Big Profit for 
Yon. A popular seller with Hardware trade. Assort* 
mentB contain all 29 colors; display matter included. 

Dealer's Assortment (30 dos.).S&4.00 

Jobber's Assortment (12 dos.). 21.60 

Open Stock, all colors, per grots. 21.60 

2% Freight allowance, F.O.B. N. Y., 2% Cash. 

Writ* for Color Card, Circular and Boohlmt 


169-173 Second Ave., BROOKLYN—NEW YORK 
Townley Metal A Hdwe. Co'., Kansas City, Mo. 
Pacific Wooden Ware A Paper Oo., Oakland, CaL 
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NORTHLAND SKIS 


Art Paying Sahara That Meva Fast 

—Order NOW—Don't Lose Any Sales— 


See our exhibits at Minnesota, Wisconsin and Michigan Hardware Shows. Write for Catalog. 
NOBTHX«AND SKI MFG. 00., 2330 Hampden Ave., St. Paul, Minn. 


CHAMPION 


STEEL 

RAKE 

Replacing 

Malleable 


NEW VICTOR 


The Cronk & Carrier idea of making Garden Tools 
is to make them strong and serviceable. It is better 
ul Luv- Cxonk Quality Rakca which last, than to con- 

tinually keep buying rakes that wear out. We are ready to supply the spring demand through your jobber. 

THE CRONK ft CARRIER MFC. CO., Elmira, N. T. 


Los Angeles 


Represented on the Pacific Coast by THE 8PRAXE SALES COMPANY 
8an Francisco Portland 


Salt Lake Oity 


Yours for Mutual Profit 


■ NCREASE your profits and build up 
friendship and good-will by handling 
the Aseptic Home Capping Machine. It is 
packed for your convenience in individual 
boxes, thus saving space, preventing loss of 
parts, and reducing your expense. 

For our third year of bottle cappers we are 
prepared to double last year’s out-put and 
sincerely hope that we will double our circle 
of business friends. “Yours for Mutual 
Profit” is the way we sign our letters and we 
mean it. 

Write today for sample and prices. 

Reinhold- Sharp & Company 

615 Harrieon St. Davenport, Iowa 
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Kingsbury 
All-Steel Trowel 

Made from one piece of heavy gauge 
steel with handle shaped to fit the hand. 
Sharpened point makes digging easy. Very 
strong and substantial yet light to handle. 
Florists and home gardeners will find it 
far superior to any trowel on the market. 

Entire length 11^4 in.; blade 6% in.; 
weight 6 oz. Each Trowel packed in at¬ 
tractive lithographed box. 

KINGSBURY MANUFACTURING CO. 

Keene, New Hampshire 

New York Of floe and Salesroom 
11-15 Union Sqnare, West, Now York 

Bop resented b j Biemann, Seabrey Oo. 


EYELET TOOL CO. 

Ifannfeetnrera of Punches mad Sots 
(hand drive and foot powar> for 
Leather, Cloth and Metal. Pia«h 
Tubes. Punches and Dies. All triads 
and sises made to order. Writs Jo bber. 
Booklets free. Batablished 185S. 


GENUINE 

VSbxsJ Hildebrandt Spinners 

, "" 1 Fish Catchers for SO years. 

Your customers want the genuine. A sise, shape or 
finish for any fame fish. Sand for catalog. 

TKB JOHN J. HTLDBBBAHDT 00„ 
Lofansport, Indiana. 


(?GMfD[L[L®Cf 

V> §>£MM§ 


I F Your TradeWants Quality and 
You Want Liberal Profits, Sell 

chaiulon 

Scales and Cutlery 


There is a de¬ 
cided advan¬ 
tage in selling 
Scales and 
Cutlery of 
known high 
quality. The 
better the 
quality of 
such articles 
the more cer¬ 
tain your cus¬ 
tomers are to 
be satisfied. 


Satisfied customers are busi¬ 
ness builders and your biggest 
business asset. 

Chatillon Scales and Foster 
Bros. Brand Cutlery excel in 
quality of material and work 
manship, and are guaranteed 
by the makers. 

Liberal profits and fair treat¬ 
ment make this Chatillon line 
doubly atractive to progress¬ 
ive dealers. 


Your Jobber can furnish 
complete 
information 


The Double Catch Gopher Trap 

j&a Here is a trap that is not 

like any other, for it e&tehes 
■ \\\ the Gopher Every Time Set 

The demand has been great* 
er than our ability to meet. 
Our facilities have now 
^been increased. These traps 
' are poing into every P&eirie 

Coast and Rocky Mountain State. 

Order from yonr jobber. If he cannot supply 
you, write to us for prices and circulars. 

E. J. OHUB BUOK COMPANY, Dept. H 
Manufacturers 

731 Market St., San Francisco, Calif. 
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“How I bring men into my store” 


<<TT is because I know just how they 

A like to be served. That’s why 
my store is so popular with men. 

“When a man comes in to make a 
purchase I let him see that I take a 
personal interest in his problems and 
his needs—I advise him from my own 
experience what to buy and what to 
avoid. 

“Then I give him all the facts 
about the article—and let him decide 
for himself. It is just that personal 
touch on the part of the dealer that 
men appreciate.” 

This is especially true in things 
that concern a man’s personal 
comfort. A man will listen eagerly, 
for instance, to any advice about how 
to make his daily shave quicker, 
cleaner, more satisfactory. It is 


easy to show the advantages of the 
AutoStrop razor—how it provides a 
new, keen edge for every shave— 
how it can be stropped, used for 
shaving and cleaned, all without 
taking apart or removing the blade. 

Show your customers the 
advantages of the AutoStrop razor. 
By recommending it you will increase 
their confidence in your judgment, 
and in the articles you sell. 

These practical, business-building 
ideas will help a lot toward attracting 
men to your store, and holding their 
trade. 

Write for our merchandising plan 
and other dealer helps. 

AUTOSTROP SAFETY RAZOR 
COMPANY 

New York, Toronto, London, Paris. 


/4uto£trop 

Razor 

—sharpens itself 
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Something More than a Washer 


Better than 

A Kitchen 

Cabinet for 

Saving 

Steps 

and 

Work 


Voss’ Famous Triple-Tub Washier 

Gas or Electric Power 

Y OUR success in selling washers will depend on ex¬ 
perience rather than experiment Voss Washers are 
built on experience. We have been making good for 
44 years. 

Our crowning achievement to meet all conditions-a 

washer to be sold at a reasonable price—is our Triple-Tub machine 
above illustrated. 

All three tubs are connected with a built-in drain pipe. 

No lifting to empty them or to carry the clothes to stationary tubs. 
No other tubs are needed. 

The well known Voss reversible wringer slides on a track 

into position over the tubs. It is controlled by hand or foot The foot 
pedal enables the operator to use both hands to handle the clothing. 

This is something more than a washing machine—it is a 

portable laundry. It may be placed anywhere, indoors or outdoors. 
It saves miles of travel between washer and stationary tubs. 

This is the best washer in existence for town or country. It is built to 
last a life time. 

The World’s Finest Washer 

The Voss Sea Wave Washer is beyond all question the world’s finest 
washing machine. Made for the best trade. 

The oscillating tub is built like a thermos bottle, finished In white 
enamel baked on. It keeps boiling water hot for five hours. The 
cabinet is made of sheet steel, finished in sea-green enamel. Hinged 
safety panels on doors. Locking device on castors. Voss three- 
position reversible wringer with safety release. 

Write for booklet and prices. 

When you handle the Voss line, you are absolutely sure that there is 
no experimental work to be paid for by you or your customers. 

Voss Bros. Mfg. Co., Davenport, la. 

The First Washer Was A Vo s s—44 Years Ago 

Digitized by VJUUyiL 


Awarded First Prixe 
at 1920 Fairs on 
Durability, Convenience 
and Wringer Control 





HARDWARE WORLD 


103 



Wxjr/5 fsio&r 

THE REFRIGERATOR THAT SELLS ITSELF 

Put the White Frost Refrigerator on Your Floor and See the 
Enthusiastic Interest That Women Give It 


A ND no wonder! The White Cleanliness is here too, in an unusual 

_r . ... ., , ._; a . _ degree—for all the shelves can bo easily 

Frost With its glistening white removed— and there are no corners inside 

enamel, its bright nickel trim- to catch dust or dirt, 

mings is cleanliness and freshness The White Frost saves floor space. Its 
. ’ move-easy casters make it easy to move, 

ltseil. , Economical—for its steel walls are insu- 

And it is so convenient. The patentee lated with granulated cork—as is the door 

revolving shelves make all contents easily also. Gives maximum cold with low ice con- 

accessible. No danger of spilling the milk sumption. 

or upsetting dishes or dipping her sleeves You want the White Frost on your floor 

into the butter. Everything right at hand —where it will sell itself, even to women 
by simply revolving the shelf. who already have one refrigerator. 

How different—how much more attract- There is only one White Frost dealer in 
ive than the old-fashioned awkward, square a city or town. You can be that one in 
wooden box with its dust-catching corners your city. 

and decorations. Write at once for our special dealer 

Its smooth white enamel surface just proposition and exclusive territory rights, 
glistens. Many dealers are telegraphing. 

HOME PRODUCTS CORPORATION 

JACKSON, MICHIGAN, U. S. A. 


All shelves and parts easily re¬ 
moved for cleaning. The Crystal 
Glass Water Cooler Is a great con¬ 
venience. 


The White Frost has exclusive 
features of Beauty. Sanitation, 
Economy, Convenience and Durabil¬ 
ity and it is GUARANTEED. 
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The live hardware 
dealer says: 


“How Long is a Piece of String” 


“Some customers really need odd 
lengths of hose for special work, but 
the great majority are really much 
better served with a standard 25 foot 
or 50 foot length. 


BOSTON 

WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass 

The largest hose manufac¬ 
turers in the world. Makers 
of the famous BULL DOG, 
GOOD LUCK and MILO 
brands. 


“For the exceptions, MILO is the ideal 
hose — strong, tough and unkinkable, 
it’s just the right thing for garage and 
greenhouse work and for all the unusual 
uses for which a hose may be required. 

“Sold in any length from reels contain¬ 
ing 250 and 500 feet each, or in 25’s and 
50’s if desired.” 
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Are You a Real Man? 


D ON’T you once in a while meet one whom you instantly recognize as a real 
man, and don’t you always wonder what it is that makes the difference 
between him and the excuses for men we often meet along the way? 

Well, here is the difference. All men have within them the ability to do a 
certain work in the world. All have the power, and all have or can make the 
opportunity. 

But temptations come to every man to stop short of the mark which the full 
limi t of his ability sets for him. 

Most men yield in some degree to this temptation. They slow up, or turn 
aside, or waste their energies, or let their powers lie unchallenged in their souls. 

Then these men must accept something which is false in place of the real 
thing which they were destined to achieve. 

Instead of the full results of their abilities, they must accept excuses for all 
instances in which they have failed. 


World Full of Them 

Mark you, here are men—the world is full of them—who have failed to reach 
the limit their natural gifts have set for them. It is no wonder we notice some¬ 
thing lacking in them. 

They have fed themselves on excuses instead of results. Small wonder we 
instinctively feel that they are weak. 

One man from a thousand or ten thousand—no one can exactly tell—is honest 
enough to admit full responsibility for his talents. He knocks temptation aside 
and moves ahead in full stride with the invisible pace which destiny has set for 
him. 

He realizes himself. He grows strong from the nourishment of results. The 
genuineness and greatness of his character demand authority and respect, even 
awe, from the weaklings who have dwarfed and poisoned themselves. 

So, occasionally you meet a great man, and that is why he is great. He is 
honest with his inmost self and faithful to his destiny. 
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BUSINESS IS THERE IF YOU DIG FOR IT 

A few evenings ago four salesmen were sit¬ 
ting in the lounge of a hotel in Jackson, Michi¬ 
gan. They were swapping hard luck stories. 

One of the group was a shoe salesman—an 
old timer. He had had only one order in six 
days. Hadn’t even made expenses. The only 
reason he was out at all was to please the “old 
man." He told the boss he couldn’t sell any¬ 
thing before he started, but the boss thought he 
knew more about this territory. “The poor 
boob,” said the salesman, “I guess he'll know 
better next time." 

The second man was a tire salesman. He 
could hardly wait for the others to finish to 
tell how much worse was his case. The third 
man, a building materials salesman, dittoed ev¬ 
erything the tire man said. A Hindu funeral 
was a joyous occasion alongside of this consola¬ 
tion party. You could cut the gloom with a 
knife. 

But there was one chap in the crowd who 
hadn’t been on the road long. He sold a line 
of collars, and although the collar business is 
no better than any other textile line these days, 
he sort of felt that the United States would still 
be here at the end of the next two or three 
years, just as it has been since the start. Per¬ 
haps it Vas true that the calamity howlers were 
saying, but so far as he was concerned he no¬ 
ticed that the fellows who went after the busi¬ 
ness usually got more than those who stayed in 
the hotel and squealed. 

After listening for a short time to the others 
fix the date of the “panic," and predict how 
far prices would fall, the young fellow who sold 
collars grew weary of the chatter and decided 
to finish his cigar outside. He walked along, 
smoking and thinking, for about an hour with¬ 
out giving much thought to where he was going. 
Then he found himself before the window of a 
busy barber shop, well in the outskirts of the 
town. 

He stood there watching the activity in the 
place. “Ye gods," he thought, “what a chance 
to sell collars." Entering the barber shop he 
suggested to the owner that he put in a window 
of his collars and shirts. He painted a sales 
picture of customers coming in to get shaved 
and buying their collars on the way out. It 
was an easy matter to make some extra money. 
The barber saw the picture as the salesman 
painted it—heard the jingling of the quarters 
in the cash register and signed up. 

Meanwhile, back in the lounge room of the 
hotel the three old timers sat and smoked and 
talked. When the young collar salesman came 
back later they had fully decided, to the entire 
satisfaction of all present, except the collar 
man, that it was an absolute impossibility for a 
salesman to get business these days—it simply 
couldn’t be done! 


The principle is just the same in your line 
—no harder, no worse. These are the days to 
test you—are you a real salesman or an order 
taker? 


THE GOLDEN RULE IN BUSINESS 

Some years ago Willis L. King, vice presi¬ 
dent of the Jones & Laughlin Company, one of 
the greatest steel concerns of America, in an 
address before the American Iron and Steel In¬ 
stitute, took as his subject “The Golden Rule 
in Business." 

Mr. King claimed that in every business re¬ 
lation, whether dealing with customers, com¬ 
petitors, or employes, it was possible to follow 
the Golden Rule as the surest guide in all busi¬ 
ness dealings. His address was enthusiastically 
received by the hundreds of leaders in the iron 
and steel industry who were present. 

Since that meeting there has been a wide¬ 
spread development of the thought that in all 
human relations men should strive to put into 
practice the divine command to do unto others 
as we would that they should do unto us. But 
what a revolution in human affairs would be 
inaugurated if all men practiced that doctrine! 

If all employers would honestly put them¬ 
selves mentally in the place of their employes 
and then study the meaning of that command, 
there would be a mighty change for the better. 

If all employes would put themselves in 
their employers' place and endeavor fully to 
carry out that teaching, there would be no 
slacking, no inefficiency, and no effort to brow¬ 
beat and bulldoze other men who did not belong 
to their particular union. 

If all buyers and sellers would faithfully do 
unto each other as they would wish others to 
do unto them under similar circumstances, hon¬ 
esty would everywhere prevail, and the world’s 
business would move forward to a higher and 
nobler plane, with larger prosperity for all. 

No man is living a true life, no man is doing 
his full duty to himself and his fellow-men as 
employer or employe, as buyer or seller, who 
cannot conscientiously say that to the very best 
of his knowledge he is seeking to carry out 
this supreme rule of human conduct. 

No man is thoroughly honest at heart who 
is not willing to examine himself to see if his 
motives square with this divine command, which 
is just as binding as those which say, “Thou 
shalt not steal"; “Thou shalt not murder"; 
“Thou shalt not commit adultery." Men may 
follow these commands and still utterly fail if 
they do not follow that other command which 
says, “Whatsoever you would that men should 
do to you, do ye even so to them." It may be 
well-nigh impossible to attain unto that heaven¬ 
ly height of conduct, but it is possible to strive 
unceasingly and honestly to do so. 


Saving is Having. 
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THE MONEY YOU LOSE IN NOT 
DISCOUNTING 

“It’s only 2 per cent—hardly worth bother¬ 
ing with it.” So say many merchants, because 
they do not think. It is wonderful what you 
can accomplish in business if you will only 
think. 

How often do you hold a session with your¬ 
self and think real hard! How often do you 
analyze the money-making and money-losing 
opportunities of your business! These are many, 
and failure to discount is one of them. 

The following table is figured out for your 
convenience. Failure to take: 

1 per cent ten days Net 30 is equal to 18 per 
cent per annum. 

2 per cent ten days Net 30 is equal to 36 per 
cent per annum. 

3 per cent ten days Net 30 is equal to 54 per 
cent per annum. 

3 per cent cash Net 30 is equal to 36 per cent 
per annum. 

5 per cent ten days Net 30 is equal to 108 per 
cent per annum. 

Bills have to be paid. Why not pay them 
promptly and make money at the same time! 
If you are not on a discounting basis, we want 
to ask you this question: Is it not a fact that if 
you had the amount of your outstanding ac¬ 
counts in your bank or cash drawer, that you 
could discount your every invoice, and make 
thereby at 2 per cent ten, net 30—36 per cent 
per annum ! 

WHEN YOU GET TO KNOW A FELLOW 

When you get to know a fellow, know his joys 
and know his cares, 

When you come to understand him and the bur¬ 
dens that he bears, 

When you’ve learned the fight he’s making and 
the troubles in his way. 

When you find that he is different than you 
thought him yesterday. 

You find his thoughts are sensible and there’s 
not so much to blame 

In the man you lightly jeered at when you only 
knew his name. 

When next you start in sneering and your 
phrases turn to blame, 

Learn more of him you censure than his business 
and his name; 

For it’s likely that acquaintance would your 
prejudice dispel, 

And you’d really come to like him if you knew 
him very well. 

When you get to know a fellow and you under¬ 
stand his ways, 

Elis faults won’t really matter, for you’ll find a 
lot to praise. 


OLD WINDOW TRIM LIKE LAST WEEK’S 
NEWSPAPER 

Window display is the most powerful sales 
force among all your forms of publicity. It 
makes a direct personal appeal and excites a 
buying impulse at the moment when the pros¬ 
pective purchaser is at the dealer’s very door. 
Its great importance makes necessary a high 
degree of care in its preparation and installa¬ 
tion if its full value is to be realized. 

The first requisite, and one that is too often 
neglected, is perfect neatness in the appearance 
of window and trim. This includes the glass, 
background and floor as well as the display 
itself. A soiled or bent window card is as ob¬ 
jectionable as untidy objects of display. Metal 
surfaces should receive the highest polish; dra¬ 
pery should be kept clean and be renewed at 
intervals. Have the woodwork refinished as 
soon as it shows signs of previous use. 

The unified display is the most effective. 
Plan the trim about one central idea and make 
every item in the window help along that idea. 
An attempt to combine widely different sug¬ 
gestions in one trim detracts from the sales 
value of both. Special care should be taken to 
tie in the explanatory message on the window 
card with the main purpose of the display. 
Proper color combinations are an important ele¬ 
ment in catching attention and in pleasing the 
eye. 

There are certain recognized color schemes 
which harmonize especially well. Silver and 
nickel look their best when displayed against 
light blue or gray. Direct rays of light should 
never reach the observer’s eye. Concentrate 
them on the display. This will also enable you 
to make your window stand out prominently at 
night. Change the display often. An old trim 
is like old news—it has lost all its interest. You 
can always select from stock articles which are 
timely, products that have an especial appeal at 
certain seasons. 


THE OPTIMIST —FEW, BUT NECESSARY 

“Yes, I have had a great many worries in 
my life,” said a prosperous farmer who had 
passed his eightieth birthday. On second 
thought he added, “I must admit that very few 
indeed of the things I worried about ever hap¬ 
pened.” 

This old, but always appropriate story is 
told here because there are far too many people 
who do not realize that intelligent optimism 
costs no more than pessimism, while it pays 
infinitely larger dividends in health, Kappinecs 
and success. 

Furthermore, an optimistic attitude towards 
life is far more frequently justified by the 
course of events than any other point of view. 


The sleeping dollar catches no profit. 


Come again customers are the test of service. 
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S. Norvell’s Worth While Suggestions 


American and European Business Conditions 
_and Onttook Compared 


T. M. Shearman, 

Editor Habdwabe World. 

Dear Mr. Shearman: 

My advice to the retail hardware dealer of the 
country is to pay the closest possible attention to his 
own business—collect his accounts—watch his stock— 
not to run short of goods, but to buy in moderate 
quantities as the goods are needed—come to work 
smilingly and go home with a smile. 

None of us here in this country are going to starve, 
but what we do need is for the men in high places to 
cut out extravagance and get down to real, honest-to- 
goodness work. 

I am sure a good many of us who have taken life 
rather easily for several years past may find that good 
Steady work is not such a bad thing 
after all. 

Only those who work can enjoy 
a rest, and after all, running a busi¬ 
ness is one of the most interesting 
games in the world. Then, too, we 
must remember that in 


is a 


games the honor is not to him who 
does well with a good hand, but to 
the man who gets the most out of 
poor cards. 

Here are some views of condi¬ 
tions in Europe I have dictated 
very hurriedly without taking time 
to revise them. 

Europe is in bad shape. They 
are terribly disorganized. Taxes 
are so high that business men are 
discouraged. They say what is the 
use of going into new enterprises, 
when they take all the chances or 
loss, while if they succeed the gov¬ 
ernment will take most of the 
profits. 

The people do not want to work 
and they do not work. They say 
what is the use of working hard 
early and late for somebody else 
when they never get anything for 
their work anyhow. 

In England prices are terribly 
high—not only in the hotels for 
food, but for merchandise. I priced 
a lot of things of all kinds in shops 
both in the fashionable district and 
in the districts where the poor people buy. Coal is 
scarce and at night London is dark. Taxicabs are hard 
to get and there is not much to cheer one up. 

The poor people in England all look dirty. They are 
all wearing old clothes and patches are very much in 
evidence. Their shoes have been repaired over and over 
again. What surprised me was how hard England 
seemed to be hit. 

Oermans Prosperous In Cologne 

I went to Germany. I stopped one day in Cologne. 
Cologne is in the occupied district. I saw British sol¬ 
diers on guard in front of the Cologne cathedral. In 
Cologne the people seem to be prosperous. They were 
well dressed and seemed well fed. The Germans did not 
seem to mind the British and American soldiers stand¬ 
ing around. 

Then I took a night ride to Berlin. In the first 
class sleeper there were no towels and the sheets were 
all threadbare. I retired with my clothes on, as I did 
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close and careful observer, and br 
reason of his Iona connection with the 
hardware trade, his views and opinions 
will be carefnllr read. Mr. Norvelre firat 
statement after his return from several 
months' trip in Europe is here given to 
HARDWARE WORLD readers. 


not like the looks of the blankets. Berlin looks all run 
down. The streets are dirty. At night there are so 
few lights the streets are dark. My marks cost me 
one and one-half cents each. I had a nice room at the 
Bristol Hotel that cost me 75 marks or a little over one 
dollar per day. The people in Berlin, like those in 
London, were poorly dressed and looked as if they did 
not often come in contact with hot water. The taxicabs 
were all run down. Except in the leading hotels evezy* 
thing was threadbare. 

German Claims as Usual 

I met some German manufacturers. They claim, 
although their land was not invaded, they were suffer¬ 
ing for coal and raw material. They claim France was 
bleeding Germany dry. They said, “Have Americans 
read the terms of the peace 
treatyf M —and as a matter of fact, 
most Americans have not. They 
said, “How can we get on our feet 
again without coal and without raw 
material f” 

Younger Generation Won’t 
Work 

They also said that their old 
workmen were good and were will¬ 
ing to work, but the younger gen¬ 
eration were full of new ideas and 
one of these ideas was that it was 
unnecessary to work very hard. 
Prices were very high, food was 
scarce and the people were very 
depressed. I can bear witness to 
the fact because they looked it. One 
of the manufacturers said many 
people in Germany were living on 
potatoes and cabbage—that they 
may look plump but they were not 
well nourished. I heard of men who 
before the war were rick They had 
automobiles and every other luxury. 
Now they are glad to get a large 
plate of potatoes for a meal. They 
will come back, but I think it is 
going to be a very slow proposition. 
The spirit is knocked out of them. 

I met British soldiers who had 
just returned from Russia. They 
had escaped from prison. They told 
me that the Jews were gathering 
up almost everything that was loose in Russia and they 
predicted that the next thing we would hear of would 
be an awful massacre of the Jews. They say the Rus¬ 
sians are like children—that they are very patient for 
a long time—but when they rise up they are like wild 
beasts, so now I am waiting to hear of this massacre. 
Armenians’ Reputation Bad 
We hear a lot now about the Far East. I met an 
American who had been an officer in our army. He 
now has an official position abroad. He told me he 
had been to Turkey and Armenia. He said the Turks 
were gentlemen—men of their word—but the Armenians 
did not know anything about the truth and were a bad 
lot. As he expressed it, “ A Jew can out-trade a Scotch¬ 
man; a Greek can out-trade a Jew, and an Armenian 
can out-trade the whole lot. • * 

He said the Turks were a good deal like the Rus¬ 
sians. They were like children. The Armenians traded 
them out of their goods and then all they knew was to 
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kill the Armenians and take back their goods. Now, I 
am not giving these expressions as my own. They are 
simply what I heard. Take them for what they are 
worth. 

Wonderful French People Working 

In France it was all different. The French seem to 
have everything and with the present rate of exchange 
a person can live in France for about one-third what 
it costs in New York and live better. I went to the 
markets in France and the stalls were heaped up with 
vegetables, fruits and everything to eat. There seems 
to ha no lack of wines of all kinds in France, and at 
our rate of exchange of course wines are very cneap. 

I had a room with a bath in one of the best hotels 
in Paris. It was a handsome room. It cost $2.80 per 
day. My breakfast cost me 25 cents, my luncheon $1.00, 
and a dinner, consisting of a number of courses, excel¬ 
lently cooked, cost $1.25. When I arrived in New York 
I ordered two lamb chops for my first luncheon and 
they cost $1.25 alone. 

France Fearfully Devastated 

I motored all through the devastated district of 
France. Two years have passed since the Armistice 
and it seemed to me that very little had been done in 
the way of reparation. The buildings are still in ruins. 
The roads, however, had been repaired and are surpris¬ 
ingly good. Of course I saw fields where the barbed 
wire entanglements and the empty shell cases had been 
piled up along the side of the road, while'the farmer 
plowed. Of course in plowing he takes his life into his 
hands, as he is liable any moment to run into a shell 
and be blown to pieces. I met a Frenchman whose 
brother was plowing a field, ran into a shell and they 
have not heard from him since. Neither have they 
found him. 

The Devastation Is Simply Beyond Belief 

I thought from the moving pictures I saw that it 
was only here and there, but we motored on an average 
of more than one hundred miles a day and the devasta¬ 
tion was everywhere. There seemed to be no end to it. 
While two years have passed, whole forests are simply 
stumps. The gasses and the shells seem to have per¬ 
manently killed all vegetation. I went into trenches 
and into dugouts where the soldiers lived. Everything 
was tnere as if the soldiers had just departed yester¬ 
day—bay in the bunks, cartridges and parts of guns 
lying around, etc. 

I brought home a lot of souvenirs which I picked up 
at random and one of them is a German gray enamel 
canteen with a bullet hole through it. This war must 
have been something frightful. We went to Verdun 
and after looking over the ground there it is a wonder 
that anybody survived. Every square foot of the ground 
was full of shell holes—but the reBt of France seems 
to be in splendid condition. All the French seem to 
have money. 

Then we went to Spain. Spain of course is very 
prosperous and with their prosperity have come labor 
troubles and strikes. 

United States Must Get Back to Old Fashioned 
Work 

Summing up the whole matter, my opinion is that 
the recovery in Europe is going to be very slow indeed. 

I came back convinced of the fact that here in the 
limited States we have got to cut out extravagance of 
all kinds and get back to old ; fashioned hard work and 
simple living. 

My message to all business men is simply to quietly 
go to work putting their houses in order. You know 
I am an optimist. I always try to look on the bright 
side of things, but I think here in the United States we 
have had our seven years of prosperity and now I be¬ 
lieve it is time for every man to check up his own 
house and see that it is in order. I refer to this because 
it is so human in all of us to start in checking up the 
other fellow. In other words, when most business men 


start to readjust their own business they start with the 
office boy instead of starting with the president. 

Of course we all know war is folly. The people are 
fools to fight, but all the leading nations of the world 
have taken part in this saturnalia of folly and now we 
have got to pay the price. 

(Lincoln said as long as there are people who will 
resist wrong, there will be war—Editor.) 

Again let me say that I think Europe will be re¬ 
stored very slowly indeed and that here in the United 
States we have got to depend more and more upon our¬ 
selves and less upon Europe. 

Europe Does Not Want Our Goods 

Over there when it comes to our selling goods to 
them they do not want us. All of them are making 
laws against us. In our line the stamp taxes in England, 
for instance, are so high that they take all the profit 
we make on the goods we have been selling in England. 
In France there are high duties and other restrictions. 
In Spain there are duties and besides that, very high 
taxes against foreign concerns. You cannot blame these 
people in the various countries for trying to protect 
themselves against Yankee aggressions. They are all 
afraid of our energy. 

Personally, I do not see much in foreign business. 
It is going to be harder and harder except upon the raw 
materials that we have which they must have. They 
will do everything that they can to keep out our fin¬ 
ished products. 

The Best Market Is Our Home Market 

The best market is our home market, and we will 
do well if we lay our plans to keep the foreigner out 
of this market. We can make more money by doing 
that than we can by trying to get into his market, 
because while he has skimmed milk in his dish we have 
cream in ours. 

World Has Gone Back 

I came back with the impression that the world since 
the war has gone back about three hundred years in 
civilization. In Europe today there is nothing but 
armed tribes—each tribe for itself—each one trying to 
get the better of the other. 

League of Nations a Joke 

The foreigners I met who talked to me confiden¬ 
tially laughed at us. They think we are a lot of foolish 
idealists. Americans today are not loved in Europe. 
The Germans say that President Wilson went back on 
his promises ana the Allies say if it had not been for 
President Wilson the peace treaty would have been 
signed in Berlin. 

Business men say the League of Nations is a good 
deal of a joke; that if carried out sincerely the small 

nations would be raising H-all the time, but some 

of the more moderate business men say the League of 
Nations may be a good thing to fool the small nations 
into thinking they have something to say about inter¬ 
national arrangements. 

All agree that the only hope of the world is for the 
’United States and England to work together to preserve 
order and to bring some kind of system out of chaos. 

With greetings to my hardware friends, and wishing 
you a very Happy and Prosperous New Year, I am, 

- Yours sincerely, 

New York. SAUNDERS NORVELL. 


Our idea of a hopeless liar is a person who 
says he never makes mistakes. 

A fellow feeling makes us wondrous kind— 
unless it’s a fellow feeling for our pocketbook. 


A man likes to be called a brick, but refer 
to him as a lump of common clay and he will 
get mad. 
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Psychology of Sales Windows 


Importance of Window Trimming Recognized 
and Taught by Pennsylvania College, in Its De¬ 
partment of Economics, Commerce and Finance 


TINDOW trimming, a branch of advertis¬ 
ing, today is in much the same position 
as was the whole subject of advertising 
20 years ago. Advertising men then realized 
that there are certain kinds of appeal, which, 
because of their form, their color or even their 
timeliness, attract the attention of the buying 
public and get results while others do not. 

But it was not until the last two decades 
that any attempt was made to 
get at the underlying causes 
of these phenomena. When a 
systematic study of advertis¬ 
ing was made it was found that 
surrounding the whole known 
field of this subject there is a 
vastly broader one of 4 'social 
psychology 0 — or, reduced to 
plain language, a field com¬ 
posed of all the numerous laws 
governing the way we ordin¬ 
ary individuals think and act 
under certain conditions. 

At present there is not a 
comprehensive book in print 
telling how to trim a window, 
one to tell the average retail 
merchant or prospective mer¬ 
chant why he should follow 
certain fundamental rules if 
he desires to trim his windows, 
not merely to entertain the 
public, but actually to draw 
customers. 

There are some manuals in 
print telling of the technique 
of "window dressing, 0 but 
that is as far as they go. They 
are silent as to the "psycho¬ 
logical 0 reasons back of their 
suggestions. 

Need for Wider Knowledge 

There is need for a wider knowledge of win¬ 
dow trimming among young men training for 
careers as retail store owners or managers. The 
large department store has its professional win¬ 
dow "dresser 0 who is often a master of his 
art. But what of the smaller retail dealer. 

Take a glance at the usual hodge-podge of 
everything from can openers to washing ma¬ 
chines jammed in the narrow confines of his 
display window and you have the answer. He 
sells goods not because of his unscientifically 
decorated window, but in spite of it. Meanwhile 
here is going to wast an advertising medium 



which some city stores maintain is responsible 
for from 30 to 50 per cent of their sales. 

Social Psychology and Advertising 

In this brief space I can touch only some of 
the "high spots 0 of modem window trimming, 
as we aim to teach it. First of all our cadets 
are given a general knowledge of the principles 
of social psychology as they apply to advertis¬ 
ing in general. Then we narrow this down to 
this particular branch of ad¬ 
vertising—window trimming. 

For example, few laymen 
realize to what extent the per¬ 
fectly normal instinct of self- 
preservation enters into the 
make-up of such advertise¬ 
ments as those aiming to sell 
revolvers for home protection 
against burglars, or automo¬ 
bile chains for the safety of 
motorists on slippery streets. 

Closely allied to this self- 
preservation instinct is the 
hunting instinct, "the call of 
the wild, 0 which appears at 
certain seasons in man's make¬ 
up and can be used with tell¬ 
ing effect to sell arms or fish¬ 
ing tackle. 

Then there is the social in¬ 
stinct, man's desire to mix and 
mingle. Nine out of ten men’s 
clothing advertisements depict 
some phase of it—immaculate¬ 
ly attired individuals attend¬ 
ing anything from a theatre to 
a horse show. 

Or take the instinct of 
curiosity. All of us are curi¬ 
ous. That which is novel or 
out of the ordinary attracts 
attention. Once attention is gained, the first 
step is reached in the direction of making a 
sale. 

Curious Bottled Don Babies 

Now let us examine a case or two where 
window trimmers havp capitalized this instinct 
of curiosity. A shoe company set a large jar 
filled with water in one of its windows. In the 
jar were placed a dozen small rubber babies, 
each doll representing a. different nationality. 
By means of a mechanical arrangement, the 
several babies would rise to the surface from the 
bottom of the vessel as if for breath and then 
descend. Men as well as women crowded around 
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the display and more than one bet was laid as 
to which doll would rise “for breath 1 ’ the 
most times in a given period. Needless to say, 
the shoe bargains grouped attractively around 
the jar did not go unnoticed by the scores gaz¬ 
ing daily at the novelty. 

I do not mean to infer from this example 
that the centerpiece of every well-trimmed win¬ 
dow need be some mechanical device of unusual 
order. Ordinary goods which the merchant sells 
every day in his shop, if arranged in a well 
balanced manner and with attention paid to 
certain details, cannot fail to draw customers. 

I merely point out that this novelty method 
is one of the many ways in which the attention 
of the all-too-preoccupied public can be caught. 
Curiosity of course is not the only human in¬ 
stinct to which the window trimmer can appeal. 

The dealer in a line of commodities such as 
hardware must appeal to the utilitarian side of 
his prospective customers’ nature. This fact 
is well illustrated in the case of a certain Phil¬ 
adelphia store selling a well known brand of 
locks. For years this manufacturer has been 
banging away at the “safety first” feature of 
his product, of the virtual impossibility of en¬ 
tering doors so locked with a skeleton key, be¬ 
cause each lock has different internal construc¬ 
tion. 

How tho Padlock Works 

In order that the public might visualize the 
truth of such assertions, a lock perhaps fifty 
times actual size was placed in the window. One 
side of the lock was removed and its magnified 
interior workings revealed. A mechanical de¬ 
vice pushed a huge key slowly in and out of the 
lock, showing how automatically controlled 
sliding pins inside prevented any other key 
except the one cut for that particular lock from 
turning in it. 

This display was novel and caused one to 
stand for considerable time watching the well- 
oiled perfection of the lock. It also appealed 
strictly to the utilitarian side of the dealer’s 
prospective customers. 

Persons intending to buy locks are interested 
only secondarily in whether the interior parts 
are steel or brass, whether there are three in¬ 
ternal springs or six, and whether anything but 
the exterior portions are attractively painted or 
enameled. A man buys a lock, or a saw, or a 
hatchet, or a razor, primarily for its utility, not 
for its appearance. 

Changing Store Front a Sales Argument 

Now let us consider some other aspects of 
window trimming. The up-to-date retailer is 
not afraid to give his store front frequent coats 
of paint. “Of course,” agrees the practical 
man, “I paint often to preserve my building 
against the weather.” But fresh paint or stain 
applied to a store front has another advantage 
—not so much a protection as a selling force, 
not so much a defensive as an offensive factor. 


Again comes the “psychological” element. Per¬ 
sons who pass any retail establishment fre¬ 
quently never fail to note changes, especially 
changes for the better. No improvement catches 
the eye more quickly than those made to a 
store front. These give the impression that the 
merchant is prospering, that his volume of busi¬ 
ness is such that he can afford to “fix up” his 
establishment at short intervals. The successful 
merchant draws business. To patronize the suc¬ 
cessful man in any line and to shun the failure 
are attributes of human nature. 

Importance of Store Front 

We lay great emphasis on the value of store 
front appearance. We also urge that great care 
be taken in the choice of window woodwork. In 
selecting his woodwork the retailer has a wide 
choice of finishes and colors. Oak, walnut or 
mahogany are some of the best woods to use 
for this purpose. They should be finished in 
wax or varnish. 

Some professional window dressers advocate 
the use of neutral tones in window woodwork 
in preference to dark finishes, for the reason 
that the former cause less reflection and are 
best adapted to the display of all kinds of goods. 
On the other hand mahogany and walnut fin¬ 
ishes tend to soften and refine the atmosphere 
of the entire window tnore than do the lighter 
stains. 

The neutral finishes seem to be best adapted 
to retailers whose window displays consist of 
many different kinds of articles, such as hard¬ 
ware and household lines. The size of the win¬ 
dow, too, governs to a great extent the finish 
to be employed. The larger the area of the 
window, the more light there will be and the 
darker the general equipment without destroy¬ 
ing its effectiveness. 

Backgrounds Important 

Then there is the matter of “backgrounds” 
in window displays. They are the setting for 
the whole. These are either temporary or per¬ 
manent and should be given much consideration. 
The use of composition board for temporary 
backgrounds, and window furniture is very im¬ 
portant at present. 

How much or how little to place in a window 
display is another problem for the retail mer¬ 
chant to solve. We devote much time here in 
aiming to make our students realize that a 
crowded window display is often worse than no 
display at all. 

The matter of color is another point. Psy¬ 
chologists tell us that certain colors have a pe¬ 
culiar attraction for the eye and can be used 
to marked advantage in gaining attention. We 
aim to systematize such information and apply 
to window trimming. 


The men who get into the highest places are 
the men who can become most absorbingly in¬ 
terested in what they are doing. 


Digitized by boogie 



112 


HARDWARE WORLD 


Pushing Took in February 

Texas Merchant Poetically Inspired tarns Tools 
to Good Account 


TOOLS 

What shall we advertise today f 

As season’s now ’twixt grass and hay; 

Too late for sleds and skates and toys, 

So on these goods we’ll make no noise; 

Too soon to talk of making garden— 

To mention would invite your pardon. 

We may be wrong, but not quite fools, 

Hence keep up talk about out tools, 

Which in our window we display, 

And show and sell lots every day. 

We’ll not request your reading more— 

Drop in when passing by our store 
To get that tool which you did see— 

’Twill please you well, and also me. 

I N this unique manner the Praeger Hardware 
Co., San Antonio, Texas, called attention to 
their February tool sale. The catchy verses, 
with the broad white space surrounding, stood 
out distinctly, and the rhymes sang themselves 
into the minds of the readers and caused them 
to go around and inspect the windows of the 
poetic hardware firm. 

The display was so clean and bright and 
crisp that it inspired all beholders to grasp some 
of the tools displayed. The floor was covered 
with green, the sides and steps with white and 
the roof with blue crepe paper, and the lights 
which illumined the display were concealed 
overhead. 

Three broad steps were arranged, on the 
upper one being placed a couple of small potted 
palms (any green plant would be equally ef¬ 


fective). On the rear wall were hung saws, 
on the side walls rules, and on the steps 
hammers, bits, augurs, planes and other 
small tools. ^ They did not depend on 
their newspaper advertising alone, however, but 
sent out a form letter, which had a really per¬ 
sonal appeal, to hundreds of customers, particu¬ 
larly their rural trade, whom they knew would 
be more impressed by facts than poetry. In this 
they said: 

Dear Sir: 

There is no farmer in the land who has not some 
sort of an outfit of carpenter tools. They are just 
as necessary to his work as a hay fork or an axe. 

It is hardly necessary, therefore, to say to you 
that it is poor economy to a buy inferior tools. About 
what the farmer would 'like to know, and every 
workman, no matter how expert he piay be, is how 
to buy tools with the absolute certainty that they 
will be right in quality, temper and adjustment. 

Ask any caipenter how he selects a saw, a 
chisel, a bit, ana he will tell you that he always 
specifies a certain manufacture. In other words, he 
buys them not by the look*, but considers only the 
name of the company who made and sold them. 

Whether you want to tack up a picture or drive 
a spike through a cross grained oak rafter, shave off 
a rough piece of light wood or lop off the end of a 
heavy beam—there’s a quality tool ready for you. 

Now, we’d like to have you try that kind of a 
tool. But don’t do it because we ask you to. Do it 
with your pocketbook and long satisfaction as the 
main consideration. Then see how it will pay you. 

Enterprising Canadian Merchants 
From Texas to Canada is a far cry, but our 



There are Ideas and suggestions in this window which every merchant, large and small, can use to advantage. 
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Canadian cousins have some pretty good ideas 
on the selling of tools, and it would pay some of 
the dealers in the States to consider some of 
their ideas. 

Realizing that almost every class of work¬ 
men need a special set of tools, Martin, Finlay- 
son & Mather, Ltd., Vancouver, B. C., arranged 
a display that catered to the needs of the various 
classes. The floor and a series of steps were 
covered with dark blue paper, while at either 
side were pedestals of polished wood to which 
were attached red cardboard discs on which 
was printed “Starrett Tools . 19 Each held tools 
of a different trade. 

A swinging shelf held rules and planes. 
Saws were hung on the rear wall and down in 
front and on the steps were a collection of small 
tools, each with a price card attached. The 
entire window, with its white background, blue 
paper shelves, and red cards and pennants 
was a symphony in red, white and blue, which 
would have had special significance in the 
States in February, the month of Washington 
and Lincoln. 

During February this firm had a series of 
Saturday sales to interest people in tools. Each 
Saturday a different tool was featured and a 
special price was made on it for that day only. 
No profit was derived from that special, but 
the advertising it gave the store made it well 
worth while, as it directed special attention to 
the large line of tools. Knowing that this was 
the slack time with the farmers, when they 
would have time to read, they mailed out quan¬ 
tities of tool literature supplied by the manu¬ 
facturers, and with it they sent a card: 

Dear Sir: 

Select your tools now while you have plenty^ of 

time to pick out those best suited to your require¬ 


ments. Next time you are in town come in and talk 
the matter over with us. Our tool man will tell you 
just what you need, and if necessary, show you how 
to use it. 

They also ran special advertising regarding 
their tools, one ad being headed with a picture 
of two steel structural workers, using a hack 
saw, and beneath was printed. 

America’s progress depends as much upon the 
quality of the tools supplied her workmen as upon 
the ability of the men themselves. 

Then followed a list of nationally known 
and advertised tools. Regarding these tools the 
manager said: 4 'We prefer to handle national¬ 
ly advertised tools as much as possible. Sales 
are made much easier, for we have only to say, 
‘This is a Blank saw—and of course you know 
what that means . 9 It works in nine cases out 
of ten, for everybody has seen it in the maga¬ 
zines and lithographs of it in the stores and is 
familiar with its good qualities. Of course 
some unbranded tools are good, but we prefer 
to sell the line of a firm who has sufficient 
confidence in its products to get behind them 
and push them for all they are worth. 


To use a high-sounding word which you do 
not understand or concerning which you have 
only a hazy idea, may impress yourself, but it 
will scarcely do more than to amuse your hear¬ 
ers, and suggest to them that you are possessed 
of a pseudo-mind. 


The idea that nothing counts but “the 
price ’ 9 is often wrong. When one of your cus¬ 
tomers calls you Jim and asks you to go fishing, 
competition goes away back and sits down. 


It is easier to hit nine plus than one. 
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Apple Pies and Washing Machines 

A New Suggestion That Will Make Sales Easier 
for You 


. “Capacity'' is a dandy word. It 
means so much. It takes in a lot. It 
entirely surrounds it. It has the power 
of receiving and holding. 

In fact we are always looking for 
capacity. When we buy a truck we 
ask its capacity. When we hire a man we won¬ 
der what his capacity for work is. When pack¬ 
ing a suit case capacity is sometimes almost 
vital. 

The other day I saw a window display in 
which a table was set and the capacity of a 
coffee percolator was illustrated by having 
the coffee already poured out into the cups and 
showing that it had contained enough coffee to 
fill eight cups. 

This started me to thinking about “capaci¬ 
ties” and I recalled the usual methods of selling 
washing machines. 

We have talked of “running costs.” We 
have emphasized the saving of labor. And 
some of us have even set the machines to going 
in our window displays, suds and all, and let 
the suds speak for themselves. 

Now this is all good stuff, but the word 
“capacity” suggests to my mind another angle 
to play up. 

Suds are a good thing, but it’s the suds the 
housewife really wants to get away from. She 
wants to forget the muss and the smell. 

What she wants is the finished article. So 
let's give it to her. Let's wash the clothes and 
show her the results, but let's wash them before 
we put them in the window. 

Here is a new idea for a washing machine 
display in your window. 


Put the washing machine in “as is” just 
from your stock. Put an ironing board nearby 
with the electric iron turned up on end as if 
“through for the day.” Possibly a small card 
sign with that wording on it could be placed 
next to the iron. 

Neatly piled on a chair or two should be the 
white wash, including bed and table linen, hand¬ 
kerchiefs, sister*8 white dress and “lawnjaree,” 
baby's little dresses and panties, etc. Show 
just how much can be done in one load of the 
machine. 

Then on the kitchen table nearby should be 
a couple of fresh apple pies, some cookies and 
other delectables, appetizing and appealing. 

The whole window embraces a kitchen scene 
and on the table a card sign should read: 

OH BOY! 

Look what 
MOTHER BAKED 

While the washing machine was doing the 
laundry. 

That would constitute the appeal to the men 
folk of the family. 

And to attract Mother’s attention a card 
should read something like this: 

Dear Mother: 

If you could just snap on a button and let the 
washing machine do your laundry, you would bake 
more pies and cookies, wouldn’t youf 

We know you would, ’cause that’s the way with 
mothers. 

To complete the appeal a large card stand¬ 
ing between the washing machine and the chairs 




SEAR MCrmtR IFY&U COUlW 
JUSTSNAP ON A8UTT0N and 
LET TUE WASHING MACHINE 
.00 YOOR laundry you I 
wqulO BAKE more PIES 
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on which the finished laundry was placed should 
read: 


This washing machine did all this laundry at one 
14 sitting / 1 IT HAS CAPACITY. 


Try this simple window display and see if 
you do not get a rise from somebody. The 
psychology of the appeal covers practically 
every member of the family in a pleasurable 
way rather than in a strictly economical sense. 


IP WE COULDN’T TELL A LIE 

If we couldn’t tell a lie, some astonishing 
facts might be discovered at this time. Imagine 
us being questioned: 

The Management—Factoryman, have you 
been in the habit of wasting materials? 

Factoryman—Yes, I have probably wasted 
altogether, in needless scrap and spoiled work, 
materials enough to pay half my wages. I have 
never taken the trouble to find out what the 
materials are worth. I never thought of them 
in terms of money. 

T. M.—Officeman, have you given all your 
working time to the company? 

Officeman—No, I waste a great deal of 
time. So far as practical results are concerned, 
I often waste an hour or two a day, but I have 
never asked that my pay be reduced 12% or 25 
per cent. I also waste a great deal of time on 
personal matters, and in needless conversation 
and visiting. I cannot tell you the grand total 
of my wasted time, because I do not know. I 
only hope you never really find out. 

T. M.—-Salesman, do you make as many in¬ 
terviews of prospects as you might ? 

Salesman—No, I have many good excuses to 
use for staying away from a prospect when I 
don’t feel like making a call. He may be too 
far away—it would cost too much to get to 
him; or he may be too near to start on now; 
or too sure—anyone can sell him; or too hard— 
I would waste the trip. Or it may be too cold, 
too hot, or too snowy, or too muddy, or too near 
Saturday noon. You see, I have many excuses. 
Of course, I know that its costs the company a 
certain amount for me to make a call, whether 
I sell or not, and that the fewer calls I make 
the more each one costs. In spite of all that, 
I don’t make as many interviews as I might. 

T. M.—Stenographer, you must be the one 
person on the payroll who renders full and loyal 
service. 

Stenographer—No, I know I set a bad ex¬ 
ample. I never come to work on time and when 
I do arrive there are quite a number of little 
things to do to get myself presentable, such as 
fixing my hair, powdering my nose, finishing 
dressing, greeting the rest in the office, talking 
over last night’s gossip and today’s plans and 
dates, and shopping at noon. I presume at 
least I must waste from a half to three-quarters 


of an hour a day morning, noon and night, for 
which I know I am really paid to work. 

What would you have to say if you couldn’t 
tell a lie? 


HARDWARE WORLD “TAKEN TO TASK” 
Editor Hardware World: 

I am a traveling salesman and my work 
takes me all over the United States, from the 
Atlantic to the Pacific, and from the Canadian 
border to Mexico—a good sized man’s job. 

One of the resolutions I made this year was 
to send you an occasional letter, and my first 
you may think in the nature of a criticism. It 
is this: 

You are so “confoundedly modest” you 
don’t “blow your own horn” enough, if one is 
to use other hardware publications as a crite¬ 
rion. 

Maybe you think the Hardware World 
doesn’t need it, and I admit there are good 
grounds for such belief, judging from the re¬ 
marks which I hear made, not only by manu¬ 
facturers and jobbers, but by retail merchants 
and traveling salesmen. 

I attend all hardware conventions I can. I 
like to get other men’s viewpoints, and to hear 
the “gossip of the trade.” In that way I ob¬ 
tain a knowledge of the standing of hardware 
publications. 

In a group at a manufacturers’ convention, 
I heard papers “cussed” and discussed, but the 
Hardware World seems to be universally com¬ 
mended by manufacturers. I heard this bit of 
gossip recently. 

Your policy of cooperation with manufac¬ 
turers is in marked contrast to some who en¬ 
deavor to “dictate the sales policy” of manu¬ 
facturers. I know you never obtain advertising 
in that manner. Thus it is your cooperative 
constructive policy commands the admiration 
and support of all manufacturers. 

You publish more real, constructive ideas 
and helpful suggestions for the hardware trade 
than any o*her publication. I know, because I 
see them all. 

Compare your last issue, this issue, or your 
next issue, or any other issue straight through 
the year, and you must know this to be true. 

There is a personality about the Hardware 
World, a personal touch, a “homey” feeling 
that is lacking in others. How you do it, I don’t 
know. 

Now you can treat letter as you see fit, but 
I venture if you will publish, it will awaken a 
responsive echo in the minds of many thousands 
of your readers. 

Yours truly, 

JAMES A. MOOKE. 


It is the things which a man thinks he knows 
but doesn’t know, that keep the garages work¬ 
ing overtime. 
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Preparing for Spring Sales 


Poultry Supplies, Spraying Equipment, Garden 
Tools in Variety and Various Sundries Should 
Now Be Pushed 


H ARDWARE dealers are preparing to sup¬ 
ply the spring demand for incubators and 
brooders. They find the demand for in¬ 
cubators, brooders, wire nests, drinking foun¬ 
tains, lice killing machines, grit boxes, etc., is 
increasing. 

Give Buyers Sellable Information 
Dealers who sell incubators usually instruct 
buyers regarding proper operation of the ma¬ 
chines. They advise buyers to study directions 
accompanying the incubators, paying heed to 
heating and ventilation. “When the thermome¬ 
ter hangs an inch or more above the eggs it 
should show a temperature of 103 degrees and 
maintain this temperature through the hatching 
period/* explains a dealer. “Ventilation is im¬ 
portant; it governs evaporation of moisture 
from the eggs. Eggs are turned at least twice 
a day after the third day. 

“I advise customers to locate incubators in 
rooms where the temperature is fairly uniform, 
A dry cellairis suitable. The incubator should 
be set level, oil reservoir filled within an inch 
of the top, and a new wick put in at the begin¬ 
ning of each hatch. The thermometer is tested 
to see that it registers accurately. 

“When I advertise incubators, I emphasize 
the reliability of the machines. I keep two or 
three sizes on display, and show customers that 


I can meet their needs. A high grade incu¬ 
bator is cheapest in the long run. Poultry 
raisers are discarding inferior incubators and 
purchasing quality machines.” 

Brooders are in demand. Artificial brooding 
offers many advantages; the chicks are pro¬ 
tected from sudden storms. They are kept 
from the reach of crows and hawks, and have 
the advantage of sanitary quarters. 

A modem brooder will furnish a tempera¬ 
ture of 95 to 100 degrees on cold days without 
danger from fire. It has a cooler compartment, 
and is easily ventilated, cleaned and disinfected. 
Small-flock and large-flock brooders are both 
in demand. The small-flock brooder is often 
called a portable hover; it may be picked up 
and moved about by one person, and will care 
for 50 or 75 chicks. Large-flock brooders care 
for two to five hundred chicks. The demand for 
large-flock brooders is increasing; they are 
popular with community hatcheries. 

“I instruct customers to give regular care 
to heater, thorough cleaning of hover and other 
details of brooder management,” states a deal¬ 
er. “Artificial brooding has so many advan¬ 
tages to offer, that brooders are in demand 
wherever chicks are raised.” 

Spraying Equipment Finds Beady Sale 
Hardware dealers find a ready sale for 
spraying equipment. Barrel sprayers and 


Your salei windows should bo considered as your head salesmen, doing silent, but effective talking. 
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small, portable sprayers are popular. “I sell 
spray pumps by educating customers to the 
need of such equipment,” remarked a dealer. 
“San Jose scale, bud moth, codling moth, can¬ 
ker worms, scab and various fungus diseases 
are prevented and exterminated by spraying. 
Spraying increases the yield of fruit; it in¬ 
creases the production of sound fruit about 75 
per cent. It saves the trees from destruction. 

“A spray pump is used for spraying trees, 
vegetables, bushes, interiors of hen houses, hog 
houses, applying whitewash and cold water 
paint, etc. I make sales by showing customers 
the need of spraying equipment. I show that 
the pumps, fittings and entire equipment in my 
store are constructed of highest grade material 
and designed so as to reduce the time, labor 
and quantity of spraying solution required to 
the 

“I explain that my sprayers will give reli¬ 
able service for years, that they are guaranteed 


to do the work as it should be done, and that 
the nozzles and other fittings are best adapted 
for meeting local conditions. I offer sugges¬ 
tions regarding the special services for which 
each type of pump is adapted, enabling the 
customer to decide which pump will give best 
results on his farm. I tell customers that an 
effective spray must be applied in the proper 
form and quantity, and that they need quality 
equipment for the work. 

Sprayers for Every Home 
“I recommend a good barrel sprayer for 
small orchards. I find a ready sale for medium¬ 
sized sprayers built in two sizes, which can be 
mounted either on the end or side of the barrel. 
When I sell a barrel sprayer, I instruct the 
buyer to empty remaining solution, and pump 
through some clean water after using, then to 
free both pump and barrel of water. Hose and 
fittings quickly deteriorate when left un¬ 
cleaned. 



Ofws a few moments' thought to the suggestions In this article and dress your sales window accordingly.. 
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“Small brass pumps for garden or green¬ 
house work are best sellers. They are fitted 
with brass ball-valves, which resist action of 
solutions. An outfit fitted with tank and foot¬ 
hold is in demand for such work as spraying, 
sprinkling, washing windows, applying white¬ 
wash and cold water paint. The knapsack 
sprayer is convenient for different varieties of 
work; it is a high grade pump, and can readily 
be moved from place to place by the operator. 

“Accessories which are in demand include 
bamboo extensions, attachments for field crop 
spraying, nozzles for throwing a fine mist and 
a coarse spray, swivel elbows, quick-acting 
stopcocks, funnels equipped with strainers, 
pressure gauges and rubber spray hose.” 

Other Spring Goods in Demand 

Spring is the season for pushing the sale of 
dehorning saws, dehorners, hog tamers, inter¬ 
changeable markers, cattle marking punches, 
hog ringers, hog holders, sheep shears, basket 
weaners for calves and steel cow pokes. 

Ratchet lock pruning shears, hedge shears, 
adjustable pruning saws, weeding hooks, gar¬ 
den trowels, garden barrows, hoes, cultivator 
hoes and rakes are items which merit advertis¬ 
ing and display. 

Fencing tools are a profitable line; the com¬ 
ing of spring strengthens the demand for post 
hole diggers. The self-cleaning digger is popu¬ 
lar, as it will work in any kind of soil. The 
demand is for diggers which will cut fast and 
hold their edge. Post mauls and iron tampers, 
wire fence tighteners, fence finishing tools, 
woven wire fence stretchers, tackle block wire 
stretchers and combination pliers is a line of 
equipment needed by customers who build new 
fences and repair old ones. 

A profitable trade can be built up in wire 
fencing. 

“With the approach of warm weather, I 
advertise my line of hog fence, stock fence, 
poultry netting, ornamental lawn fences and 
barbed wire,” states a dealer. “Ornamental 
lawn fences are popular; they beautify a lawn, 
and protect the grass and shrubbery. Single 
lawn gates with ornamental tops, and double 
driveway gates are in demand. I let customers 
know that my store is headquarters for fencing 
material.” 

Dairy equipment is a profitable leader for 
spring. 

Farmer’s repair outfits sell readily at this 
season. 

“I supply farmers with tool outfits,” said 
a dealer. “A repair outfit, consisting of anvil 
and vise, lever forge, twist drills, stock and dies, 
horizontal drills, blacksmiths’ tongues, bolt 
tongues, farrier’s knife, blacksmith’s pinchers 
and chisels, is an outfit of serviceable tools in 
demand by farmers when they prepare for 
spring repair work.” 


COMFORTING THE SAD “SAD IRON” 

Several months ago we asked the question 
in our columns, “Why is a Sad Iron Sad?” At 
that time we suggested that sad as applied to 
irons came from an old English word and one 
of its meanings is heavy, and the “Sad Iron” 
was sad because it was heavy. 

Our question aroused interest on the part of 
the trade and since then we have learned sev¬ 
eral interesting facts. C. W. Gause is one of 
the best posted, most scholarly historians in 
the trade, and we have him to thank for this 
information: 

Between 1876 and 1880 he was connected 
with the Perin & Gaff Mfg. Co., of Cincinnati, 
successors to the old Miles Greenwood Co., who 
were among the oldest and largest iron foun¬ 
dries west of the Allegheny Mountains at that 
time and were large factors in producing sad 
irons. 

Mr. Gause very vividly remembers that they 
employed convict labor part of the time when 
he was with them, and in a sense he tells us 
that he was a fellow prisoner, the result of his 
clerical duties with the company. He learned 
to know all about sad irons, yet he never knew 
why they were sad. 

Oast Gannon for George Washington 

President Sabold of the Colebrookdale Iron 
Co., Pottstown, Pa., goes far into the history of 
sad irons, but even memory and knowledge 
cannot trace back to the time when irons took 
on the unhappy aspect. 

According to Mr. Sabold, common sad irons 
were made at the Colebrookdale Works in 1835 
In fact they were made before that, but the 
officers have not been able to trace back posi¬ 
tively beyond 1835. Yet there seems to be no 
doubt that they were made here over 100 years 
ago and perhaps still earlier. 

About one mile from the present location of 
the Colebrookdale fadtory there was a charcoal 
furnace making pig iron, in a primitive way of 
course, over 100 years ago, and not 20 miles 
from here cannon were cast for the Revolu¬ 
tionary War. 

Most women call them “flat irons” and this 
title is just as proper or equally as improper. 
There would seem to be about as little reason 
for the name “sad iron” as there is for the name 
“andiron.” 

It is interesting to know the origin of word: 
and we have stopped trying to make all lan 
guage reasonable. It seems to us that part o! 
the beauty of the English language is in ifc 
quaintness and archaic character as it breathe! 
the heritage of our Norse and Anglo-Saxon an¬ 
cestors. We are for the good old English 
words, the shorter the better. Give ns such 
words as Got and Have, rather than possess and! 
acquire! _ 


There must be output before there can be 
income. 
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You Said It—Pursue! 


More a Question of Man Than Market 
(By Harry G. Nye) 



I am in receipt of a let¬ 
ter from the editor of the 
“Hard World,’’ or rather, 
the “Hardware World” 
(it is about the same thing, 
for the man who put the 
“hard” in “hardware” 
knew what he was doing), 
asking my opinion as to 
“what policy merchants 
should pursue in placing 
orders for 1921.” 

It seems to me you said it when you used 
that word “pursue.” If the hardware mer¬ 
chant intends to sit down and wait for things 
to mend, I wouldn’t advise him to do a great 
deal of buying. But, if the policy he intends to 
pursue is to pursue, then I say go ahead and 
buy within reason, because then he will have a 
reason. 

During the period of nervous prostration 
and nervous prosperity which we suffered right 
after the war, there was more buying without 
reason than there was buying within reason. 
A man didn’t have to buy within reason in those 
times. Whatever he bought he knew would ad¬ 
vance before he bought more, and, except that 
you couldn’t take the stuff to the bank and 
deposit it, or pay the milkman with it, there 
was profit in buying as well as in selling. 

Yet there must inevitably come a time when 
prices stop pyramiding, and that time appears 
to have arrived with the new year of the Greg¬ 
orian calendar. Some of that shelf profit may 
have sloughed off, and some of these goods we 
may have to sell at a loss. How serious that loss 
will be depends. If we sold stuff cheaper than 
we could replace it, and now must sell it for 
less than it cost to replace it, we arc going to 
lose some money. But if we followed the mar¬ 
ket, we ought to be willing to follow it now. 
Profit bat More Certainty 


We couldn’t hope for things to go on as 
they were, and I don’t know but that some of 
us will be glad to have the time come when we 
shall have a little less profit but a darned sight 
more certainty. There has been a lot of un¬ 
avoidable speculation in the hardware business, 
and we are not in the business of speculation, 
most of us. We are merchants, not gamblers, 
and what we want to do is to buy goods, add 
service and a reasonable profit, mix and serve. 

Building Movement in Sight 


I don’t think the merchant who is selling 
needfuls need worry. People are not buying 
just now, but they will. Take builders’ hard¬ 
ware, for example. I honestly think that the 
present slump is going to start a real building 


movement. During the boom (if that’s what 
you want to call those times) most of the people 
built because they had to—that is, the people 
who built. But there were a lot of the wise 
birds who didn’t have to build, and they salted 
away the big wages and the good profits—and 
these fellows are going to come into the market 
in increasing numbers from March on. 

We are going to mark time a little in busi¬ 
ness in January and February—and then—for¬ 
ward, March! That’s my judgment, and now 
you can decide what my judgment is worth. 

The Milk of the Oocoaaut 

But I want to get back to that word “pur¬ 
sue,” for I think that is the milk in the cocoa- 
nut. I look for building to go one this spring 
regardless of general conditions, for there is a 
lot of money in this country. People have not 
stopped buying because they haven’t money, 
but because they have—and they have just 
awakened to the realization that it is a good 
idea to get all you can for the money when you 
have it. 

Of course, some people are going to be made 
hard up by decreased profits and decreased 
employment—but buying will start again this 
winter on the new basis, and we shall find our¬ 
selves back on the even tenor of our way as we 
were before the war. Prices will be higher, 
because production costs are higher and will be 
slow in coming down. But I believe the next 
few months will find us somewhere near a 
pre-war basis and pre-war business. 

Pre-War Business Again 

But it will be a different kind of business— 
not the easy money of the inflated period. It 
required more sense to buy in those days than 
it did to sell. Now salesmanship is going to 
count again. Any ordinarily shrewd buyer is 
going to be able to get what he wants and at a 
price somewhere near what he wants to pay. 
It will be a buyer’s market to a considerable 
extent from now on—but remember, while it 
is a buyer’s market as between you and the man 
higher up, it is a seller’s market as between you 
and the consumer. We have got to start in us¬ 
ing selling sense again. We have got to pursue. 

If the hardware trade will perk up and pep 
up, dust off its goods and its selling methods, 
keep after business, create business, and deserve 
business, it will be perfectly safe to go ahead 
and stock up at present levels on most things. 

The next year, according to my idea, is 
going to be a matter of the man rather than 
the market. Some men are going to lose money 
and damn the market—and some men are going 
to pursue and make money and be quite re¬ 
signed to the new conditions that face us during 
the first half of 1921^ google 
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Making Paint Business Profitable 

(By Clement White) 


H ARDWARE merchants find paint is a valu¬ 
able side line. House paint, barn paint, 
auto paints and varnishes, brushes, etc., 
are in demand. Dealers know it pays to handle 
the best quality paint, and to specialize on the 
sale of a complete line which meets the demands 
of their customers. A dependable line of paint, 
which is advertised by the manufacturer, en¬ 
joys a ready demand. 

What to Stock 

“When I commenced selling paint, I de¬ 
cided to carry a specific amount of stock,” ex¬ 
plains a dealer. “I decided to carry not less 
than thirty colors in stock, giving preference to 
colors most popular in my territory. Outside 
gloss white, fawn, pearl gray, light slate and 
pea green are popular colors. It find light 
shades in most demand for body work, the 
darker colors being used for trimming. 

“Shingle stain, inside floor paint, stainless 
floor oil, hard-drying porch paint, screen paint 
and furniture paint are ready sellers. 

“I find red paint in most demand for barns, 
sheds and other out-buildings. There is a de¬ 
mand for waterproof paint for coating concrete, 
stucco and stone work. 

“Wood preservatives, implement paint and 
paints and varnishes for use on autos are in 
demand. I prefer a uniform stock; it makes a 
neat display, and enables me to furnish cus¬ 
tomers the exact shades of finish they require. 
House Paint the Basle 

“My stock of house paint is the nucleus 
around which my paint trade is built. The way 
to keep a paint business increasing is to carry 
a stock of popular colors, and plan the stock 
for future needs, as well as for immediate re¬ 
quirements. 

“I sell paint on quality, not on price. I tell 
customers how my brand of paint is manufac¬ 
tured, explaining that the ingredients are ana¬ 
lyzed before being used, that the materials are 
thoroughly mixed, and that the paint is uni¬ 
form in color and consistency. I show customers 
that quality paint is economical in spreading 
capacity. 

Don’t Overlook Paint Accessories 

“Accessories which are in demand include 
paint pot hooks, ladder jacks, roofing brushes, 
varnish brushes, flat paint brushes, oval brushes, 
whitewash brushes, graining combs, putty 
knives, painter’s dusters, wall scrapers and 
scraping knives. 

“I find a ready sale for high quality, flat 
brushes, ranging in size from three to four and 
one-half inches. I recommend four inch brushes 
for general house painting. 


“I give my line of paints and accessories 
local publicity, finding moving picture slides an 
efficient sales aid. I secure the slides from the 
manufacturer. Features for outside advertis¬ 
ing have brought trade my way; field signs, 
fence signs and posters give good results when 
placed systematically. Newspaper advertising 
is a valuable sales aid; a series of ads will 
awaken interest among local paint buyers.” 

Quality Basis Pays 

A Kansas dealer explains that the paint busi¬ 
ness in his town was practically dead when he 
decided to carry the line. “Some cheap brands 
were being shipped in; but didn’t give general 
satisfaction,” he explains. “The cheap paint 
soon peeled off the buildings, the colors faded, 
and the lumber was inadequately protected. 

“I started in with a good assortment of 
quality paint, and soon began to make sales. I 
found advertising, window displays and at¬ 
tractive stock arrangement of assistance. When 
arranging a window display I let the public see 
the varied stock I carry, proving my ability to 
supply their needs without delay. I devote 
easily accessible shelf space for storing my 
stock of paints and varnishes. 

Makes Paint Prominent in Store and Window 


“Interest in my line is aroused through the 
display of sample colors. I reserve space in 
front of my store for the sample color assort¬ 
ment. This gives the customer a chance to 
pick out the colors he prefers, and he gives his 
order without hesitation. 

“In stores where color assortments are not 
shown, salesmen are at a disadvantage, as they 
sometimes are obliged to search a long time in 
search of color samples. I have a convenient 
color card and advertisement rack placed with¬ 
in easy access of customers. I find the distribu¬ 
tion of color cards and advertising literature 
among property owners increases my paint 
business. 

“I find money spent in publishing news¬ 
paper ads is profitably invested. Advertising 
by local dealers is easy when electros furnished 
by manufacturers are used. I change copy 
frequently; for a new ad is more effective than 
one which has been published several times.” 

Always Suggest Paint 


A dealer who has sold paint for several years 
believes in keeping in close touch with his cus¬ 
tomers in order to locate buyers of paint. 
“When I sell a bill of builder’s hardware, I 
judge that the buyer will need paint later on 
to add the finishing touches to his new build¬ 
ing. I find out whether he has ordered his 
paint; if not, I explain that I carry quality 
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paint, and show my willingness to estimate the 
cost of painting his house or other building. 

“I have known instances where new build¬ 
ings went unpainted several years. Usually the 
owner's negligence was due to a lack of ag¬ 
gressive sales policy on the part of local paint 
dealers. 

“Housewives are profitable paint customers. 
They appreciate the need of keeping their fur¬ 
niture looking bright and attractive, and know 
that a moderate investment in paint and varnish 
will renovate worn furniture. 

“I keep the interests of auto owners in 
mind when planning my sales campaigns. There 
is a growing demand for auto paint and varnish 
for use on all kinds of cars. 

“Dealers who sell farmers find a ready de¬ 
mand for implement and wagon paint." 


GASOLINE LIGHTS IN 2,000,000 HOMES 

A survey recently completed show's that 
gasoline is solving the lighting problems in 
more than two million rural homes and in a 
surprisingly large number of city homes as 
well. 

One of the principal reasons why gasoline 
lighting has become so popular throughout the 
country, especially in rural communities, is be¬ 
cause of its exceedingly low cost. The initial 
cost of most modern types of gasoline lamps and 
lanterns is little more than the old-style coal 
oil kind, and only a small fraction of the cost 
of an electric lighting plant. The upkeep is 
a mere trifle and there is nothing to get out of 
order or wear out. 

In the most modern lights, the gasoline is 
generated into a vapor, and the cost to burn is 
but a little over a penny a night. Common motor 
gasoline is the fuel used. Because of the small 
amount of gasoline used, these lamps need be 
filled only about once a week. Another im¬ 
provement has been in mantles. They are now 
constructed—at least the better ones—so as to 
withstand rough usage and to give long service. 
It is claimed that gasoline lighting is even 
cheaper than candles. This also applies to all 
forms of gasoline lighting, even including gaso¬ 
line lighting plants which are so popular be¬ 
cause of the low installation cost and surprising¬ 
ly small operating expense. 

Improvements in f gasoline lighting in the 
last few years have progressed to such a 
marked extent that one no longer hears the 
old-time argument of “danger." That feature, 
harped upon and exaggerated, has been entirely 
eliminated. Today, the better known and ex¬ 
tensively advertised gasoline lamps, lanterns 
and lighting plants are recognized by the very 
highest authorities as absolutely safe. 

Even though the use of gasoline lighting 
equipment has seen a remarkable increase in 
the last few years, an even greater increase is 
expected. A large western manufacturer of 


lamps, lanterns and lighting plants, declares he 
is planning to double his production in 1921, 
and his action is based on the increased sales of 
1920. 


SELL ELECTRIC APPLIANCE SERVICE 


In selling electric appliances a great many 
merchants confine their efforts to selling the 
article for what it is; that is, so much fabricated 
metals; whereas, the customer seeks the service 
to be got from the appliance and buys it for 
that reason only. This difference in attitude 
is responsible for the loss of a great mapy ap¬ 
pliance sales. 

Ten Tour Prospect 


In demonstrating a percolator, for instance, 
your customer is primarily interested in the 
following things: Will it make better coffee 
than the way I am making it nowT Is it more 
economical, both in using less coffee and in the 
cost of operation ? Above all, is it less trouble 
and will it last a long time? 

These things are what influence your cus¬ 
tomer to buy—they are the points around which 
your sales talk should be constructed. The ap¬ 
pearance, material, etc., are minor details and 
are oftentimes better left unmentioned, unless 
your customer is buying for a gift; in that case, 
attention should be called to the appearance, 
design and finish. 

The point is the selling of the service—not 
the thing. By placing yourself in the buyers' 
shoe.., and talking from their viewpoint, show¬ 
ing them that you appreciate their needs and 
that you are familiar with the service that the 
appliance renders, instinctively causes your 
buyer to say, “I want it." 

Of all the items you sell, appliances prob¬ 
able present the best appearance, and are adapt¬ 
able to many original displays, adding to the 
appearance of both the windows and the store. 

The table display is perhaps the best manner 
of putting appliances right into the hands of 
your buyers. Several attractive tables, dressed 
with small stands, a vase or two of artificial 
flowers, and possibly a small piece of velvet or 
so, make a very attractive background for the 
display of appliances. Customers making other 
purchases are drawn to examine articles placed 
easily within their reach, and are ready to in¬ 
quire about them. 

Too much stress cannot be placed upon the 
importance of becoming familiar with just what 
can be accomplished with each piece of appli¬ 
ance. 

Have your clerks do the same thing; if nec¬ 
essary try out the grills, toasters, percolators, 
waffle irons, etc., right in your store—find out 
just what service they can render—then, when 
your next prospect comes in, sell him that serv¬ 
ice. You will be surprised to see how the sales 
will increase on appliances. 


Digitized by 


Google 



122 


HARDWARE WORLD 



SrABOUT TH 
ETA-IL STO 



COMPLAINING YOUNG MAN 


ARE YOU A MAN WHO KNOWS! 


4 A word to you: 

r Are you finding fault because the 
world isn't doing the right thing by 
you! 

Do you think your hours of service 
are too long, your wages too low, and 
your work too hard! Kindly ask your father, 
in the light of his experience, what he thinks 
about it. 

Let him tell you what the hours of labor 
were when he was a boy—the meager wages he 
received, the unsanitary conditions of the shop, 
the lack of holidays or even half holidays, the 
early call to duty, and the late blowing of the 
whistle when evening came. 

Your father knows about it, especially if he 
is native born. If he came from a foreign land 
within recent years, he may not recognize all 
the wonderful changes in industrial conditions 
that have signaled the progress of this country 
in the last decade. 

Let your father tell you of the frugal home 
of his boyhood days, the meager fare, and the 
lack of luxuries. Let him tell you how happy 
he and your mother were under conditions that 
to you would impel a spirit of revolt. 

Young man, the world has moved. You are 
enjoying shorter hours, better wages, and more 
holidays. All the surroundings in your office, 
shop, or factory are much better than your 
father had. At your home there are soft car¬ 
pets on the floor, curtains and screens on the 
windows, sanitary bathing apparatus and a 
telephone. 

I could go on at length and tell you of the 
many opportunities for self-education you have 
that were never heard of then — the public 
libraries, reading rooms, concerts, theatres, etc., 
and which probably you are not even taking 
advantage of. 

What you term conveniences of today then 
were luxuries. The ease with which you go to 
work were not to be had then. 

There are not only sewing machines for the 
good mother, but you will find an organ or a 
piano and perhaps a talking machine for your 
sister. Your table is well supplied with what 
yon need and with many things that in your 
father's boyhood were luxuries far beyond his 
reach. 

Stop and think of these things, complaining 
young man, and then answer the question: 

“Are you as good a citizen as your father?" 

—J. A Sleicher. 


There are two kinds of men—the men who 
know, and the men who guess. The “know" 
habit is the only sure ladder by which you can 
climb to success. The well-known guessing 
habit is far worse than the hookworm. 

The man who knows inspires confidence. 
The man who guesses doesn't inspire much of 
anything. The positive man is always a step 
ahead of where he was a moment before. The 
uncertain man stands upon an insecure footing 
and cannot progress very far in any direction. 

Ask two men the same question, for in¬ 
stance: “How many feet are in a mile?" One 
man says: “Five thousand two hundred and 
eighty." The other one says: “Why, some¬ 
where around 5000, I guess." Or the first man 
says, “I don't know." The second man says, 
“Well, let me see—there must be about— 
why—" 

How are you impressed by these answers? 
The first man knew or did not know, and if he 
didn’t he made no bones about admitting it. 
The second man guessed and hesitated, and you 
left him with a feeling of impatience and per¬ 
haps disgust. 

The man who wins out these days of hustle 
and snap judgment must know, or not be afraid 
to admit that he doesn't. You cannot win suc¬ 
cess without knowledge. Be decisive! Be posi¬ 
tive ! Be alert! Know! 

ORGANIZE YOURSELF 

Detach yourself from everybody and every¬ 
thing but yourself for a little while. 

Take stock of yourself. Be honest with your¬ 
self. Don’t cheat yourself. What are your 
faults ? Don't blink at them. They are import¬ 
ant. You must know what they are before you 
can correct them. 

Try to look at yourself objectively instead of 
subjectively. Analyze yourself as though you 
were somebody else. 

You, as a salesman, are playing a part, just 
as an actor does. 

Actors study themselves—develop their 
powers. They sell their personalities to the 
public. So should you. 

You, too, should regulate your voice, modu¬ 
late it; you, too, should speak distinctly—con¬ 
vincingly; you, too, should learn to be adaptive, 
using arguments to overcome the objections 
of a customer—and using them agreeably, with¬ 
out arrogance. 
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WHEN CASH AND CARRY FAILED 

An Experiment That Sent Much of its Business to 
Competitors 

C. A. Blodgett, of the Blodgett Mercantile 
Company, Spokane, is a student of conditions 
His findings as to the advantages to be derived 
in changing into a cash and carry business is 
worthy of note. The following article by Mr. 
Blodgett is interesting: 

For two years, lacking only one month, we 
did a strictly cash business and worked along 
the plans as outlined in our letter to our cus- 
stomers, and we believe we gave the strictly 
cash business a good and thorough trial and we 
found it to be a failure and a mistake as far as 
we are concerned for a neighborhood store situ¬ 
ated as we are. 

At first many of our customers would come 
in and give us a big order when they got their 
checks and we naturally got a volume of trade 
from the prices we made. But after a few 
months we noticed the customers who were 
really worth while were slowly drifting away 
and giving their real business to stores that 
featured quality and service, and doing what we 
might in the two years saw our business drop 
from $85,000 to $35,000. Then-we knew to our 
own satisfaction that we were on the wrong 
track, and our change back to the old system 
has proved it to us. 

Below we list a few of the reasons why it 
did not pay to run a strictly cash business in 
our neighborhood, and ours is a typical one on 
the outskirts of a city or on a similar basis as 
a small town, are as follows: 

First—In order to meet the cut-rate prices 
of the town stores we had in many cases to 
stock a cheaper line of goods than carried be¬ 
fore. In many cases business did not repeat as 
on the quality orders pushed before. 

Second—Many of our customers did not call 
up and give their orders, as they did not wish 
to wait at home for the delivery boy. 

Third—It was unhandy to send money with 
the children each time, and children do a lot 
of buying for the busy housewife in the outside 
stores. 

Fourth—Many customers would rather pay 
at the end of the month and they could keep 
better track of their expenditures in that man¬ 
ner. 

Fifth—Many were offended by having the 
goods brought back on account of not being at 
home when the driver called. 

Sixth—We found that the cash trade was 
anybody’s trade, here today and there tomor¬ 
row, going to the one who offered the best in¬ 
ducements, and we could not count upon a 
regular volume as where our customers traded 
on account. 

Seventh—Sales on the better class of goods 
fell off much more than the cheaper lines and 
did not show near as good a margin. 


Eighth—If a customer has an account and 
something appeals to him, he will perhaps buy 
it, if paying cash, he will think of the cash 
outlay and perhaps get along without the 
article. _ 

TREATING CUSTOMERS ALIKE 

One of the Massachusetts readers of the 
Hardware World was so interested in the ar¬ 
ticle, 44 Treating Customers Alike,” in our Oc¬ 
tober issue, he has written to tell us of his ex¬ 
perience and his thoughts along this line. The 
substance of the article was that there should 
be no partiality shown. No clerk should try 
to wait on two customers at one time, as cus¬ 
tomers demand fairness. 

Here is what our correspondent has to say: 
Editor Hardware World*. 

Your article, “Treating Customers Alike ,* 9 in the 
October issue of the Hardware World, gives the 
clearest expression of what I have always believed. 
But I find it mighty hard to apply where I work. 

“Splitting attention never pays,” is another one of 
my beliefs. I never thought that waiting on two or 
more customers at the same time did any of us much 
good. 

The store policy is to wait on all you can, from one 
to another and back again. I have felt time after 
time that a customer had stopped buying at a twenty- 
five cent sale, when, if given the proper or undivided 
attention, he would in all probability run the purchase 
up to several dollars. - Massachusetts. 


WHEN YOU CAN’T SELL AN ALARM 
CLOCK, SELL CAMPHOR 

4 4 What is the best method of waking a 
soundly sleeping person?” is a question quite 
a few people would like to have answered, there 
being few who have not or do not continue to 
exhaust every scheme and method known to 
them to rouse some heavy-headed members of 
their families in time to eat breakfast and get 
to the office or school on time. 

44 With an odor, undoubtedly,” a well-known' 
physician replied to the question. 

4 4 The sense of smell is the most easily 
aroused of any of the five. We have trained 
ourselves to disregard noises—else we would 
get no sleep at all in a city. In the country , the 
same sounds which we utterly disregard in 
town would awaken us instantly. 

4 4 To shake a person is more or less success¬ 
ful, as a rule, but often it serves only to half 
rouse the sleeper, and he turns over and goes to 
sleep again, or, if he does wake, he is apt to 
be in a bad humor. Any really unusual noise 
is effective, but one can’t think of a new noise¬ 
making method every morning. 


WARNING! 


Be sure you don’t fall into the same error 
that a Georgia merchant recently made in his 
announcement in the local paper. Here was his 
unhappy phrase: 

44 Don’t kill your wife; get one of our wash¬ 
ing machines to do the dirty work.” 
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Live Western Sales Organization 


T HE problem of handling sales in the West very first, and 
has been perhaps one of the most difficult 
that hardware manufacturers have had to 


face in their American distribution. 

Although there are large buyers and the 
market is an active one, nevertheless the great 
West is a place of magnificent distances, widely 
separated from the centers of production. Fur¬ 
thermore, merchants have built up a strong 
sentiment for definite trade practice through 
certain channels of distribution. 

Here is a line of resistance that is almost 
impossible to combat. It is sometimes equally 
difficult even to satisfy the wishes and desires 
of far western buyers. 

In the last thirty years there have grown 
up scores and scores of manufacturers’ repre¬ 
sentatives—residing in the far West, who han¬ 
dle the goods and general business of eastern 
manufacturers, just as a lawyer would handle 
the affairs of his client. 

In a few cases manufacturers have estab¬ 
lished their own branch houses and handle the 
territory through their own organization. Yet 
most lines continue to be sold most success¬ 
fully through sales representatives. 

Pioneered the Way 

Among these individuals and organizations 
there is one who can remember back before 
there was a single sales agency in the West, 
and that man is John T. Rowntree. As a matter 
of fact, Mr. Rowntree was among the very first 
sales representatives in the territory, if not the 


we may say that he stands in 
the same position today. 

As a young man Mr. Rowntree took to the 
hardware business by aptitude and inclination, 
and it was not many years before he became a 
buyer and general manager of a wholesale hard¬ 
ware house in Knoxville, Tennessee. 

Vision of Western E nte rprise 

Mr. Rowntree conceived the idea that there 
was a future in the Pacific Coast States for 
joint representation of eastern manufacturers. 
With that idea in view, he resigned his position 
in the fall of 1889 and moved to Denver, where 
he established his first office and traveled over 
the territory from the Missouri River to the 
Pacific Coast. As the business grew on the 
Pacific Coast and the possibilities became more 
apparent, Mr. Rowntree gave up the Missouri 
River territory and devoted his entire attention 
to the territory from Colorado west While em¬ 
bracing nearly one-half of the United States in 
area, the entire population of the territory at 
that time was only about eight million inhabi¬ 
tants. 

Considering the fact that the area was large 
and the country sparsely settled, as compared 
with the middle West and eastern states, and 
there being only a few distributing centers in 
the far West, Mr. Rowntree conceived the idea 
of establishing offices in a number of the job¬ 
bing centers in his territoi^r with resident sales¬ 
men in charge. This policy provided not only 
a saving of time and expense in traveling the 
long distances between cities and gave his job- 



S. r. BEATTY W. R. VOORHEES DON 8TANBBBY 

Well Informed, progressive talesmen who add strength to the Bowntree organisation. 
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bing friends service and cooperation by being 
on the ground and working the territory closely, 
but more could be accomplished for the manu¬ 
facturer than by having salesmen cover the 
territory intermittently. 

Seven Western Offices 

Mr. Rowntree now has offices in San Fran¬ 
cisco, Los Angeles, Seattle, Portland, Salt Lake 
City and Denver, and has just opened an office 
in the City of Mexico for the purpose of looking 
after the trade in the southern republic. In 
addition to one or more salesmen located in the 
jobbing cities, Mr. Rowntree visits his different 
offices and still continues to cover the territory 
at stated intervals to keep in touch with the 
situation in the different parts of his territory. 

Mr. Rowntree’s business has grown and he 
has grown with it and the territory has respond¬ 
ed to his efforts. 

In the thirty years since founding the or¬ 
ganization Mr. Rowntree has found it necessary 
to multiply his personality until today there are 
sixteen men imbued with the ‘‘Rowntree 
Spirit” representing the organization at his dif¬ 
ferent offices. 

Men of Counsel and of Action 

It has been our experience that there* are 
two types of successful business men: Admin¬ 
istrators and executives. In accordance with 
the Roman roots and custom, administrators are 
those who “tend to” affairs and business; exe¬ 
cutives are those who “follow through” the 
matters that come before them. So the ad¬ 
ministrator is a man of great personal action 
and labor, who carries the weight not only of 
responsibility but of business action upon his 
shoulders. He “tends to” as much of his busi¬ 
ness as the day and his physique will permit. 

On the other hand, there are those other 
successful business men who do the planning, 
who watch the progress, who know much, who 
guide, who “follow through” and yet who 
leave the detail and the action to lieutenants 
and associates. These are the executives. There 
is the same distinction between “line” and 
“staff” officers in the army. 

Selecting Able Lieutenants 

It has often been said by manufacturers who 
have done business with Mr. Rowntree or who 
have known his organization, that one reason 
for his signal achievement and growth has been 
due to his wonderful faculty for securing men 
of exceptional ability for his organization, and 
then imbuing them with enthusiasm, loyalty, 
and sound judgment. For the Rowntree organi¬ 
zation is equally trusted by their principals in 
the East and their customers in the West. 

Always consistently characteristic of Mr. 
Rowntree has been his genuine modesty and 
his fine gentility. It has always been his sin¬ 
cere wish to let his actions, his deeds, and his 
friends speak for him. As a ma'tter of fact, 
this very genuine modesty of his has prevented 


us, for many years, from saying the very things 
we should like to have said in these columns re¬ 
garding him. Yet his organization, his legion 
of friends and admirers in the West among the 
men who know him is the most eloquent tribute 
and recognition. 

We are indeed glad of this opportunity to 
bring before our readers the faces of these fine 
men who represent Mr. Rowntree, representa¬ 
tives at the same time of the highest trade ideals, 
soundest business principles and of the thor¬ 
oughly enterprising spirit of the hardware trade 
in the West. 

Brief Biography of the Rowntree Rustlers 

S. F. Beatty, veteran only in point of service, 
has been associated with Mr. Rowntree for 11 
years and has played an important part in de¬ 
veloping the business of the organization. 

W. R. Voorhees has ably represented the 
Russell & Erwin Mfg. Co. for the past 25 years, 
18 of which have been in the West. He will be 
a strong member of the staff at San Francisco. 

Don Stanbery, former sales manager of the 
Union Hardware & Metal Co., associated him¬ 
self with the organization in 1919 and his radi¬ 
ant personality will henceforth illuminate the 
San Francisco office. 

C. G. Marxmiller has been connected with 
Mr. Rowntree’s staff since 1919, and has proved 
himself to be just as good as he looks, a faithful 
and conscientious member of the San Francisco 
staff. 

H. F. Brown has managed Mr. Rowntree’s 
Salt Lake office for 12 years, and is one of the 
most popular and highly respected members of 
the fraternity. He will now have charge of the 
Seattle office. 

Allen B. Baker, former buyer and manager 
of the tool department of the Honeyman Hard¬ 
ware Co., has recently joined the Rowntree or¬ 
ganization and will have charge of the new 
office at Portland. 

J. Wallace Rowntree has been associated 
with his father in the business for 15 years, and 
is second in command. He has added a keen 
mind to his natural endowment by blood and 
by proximity. 

J. W. L&ycock joined the forces of John T. 
Rowntree, Inc., recently and he is rapidly mak¬ 
ing good at the Los Angeles office. He is 
young enough to learn and old enough to re¬ 
member and profit. 

R. N. Fullerton has recently resigned his po¬ 
sition as buyer for the Strevell-Paterson Hard¬ 
ware Co. to become manager of the Salt Lake 
office of the Rowntree organization.. 

H. P. Shupp is making his headquarters at 
the city of Mexico, opening the new office. Af¬ 
ter seven years with the Charles Ilfeld Co., he 
joined the Rowntree Denver office as south¬ 
western representative. 
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Loring E. Kent, one of the brave mission¬ 
aries of American hardware, is establishing the 
Rowntree office at the city of Mexico. Mr. Kent 
graduated from the Hazard-Gould and Pratt- 
Gilbert Companies. 

Frank Rowntree Wishon is the latest addi¬ 
tion to the organization, but he has borne Mr. 
Rowntree’s name for many years, and he has 
every reason to make good as specialty sales¬ 
man. 

J. R. Bookman has been associated with the 
Greenfield Tap & Die Co. for a number of years. 
Joining the Rowntree forces last September, he 
has just been transferred to San Francisco. 

A. F. Knight of the Denver office has been 
connected with John T. Rowntree, Inc., for the 
past four years. He has proved himself to be a 
valuable acquisition to the company at an im¬ 
portant post. 

E. W. Schilling, connected with Mr. Rown¬ 
tree at the Los Angeles office for the last five 
years, is most popular with the trade and meas¬ 
ures up to the standard personnel in every 
respect. 


THE OLD LOVELINESS 

Old books, old friends are best; 

Old things are loveliest: 

Old houses, and the glamor of old days, 
The olden peace, the olden, quiet ways. 

Old gospels, and old dreams! 

With new delight life teems 

When these are read, when these are told: 

All youth at last grows old. 

In bleak December, lo! 

A whirlwind of white snow. 

O heart! lost April then 
Seems wonderful again. 

Yet dream new dreams, be glad 
For all the soul once had. 

Old books, old friends are best— 

Old love is loveliest! 

—Charles Hanson Towne. 


Mr. Gaydogge—Well, by-by, my dear. In 
case I am really prevented from coming home 
to dinner, I will send you a telegram. 

Mrs. Gaydogge—Oh, that’s quite unnecessa¬ 
ry; I’ve already taken it out of your pocket. 


In spite of the advanced prices the barber 
was blue, and the razor he was wielding seemed 
to share his discouragement. “I’ve just about 
decided to open a butcher-shop,” he said, reach¬ 
ing for the powdered astringent. 

“And will you close this one?” his victim 
gasped feebly. 


WHO IS THE “MIDDLEMAN”? 

When prices are high, the middleman gets 
the blame. He is the link in the distributive 
chain nearest the consumer, and catches cen¬ 
sure first. 

Just what, or who, is the middleman? 

Is it the retailer?—he gets his living along 
the chain of distribution that links consumer 
and producer. Or the wholesaler?—who is 
part of the same chain. Or is it the buying 
agent, the merchandise broker, the sales agent, 
the importer? 

The middleman is not any of these. He is 
really not a “man” at all; simply a series of 
costs that must be met before the goods can 
reach the user. 

This expense you would have to pay if you 
went yourself to Michigan for your beans, to 
Russia for your sables, to Cuba for your sugar 
—that is the middleman, only others who also 
want beans, sables and sugar help you foot the 
bills. He is freight—he is advertising—he is 
taxes—he is the salesmen’s salaries—he is ad¬ 
ministrative overhead. 

Obviously, these are expenses which must be 
paid; when they represent duplication or waste, 
open competition usually corrects them. 

Before blaming the middleman it should be 
remembered that, so far, we have not found a 
cheaper alternative; that what is called the 
“middleman” represents the most economical 
distributive method the ingenuity of man has 
developed since civilization began gathering 
goods from the four corners of the world. 


IT CAN’T BE DONE 

If you are looking about for something to 
do, something big, something that will bring 
you fame and money, find something that can’t 
be done, and do it. Whoever is working at 
what can be done is not indispensable. If he ' 
leaves, seven others are in line to take his job. 
But the man who does what can’t be done is 
indispensable—the business cannot get along 
without him. Conscience always points to what 
is beyond our capacity. But the world pro¬ 
gresses only as mankind does what cannot be 
done. If a thing is impossible—let’s do it. 

—Dt. Frank Crane. 


Smiles have a place even in the common, 
every-dayness of your business. But it must 
be the smile that you mean, not the smile you 
wear on Sunday or the one you pull up out of 
your boots because a customer comes in your 
door and you fancy you can hear the bells of 
the cash register go ding-a-ling. No, the smile 
that you mean is the only one that will make 
the other fellow feel good. Well, anyway, it’s 
going to pay you to feel a little happier and 
more human yourself. 


“Sinecures are never long secure.” 
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What Policy Should Merchants Pursue? 

The letters herewith were received too late to be included in our last issue, 
but they offer equally excellent suggestions and information to which buyers, 
both wholesale and retail, are giving serious consideration. 

We are indebted to our good friends and correspondents, both among the 
manufacturing, jobbing and retail trade, for the splendid resume of business 
and trade conditions and the outlook that we have been able to publish. 


PRACTICE THE GOLDEN RULE 

Editor Hardware World: 

Tn our opinion merchants should place comparatively 
small orders for their stock, but large enough to take 
care of their reasonable requirements and in order that 
they may keep the stock well assorted without carrying 
a large stock of any one article or number. 

We believe that an adjustment downward in prices 
of products such as we manufacture is inevitable, but 
we do not see how it could possibly be otherwise than 
gradual in its application. 

We have had concessions in costs of some of our 
basic materials, principally bar steel for forging, but 
for a large number of our other materials and supplies 
we have had no concessions whatever and in such items 
as wood stock for handles, which is a very large item 
with us, we are told that there will not be lower prices 
for many months and that there will very likely oe an 
increase in cost. 

Taking the concessions which we have had in our 
material costs and applying it to the cost of a dozen 
pliers or a dozen screw drivers, figures a very small 
reduction in cost, not to exceed 2 or 3 per cent. Labor 
is a big factor in the cost; also the overhead. So far 
in our section we have not felt that it was fair to try 
to cut wages of our employes while we are operating 
our plant on a schedule of three days a week. Manu¬ 
facturers in this part of the country concur in the belief 
that the reduction in wage rates should follow the re¬ 
duction in the cost of living and the reduction in the 
cost of necessities in our section has been very negli¬ 
gible. 

In our opinion it would be very poor judgment for 
the employers of labor to take the position at this 
time that they are now going to get back at labor for 
what they have suffered at the hands of labor during 
the war and since; for such a course would only give 
the labor agitators and their side partner, the Bolshe¬ 
vik, the very opportunity which he is looking for. If 
we are to get the cooperation of our labor, which we 
must have, we must be fair to them and remember the 
golden rule. 

Our feeling is that the basic conditions of our coun¬ 
try are so substantial that when this cloud of depression 
has passed away we shall all be working and running 
our plants full capacity. We have the feeling that it 
will not be many months before this will take place. 
Meanwhile, let every fellow keep his shirt on and * ‘do 
to the other fellow as he would like the other fellow to 
do to him” were their positions reversed. 

Yours very truly, 

THE BRIDGEPORT HDWE. MFG. CORP., 
Bridgeport, Conn. Harry B. Curtis, Treas. 


Leo. F. Harter, Jr., has opened a hardware store 
at Racine, Wisconsin, 1021 Sixteenth Street, where a 
complete stock of hardware will be carried on which 
catalogs are requested. 


The Hoose Bros, at Atlanta, Illinois, has been re¬ 
organized into the Hoose Hardware Co. to carry a com¬ 
plete line of general hardware, stoves, implements, 
paints, sporting goods, electric supplies and pumps. 


NO SURPLUS ON HAND 

Editor Hardware World: 

There is no question in our minds but that the 
proper policy for the merchant to pursue in placing 
orders for the first half of 1921 is to curtail his buying 
as much as possible, 

However, the dealer must take into consideration 
the fact that there is no surplus of goods on hand, 
consequently when business resumes its normal condi¬ 
tion, there will be a great scarcity of goods, and there¬ 
fore he must anticipate his wants far in advance. 

Retail merchants will suffer little, if any, loss from 
declines, as the loss will be so gradual that it will not 
be noticed from the retailer’s standpoint. 

We believe that 1921 will be a very prosperous year 
for the hardware dealer, that as soon as merchandise 
reaches its proper value there will be a large demand 
and consequently a slight advance in prices. We are 
developing better balanced industries and the farmer 
will soon become reconciled to the new conditions, and 
no nation has the banking strength that United States 
has today. 

Therefore it appears to us that we have extremely 
good reasons to expect a very prosperous year. 

Very truly yours, 

BUHL SONS COMPANY, 

Detroit. A. H. Nichols, Asst. Gen. Mgr. 


ALL MUST LOOK THROUGH OPTIMISTIC 
SPECTACLES 

Editor Hardware World: 

We, as all business men, recognize the fact that con¬ 
ditions in this country today have been brought about 
by war conditions and particularly by the tremendous 
difference in the medium of exchange between our own 
and European countries. We would even include Canada 
today. It is a stumbling block that will be pretty hard 
to overcome and it would seem as though until the 
balance is more favorably in favor of our European 
friends that the exchange will not get toward normal 
very fast. 

We also recognize the fact that even manufacturers 
as well as distributors are buying from hand to mouth, 
this in itself is enough to create stagnation in any 
country. When we can all begin to look through our 
optimistic spectacles and begin buying a little heavier, 
it should start the ball revolving. Let us trust this 
condition of affairs will obtain shortly after the begin¬ 
ning of the new year. 

Yours truly, 

DIAMOND SAW & STAMPING WORKS, 
Buffalo. John T. Ronan, Y. P. 


The Universal Hdwe. & Machinery Co. at Orange 
Cove, California, have opened a new store at Orosi. 


The Pioneer Hardware House at Nogales, Arizona, 
is said to be one of the largest hardware stores in 
Santa Cruz County. James W. Edwards, formerly trav¬ 
eling representative of Roy & Titcomb, Inc., is the 
proprietor. 
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ALL MUST COOPERATE 

Editor Hardware World: 

There can be no startling reduction in prices in the 
near future because manufacturers who have purchased 
material on a falling market and met the wage increases 
of the past year have already assumed a considerable 
share of the loss concomitant with a return to a lower 
price level. In the razor strop business there has been 
a reduction in cost of leather and hardware of only 12 
per cent, which would allow a decrease of only 3 or 4 
cents each in the finished product. Labor, coal, light 
and power have advanced in cost during the past year. 

To justify any considerable reduction in prices, 
there must be a decrease of 35 to 40 per cent in raw 
material, and if not, a 25 or 30 per cent reduction in 
wages, then an increase in production, virtually equal 
to this amount. We cannot ask labor to accept less 
wages until living expenses are substantially lessened, 
but greater production can be reasonably expected, and 
when conditions are such that a reduction in wages 
can be accomplished without working a hardship on the 
families of the wage earners, labor will be found to be 
reasonable and fair in the matter. 

No one class can bring about, unaided, the restora¬ 
tion of business activity. United action of labor, deal¬ 
ers in raw material, manufacturers, jobbers and retailers 
can cause the resumption of trade immediately, and a 
very decided improvement will be noticeable in less 
than 30 days. The retailer, at whose store the brakes 
on business were first applied, can start things going 
again by conservative but regular buying, and the 
banks will be glad to extend credit at a favorable rate 
of interest, just as soon as they are assured that a 
rational and concerted effort is being made to improve 
conditions. 

As a concrete example of the remedy we suggest, 
let us imagine that every retailer bought a stock suf¬ 
ficient for three months of normal business. The 
certain result would be the instant resumption of pro¬ 
duction, the continued employment of labor. and the 
speedy return to satisfactory business conditions. 

To sum up: The facts as understood by us are: 
Labor can help in this crisis by increased production; 
the dealer in raw materials by a reduction in his prices 
to manufacturers, who in turn can sell to the jobber 
at a lower price. The retailer can inaugurate the move¬ 
ment by buying in quantities large enough to keep his 
stock up to a reasonable level, and by doing all that 
he possibly can to cause a rapid turnover, while the 
buying public, with its income assured by the continu¬ 
ance of business, can be depended on to do its full 
share. Workmen are generous buyers, but if their 
purchasing power is impaired through lack of employ¬ 
ment, their consumption of goods will be confined to 
things necessary to sustain life, and that largely on a 
credit basis. 

We feel that too much credit cannot be given to 
the trade journals for any relief obtained, because they 
are bringing to the attention of their readers a clear 
realization of the situation, and are doing their utmost 
to prevent the stagnation of business dunng the period 
of readjustment. Very respectfully yours, 

THE ALLEGBETTI MFG. CO., 
Geneva, N. Y. A. L - AUegretti, Pres. 


NORMAL ORDERS MEAN NORMAL TIMES 

Editor Hardware World: 

The situation at the present time is so unique that 
it is a difficult matter for anyone to make a suggestion 
intelligently. We do believe, however, that if the 
merchants would face the situation as it is and imme¬ 
diately would place requirements for 60 to 90 days 
(there is no reason why they should not do this, as 
stocks are reported low throughout the country), the 
present situation would be shortly overcome and we 
would swing back then into prosperity. 

Chicago. THE BARNEY MOORE CO., INC. 


BELIEVE TEMPORARY CONDITIONS WILL 
SOON BE IMPROVED 
Editor Hardware World: 

At a time such as confronts the average merchant 
today, it is quite difficult to strike the harp string 
that will correctly tune the attitude of the buyer to a 
wise policy of planning the placing of his orders for 
the first half of 1921. 

It is the same today as it has been in the past that 
public opinion is strained considerably regarding the 
outcome of prices for the next few months. After 
careful consideration and numerous interviews with 
various large buyers throughout the country, the writer 
is of the opinion that, while it is never a bad policy 
especially for the small buyer or the merchant with a 
limited capital, to go slowly and not plunge, he must 
also keep in mind that if the buyers curtail too serious¬ 
ly the placing of orders, business conditions for the 
retail trade will not be improved, but considerably 
impaired, inasmuch as the manufacturer will immediate¬ 
ly find it necessary to lay off a very large portion 
of his employes. 

This would not only work a hardship on the buying 
power of the country but would make it necessary for 
the reduced percentage of merchandise being made at 
that time to carry the entire burden of the overhead. 
In this way the cost of production would not be lowered 
but increased. 

We believe that a reasonable amount of placing of 
future orders is necessary and advisable, not only for 
the protection of the dealer in securing deliveries 
promptly for Bpring and summer shipment, but by 
placing orders tne manufacturer will be able to keep 
his force of employes going and the employe realizing, 
as he is beginning to do today, that unless he produces 
as he should that he will eventually be let out. This 
action should very materially cut the cost of production 
and indirectly reduce prices. 

We believe further that the temporary depression is 
simply a condition which will not prevail much longer 
than the first of next year. We should see a decided 
improvement in conditions generally from the first to 
the fifteenth of February. 

In our opinion it is a good plan for a merchant to 
move such merchandise as he may have been carrying 
for some time, not only to ease his mind regarding a 
probable decline, but keep his stock fresh and new by 
the merchandise necessary to replace same. 

We offer you the above reservedly and trust from 
its contents you may be able to gain some point that 
may be of assistance to others. 

Yours sincerely, 

ELGIN STOVE & OVEN CO., 

Elgin, HI. Herbert N. Dieterich, Sales Mgr. 


EXPECT ACTIVE GARDEN TOOL DEMAND 


Editor Hardware World: 


Our line is probably a little different from the 
ordinary staples which sell all the year around, for 
garden tools are sold in the spring of the year and the 
trade usually does not last more than three months. 

We are of the opinion that the trade in this country 
is not overstocked on garden implements and, as we 
believe also that the demand for garden implements is 
going to be just as great as it ever was the coming 
spring, the trade should put in the usual supply, which 
no doubt can be purchased at reduced prices. 

The most essential thing in our estimation is the 
necessity of the trade ordering their garden tools early 
in January, otherwise, we believe it will be practically 
impossible for the various factories to furnish enough 
stock to go around. 

Yours very truly, 


Port Washington, Wis. 


J. E. GILSON COMPANY, 

J. E. Gilson. 
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NO REASON FOR FEAR OR PESSIMISM 

Editor Hardware World: 

We have passed through an era due largely to war 
conditions when inflation of values was the order of 
the day, said higher values have been in many cases 
largely due to the advanced wage basis which has pre¬ 
vailed throughout the entire industries of both the U. 
8. A. and Canada, but no one can gainsay the fact that 
exceptional profits did greatly contribute to the higher 
basis of cost to the final consumer. 

The day has passed and perhaps will never return 
when such opportunities for excessive profit taking will 
occur, and the time has now arrived when everybody 
from the top rundle of the ladder down to the first step 
must take account of their method of living in order 
to cut out absolutely extravagant habits. 

Speaking of extravagance, almost everybody will 
deny that such a condition has obtained in their par¬ 
ticular case; it will be difficult to find a man who has 
not to even a small degree added some extravagant 
habit in either his personal or family method of living, 
practically everybody who had the opportunity to 
splurge a little bit did not overlook accepting same. 

The man with his eye on the target ana with his 
ear to the ground did not fail to see anywhere from 
four to six months ago that we were headed toward 
a decline in values which of course in commodities 
means lower prices, and the fact that there have been 
no great failures throughout the commercial world dur¬ 
ing the last three months is convincing evidence that 
the great business men of the country used their fore¬ 
sight and were prepared for the new conditions. 

There are lots of conditions in this world today if 
we will only turn our face toward them, which carry 
the point of view of the conservative optimist. So let's 
take that long range view and be hopeful. 

It is a fact that a basis of conservative liquidation 
in values had become necessary in the mercantile world 
and we are today thoroughly convinced that under the 
guidance of our leading men in industry and finance 
the good ship U. S. A. has been headed safely away 
from the shoals, and is it not true that students of 
economic affairs the world over are of the opinion that 
the U. 8. will be among the first of the leading coun¬ 
tries of the world to emerge from the new conditions 
contingent upon readjustment! 

There are many definite signs that can now be seen 
plainly on the horizon of hope, as for instance, the 
lowering of values and selling prices places us in a 
correct position as regards going into the foreign mar¬ 
kets to negotiate business. We can compete in the 
near future with Germany, France and England with 
their low cost of production and even with the rate of 
exchange as it now exists against our customers in 
foreign lands, they will receive a greater percentage of 
value. 

Take our domestic market. We are facing the 
greatest program in construction and repairing on the 
part of our great railway system. How about the 
building of new homes and other properties throughout 
our great country! Will not contractors be encouraged 
with the lower basis of cost, provided labor will do its 
share, to proceed to carry out the great building enter¬ 
prises which have been in status quo for the last five 
years ! 

Again the action of the American distributors of 
merchandise in cancelling business already placed and 
then curtailing further orders was more abrupt than 
ever experienced by the great majority of men now 
engaged in mercantile business, and is it not just as 
likely that the “crack of the whip" as it were, when 
heard throughout our great country will cause a prompt 
resumption of buying and then the jobbers and dealers 
who have been cutting their stocks to next to nothing 
will in many cases be “left at the post"! It is very 
important for a distributor of merchandise to keep in 
mind the fact that his profits are derived from the 
sale of stocks in the warehouse and on the shelves. 

It beehoves every man engaged in business to keep 


his eyes wid6 open and his ear to the ground as re¬ 
gards being in position to take care of stock require¬ 
ments, and to wake up to a full realization that our 
great country is still aoing business and will continue 
so to do, regardless of the cry of the pessimist and the 
business slacker who either fell into the habit during 
the big days of the past few years of neglecting im¬ 
portant elements in his business or has been cry-babying 
during the last few months simply because his abnormal 
war time profits have been reduced and he is not big 
enough to join with other people in getting back to 
normal. 

It is absolutely certain that we will very quickly 
see a definite start on the road to recovery of com¬ 
merce and A is the writer's expectation that within 60 
aays there will be a revival of business in volume 
similar to that which began five years ago. Would 
suggest that you watch the change in the 4 4 state of 
mind" which will occur very soon after we have erossed 
the threshold of 1921. 

Yours truly, 

SURPLESS, DUNN ft CO., 

New York. Oliver B. Surpless. 


KEEP WELL STOCKED IF YOU EXPECT TO 
DO BUSINESS 

Editor Hardware World: 


The wise merchant is he who keeps his stock of 
merchandise in such shape that he can supply his trade 
with the articles which he is supposed to carry and has 
carried in times past. Of course, this particularly ap¬ 
plies to staples and not such articles as those just 
Deyond the border of what strictly speaking is not in 
his line and which he often puts in just to nave some¬ 
thing always new. 

Consider This Carefully 

If a mercantile business is not one of buying and 
then selling, then what is it! How can a merchant 
sell if he hasn’t bought! A merchant will spend loads 
of money on advertising to get people into his store, 
but it is money thrown away if he hasn't the goods to 
sell and a poorly assorted stock. 

He mav have advertised in the past when times were 
particularly good and built up a flourishing business. 
Then when things are just below normal, he lets the 
business drop by the board just because he won't even 
keep sufficient stock of staples. His customers go 
where they can get them. Would it not be better to 
meet a drop of 20 per cent and retain his trade, and his 
reputation as a live house! 

In times of rapidly changing conditions, it certainly 
is wise for a merchant carefully to pursue a conserva¬ 
tive policy. Instead of guessing at what he can use, 
he should very carefully estimate by past records on 
each and every item he buys what he can use and keep 
his stock up until he can get a new stock. He should 
spend more time than he has even spent in arriving at 
and judging what he wants, whether it is a tack or a 
stove. My experience in 27 years of selling to buyers 
of the very largest firms has been that the best and 
shrewdest have kept their stocks well balanced, no 
matter how bad the times were. There has never 
been a time when there was not some business being 
done. 

Some people kill themselves by constantly worrying 
over some weak physical condition, resulting in their 
not taking enough nourishment to keep themselves 
alive. So it is often with merchants. They are hys¬ 
terical over business conditions and do not take enough 
stock into their stores to keep alive. It really brings 
out the good business man when conditions are bad. 
When times are good almost anybody can make money 
and no qreat effort is required to keep a business pros¬ 
perous. 

To sum the matter up in a nut-shell, my opinion is 
that it behooves every merchant to keep well stocked 
by using more conservative methods of buying. 

Yours truly, CLEMENT P. BUST. 
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COUNTRY WILL CONTINUE TO GO 
FORWARD 

(Note—The following copy of a letter mailed to all jobbers 
la the U. B. early in December by N. A. Gladding, rice presi¬ 
dent E. 0. Atkins A Co., came to hand to nse in our last issue 
but applies with equal force to present conditions. Every 
thoughtful business man will agree with Mr. Gladding in his 
analysis, and the methods to be followed to re-establish “men¬ 
tal” confidence—and that can best be done by everyone doing 
his full share.) 



M. A. GLADDING 

Vioe President and General Manager of the E. C. Atkins Co. 

This year of grace, good old 1920, is about to close. 
Can you say that it has not been a good year to you! 
We hear you say it has been and we believe there are 
▼ery few if any concerns throughout this blessed coun¬ 
try of ours but what can say the same. 

Of late there has been a tremendous propaganda for 
44 lower prices,'' and an immense amount of talk about 
a 4 4 readjustment” of things. In other words, a deter¬ 
mined effort on the part of some people to force a 
change in conditions, instead of letting things take 
their natural course. 

We have been particularly struck with the common- 
sense expressed in the resolutions adopted by the board 
of directors of the Mississippi Valley Association at 
its November meeting in Chicago, which reads as fol¬ 
lows: 

44 Whereas, The condition of the United States is 
sound, but the temporary destruction of confidence 
through the severe and unnecessary restriction of 
credits, and through propaganda, which, in many cases, 
has not been predicated upon the law of supply and 
demand, has resulted in general stagnation, a steadily 
increasing unemployment of labor, and great distress 
to farmers, manufacturers, merchants, bankers and all 
other enterprises; 

4 4 Therefore, Be It Resolved, That it is the sense of 
the board of directors of the Mississippi Valley Asso¬ 
ciation that the time has come to cease destructive and 
harmful propaganda, and for the adoption by the coun¬ 
try as a whole, of a constructive program of thought 
and action; and, to this end, calls upon all organiza¬ 
tions and the public press of the Mississippi Valley, 
and invites the public press of the country at large, to 
join the Mississippi Valley Association in formulating 
a program designed to show the soundness of national 


affairs, and the wisdom of every attempt to re-establish 
a condition of mental and financial confidence.” 

We note especially the last line of the second para¬ 
graph, viz.: 4 4 re-establish a condition of mental and 
financial confidence. ’ 9 

44 Mental” is well put in because, we sincerely be¬ 
lieve there is more need of a re-establishment of the 
mental confidence than anything else. 

It is coming back all right, and by the first of the 
new year most of us will wonder why we have ever been 
scared. 

It will not be long after New Year's Day before 
sales managers of jobbing houses will be finding a 
large number of empty spots on their shelves, so that 
many of their customers' orders cannot be filled, all 
because their buyers were instructed in November and 
December not to purchase anything. 

We feel certain that none of our good customers 
want to find themselves in the predicament, and we, 
therefore, respectfully and sincerely advise placing your 
orders now if you have not already done so. 

There is not going to be so much decline in prices 
as has been predicted, and on some articles none at all, 
especially those where there was not enough increase. 

In any event, practically all manufacturers will 
guarantee prices up to the date of shipment and they 
are not in the habit of making declines in the midst 
of a season. 

In our line the raw materials have not declined and 
labor is higher today than it was a year ago, and the 
increased prices covering our line for the past five 
years did not average over 100 per cent; whereas many 
commodities, labor, etc., were increased several times 
that. 

Again we respectfully advise placing specifications 
now, because time flies swiftly and goods of the char¬ 
acter of oure cannot be made in a minute. It is, there¬ 
fore, necessary to have specifications as far ahead as 
possible and we will appreciate that cooperation on 
your part, which means better service and more satis¬ 
factory results for both of us. 

In conclusion, let us say we believe that the coming 
year is going to be one of the most prosperous ana 
best in the history of our country and there is no 
reason whatever for fear or of holding back the pur¬ 
chase of necessary stock of anything that you handle. 

The country is not going backward, it is going 
forward. 

Yours truly, 

E. C. ATKINS k 00., 

N. A. Gladding, V. P., Gen. Mgr. of Sales. 


1921 PRICES STABILIZED 

Editor Hard wane World: 

We believe that after the first of the year manu¬ 
facturers will have prices so stabilized that for months 
to follow there will be no lower prices on hardware in 
which iron and steel form the base. Even now a number 
of manufacturers are guaranteeing against decline 
ninety days from date of delivery, so that the merchant 
should have no hesitancy in placing his orders at once 
or as fast as his stock demands. 

We believe the dealer by keeping up his stock even 
though he orders in smaller quantities than in the past 
will be in a more advantageous position for future 
business by having the reputation of being dependable 
to supply the wants of his customers as against the 
dealer who does not keep up his stock. 

Sincerelv vours, 

HELLER BROS., 

By J. F. Rowe. 

PHOENIX HORSE 8HOE 00., 
By E. L. Johnston. 


The Imperial Valley Hardware Co. installed a de¬ 
partment for office furniture and supplies at their El 
Centro store, in anticipation of a continuous demand 
for this line of goods in their growing community. 
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STAND BEHIND THE JOBBER 

Editor Hardware World: 

Retail merchants should place their orders early 
with the jobbers in order that they may secure prompt 
shipments and be ready to supply the retail trade when 
business again opens up in the spring. We truly believe 
that unless this is done early in the year, there will be 
an unusual shortage of goods resulting in higher prices. 

Further we believe that merchants should stand 
behind the jobber and give him such credit assistance 
as will enable the broadest distribution of products and 
guarantee straight through to the retail merchant pro* 
tection against the manufacturer’s own decline. 

Yours very truly, 

Keithsburg, HI. THE CANNON OILER CO. 


1921 DEMAND ASSURED 

Editor Hardware World: 

We are proceeding cautioosly, buying for our imme¬ 
diate requirements and covering ourselves on spring 
merchandise where we can secure reasonable protection 
against decline or where we feel confident there can be 
no material decline in price. 

We feel that the retailer should conduct his business 
along the same line. He enjoys advantages over the 
jobber from the fact that he can secure quick deliveries 
and buy in small lots. 

Expect Shortage When Market Opens 

Stocks should be kept fairly well assorted, especially 
on staple items. We would not at all be surprised to 
find a shortage of merchandise when the spring opens 
up. This in our opinion will be due to the fact that 
neither the manufacturer, jobber or retailer is stocking 
up against the future. 

When the demand comes we will all be short of mer¬ 
chandise. We feel confident that 1921 will measure up 
very favorably with the past two or three years in the 
volume of business as there is no question about the 
demand, providing other conditions will adjust them¬ 
selves. 

Respectfully, 

THE WAGNER HARDWARE CO., 
Mansfield, Ohio. F. A. Walter, Vice Pres. 


NO PESSIMISTS, FOR THINGS WILL BE 
ALL RIGHT SOON 
Editor Hardware World: 

The policy which we will adopt in our general line 
will be to retrench on buying, excepting on absolute 
shortages. We do not intend to buy ahead on any 
commodity whatsoever. While there has been some 
depression in business in our particular locality, we 
have not felt it as much as other parts of our state, 
which are confined to one product only, we being for¬ 
tunate enough to have various industries which draw 
on us, thus enabling us to do a certain amount of 
business, instead of none at all, as is the case with 
some of our more unfortunate localities. 

We are not pessimists and know that things will 
be all right in a few months, and are going ahead 
accordingly. 

In passing, will state that it would not be in 
keeping not to say something about the Hardware 
World. 

We wish to assure you that it is on our desk con¬ 
tinually and referred to many times a day. Our boys 
in the store also refer to it quite frequently and we 
consider it one of the most valuable trade journals 
which we have in the store. 

Wishing you continued success, we are, 

Yours very truly, 

THE F. RONSTADT COMPANY, 
Tucson. P. R. Lucas. 


OUT OF GOODS DRIVES CUSTOMERS 
AWAY 

Editor Hardware World: 

We believe merchants should buy all the goods ther 
need fo.* their wants for sixty days at least, at alt 
times keeping their stocks fairly complete. 

It has been proven that even in times when trade 
is slow a merchant who is out of staple goods loses 
much good will. 

By purchases going on freely for all current needs, 
there is no question but what conditions will soon right 
themselves. Yours truly, 

Watertown. THE VILLAGE BLACKSMITH FOLKS. 


BUY CONSERVATIVELY AND 
CONSISTENTLY 

Editor Hardware World: 

We are always optimistic and prefer to look on the 
brighter side of conditions, believing there is more to 
be gained thereby than otherwise and that he who is 
always looking for trouble generally finds it. 

It seems to us that with the opening of the new 
year, when everybody is anxious to do business, to 
make their improvements, construct new homes and 
buildings, and carrying out other long planned projects, 
merchants will find a lively demand for building ma¬ 
terials and tools and with it will be the exhilaration of 
of all other activities. 

To meet this condition the merchants who have the 
goods, as in the past, will be the ones to benefit and 
will do business, while those with less foresight or who 
are more timid in their buying will find themselves 
without the necessary merchandise to sell and with 
their sales force being paid to tell customers they have 
not the goods asked for. 

Buy conservatively and consistently, but do not be 
without the goods in season. Yours very truly, 

HAVEN & HAVEN CO., 

C. E. Haven. 


NEEDS MORE THAN BRASS TO DO BUSI¬ 
NESS IN COPPER COUNTRY 

Editor Hardware World: 

The writer cannot help but feel very pessimistic at 
the present time. This is caused, no doubt, on account 
of living in the copper country of Michigan, where we 
have to depend for our business to a very great extent 
on the copper mining industries, which have been for 
some time, in fact ever since the Armistice was signed, 
all shot to pieces. 

Copper is nominally quoted at thirteen and one-half 
cents today, but we believe very few sales are made 
even at that figure, which is much below the cost of 
producing; therefore, the majority of mining companies 
have shut down and what few are running are doing 
so with very much reduced forces. 

We presume that this condition exists to a greater 
or less extent all over the country, and that being the 
case, we do not believe it wise for retail merchants to 
positively commit themselves for any material ordered 
for future use and do believe it will pay to hold off for 
a time yet. 

We are aware of the fact that this very holding off 
of the placing of orders has a tendency to make the 
condition even worse, but, for all that, cannot help but 
feel, and have no doubt that others feel the same way— 
that it is not up to them to make any commitments 
solely for the purpose of trying to right the condition. 

We are hoping that when the new congress assembles 
legislation will be passed or something done to help 
out the export trade, which we believe will be the 
quickest way to right conditions in this country. 

Yours truly, 

PORTAGE LAKE HDWE. CO., LTD., 
Houghton, Mich. J. J. Zealand. 
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A THOUGHTFUL BUSINESS ANALYSIS 

Editor Hahdwabe World: 

There is always uncertainty as to future develop¬ 
ments which will affect business. This is especially 
true at this time. In this territory very much depends 
on the prosperity of the farmer. Farm products have 
declined to such a low figure that it is difficult for 
many farmers to even get expenses out of this year’s 
crop. Before we can estimate much on the future, we 
will have to wait until the farmer has worked out his 
problems, and we can see what the prospects are for 
next year’s crops. 

As we view it, future business conditions will be 
governed largely by the attitude assumed by the busi¬ 
ness men. We must expect some reductions in the 
price of hardware and steel, but we believe it is a 
mistake to expect the price of hardware and steel to 
decline as much as have the prices on some commodities 
on which there has been an excessive advance. 

The remarks made by Judge Gary at the recent 
meeting of the American Iron and Steel Institute fits 
the situation as well as anything could. He stated: 

1 * If serious disturbances occur in the business world, it 
will be caused by business men not using good judg¬ 
ment, or by undue governmental interference. ’ ’ As the 
(after is not likely to happen, the future of business 
will depend very largely on the actions of our business 
men. 

. The propaganda carried on so vigorously throughout 
the country to make the public believe that all prices 
were too high, has been carried too far. It is now 
realized that this was unwise and had done mueh 
harm and now an effort is being made to counteract 
its bad effect. 

‘ Commends Steel Corporation 

In the iron and steel industries, most of the “pre¬ 
mium prices’’ have disappeared, as was to be expected. 
The policy pursued by the U. 8. Steel Corporation in 
holding down prices was certainly wise and reflects 
much credit on the men who are entrusted with the 
management of that great industry, because they, like 
others, 'were confronted with sufficient temptations to 
“get while the getting was good,’’ as many others in 
the steel industry did. 

Many manufacturers of hardware elaim that at no 
time did they base their selling prices on the premium 
prices they were obliged to pay for raw material. Those 
who followed that course will not be justified in re¬ 
ducing their prices until their cost of production is 
lowered. 

The most important item in the cost of manufactur¬ 
ing goods in the hardware line is labor. While there 
has been some increase in the efficiency of labor, there 
has not yet been a marked reduction in wages, and 
until that comes, we can expect reductions in prices 
only in proportion to the reduction in cost of produc¬ 
tion. 

Taken as a whole, 1920 has been a very good year 
for everyone in this good country of ours. There must 
be ups and downs in business, and we should think of 
business in cycles of years, and not in weeks or months. 

No Changing the Law of Average 

Things have come so good for most of us during 
“War Times” that many of us are somewhat like the 
fellow who has been out on a “spree”—he doesn’t 
like the taste of the medicine he must take after the 
“spree.” We should remember that the right attitude 
towards business and all things in life is to recognize 
the law of average, so that if we happen to have a few 
lean months in some big years, we will understand that 
it is only the working of the old law of average, which 
np amount of wishing or complaining can suspend. 

As a piece of advice for business men, we would 
suggest an expression that was made the other day by 
one of the most successful merchandisers in this coun¬ 
try, who stated, “Be cautious, sure—but don’t die. 
Watch stocks but don’t lose sales. Your customers 


may have considered your store The One Place to shop 
until your being ‘out’ sent him on to a competitor.” 

This is good advice for every merchant to follow at 
all times, and especially now when so many are inclined 
to allow their stocks to run low, because they believe 
that there will be some declines. 

We feel that if the business men of this country 
will not be stampeded and carried away by a feeling 
of pessimism, but will face the future courageously, we 
may confidently expect a very wholesome business for 
some time. 

Yours very truly, 

TENK HABDWABE COMPANY, 
Quincy. B. Tenk, President. 


BUYING THROUGH LOCAL JOBBERS 

Editor Hardware World: 

Our policy will be to reduce our stocks to a mini¬ 
mum in all lines and buy in small quantities according 
to our needs through the local jobbers. On some lines 
that we have heretofore bought in carloads and placed 
in our warehouses before the season opened, this year 
will only be bought when we see an actual need for 
the goods. 

This policy might not apply to merchants in every 
section of the country. We depend entirely on the 
cotton crop, which was short in 1920. The sudden, 
decline in prices has made conditions unfavorable- for 
merchants in every line of business throughout the 
entire cotton section^ and we do not believe it is wise 
for any merchants in this section to stock up very 
heavily for the coming spring with these conditions 
confronting them. 

Yours truly, 

HAMP WILLIAMS HDWE. CO., 
Hot Springs, Ark. W. A. Davis. 


CONFIDENT BUYERS CAN HELP 

Editor Hardware World: 

Without confidence displayed between buyer and 
seller, we would not have any business relations that 
could be continued. There is no time like the present 
when such confidence is so necessary, and it is my 
opinion that if the buyers would display this that 
business would resume its normal action very readily. 

From my observations all manufacturers are anxious 
to resume manufacturing their various products as 
quickly as possible, and are willing to make any reason¬ 
able concessioU in the way of price, and price guaran¬ 
tees, that is possible. 

With this in mind it appears that the buyer would 
take very little chance in placing his business for future 
delivery, as the seller will guarantee prices up to any 
reasonable date requested. 

Under these conditions, I feel that the placing of 
orders at the present time would make business better 
for all concerned. 

Yours very truly, 

KARL F. KRAFT. 


NO TIME FOR CREPE-HANGERS 

Editor Hardware World: 

We are proceeding as usual. We believe that every 
merchant should carry a stock of goods equal to the 
demands of his trade and should be out pushing for 
more business. Just now there is a buyers’ strike, 
which is purely mental, and much urging on the part 
of the dealers may relieve the situation. This is no 
time for crepe-hangers. 

Yours very truly, 

8. C. JOHNSON & SON8, INC., 
Rush City, Minn. C. M. Johnson, Sec. A Treas. 


The Ww H. Peck Co. has purchased the Benjamin 
Davis stock at Ekalama, Montana. 
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KANSAS JOBBERS’ CAREFUL ANALYSIS 

Editor Hardware World: 

It is hard to believe that sixty days ago everyone 
in the world, seemingly, was clamoring for merchandise 
of all kinds. Retailers and jobbers alike were pyramid¬ 
ing orders right and left in the hopes of securing some 
merchandise to meet their requirements. 

This situation plainly shows on what an elemental 
basis our commerce rests, and is proof of the continued 
preachin&r during the past five years, that eventually 
the law of supply and demand would serve to check 
high prices and autocratic methods of distribution. 

Today a buyer's market truly prevails against a 
seller's for many months past. There ar^ factors in 
evidence which justify the thought that merchandise, 
while not in demand at this time, will be in greater 
demand in the months to come. Hysteria has much 
to do with the present situation, just as it had to do 
with the situation of former months. 

Everybody wanted to buy then, and now everyone 
wants to sell—and we again repeat what has been our 
opinion daring this later period of depression, that the 
wise merchant is he wh will buy conservatively, carry 
in stock the goods to supply the demands of his trade, 
buying frequently and in small quantities from his 
nearest jobber. We also believe the wise merchant 
will place his future order with his jobber, on season¬ 
able lines that will be required in ninety days, buying 
them only in such quantities as he knows will be dis¬ 
posed of, and not carried over for another season. 

We believe that there never was a time when the 
dealer could render himself more benefit than by con¬ 
centrating what business he has to not over two 
jobbers. The scattering of this business will be an 
expense, and will not enable him so well to keep track 
of his purchases as where such are confined to one or 
two jobbers. Buying from his nearest jobber will 
save interest charge, and give a more liquid state to 
his finances. 

There is no doubt that these times demand indi¬ 
vidual thoughts and action—that is to say, each mem¬ 
ber of the commercial body should exercise in the most 
strenuous fashion his personal effort towards remedying 
his share of the depressing situation. A eool head and 
a steady nerve in times of depression is the best safe¬ 
guard. Hysteria, discouragement and recklessness will 
not only bring deeper in the mire one who permits 
himself to form these habits. Optimism will do more 
to clear up the present dilemma than any other factor. 

We should have too much faith in the resources and 
wealth of this country to believe that brighter days 
are not ahead in the future. There is too much solid 
good times under the surface of things not to force its 
manifestation later on. 

Credits have been extraordinarily expanded, but 
there is still an immense power in resources whieh must 
ultimately prevail in bringing back a normal condition. 

Collections should be pushed with all possible ener¬ 
gy, and in many instances it will be found that where 
an account cannot be collected in full, partial payment 
can be had, which will help tide things over. A dealer 
who had given his merchandise to a creditor is cer¬ 
tainly entitled to payment, if not in full, partial pay¬ 
ments at least. There are many individuals with money 
in the bank staving off their debtors because of the 
laxity on the latter's part. There never was a better 
time to make collections than now, because when buy¬ 
ing is not indulged in there is certainly a greater ac¬ 
cumulation of the where-with-all to pay for past pur¬ 
chases and old debts. 

With the beginning of the new year, we look for a 
change that will mean the elimination of all the mental 
hazards that now obstruct our view and depress our 
temperaments. Let us hope that the first of January 
issues in a rebirth of our old time optimism and belief 
in the stability of the prosperity that we have so richly 
enjoyed for a number of years, and which should not, 
except for our own fears, be changed so suddenly. 
Faith in our country, in our neighbor, and in ourselves 


will ultimately bring about all that we desire in the 
way of good times and a happy and prosperous New 
Year. 

Yours very truly, 

THE LEE HARDWARE CO., 
Salina. Chas. L. Schwartz, Y. P. 


PROSPECTS FOR LOWER PRICES VERY 
SMALL 

Editor Hardware World: 

The prospects for lower prices on garden tools for 
the next six months are very small. Ash handles are 
scarce and hard to obtain at any price. Steel is no 
lower in price and freight rates have advanced. Labor 
is only a small item of the cost and we do not look 
for any reduction in labor. It seems to us that the 
dealers would be perfectly justified in placing their 
orders for their average requirements as soon as they 
have completed inventories. 

Yours truly, 

THE CRONK A CARRIER MFC. CO., 
Elmira. G. H. Carrier, Treas. 


NOT BUYING WORSE THAN OVER-BUYING 

Editor Hardware World: 

We think that the first half of 1921 will be equally 
as good as the preceding months, still we think it u 
wise for merchants not to stock too heavily, but only 
for their normal requirements. 

We think that the policy of not buving at all is 
really worse than over-buying, as it is the duty of all 
hardware merchants to serve the public. We do not 
believe that hardware merchants as a rule will lose 
much actual cash on account of declines in the market, 
but their losses will be more in anticipated profits. We 
are keeping our stock up to the normal, as we think it 
is the wise thing to do. 

Very truly yours, 

KNIGHT A WALL COMPANY, 
Tampa. J. F. White, Buyer. 


MERCHANTS LOSE MORE MONEY BY 
BEING OUT OF GOODS 

Editor Hardware World: 

The advice I would give to any customer who asked 
me in regard to placing orders would be, simply and 
solely, “Buy what you have to have to take care of 
your reasonable requirements and nothing more." 

Prices will generally decline, undoubtedly, but there 
is no profit in missing sales, and a merchant will lose 
more money by being out of goods than he will by 
decline in the market, if he buys conservatively from 
his near-at-home jobber. 

Very sincerely yours, 

FAILING-McCALMAN CO., 
Portland. Edward J. Failing, Sec. 


BUY ONLY AT GUARANTEED PRICE 

Editor Hardware World: 

Our policy has been to buy from hand to mouth as 
we need the merchandise upon a guaranteed price. We 
have placed a number of orders for 1921 merchandise 
at guaranteed prices, but have not placed any where we 
could not secure a guaranteed price. We find that this 
is the prevailing custom in this section, and the same 
must prevail other places over the country. 

We know of one wholesale firm using the buying 
from hand to mouth idea as a credit resource and in 
fact, was using it to negotiate a loan. 

Yours very truly, 

Kingsville, Texas. THE KINGSVILLE LBB. 00. 
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BUYER VS. SELLER? 

Editor Hardware World: 

The pendulum is swinging from a sellers’ to a buy¬ 
ers ’ market. Some buyers are endeavoring to accelerate 
the swing by refraining from placing orders for actual 
needs and in certain instances by cancelling orders 
already placed. 

There will be reductions in prices in many lines of 
merchandise, but it will be many years, if ever, before 
we get back to pre-war prices. In its Bankers’ Con¬ 
vention Edition, the New York Evening Post points out 
that following the Civil War it was fourteen years 
before prices got back again to a pre-war basis. 

Today the manufacturers in the country are, with 
hardly an exception, in a particularly strong position— 
they have seen the busiest period in their history during 
the past six years—their profits have been large—they 
have accumulated working capital—they know there 
is an enormous demand for new building operations 
throughout the country—that millions must be spent 
by the railroads in construction and reconstruction 
work; the manufacturers know there is more capital 
available in this country to carry on this work than 
ever before. 

Our manufacturers are willing to do their part in 
reducing the cost of living, but for the protection of 
their customers, as well as for self-preservation, they 
intend to keep business moving along sound lines during 
a period of gradual reduction in pnces, and if it took 
fourteen years after the Civil War for prices to get 
back to an approximate pre-war level, it is certain they 
are not going to jump back over night at the present 
time. The prices of goods are governed by the prices 
of labor, materials, rent, taxes, etc. No one of these 
factors can be reduced unless the others are reduced in 
the same ratio and this is necessarily a slow process. 

If manufacturers were to try to make big reductions 
in costs by radical cuts in the wages of employes, while 
rents, fooa and clothing are at present levels, this would 
force labor troubles that would precipitate t€ bad 
times’ 1 for the jobber and dealer as well as for the 
manufacturer. This is a time to give and take on the 
part of buyer and seller, and the buyers should realize 
that fact, otherwise if they act unwisely in trying to 
force prices down below what the market will bear, 
they can convert a period which should be one of good 
business for everyone, into a period oi general depres¬ 
sion. 

“ Business World Fundamentally Sound* * 

There is a great unsatisfied demand for hardware 
and tools throughout the country, in fact all over the 
world, and just as quickly as the consuming public 
feels that values have reached a reasonable basis, they 
will buy, and we will have a volume of orders that will 
keep our plants working steadily for the next two or 
three years at least. 

While the time has passed for wild speculation in 
buying, if a jobber or dealer is going to stay in business, 
he must have enough goods to fill his orders. During 
the war, when costs were going up, the manufacturers 
lost money on many unfilled orders, but they didn’t 
lie down on those orders. Now that the tide has turned 
the other way, it is needless to say there will be times 
when the jobber and dealer may have to pocket a loss 
in doing their part to keep up a normal supply of goods 
to meet the demand, but the profit made during the 
past few years by the appreciation of values of stocks 
/>n hand bought at old prices will more than take the 
sting out of any such losses now, and incidentally an 
occasional loss of this kind will not amount to nearly 
so much as the losses on orders passed up for lack of 
goods. 

We advise conservative buying all along the line, 
but the buyer who imagines he can delay his spring 
purchases until the last minute and get prompt ship¬ 
ment on his orders is going to have hard sledding. 

Yours very truly, 

New York. JOHN H. GRAHAM & CO. 


SITUATION LARGELY IN HANDS OP 
SALESMEN 
Editor Hardware World: 

A carefuly survey shows there is a tremendous busi¬ 
ness being held back until the buyer can be sure that 
when he does order there will be no danger of losses 
due to declines coming after the purchase. 

There is certainly buying power in the country and 
all that is needed to restore confidence that liquidation 
has been accomplished and that it is the right time 
to buy, is to convince the public that the bottom has 
been reached for a period at least long enough to 
warrant stocking, and guarantee it against declines by 
ourselves up to date of shipment. We will accept 
orders at present prices up to and including January 31, 
1921; by so doing an order placed on January 31 might 
take 60 days to build, so protection to the buyer would 
be provided up to April 1. 

It is our opinion that a good average demand for 
pumps will appear this spring and it is the dealer who 
has confidence enough to stock up reasonably who will 
get the business. 

The situation is largely in the hands of the salesmen 
of the country; if they will start a campaign of opti¬ 
mism, it will go a long way toward adjusting the present 
conditions. The existing slump has been brought about 
by reckless extravagance in buying and a consequent 
tightening of credits and also by a firm conviction in 
the minds of everyone that a slump was due; now that 
it is upon us, it is time to find the way out. We must 
remember that these old United States will be here 
two years from now when the present will have been 
entirely forgotten, but why wait until then to get busy? 
The time to plant the seed of confidence is now. 

We know that at present prices our product is on 
a reasonable basis, showing no more percentage of profit 
than existed in pre-war times and in many cases an 
adjustment upward is warranted. We were able to keep 
our costs down during the war period by the added 
production in our shops and preferred to give our 
trade the benefit of very low prices rather than bolster 
them up for our own benefit. With no inflation exist¬ 
ing, no deflation is possible. 

To revive a buying interest we must satisfy the 
public that we are on a new level of costs and costs 
govern selling prices. Today’s costs show that a re¬ 
duction at this time is impossible; pre-war prices in 
the pump trade are a thing of the past. The large 
number of live proposals that are pending, being held 
for definite action a little later^ indicates that we are 
resting on the bosom of a sleeping market^ not a dead 
one by any means, and when the buyer is convinced 
that liquidation has ceased, business will boom. 
Seneca Falls, N. Y. GOULDS MFG. 00. 


EXPECT BIG BUSINESS IN LEVELS 

Editor Hardware World: 

We earnestly believe that hardware merchants should 
place their usual spring requirements, especially for 
tools, at once, as we personally look for a big business 
on levels after February 1. Owing to the shortage iu 
homes that exists throughout the country, every mer¬ 
chant should endeavor to get a stock of tools on hand, 
because building will be in full swing again in the 
next three months. Yours very truly, 

J. SAND & 80NS, 

Detroit. - F. F. Sand. 

HE KNEW THE CODE 

When John left home for Europe, his father 
told him to send a short wireless message if 
ever he was in trouble. One day the message 
duly came “collect” and this is what it read: 
Dad: 

S.O.S. $ P.D.Q. R.S.V.P. 

Son. 
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JOHN H. GRAHAM 


GEORGE A. GRAHAM 
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SEMI-CENTENNIAL OF WORLD-WIDE 
SALES ORGANIZATION 

John H. Graham k Co., national manufacturers’ 
agents, are celebrating their 50th anniversary this year. 
In connection with such a notable event, it is altogether 
fitting and proper that the trade in general should 
recognize the importance of the fact as well as the 
credit which should accrue to the members of this 
company for their achievement ih hardware history. 

Most hardware businesses are at the best short 
lived and hardware agencies representing manufacturers 
are generally fleeting phantoms, depending upon the 
personal prestige of a single man. ‘Yet here is a com¬ 
pany wuich has passed through 50 years of active busi¬ 
ness life, growth and development, until today it is 
among tne very few firms in the field which covers 
the world in representing manufacturers. 

Offices are maintained in United 8tates. South 
America, Australia, New Zealand, London, England, 
Belgium, Cuba and Denmark, with correspondents in 
other parts of the world. 

The trade well knows the national manufacturers 
and the full standard lines that are represented by John 
H. Graham k Co. As a matter of fact, the semi-cen¬ 
tennial catalog published by the company would do 
credit to many a large jobbing house in the United 
8tates. 

John H. Graham, founder of the firm, was born in 
Belfast, Ireland, in 1835, and entered the hardware 
business with Sargent & Co. in 1854, before the Civil 
War. The war of course interfered with his hardware 
history while he served with the Fifth Heavy Artillery 
from the state of New York. 

Directly following the war, Mr. Graham became a 
representative for Hotchkiss Sons of Bridgeport, Con¬ 
necticut, in New York. B. B. Hotchkiss was inventor 
of the famous Hotchkiss gun and the company was 
then the largest manufacturer of curry combs, mouse 
traps and game traps. It was while he was manager 
of the New York office that he conceived the idea of 
reducing the overhead for his company by representing 
other manufacturers in a like capacity, and from the 
start the great business has grown. 

In 1884 Mr. Graham bought out the interest of his 
partner, Samuel Haines, and at this time W. A. Graham 
gave up the sea and also became a member of the 
firm. Early in 1887, G. A. Graham came to the firm, 
and became a partner in 1892. 

The growth has been steady and at the same time 
great, perhaps due to the friendly feeling, good fellow¬ 
ship and team work between the representatives of the 
firm, their customers and their principals.. 


Bade & Buetter are successors to Bade Bros, at 
Berger, Missouri. 


NO DROP FOR SIX MONTHS 

Editor Hardware World: 

In my opinion there will be very little decrease in 
prices on hardware commodities during 1921 and almost 
no deer, use during the first six months. 

The manufacturers I represent have to a great ex¬ 
tent assured me that their prices will positively remain 
as is for at least the first sut months of the year and 
state that if there is any decline for the last part of 
the year it will be very slight. 

With the above as facts, I can see nothing better 
for the dealer or jobber than to go right along and 
keep stocks in good shape and wherever possible on 
present costs make a slight reduction without adver 
lining the fact to the retailer or consumer. In other 
words, prepare and help on a reduction that will not 
in any way lead the consumer to think that prices are 
dropping and the bottom falling out, which would be 
suicidal to reaching a lower level without loss to the 
trade in general. 

The lumber mills will be going full blast after 
January first, foreign trade conditions are due to 
improve, crop prospects for 1921 are the very best, 
shipping, foreign and local, will be heavy next year, 
elections are over and a vast majority satisfied. There 
fore, stability has been established and the United 
States finds herself in the position of the leading 
nation of the world. Building and construction of 
roads, building, railroad equipment, etc., is needed and 
must be started. 

With all these features and necessities considered, 
what is there to stop us from being a busy, prosperous 
people f In my opinion the greatest era of prosperity 
and advancement the world has ever seen is due fer 
America, of which we should be glad to be a part. 

Yours for a record 1921, 

Seattle. T. D. McLEAN. 


The Yakima (Wash.) Hardware Co. is now occupy¬ 
ing their new building and the total floor space for 
the use of the company is over 100,000 square feet 
Even now the company is so crowded that other build¬ 
ing operations are being contemplated. ^ 


FOREIGN BUYERS VALUE HARDWARE 
WORLD 

We appreciate the contents of your valuable 
journal, and read it with a great deal of interest. It 
gives us information with reference to American 
manufacturers that is most helpful to us. 

Calcutta, India. S. G. HOOSEIN k OO. 
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ilo ston tarnish Compel 


“This is the Store I Work 
in Twenty-four-Hours-a-Day” 

— Winthrop Wise 

Selling helps that really sell—cut-outs, signs and big 
smashing window displays including Winthrop Wise, 
the twenty-four-hour-a-day salesman. That’s only part 
of the closely dovetailed proposition back of the 
Agency for 

'Khcmize Varnishes and 
^ mi mmr nnamels 

Now fast-selling quality products like Kyanize Floor Enamel the 
new coating for old floors, and Porch and Piazza floors, and 
steps—Kyanize Celoid Finish, the really washable and sanitary 
coating for all walls and woodwork, a handsome durable product 
in eight tints and white. These new profit winners are backed 
by strong individual advertising features as well as the powerful 
magazine campaign. 

Up-to-the-Minute Dealers! Write Us Today— 

The Kyanize Exclusive Agency carries with it the most pro¬ 
gressive advertising features ever devised. It’s more powerful 
than ever this year. Only one dealer in each locality gets it. 
You should be the man, if there is now no Agent in your town 
—Write us—NOW—Today. 
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BE CAREFUL HOW WE TALK OF 
COMPETITORS ’ GOODS 

(Copyright by Elton J. Buckley) 

Not long ago a retail merchant in a town in 
New York State was given the agency for a 
certain oil to be used for automobiles and trac¬ 
tors. The firm which was to supply the oil 
was long established and reputable, and the 
agency looked like a good thing. 

The retailer sold lots of this oil and the 
manufacturer was able to make prompt ship¬ 
ment. In a little while there was a lot of it 
out among automobile owners and tractor own¬ 
ers in that section. 

Almost at once complaints began to pour in 
as to troubles with engines that never balked 
bef#re this oil was used. The retailer made a 
careful investigation and concluded that it was 
this oil and nothing else, and he so advised the 
manufacturer. The latter sent a representative 
to the place and he too made investigation. At 
first he was inclined to sidestep responsibility, 
but the evidence was so overwhelming that he 
finally advanced the theory that a former em¬ 
ploye, who had been angry at the company when 
he left, had introduced some acid into certain 
shipments of oil. He finally agreed that the 
retailer should recall all the oil that he had 
sold, but which was still unconsumed, and ship 
it back to the factory to be replaced with new. 

The retailer was greatly dissatisfied with the 
transaction, and gave up the account, putting 
in a competitive oil. Naturally he was not back¬ 
ward in telling people the reason, with the re¬ 
sult that he has pretty thoroughly killed the 
demand for that manufacturer’s oil in that ter¬ 
ritory. 

Now the manufacturer is about to sue him 
for damages for slander and libel, claiming that 
the talking the retailer did—some writing, too 
—has destroyed his business and cost him thou¬ 
sands of dollars. 

Can he recover? I think not; not if the facts 
have been correctly given to me, and if the 
above is an accurate summary of them. The 
dealer merely told the truth, which is always 
a good defense. In a great many cases, how¬ 
ever, competition leads men to go far beyond 
the legal limit, and they say things about com¬ 
petitive products which are untrue and slander¬ 
ous and which give ground for legal action. 
Usually there is no legal action, the victim of 
such trade representations feeling that nobody 
pays any attention to such things. He is wrong, 
people do pay attention to them. They remem¬ 
ber them a long time. 

For instance, a man who had practically 
decided to buy a certain make of talking ma¬ 
chine was in a large talking machine store one 
day buying some supplies. Casually he asked 
the proprietor if he knew the machine he had 
in his mind to buy. Yes, the dealer said, he 
knew all about it. Up to a week ago he had 


handled it. It was “no good at all,” and he 
had to send it back and throw out the whole 
line. Why wasn’t it any good? Because the 
tone arm constantly came loose and spoiled the 
reproduction. 

Now the man to whom this was told did a 
rather unusual thing. He went back to the 
manufacturer of the machine involved and re¬ 
peated what the dealer had said. The manu¬ 
facturer investigated, finding that the line was 
taken from the dealer in question because he 
didn’t pay his bills, that the particular type of 
machine had never gone wrong while it was in 
the dealer’s store, and that there was nothing 
whatever in his criticism. It was partly due 
to a desire for revenge on his part and partly 
to a desire to kill the sale of a competitive 
article. 

This manufacturer took the matter to his 
attorney and was advised that he had a proper 
action against the dealer. This will shortly be 
brought, and if the jury believes the evidence, 
it will in all probability succeed. The course 
taken was right. Here was an unfounded and 
very mean attack upon a legitimate product, 
the reputation of which is as sacred as the repu¬ 
tation of any individual. No telling how far 
the harm done might go. Usually the customer 
who hears such stuff doesn’t tell the victim 
about it; he repeats it to everybody interested, 
and they repeat it again and so on indefinitely. 

There have been a great many cases of 
trade libel, but nowhere near as many as there 
should be. As I said, competition goes too far. 
Only last week I heard an insurance agent say 
of a rival company, “Oh, don’t put any money 
in there, whatever you do. That concern is ae 
crooked as a ram’s horn. ’ ’ The company named 
is absolutely reputable and among the leaders. 
The statement made was an outrageous slander 
and should never have been allowed to go un¬ 
punished. The company should have been in¬ 
formed of it at once and steps taken to pursue 
the author of the slander. And that, I think, 
will be done. 

A seller of goods, or services, or what not, 
has a right to go pretty far in exploiting his 
wares. Naturally his chief asset is favorable 
comparison with competitive goods. In making 
that comparison he can express the strongest 
kind of an opinion about it; if he sincerely 
thinks so, and can show fair ground for his 
opinion, he can even say he thinks the other 
goods are no good. If he does so and even says 
why he thinks so, he will not be guilty of trade 
libel or slander. But to say a dealer is crooked, 
or a product is worthless, or “I’ll bet that table 
goes to pieces inside of three months.” as was 
done in one case, is wholly illegal, if not true, 
and an action will lie for it. And in many cases 
it ought to be brought. There is an astonishing 
amount of unfairness, unsportsmanship and 
slander, in the way we talk about our com¬ 
petitors’ products. 
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CSTABLISHED U«1 


ESTABLISHED 1SS1 



60% to 80% PROFIT 

ON YOUR INVESTMENT 


ABSO INE IS A PERFECT, EASY 
WORKING, NON-STICKY 
WALL PAPER CLEANER 
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'THIRTY YEARS experience in manufacturing and perfecting Absorene has produced 
* the most efficient Wall Paper Cleaner in the world, selling into millions of cans per year 


We have always aimed to educate the public to the use of 
better wall paper—higher priced decorations—which they can 
preserve for a number of years through our process of cleaning. 

“ISN'T IT A GRAND AND GLORIOUS FFiET.TN'?'' 

(With apology to Harry Laudsr) 

To know, when you see them coming down the street—walking 
into your store—in Springtime—that, you're on the EIGHT 
CLEANER—that sells—that satisfies. 

Absorene Cleans Easy! 

Advertised throughout the entire 
Spring Season in all the leading Daily 
Newspapers of the Central and Western 
States. 

** 

The Leading JOBBERS in every 
City of the CENTRAL and WESTERN 
STATES, All Sell ABSORENE—All 
others should write us for our liberal 
Jobber's proposition, backed up with 
local advertising. 

THE ABSORENE MFG. CO. 


WINDOW THUS, 
Counter Display 
Signs. Fiber Signs 
(12x42 In.), Folders 
and Dealer's Helps 
of various kinds will 
be supplied to all 
upon request. 

THE PACKAGE 
Absorene Is pnt up in 
14 - ounce Cans, 
Packed 8 Dozen Cans 
to Fiber Case. Also 
Packed In 20-os. Cans 
and 10-Ib. Palls. 
Lithographed Show 
Csrds are packed In 
each quarter gross 
Case. 



IT’S HIGH TIME 

you got In line with ns if yon are 
one of the few who are not selling 
ABSORENE. 




E ONLY PATENTED 
READY MIXED 



r 


ABSORENE BUILD ISO 

1600 to 1617 North 14th Street, St Louis, XT. S. A. 
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LEON D. NISH ARTHUR J. SCOTT 

Secretary of the Illinoie Retail Hardware Asaociation Secretary of the Michigan Retail Hardware Aaaociation 

Two of the big conventions of the month are those of the Illinois and Michigan Associations. These 
veteran secretaries know how to pull off a good convention meeting, for handling the bulk of the work depends 
ujkrn the secretary. 

The Illinois Convention and Exhibition will be held at the Hotel Sherman, Chicago, February 15th to 17th. 
The Michigan Convention and Exhibition will be held at Grand Rapids, February 8, 9, 10 and 11. 


BE READY FOR A RISING DEMAND 

Editor Hardware World: 

We haven’t a great many suggestions as to the 
buying policy for the first half of 1921, because of the 
very fact that conditions are just as unsettled in manu¬ 
facturing as they are in the jobbing business. 

It is our opinion, however, that merchants should 
stock sufficiently to be ready for the rising demand 
for merchandise which must surely come. 

Of course, at present there is no tendency to over¬ 
buy, but there is a tendency to neglect to stock in 
some small degree a sufficient amount of merchandise 
to meet the demand which has not existed for some 
months and which must average out under economic 
laws. 

Prices have declined, so Bradstreet’s Index tells us, 
on twenty commodities as much in 19s*0 as they ad¬ 
vanced in the three years previous; but this is not 
true in all lines of hardware. If it were, we would 
rather be inclined to the belief that there would be 
some advance in prices at the beginning of the spring of 
1921. 

Most manufacturers seem to have already been will- 
incr to liquidate and take their loss. Most jobbers are 
not particularly concerned about their loss but rather 
have been trying to move their merchandise. 

Most retailers and consumers are buying under no 
conditions and the retailers are trying to dispose of the 
merchandise which they have on hand at approximately 
the same profit they have been making for several 
years, whereas the consumer is led to believe that the 
moment the manufacturer reduces his merchandise 
prices to the jobber, the jobber must to the retailer, 
and the retailer should immediately offer the consumer 
the same merchandise at equal reductions, even though 
that particular merchandise was bought from six 
months to a year previous. 

Optimism—Level Head—Confidence 

This may be a hardship on the retailer, but again, 
economics will demand that the retailer will profit 
more if he moves his merchandise; and from traveling 
over a good deal of western territory from St. Louis 


east, I believe the retailer has come to the conclusion 
that he can run sales at this Christmas period and 
dispose of a great deal more merchandise than he would 
by simply depending on his Christmas trade at regular 
prices. 

It is a big situation and, in a way, a very whole 
some economic lesson to this present generation; and if 
the Federal Reserve Bank can control the situation, as 
they surely have up to date, all of us are apt to profit 
by this lesson and at no considerable expense in tuition 
fees. 

Certainly, optimism, a level head and consistent 
confidence are necessary in this present period. 

Yours sincerely, 

FRANK MOSSBERG CO., 

Attleboro, Mass. F. T. Chase, Treas. 

AN ELECTRICIAN’S ADVICE 

If a woman is sulky and will not speak— 
Exciter. 

If she gets excited—Controller. 

If she talks too long—Interrupter. 

If she goes up in the air—Condenser. 

If she wants chocolates—Feeder. 

If she eats too much—Reducer. 

If she gossips too much—Regulator. 

If she is contrary—Transformer. 

If she is willing to come half way—Meter. 

If she wants to go farther—Conductor. 

If she will come all of the way—Receiver. 

If she is a poor cook—Discharger. 

If she is wrong—Rectifier. 

If she becomes upset—Reverser. 

If she elopes—Telegrapher. 

N. B.—The above incident is now regarded 
CLOSED, CROSSED and not open to argument 
except—if you like her, spark-her! 
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WHEN YOU BUY 
THEM 

YOU WILL WANT 
THEM AT SOME 
TIME 

ORDER NOW! 

For Prompt Attention Communicate with the Nearest 

HOUSE OF SERVICE 

*E. F. REINHARDT ft COMPANY HASKELL ELECTRIC LAMP AND 


13 South 4th St., St. Louis, Mo. 
•MINNEAPOLIS ELECTRIC 
LAMP COMPANY 
706 1st Ave. N., Minneapolis, Minn. 
SOUTHERN JOBBERS SUPPLY 
COMPANY 

534 Bienville St., New Orleans, La. 
SAMUEL TOOLE 

336 Burgess Avenue, Indianapolis 
MICHIGAN LAMP COMPANY 
109 Michigan Ave. N. W., 

Grand Rapids, Mich. 

W. J. KATTREIN 
29 No. Pearl St., Albany, N. Y. 
•MID WEST LAMP COMPANY 
189 West Madison St., Chicago, HI. 

‘Warehouse 


8UPPLY CO. 

1001 Chestnut St., Philadelphia, Pa. 
•J. R. O'DONNELL ft COMPANY 
171 2nd St., San Francisco, Cal. 
W W BOLZ 

614 Fulton Bldg., Pittsburgh, Pa. 

D. A. THURSTON 
117 Trowbridge Ave., Detroit, Mich. 
LOUIS SHIRO 
50 High 8t., Boston, Mam. 

H. L. WILLIAMS 
Augusta, Georgia 
O. J. DYKE MAN 
117 No. 8th St., Reading, Pa. 
NULITE ELECTRIC COMPANY 
220 West 42nd St., New York City 
Stock. 




When You Use Them 


Si - 
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A TEST OP DISTRIBUTION 

Editor Hardware World: 

Nobody knows the solution of the present difficul¬ 
ties. I feel very strongly, however, that when the 
solution is reached it will be reached by a state of mind 
on the part of manufacturers, merchandisers and con¬ 
sumers that has been more or less aptly described by 
the President-elect as normalism. 

It is self-evident that if consumers can't buy be¬ 
cause there are no stocks and dealers won't buy and 
provide stocks and wholesalers will not finance the 
dealers by buying stocks themselves and thereby dis¬ 
courage manufacturers from manufacturing, you have 
ot a hard knot tied that absolutely prohibits business 
eing done. 

I think the dealer should reasonably anticipate from 
a careful survey of his local conditions what his trade 
is going to require for a period of, say, sixty to 
ninety days and provide a stock sufficient to take care 
of the normal requirements for that period of time. 

The wholesaler should place his orders covering at 
least double the amount of what his dealers will require. 
In other words, the wholesaler's survey should cover 
a period of four months, so that when the dealer has 
exhausted his stock the wholesaler will be in a position 
to replace the dealer’s supply. 

With a four months' conservative estimate of the 
country's requirements, the manufacturer can then 
make provision for running and purchasing goods on a 
conservative basis to take care or the needs of the user 
so as to have the goods in actual existence when the 
user's need arises. 

Alternative Is Direct Distribution 

The only alternative to this condition that occurs to 
the writer is that all the business of the country be 
placed in the hands of large manufacturing units, capi¬ 
talized sufficiently to maintain their own distribution 
and their own distributing facilites at all points of dis¬ 
tribution, large or small, throughout the United States, 
so that they can feed the dealer direct. 

The fact that this eliminates the small manufacturer 
from business and also the wholesaler or jobber would 
apparently not be of serious moment to the user or to 
the dealer at this time; but, should the large manufac¬ 
turer fortify himself by the absolute control of the 
distribution of the manufacture of his line, there is no 
reason why he should continue the small dealer as the 
middleman between him and the user, nor is there any 
reason why he should not fix his price to return him 
such profits as in his judgment will sufficiently reward 
him for creating a monopoly of his business. This 
would naturally remove the dealer's means of livelihood 
and place the user at the mercy of the manufacturer in 
charging him so much as in the manufacturer's judg¬ 
ment the user can afford to pay, irrespective of the 
value of the goods. 

Returning again to what seems to the writer as a 
reasonable attitude on the part of the wholesaler and 
retail dealer of carrying conservative stocks to take 
care of their requirements for a period of sufficient 
length to enable the manufacturer to make goods, we 
would say that the alternative can never occur except 
upon the loss of judgment or balance on the part of 
the distributor. 

Very truly yours, 

EMPIRE TIRE & RUBBER CORP., 
New York. F. I- Reynolds, Y. P. 


NEW MARBLE ARMS REPRESENTATIVE 

Marble Arms & Mfg. Co., Gladstone, Michigan, an¬ 
nounce McDonald & Linforth as their western repre¬ 
sentatives. Mr. McDonald and Mr. Linforth are too 
well known to the trade to need a formal introduction. 
Their knowledge of Marble goods, as well as our ac¬ 
quaintance with them, dates back almost to the time 
when the Marble Arms & Mfg. Co. was established, 
and no better men could be selected for this important 
work. 


SALESMAN VERSUS DRUMMER 

(By H. R. Wardell) 

The Salesman—A gentleman. 

The Drummer—A pest. 

The Salesman—A man with keen insight to human 
nature. 

The Drummer—A man who never know that human 
nature was a study. 

The Salesman—A man who uses good language. 

The Drummer—A man who uses the latest slang. 

The Salesman—A man who dresses cleanly and mod¬ 
estly. 

The Drummer—A man who wears flashy clothing 
with his trousers six inches above his shoe-tops, and 
uses cologne. 

The Salesman—A man who reads the current events 
and can talk with knowledge about the world's events. 

The Drummer—A man who knows all about the best 
boxer, the fastest horse, the latest divorce case, or 
shooting scrape. 

The Salesman—A man who enters an office with a 
smile and removes his hat, shakes hands when offered, 
and takes a chair when invited. 

The Drummer—A man who breezes in, throws the 
telephone girl at the door a sly and would-be captivat¬ 
ing glance, yells “Hello!" to the clerk, stalks in the 
buyer's office, pokes out a cigar ? invites him to “Mit 
me," sprawls in a chair, jams his ha* on the back of 
his head and blurts out, “Well, what’s doin'f" 

The Salesman—A man who makes statements re¬ 
servedly and avoids an argument. 

The Drummer—A man who knows it all and insists 
upon it, and offers to bet 10 to 1 he's right. 

The Salesman—A man who goes into a hotel and 
waits his turn. 

The Drummer—A man who elbows his way through 
and needs more attention than a chorus girl. 

The Salesman—A man who knows his business and 
talks about it. 

The Drummer—A man who thinks he knows his 
business and talks mostly about his competitors. 

The Salesman—A man who tells of his firm and its 
virtues, of his goods and their qualities. 

The Drummer—A man who “knocks" his competi¬ 
tors and talks about everything else but his goods. 

The Salesman—A gentleman who goes to bed at a 
reasonable hour, when he can, and begins the new day 
fresh. 

The Drummer—A person who frivols his nights at 
cabarets, goes to bed when there is no place else to go, 
and gets up next morning feeling like a dishrag. 

The Salesman—A man with a book full of orders. 

The Drummer—A man with a book full of addresses. 

Which do you think it's better to be, a Salesman or 
a Drummer! There's no question about which pays the 
best. Look yourself over—become a surveyor of your¬ 
self for a moment. 


NEW LANE JACK 

Lane Bros. Co., manufacturers of hardware special¬ 
ties, at Poughkeepsie, New York, announce that they 
are placing a new motor car jack on the market, which 
should not only be interesting to accessory houses, but 
also as standard car equipment for motor car manu¬ 
facturers, because of its adaptability for either a low 
front or high rear axle. 

The new Lane “H-C" (Handle-Control) No. 165-A 
Universal Jack is said to be applicable to practically 
every car shown on the 1920 list, obviating the necessity 
of getting down on hands and knees, as it is operated, 
reversed and withdrawn all from the outer end of the 
three-foot handle. 


Martz Bros, have bought the business of T. H. 
Whitlock at Ericson, Nebraska. 

Michael Sersen is interested in hardware prices for 
his spring buying at Reynolds, N. D. 
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In their games the Indians exerted every effort to win. 

The Standard Four Tire Company is “playing the game** 
by exerting every effort to win for its distributors and 
dealers a bigger, more profitable tire business. 

An honestly built tire that gives honest mileage, prompt 
shipments, exclusive territory, liberal profits, and real 
merchandising co-operation, are the ways Standard Four 
“Plays the game." 

An interesting proposition can be made to distributors and 
dealers in territories where Standard Four Tires are not 
already sold. Better write or wire today. 

STANDARD FOUR TIRE CO. 


Dept. T 


Keokuk, Iowa 


Standard 

Fourfires 

"Chief of the Tire Tribe” 


Branches at 

Indianapolis. Ind. 245 N. Penn St. 

Atlanta, Ga. 2 Courtland 9t 

Los Angeles, Cal. 342 W. Pico St. 
Denver, Colo. 1700 15th St 


'TF 
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JAMES D. 0AR80N O. N. BARNES 

Secretary of the Ohio Retail Hardware Association Secretary of the North Dakota Retail Hardware Association 

The Ohio Convention will be held at Columbus, February 15, 16, 17, 18 and the North Dakota at Fargo, 
February 8, 9, 10 and 11. An exhibition will be given in conneetion with both of these. 




NO DROP IN CUTLERY COSTS 

Editor Hardware World: 

The situation with regard to our line of cutlery ean 
be stated without any uncertainty, as follows: 

So far there has been no reduction whatsoever in 
the cost of butcher knives, slicing knives and kindred 
lines. The steel companies state very positively that 
there will be no reduction in the price of steel for at 
least several months, and probably not for a year. 

There is certainly no reduction in the cost of the 
woods used in the handles. Turned handles are costing 
more, not less, than during the past few months. In 
fact, taking all articles of raw material into considera¬ 
tion, the coBt to us is slightly more than it was three 
months ago. 

The fact that there has been heavy reduction in the 
cost of wool, cotton, leather and some other raw mate¬ 
rials entering into the manufacture of other classes of 
goods, has led buyers to jump at the conclusion that 
all kinds of goods would be sold at a lower price, and 
they have, therefore, deferred buying. 

We ourselves are very anxious over this condition, 
because when they do begin to place their orders, we 
expect to have more than we can pessibly take care of. 

At present our factory is running to its utmost 
capacity, even though they are not ordering up to their 
usual season’s requirements. Therefore, when they do 
realize that there is to be no reduction in price and 
begin placing orders, we are fearful that many of 
them will find that they will be unable to obtain goods 
as promptly as they would desire. 

It now looks as though within three months we will 
have the same conditions that prevailed three months 
after the armistice was signed. Many buyere at that 
time, believing that they would obtain lower prices, 
delayed placing their orders until so late that it was 
entirely* impossible for them to obtain the goods when 
they were needed. 

There is nothing now to indicate that there will be 
any lowerprices on our class of cutlery for at least 
a year. We ourselves would be very glad indeed if 
our costs could be reduced so as to meet the ideas of 
purchasers by giving them lower prises. 


We very much dislike the dubious attitude taken 
by some buyers when they are told the actual facts, 
and this unpleasantness, for such it really is, would be 
done away with if it were possible for us to obtain 
raw materials so as to be able to reduce our prices. 

Sincerely yours, 

ONTARIO KNIFE CO., 

Franklinville, N. Y. J. L. Burritt, Sec. 

TELL YOUR APPLIANCE CUSTOMERS 
THESE ELECTRIC PACTS 

Electricity is measured, just as water is, by 
the pressure and the rate of flow. The pressure 
is called voltage and the rate of flow is indi¬ 
cated in amperes. The voltage multiplied by 
the amperes produces watts, which are the units 
of work done by the appliance and agree with 
the amount of energy consumed. One thousand 
watts are called a kilo-watt, “kilo” being a 
Greek prefix meaning, “one thousand .’ 9 A 
kilo-watt of electricty used continuously for one 
hour equals a kilo-watt hour. 

The amount of current that an appliance will 
consume is always shown on the label or name¬ 
plate. For example a lamp may be marked “50 
watts,” or an iron may be marked “110 volts. 
4.5 amperes.” 

That means that the lamp will burn twenty 
hours for the cost of one kilo-watt hour of elec¬ 
tricity, say ten cents. The iron consumes 110 
times 4.5, or 495 watts per hour. That is, it 
would operate for more than two hours continu¬ 
ously for the cost of one kilo-watt hour of elec¬ 
tricity; but, of course, it is not necessary to 
keep the iron connected all the time it is in use, 
or it would get too hot. 
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Your Profits Guaranteed 

T HE Harvey Sales Plan Guarantees Your Profit just 
as surely as we guarantee Harvey Springs. 

Harvey quality enables us to guarantee Harvey 
Springs against sagging and breakage. 

The Harvey Sales Plan guarantees your profit against 
sagging and lagging. 

You cannot carry an overstock of replacement springs 
when you buy the Harvey Way. No need to have 
dead dollars lying on your shelves for years. 

With a balanced stock of Harvey Springs, you will find 
that you can satisfy your customers without waiting 
to order springs. You will have quicker turnover 
and larger profits. 



How do we eliminate all chance of loss from over¬ 
stock and springs that do not move readily? It’s no 
secret. We’ll be glad to give you the full details of 
the Harvey Selling Plan and the Harvey Book—a 
complete guide for ordering any of the 1500 Harvey 
Boltless Springs —and a guide to bigger profits in 
the spring business. 


Harvey Spring and Forging Co. 

1182 17th Street Racine, Wis. 
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PROTECTING TIRE SALE ETHICS 

The tire business as a whole has been injured 
by the misleading advertising of cut-price 
dealers in selling rebuilt tires and so-called 
‘'factory seconds/’ in the opinion of legitimate 
accessory merchants and distributors. 

There is no objection to reconstructed, re¬ 
built or to “second” tires as such. There is a 
legitimate market for them. But it is the rep¬ 
resentations under which they are sold which 
constitute a serious menace to public confidence 
in all tire advertising. Instead of giving the 
complete facts, which would clearly show the 
true character of the tires offered for sale, ir¬ 
responsible dealers either intentionally leave 
them out or so subordinate them that a mislead¬ 
ing impression is produced. 

Manufacturers have been somewhat to blame 
for the loose use of the word “seconds” due to 
the fact that some of them have sold surplus 
stocks or discontinued lines to dealers and al¬ 
lowed them to call these tires “seconds” be¬ 
cause of “blemishes,” “change of color,” 
“change of tread,” or “over-production.” 

A “second” actually belongs to a class of 
tires which is defective and this definition 
should be maintained firmly. 

Rebuilt tires are commonly called “double 
treads,” which leads the reader to infer that he 
is getting a tire with an extra thickness of tread 
instead of a second-hand tire re-made by cutting 
two old worn casings and sewing together the 
less worn parts. 

Guarantees Puncture Also 

Guarantees of exceptional mileage are in¬ 
variably made for rebuilt and “second” tires 
but these are merely the dealers’ own promises 
and are misleading because he simply offers to 
replace any tire which does not give the speci¬ 
fied mileage with another tire of the same sort 
at half price. This sounds fair but experience 
has proved it to be otherwise. Elementary 
arithmetic will show the cost of mileage upon 
such a basis to be enormous if the tires blow 
up in a few hundreds miles, which they often 
do. 

Comparing the price of rebuilt or “second” 
tires with the price of standard first quality 
tires of known and meritorious makes is another 
common and deceptive practice which many 
dealers follow. It is falsehood to claim that re¬ 
built or “second” tires are selling at large re¬ 
ductions from list price for the reason that such 
tires have no list price and have never had one. 
They sell for whatever they will bring and gen¬ 
erally that is every bit of what they are worth 
in the market. 

The $1 Tire Sale is another means of mis¬ 
representing the price of such tires. In these 
sales the customer is given an additional tire 
for $1 provided he first purchases one tire at 
the full “list” price. In every instance two 
tires must be purchased and in no case is a 


single tire sold for one dollar. The use of the 
deceptive list price, plus-the one dollar, gives 
the seller a. good price for each tire. 

Manufacturers’ and Dealers’ Problems 

Manufacturers who are jealous of their repu¬ 
tation and of that of their product can lend 
material aid by refusing to accept such classifi¬ 
cations as “blemished” and by insisting that 
“seconds” of their manufacture, no matter 
what the reason may be for classing them as 
such, be advertised only as “seconds,” presum¬ 
ably defective and not guaranteed. A number 
of manufacturers are now following this policy. 
All should follow it. 

Dealers or jobbers who are desirous of con¬ 
ducting their business on honest lines can set 
an example which will be effective by stating 
frankly, and without extravagant phrases, what 
they have to sell, abandoning use of the decep¬ 
tive “list price” comparison, claims of enor¬ 
mous savings, false descriptions of “seconds” 
and misleading “$1 Sales” or “Bargain Offer¬ 
ings.” 

The earmarks of the deceptive tire merchant 
are plain to those who can read them and there 
should be united effort to check his activities. 


VICTIMS OP PLUTOCRATS AND 
PREDATORY WEALTH 

(By Walt Mason) 

I hired some honest workingmen (to find 
such men long leagues I chased) to come around 
and fix my den, which time and weather had 
defaced. The carpenter arrived in state; he 
was attired in raiment glad. His touring car 
was simply great—eight cylinders the blamed 
thing had. The plasterer, a stalwart man, gave 
evidence that he was flush, for he rode in a fine 
sedan upholstered in the richest plush. The 
painter came, as he’d agreed, a man of rather 
haughty mein; he used to drive an old bay steed, 
but now he tools a limousine. The tinsmith 
came, an able cuss, who labors through a six 
hour day, and I admired his handsome bus, a 
model ’21 coupe. And there was one who came 
to delve a ditch where concrete would be 
poured; his wagon was a supertwelve whose 
powerful engine chugged and roared. They 
parked their cars around my shack until the 
street, both ways, was blocked; and of the toil¬ 
er’s burdened back, throughout the day they 
warmly talked. They spoke of capital that sat 
in gilded ease and wore a grin, and on ill gotten 
gains grew fat, while honest toil grew lank and 
thin. They talked all day of tying cans to pluto¬ 
crats and men of means, then drove away in rich 
sedans and touring cars and limousines. 


STRICTLY BUSINESS 

Chief Electrical Engineer (questioning ap¬ 
plicant)—What would you do if lightning 
struck and exploded our apparatus? 

Applicant—Go up with the report, sir. 
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30 Years’ Skill and Experience 
I built into the new 


QUAKER 


Cord Tires 


I 

I 


QUAKER CORDS are 
undoubtedly the last word 
in Cord Tires. 


QUALITY instead of 
QUANTITY alone repre¬ 
sents the output of these fac¬ 
tories. And every QUAKER 
Tire is so thoroughly in¬ 
spected that it seems almost 
impossible for one with the 
least defect to get into the 
market. 


To protect the name 
QUAKER, the most rigid 
care is exercised in the se¬ 
lection of materials used in 
their construction. 


To protect the ultimate 
owner of a QUAKER Cord 
—and also our Fabric Tires 
—we will continue to make 
the best wearing tire possi¬ 
ble and the price as reason¬ 
able as is consistent with 
High Quality. 



TIRE DISTRIBUTORS AND DEALERS 

If you have built up a tire-selling organization 
or a tire department and desire to represent an old- 
established manufacturing house with more than 30 
years skill and experience in the compounding of 
rubbers; and if there is no other QUAKER represen¬ 
tative in your community, write to us, describing 
your facilities. Every QUAKER Distributor ana 
Dealer is given our fullest support. 


QUAKER CITY RUBBER COMPANY 

Manufacturers of Mechanical Rubber Goods, 

Automobiles, Tires and Tubes 

FACTORIES: PHILADELPHIA 


629 Market St. 211 Wood St. 182 W. Lake St. 63 Murray St. 

Philadelphia Pittsburg Chicago New York 
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EOT SMITH JOHN 0. WHITE O. A. GUTMAN 

Secretary of the California Retail Hardware First President of the California Retail President of the California Retail Hardw&r- 

Association Hardware Association A sociation 

The California Retail Hardware Association will celebrate the 20th anniversary of the organization of their 
Association at their convention to be held at San Francisco! February 15, 16, 17, and they are making their 
plans for an enthusiastic meeting. 


TWENTIETH CALIFORNIA CONVENTION 

When the California Retail Hardware ft Implement 
Association meets at the Palace Hotel, San Francisco, 
February 15-17, it will be the twentieth annual meeting 
of the association. 

An even score of years ago on the very same date, 
the first annual meeting was held in San Francisco. 

At this time it is interesting to recollect the growth 
and development of the California Association. It was 
formed principally of three local associations in Cali¬ 
fornia, in San Francisco, Oakland and the Pacific Re¬ 
tail Association of the Sacramento Valley, which had 
been organized at Marysville in 1898. 

The first president was John C. White of White, 
Cooley & Cutts, Marysville, California. Among those 
who attended the first convention was G. A. Gutman 
of Germantown. Although Mr. Gutman was more grave 
and bewhiskered than he is today, nevertheless he was 
the same good leader of the trade who is the present 
president of the association, and who will preside at 
the convention this coming month. 

From 227 members in 1901 the association has a 
membership of 713 in 1921. Eighty-one per cent of 
the hardware and implement dealers of California are 
members of the association. 

Among the important questions coming up for de¬ 
cision during the convention will be that of the advis¬ 
ability of affiliating with the National Association, 
the reorganized plan of operation in accordance with the 
recent division of the northern and southern California 
associations and the questions of cooperating with other 
far western associations in planning annual conventions 
at such times that there will be no conflicting dates. 
Thus national speakers and exhibitors at a hardware 
exhibition could move from one convention to another, 
making the entire circle of the West in consecutive 
weeks. 


Boyt ft Mayfield are the new owners of the T. S. 
Craig hardware store at Raymondville, Missouri. 


A. W. STITT IN U. S. PERMANENTLY 

A. W. Stitt ft Co., Manufacturers’ Agents, 127 
York St., Sydney, Australia, is now owned and oper¬ 
ated by Messrs. G. J. D. Stitt and J. Stitt, brothers of 
A. W. Stitt, who founded the business. A. W. Stitt has 
sold his interests in the business to his brothers and 
has moved to the United States with his wife to settle 
permanently. He will hereafter be engaged in Im¬ 
porting and exporting at San Francisco. A. W. Stitt 
ft Co. will continue to represent manufacturers of hard¬ 
ware throughout Australia. 


PROGRESSIVE NEVADA MERCHANTS 

Among the representative merchants of Nevada, the 
name of Arendt-Jensen Company of Gardnervillo. la 

J prominent. This progressive and up-to-date firm has 
ately remodeled the store and doubled the floor space. 

Business has largely increased during the past yeaT 
and in order to care for same and be prepared for the 
increase, due to the development of the rich Carson 
Valley, a large sum of money was spent in improve¬ 
ments. Earl Christensen is general manager of the 
firm and he, with his colleagues, has steadily main 
tained the name of Arendt-Jensen Company in high 
repute. 


The Winchester Repeating Arms Company has ad¬ 
vised the trade that they will guarantee prices on 
metallic ammunition and loaded paper shot shells 
against reduction in price until March 31, 1921, follow¬ 
ing Elbert H. Gary’s statement that there will be no 
reduction in the price of steel by the United States 
Steel Corporation. 


H. J. Snyderman is a newly established manufac¬ 
turers’ representative, with headquarters at 488 Sutter 
Street, San Francisco, vrhere he will represent standard 

lines, particularly in the electric appliance field. 
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lUMttRP 


THE STANDARD PORTABLE ELEC¬ 
TRIC DRILLS AND GRINDERS WILL 
REDUCE GOST AND SAVE TIME 


The Tools you take 
to the work. 


SPECIAL PROPO 
SITION TO 
JOBBERS AND 
DEALERS 


WRITE US TODAY—AN EXCELLENT 
PROFIT AWAITS YOU 

EVERY TOOL GUARANTEED BOTH ELEC¬ 
TRICALLY AND MECHANICALLY 

BALL BEARINGS ARE USED THROUGHOUT 

We manufacture drills and grinders for every class 
of work in all sizes—Write for Illustrated Catalog 


THE STANDARD ELECTRIC TOOL CO 

CINCINNATI, OHIO 
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AN IMPORTANT NATION-WIDE PLAN TO 
CHANGE LAW OF CONTRACTS 

(Copyright by Elton J. Buckley) 

I am told that there is shortly to be brought 
before the business interests of the country, 
particularly the organized business interests, a 
plan of modifying the settled law as it relates 
to the making of business contracts or the giv¬ 
ing of orders for merchandise. 

The plan is to change the law at two points. 
It is the law now, everywhere, that when a con¬ 
tract is in writing, the verbal understandings 
which were had by the parties before it was 
signed cannot be allowed to come into the case, 
even though they would show that the written 
paper wholly contradicted the understanding 
which one of the parties had. This is on the 
theory that the signing of a contract or the 
giving of an order is almost always preceded by 
a lot of desultory talk—bargaining, in other 
words—but the real intentions of the parties 
are supposed to be finally crystallized in the 
written paper, whatever it is. It is both parties' 
business to see that the written paper really 
does express those intentions, and if he fails in 
that, he can y t fall back on verbal understand¬ 
ings. 

The plan now under way would change all 
this by allowing any party to a business deal 
to introduce all the testimony he had as to the 
talk, salesman's representations, etc., that went 
on before the contract or order was actually 
signed. This is,really a most important propo¬ 
sition. In literally thousands of cases if a man 
who signed an order without carefully reading 
it, having been led to believe by somebody's 
representation that it was wholly different than 
it was, could have been allowed in court to tell 
just what those representations were, the jury 
would have undoubtedly given him a verdict. 
As it was, he was not allowed to tell what the 
representations were and as soon as he admitted 
he signed the paper, there was nothing to it but 
to render a verdict against him. 

The second proposed change is more change 
in business practice than a change in the law. 
Every reader hereof knows that very often con¬ 
tracts and order blanks which he is asked to 
sign contain a lot of Small type provisions which 
are usually the weasel provisions—the condi¬ 
tions, and the strings which are deliberately put 
in there to give loopholes to the man who drew 
the contract. Insurance policies are notorious 


for this. The people that put in these small 
type provisions do so knowing that they won't 
be read, and they are right. Almost nobody 
reads them, but they are bound by them never¬ 
theless, as thousands of parties to contracts 
have found to their cost. 

The new plan is to compel everybody who 
draws up a contract for the sale of any sort of 
personal property to print all the matter in it in 
10-point type, which is the size of the body type 
of this magazine. Special weasel paragraphs 
are to be printed in even larger type than 10- 
point. 

The plan is to frame an act and have it in¬ 
troduced into the legislatures of all the states 
and in congress. Probably nobody would op¬ 
pose it, as there is no very tangible ground for 
opposing it. The act has already been passed! 
by one state, Virginia, and went into effect 
January 1, 1921. That means a good start, any-, 
way. 

I reproduce the full text of the Virginia act 
here. In this form it will be presented to all 
other legislatures, and also to congress: 

1. Be it enacted by the General Assembly of 
Virginia, That no contract in writing entered into 
between a citizen of this state and any person, firm, 
company or corporation, domestic or foreign, doing 
business in this state, for the sale and future delivery 
of any goods or chattels, machinery or mechanical de¬ 
vices, or personal property of any kind or sort whatso¬ 
ever, shall be binding upon the purchaser where the 
form is printed and furnished by the person, firm, 
company or corporation, unless all of the provisions of 
such contract are clearly and plainly printed or written; 
and, where printed, such provisions and covenants and 
all stipulations as to the rights of the vendor shall be 
in type of not less than the size known as 10-point; 
and wherever in such contract, printed upon a form 
furnished by the vendor, it is stipulated that said 
vendor is not to be bound by any verbal agreement or 
modification of the terms of such printed contract, 
then such stipulation shall be printed as a separate 
paragraph or paragraphs and in type not smaller than 
pica. Should any of said contract, including the 
special stipulation hereinbefore mentioned, be printed 
in less than the size type hereby prescribed, and the 
agent or salsman of such person, firm, company or cor¬ 
poration enter into any verbal or written collateral 
agreement with the vendee ? on the part of the person, 
firm, company or corporation, modifying or changing 
said printed agreement or the parts of said contract 
which are printed, then the venaee may, in any action 
instituted to enforce such contract, or the payment of 
any sum of njoney agreed to be paid under said con¬ 
tract, be allowed to introduce such collateral agreement, 
or contract in modification thereof, or any verbal 
statement made by said agent or salesman in modifica¬ 
tion thereof, in evidence in such action, and the same, 
if proved, shall be considered by the court or jury try¬ 
ing the case as a part of such printed contract. 
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Grips Strongest 
-Wears Longest 


A Token of Value 



The mere name-plate on a Studebaker car symbolizes “even 
balance,” “reserve power,” “low upkeep” and “control.” 

Thus each appointment, each feature in the construction of the 
car is in itself a token of value. | 

That the manufacturers of Studebaker recognize value in RUSCO i 

Brake Lining is proven by the fact that they use it in their cars. 

RUSCO is a fine lining and nets you a real profit » 

Recommend it for relining ~ with confidence j 


THE BUSSELL MANUFACTURING COMPANY 

519 Russell Ave., Middletown, Conn. 

New York, 349 Broadway >_ _ _____ _ \ Chicago, 1438 Michigan Ave. 

Atlanta, 60 8. Forsyth St. \ BRANCH OFFICES: i Detroit, 162 Jefferson Ave. E. 


BRANCH OFFICES: 


Western Representative: JOHN T. ROWNTREE, INC., Los Angeles, Cal. 

San Francisco Seattle Salt Lake City Denver Portland, Ore. Mexico City 



1 

i 




152 


HARDWARE WORLD 



T. B. LOMAS 

President of the lows Retail Hardware Association 


A. R. SALS 

Secretary of the Iowa Retail Hardware Association 


Their convention and exhibition will be held at Dee Moines, Iowa, February 22, 23, 24 and 25. 


YOUR HEAD—A LOAFING PLACE FOR 
HAIR? 

Thinking was invented by Socrates, whom 
Francis Galton calls the greatest genius in his¬ 
tory. Before Socrates, the head of man was 
largely a loafing place for hair. Now it’s a 
perfect hot-bed of ideas, and the blank look of 
a man who isn’t thinking of a thing is so rare 
that one almost never sees it. 

Loose thinking, which prevailed for cen¬ 
turies before Socrates, was getting man no¬ 
where. Socrates saw that and substituted for 
it hard thinking, which may be said to have 
done the business. 

Like everything else new, thinking was re¬ 
garded with alarm, and Socrates was put to 
death for it. Nevertheless, there were men who 
liked it and thought it was a good thing. They 
kept on thinking, and twenty-four hundred 
years after Socrates, we find ourselves enjoying 
the fruits of human thought to such an extent 
that men get rid of the hair on their heads as 
quickly as possible and devote themselves ex¬ 
clusively to the cultivation of thought. 

If there really were hair restorers we would¬ 
n’t use them. Heads are much too valuable for 
waste products. 

SETS MERCHANTS GOOD EXAMPLE , 

“My father,” said the little boy, “is a nu- 
mismatician. ’ ’ 

“Why, Johnny,” exclaimed the teacher, “a 
numismaiioian is a coin collector.” 

“Yes’m, that’s what my father is; he’s a 
conductor on an electric car.” 


CARLSON & FRAHM IN FIELD 

It is indeed a pleasure to weleome to the trade 
Carlson ft Frahm, new as a partnership, but old as 
friends and prominent figures in the western hardware 
field. 

AL Carlson has for a numer of years represented the 
Corbin Screw Coro, in the West, and is known thorough¬ 
ly and confidently by the trade. Louis Frahm is not 
an inch behind him in name or fame. His connection as 
a buyer for Baker Hamilton ft Pacific Co. and later 
with Hughson ft Merton, Inc., has identified him with 
the highest standards and inner circles of the trade in 
the West. 

Offices have been opened by Carlson ft Frahm at 241 
Hanford Block, San Francisco, whence Mr. Frahm will 
handle the north, while Mr. Carlson handles the south. 
The two partners will alternate in their trips to the 
outskirts of the territory. 

Among the standard accounts which they already 
have in the western territory are prominent manufac¬ 
turers of tools, plumbing supplies and marine hardware 
lines. 


At fifty miles drove Ollie Pidd; 

He thought he wouldn’t skid, but did. 

At ninety miles drove Edward Shawn; 
The motor stopped, but Ed. kept on. 

Lies slumbering here one William Lake; 
He heard the bell, but had no brake. 

Please toll the bell for Thomas Earl, 
For as he drove he hugged his girl. 


“So you graduated from a barber college! 
Whdt is your college yell?” “Cut his lip, cut 
his jaw, leave his face raw, raw, raw!” 


E. G. Clatworthy, recently bought the Husson hard¬ 
ware stock at Olney Springs, Colorado. 
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The Most Efficient Camp 
Stove Ever Made 




FOUR PARTY SUIT CASE 
OUTFIT 

A complete outfit packed in a strong 
handsome suitcase. Equipment in¬ 
cludes one two-burner Auto-Kamp- 
Kook-Kit, coffee pot, condiment con¬ 
tainer, pump and funnel, as well as a 
complete set of knives, forks, spoons, 
cups, plates, etc., for four persons. 
There is also a compartment for 
Thermos bottle, or other extras. 


mm 


You can double your camp stove busi¬ 
ness with this popular specialty. Ad¬ 
vertised in all the leading outdoor 
ublications, the demand has already 
een created and with the coming 
spring, must be supplied. 

Auto-Kamp-Kook-Kit bums gasoline 
—the same grade as used in your car. 
Folds up like a suitcase with all 
equipment inside. Made in various 
sizes and styles, from the one burner 
“Hunter’s Special” to the six party 
suitcase outfit, and retail from $10.00 
to $47.50. 

Get your order in today for immedi¬ 
ate shipment. 

Prentiss-Wabers Stove Company 

18 Spring St. Wisconsin Rapids, Wisconsin 
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“PIONEER” AUTO MIRRORS FOR SAFETY 

The Brewer-Tichener Corporation of Cortland, New 
York, announces to the trade the “Pioneer" auto 
mirror, a protection to the automobile driver, guarding 
the rear as well as the front of his machine, giving 
him vison in both directions without turning his head. 

The accessory merchant can readily see the possi¬ 
bilities in this device and all members of the trade 
who are familiar with the standard maintained by the 
Brewer-Titchener Corp. and the nature of their other 
products will know that the Pioneer auto mirror is a 
sound specialty. 

This new driving mirror is attached to the top of 
the wind shield of open cars, and just above the wind¬ 



shield of closed cars. It can be instantly adjusted up 
and down or sidewise and always remain focused on 
the road behind. Out of the weather, clean and neat, 
it is an ornament to any car. The selling price is com¬ 
paratively low and the trade discount liberal, making 
a feature for both dealer and user. It is only distrib¬ 
uted through the trade. 


It is reported that the McKinley Hardware Co., at 
Bock Island, Illinois, has added a line of automobile 
accessories to its wholesale and retail stock. 


M. T. Nelson has purchased the Junction City (Ore¬ 
gon) Hardware Co., and henceforth the business will 
be carried on under the name of Farmers ’ Supply Co. 



R. R. VOGT SUCCEEDS S. V. ARMSTRONG 

When the Stanley Works called Sam. Armstrongs to 
its service as one of its western district managers, Mr. 
Armstrong and the factories which he has hitherto so 
ably represented were faced with the same problem: 
To find a successor as manufacturer’s agent. 

It is our pleasure on this page to introduce to our 
readers a lame and uncomplimentary likeness of Bus¬ 
sell B. Vogt, who has assisted Mr. Armstrong long 
enough to know the goods he represents, how no has 
represented them, and some of the people and problems 
to be dealt with in the western field. Suffice it to say 
that the work will be continued in the same way and 
along the same lines that it has followed under Mr. 
Armstrong’s fine guidance. 

Mr. Vogt has two strong arguments in his favor 
at the start: The fact that Mr. Armstrong has taught 
him and introduced him, and the further fact of his 
own most magnetic personality. We are sure that our 
readers will agree that even the glimpse of him on 
this page will be convincing. 

Mr. Vogt will continue Mr. Armstrong’s former 
office, 532 Monadnock Bldg., San Francisco, whence 
he will call on the western trade in the interests of 
Oliver Ames & Sons Corp., Armstrong Bros. Tool Co., 
Armstrong Mfg. Co., Cushman Chuck Co., Duff Mfg. 
Co., Andrew B. Hendryx Co., Smith & Egge Mfg. Co., 
George Stratford Oakum Co. 


MAINTAINING 60 DAY SUPPLY 

Editor Hardware World: 

We have been holding down all purchases to about 
60 days supply and consistently declined any new 
lines that have been presented to us, as we felt that 
the merchandise on hand has justified all of our efforts 
without the addition of new lines. We are not placing 
any new orders and do not intend to do so unless con¬ 
ditions become more stable than at present and will 
continue throughout the first six months of 1921, at 
least, to order on the basis of 60 days supply. We find 
the most manufacturers are in a position to make 
prompt shipments and that we can very easily work 
on this basis for the above reason. 

Furthermore, the railroads appear to have relieved 
the congested conditions that existed a few months 
prior and are now able to give very satisfactory deliv¬ 
ery of all shipments. 

Yours truly, 

CHANSLOB & LYON COMPANY, 

E. J. Hiebel, Asst. Gen. Purch. Agt. 
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the weather is so cold that 
the bottom is going to drop 
out of the thermometer 
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RADIATORS A 

will still be the popular! 
radiator for Ford CarSi 
—because the scientific 
construction of the core! 
permits of a flexibility? 
that will withstand freezing 
Retail Price $2522 
The CORCORAN Tbfq Cbt 

CINCINNATI 9 


Dealers who are not selling 
Peerless Radiators should 
investigate this wonderful 
replacement business. Ask 
your jobber or address Dept. 14 
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JOHN K. SMITH 

President of the Oklahoma Hardware & Implement 
Association 


W. B. PORCH 

Secretary and Treasurer of the Oklahoma Retail Hardware 
Association 


These two effieient officers are planning gathering force at Oklahoma City, Feburary 8, 9 and 10, at their 

annual convention. ' 


ARE YOU HANDICAPPED! 

Young men who think they are handicapped 
by some physical defect, lack of education, little 
opportunity or something for which they blame 
someone else rather than themselves, may learn 
a lesson from this man: 

William Kingston was born without arms. 
A medical expert who visited the English farm¬ 
er recently, described him thus: 

“Kingston highly entertained us at break¬ 
fast by putting his half-naked feet upon the 
table and carrying his tea and toast between 
his great and second toe to his mouth with as 
much facility as if his foot had been a hand and 
his toes fingers. 

“I then put a sheet of paper upon the floor 
and handed Kingston a pen, which he grasped 
between the toes of his right foot and wrote 
three lines as well as most ordinary writers. In 
fact, as he told me, he writes all his bills and 
attends to all his own correspondence. 

“He then showed me how he shaves himself 
with his razor in his toes and how he can comb 
his own hair, as well as dressing and undressing 
himself—with the exception of buttoning his 
clothes. 

“He is a farmer by occupation and milks 
his own cows with his toes, cuts his own hay, 
binds it up in bundles, and carries it about the 
field for his cattle. Last winter he constantly 
supplied eight heifers with fodder and last 
summer he made all his own hayricks. 

“He can do all the business connected with 
a hay field—except mowing—as fast and as 


well with his feet as others can with rakes and 
forks. He goes out and catches his own horse, 
saddling and bridling him with his teeth and 
toes, and he is so strong in his teeth that he can 
lift ten pecks of beans by them and can throw 
a sledge-hammer as far with his feet as other 
men can with their hands. 

“He began with a single hen and her flock 
of chickens. With the profit on these he bought 
a ewe, then a colt and a sheep. Now he occupies 
and completely runs a small farm.” 


PRACTICAL PROFIT-SHARING 

Almost all profit-sharing plans assume that 
profits are made by two factors, capital and 
labor. There is, however, a third, the consum¬ 
ing public, and it is even more important than 
the others. 

Good will is the vital assets of every busi¬ 
ness. In many cases it is practically the whole 
business. That is the reason why the public can¬ 
not long be ignored in any distribution of 
profits, though just now many men are not only 
ignoring it, but are jeopardizing their future by 
antagonizing the public, and so dissipating the 
most important of all their assets. That goes 
for both capital and labor. Farmer, manufac¬ 
turer, jobber, retailer and laborer—none can 
long survive the loss of good will and prosper. 
Intangible things—character and the confi¬ 
dence it begets; good will and the trade it 
brings—are the only solid assets of a business. 
Good will is created by good treatment, but the 
public can always take it back. 
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There are Many Reasons 

FOB THE CONTINUED AND 
INCREASED GROWTH OF 
OUR TRADE 


If yon are one of our customers yon 
know them. 


AUTO TOPS and 
Seat Covers 


If yon are not one, we want the oppor¬ 
tunity of showing you why it will be to 
your interest to send us your orders. 


NASH HARDWARE CO. 

(WHOLE8ALB ONLY) 

AND HEAVY HARDWARE 


FORT WORTH 
WICHITA FALLS 


At Your Service Since 1872 


Top Recovers, Seat Coven 
Radiator and Hood Coven 

Side Curtains, Rain Guards 

Tire Coven, One-man Ford Tops 
Trimmers’ Material and Supplies 
Tents, Paulina, Wagon Coven 
Cotton Picking Bags 

Clifton Manufacturing Company 

Main Office and Factory 
Waco, Texas 

Sin Frandaoo, California 
Office: 339*41 Larkin Si. 

Los Angeles, California 
Office: 124 South Lot Angeles St. 


King“Multi-Tumbler” Padlocks 


Built to Serve 
Every Padlock 
Need 



hardened shaeklee 
—sixteen to twen¬ 
ty-four tumblers. 
Guaranteed to give satisfactory service— 
the customer to be the judge. 

THE KING LOOK CO., CHICAGO, ILL. 

SALBS BBPBBBBHTATIVBS 
nnpusa Dum a 00_ 74 Murray St., Haw York caty 
w * r “ OhletfO OfflM, 84 X. Clinton St 


“HEXALL” 

Trad. M.rlc R*J. U. S. P»t. Off. 

Ratchet Socket Wrench No. 2 



Patented May 1, 1917 

* ‘HEXALL/ * Ratchet Socket Wrench No. s—11 Pieces 

—ft favorite with motorists everywhere. It con¬ 
tains 7" Steel Forged, Ratchet Handle, 2 Forged 
Steel Screw Driver Bits, 7" Extension Bar, 7 
Hexagon Sockets. 

There axe seven sets— a “HEXALL” for every 
need. This guarantee goes with every sale: 

“Break Any •HEXALL 9 Wrench and We 
Repair it— No Charge 99 

R. F. SEDGLEY, Inc. S2J22I 

Alto Maker* of "BABY” Hamm*rU»» Raooloar* 
2311-13-15 North 16th St. 
PHILADELPHIA, PA. 

Pacific Coast Representatives: 

McDonald A Linforth, San Francisco, Oal. 
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B. O. BACON 

President of the South 
Dakota Retail Hardware As¬ 
sociation. 


H. O. ROBERTS 

Secretary of the South 
Dakota Retail Hardware As¬ 
sociation. 


The South Dakota merchants will 
meet at Sioux Falls, February 22 to 
25. 



CASH REGISTERS AND BETTER BOYS 

A National cash register to many a merchant stands 
for safety, reliability, efficiency—the best business 
practice. Therefore it is only natural that the same 
characteristics and principles which have been built 
into the machine should be evident in the policy of 
the builders. At any rate, the National Gash Register 
Company has set a proud example to other American 
manufacturers in bettering conditions among their em¬ 
ployees and in their community. 

Educating boys and girls to be good citizens is one 
of the unusual features of the welfare work of the 
Company at Dayton, Ohio. Every Saturday morning 
about 1200 children are guests of the Company at a 
two-hour entertainment. These entertainments are 
held at the factory auditorium and at the N. C. R. 
City Club, in the heart of the city. 

The meetings are open to every youngster in the 
community. Their purpose is to teach the children 
good health, good habits, and good citizenship. Boys 
and girls come from all parts of Dayton. Their ages 
range from four to fourteen years. 

The programs are always interesting, but never fail 
to educate as well as entertain. The right kind of 
knowledge is attractively presented by the use of il¬ 
lustrated lectures and motion pictures. Capable 
speakers give short, helpful talks. The children are 
impressed with the fact that they should grow up to 
be useful citizens. They are shown that the big thing 
in life is to do all the good possible, to all people. 

The first real effective work was accomplished 
three years ago with the little children. A public 
kindergarten was opened for the boys and girls. A 
small cottage was secured by the Company. It was 
used as a center for all the neighborhood activities, 
which were supervised by a trained woman. Classes 
for the older boys and girls were soon started. The 
girls were taught sewing, embroidering and cooking. 
The boys were given lessons in wood carving and clay 
modeling. 

Every boy was given a garden of his own. The Com¬ 
pany furnished land, tools, seeds, and a competent 
instructor to teach the lads how to raise vegetables. 
The ringleaders of the boys were put in charge, and 
the problem of the boys of “Slidertown” was solved. 
The good done here soon spread to the homes. 

Out of this experiment developed the Boys’ Qarden 
Company. This organization is chartered under the 


laws of Ohio. Officers and directors are elected, and 
cash dividends are declared. The boy gardeners learn 
how to work, how to be precise, to cooperate, to over¬ 
come difficulties, and the value of a dollar. These 
great lessons are very valuable to them later in life, 
and make them better citizens. 

Typical Educational Work 

The Saturday morning entertainments are an ad¬ 
vanced step in the educational work carried on among 
the boys and girls. They enable the Company to do 
more good for the children than ever before. The 
programs usually consist of educational and comic 
motion pictures, illustrated lectures, musical numbers 
and refreshments. Everything is free and all young¬ 
sters in Dayton are invited to come. 

Moving pictures help the boys and girls to under¬ 
stand and enjoy the things that benefit them mentally, 
morally, physically, financially and socially At times 
nationally prominent speakers and local men address 
the meetings on subjects that will interest and inspire 
the children. 

One of the most important subjects dealt with at 
these meetings is good health and right living. At each 
meeting a short illustrated lecture on some phase of 
good health is given by a capable speaker. This sub¬ 
ject is presented in such a way that the children will 
understand and appreciate it. otereopticon views drive 
home forceful points. Often physical drills are given, 
with all the children taking part. 

This educational work has helped the children, the 
community and the Company. The boys and girls have 
exerted a strong influence in bettering conditions in 
Dayton. The result has been happier homes, better 
working and living conditions and good government. 

This unusual application of the Golden Buie has 
benefited the Company in many ways. N. C. R. 
employees are proud to be members of an organization 
that is doing such splendid work. They know they 
are helping make Dayton a better city. Then, too, 
many of the workers of today first learned N. C. B. 
principles through the educational work carried on 
when they were children. 

However, the greatest reward has come to the man 
responsible for it all. Mr. Patterson has earned the 
love and respect of his employees, fellow citizens, and 
the little children. He has found the secret of real 
happiness — that which comes from doing good to 
others. 
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A distributor may not have been appointed in your community and we may need each other 

THE EMPIRE RUBBER & TIRE COMPANY, Trenton, N. J. 
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“VANISHING LANDMARKS’’—AN 
AMERICAN CANON 

If you are not familiar 
with Leslie M. Shaw ’s 
* * Vanishing Landmark,’’ 
and if you are a good 
American and are interest¬ 
ed in any man or in any 
work that deals honestly 
and soundly with Ameri¬ 
can problems, we would 
suggest that you make a 
copy of "Vanishing Land¬ 
marks ’ ’ your own and 
read it from cover to cov¬ 
er with all care. 

As the author himself 
declares, he does not ex¬ 
pect everyone to agree 
with him, but presents in 
admirable English and in 
forcible good taste a point 
of view, a philosophy of government and a sound doc¬ 
trine of Americanism. Mr. Shaw was formerly Govern¬ 
or of Iowa and also served on the National Civil Service 
Commission at Washington, D. C., so he is thoroughly 
and amply acquainted with the government. 

We find the book stimulating and suggestive. If 
you disagree with its thesis you will have at least de¬ 
voted real thoughts to real problems. 

The book is in no sense a ‘ 1 tirade ” or an invective. 
Mr. Shaw is fair and considers his problems from all 
sides. Logical and balanced is he in his thought and 
his conclusion. 

For ourselves we distributed "Vanishing Land¬ 
marks" pretty generously at Christmas time. We felt 
that here was more than a book. The whole is a 
beautiful tribute to the highest Americanism, that 
state of patriotism that is not satisfied with things as 
they are and is only anxious to improve, develop, to 
steer the nation’s ship clear of shoals and shallows. 

Mr. Shaw returns to the theories and spirit of the 
constitution as it was originally purposed by those 
masters of political economy, those men of mighty 
vision: George Washington, Alexander Hamilton, 

Thomas Jefferson and the other founders of the Re¬ 
public. It is the best patriotic tonic you can obtain. 

Mr. Shaw declares that unless we take stock of 
ourselves and change our course, there is little prospect 
for our sons or our son’s sons as citizens of a Republic. 
We are headed for anarchy and despotism. If we take 
heed now and return to the course which was set out 
for us by the master pilots, we may avoid the rule of 
the mob and the fruits of mob control, the doom of 
every other Republic in the history of the world. 


HEARD IN THE BLEACHERS 

In the ninth inning the score stood 1 to 0 
in favor of the visiting club. There were two 
on bases and two out. The local shortstop, a 
popular idol, stepped to the plate. His ears 
were large and red and set at right angles to 
his head. The hush in the stands indicated the 
intense anxiety and suspense. Strike two was 
called when suddenly a pleading voice from the 
bleachers charged with all the emotion of the 
locals called, “Pull in your ears, Shorty—you 
look like a lovin’ cup to that pitcher.” 

The San Francisco factory branch of the Clifton 
Manufacturing Co., of Waco, Texas, has been moved 
from the Postal Telegraph Building to 339-341 Larkin 
8treet, where they will be far better situated to carry 
a larger Btock and cater to the automobile trade with 
their seat covers and camp furniture. 




A. C. MOLINE IN COLORADO 

A. C. Moline, formerly with the Ott Hardware Co.. 
Santa Barbara, California, and later on the staff of 
the Winchester Repeating Arms Co., with its merchan¬ 
dising service division, is now manager for the Lowell- 
Meservey Hardware Co. at Colorado Springs, where he 
has an opportunity to work out his ideas and put into 
force the fruits of his study of merchandising and 
store management. 

Mr. Moline reports that a number of changes are 
being made in fixtures, arrangement and in the sales 
organization. He hopes to have one of the most up-to- 
date and modern retail merchandising establishments 
in the United States. Mr. Moline’s experiences has 
been in handling a high class of retail trade, particu¬ 
larly specializing in sporting goods, automobile acces¬ 
sories an<^ goods demanded by, discriminating buyers. 

THE REAL SALESMAN 

One who has a steady eye, a steady nerve, a 
steady tongue, and steady habits. 

One who understands men and who can 
make himself understood by men. 

One who turns up with a smile and still 
smiles if he is turned down. 

One who strives to out-think the buyer 
rather than to out-talk him. 

One who is silent when he has nothing to 
say and also when the buyer has something to 
say. 

One who takes a firm interest in his firm’s 
interests. 

One who knows that he is looking out for 
his own interests by looking out for his cus¬ 
tomer’s interest 

One who keeps his word, his temper, and 
his friends. 

One who wins respect by being respectable 
and respectful. 

One who can be courteous in the face of dis¬ 
courtesy. 

One who has self-confidence, but does not 
show it. 

One who is loved by his fellow-men. 
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“Better" SPRING BUMPERS 


TOUBINQ ft BOAD- 


SAVE YOUR FENDERS C HA \ n"t lOHTE N ER 


Loose chains 
■lap against 
fenders, m a r- 
ring and bend* 
ing them and 
creating an in¬ 
fernal r a c ket. 
Merchant's pre- 
rent this by 
< r i p p ing the 
• h a in at fire 
mints, giving 
in easy tension 
ill around. 
S a ▼ e ■ chains. 
Saves tires. A 
wonderful little 
accessory. Price 
per pair 91-00. 
M. H. Merchant Cerp. 
236-8 Emma St. 
Syracuse, N. Y. 


Stylish Fidelity Bodies for Ford and Chevrolet 

COMPLETE LINE 


on are selling, or intend to sell, AUTOMOBILE 

nr 

dealers' wholesale net price list—it's the greatest auto 
supply catalog ever published, and free for the asking. 

NEW ENGLAND MILLS CO.. 1027 West Van Buren Street. Chicago 
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The Popular No. 5 


You don’t have to kneel in the 
mud or dust to place the No. 5 
Reliable in position, operate or 
remove it. 

It is all done from a standing 
position by means of the long 
folding handle as shown above. 
This feature has made the No. 5 
one of the most popular models 
of the whole Reliable line. 

Then the rotary ball-bearing lift 
makes the No. 5 one of the 
easiest of all jacks to operate. 
Weight —SVo lbs. Capacity—1 
ton. 

Reliable dealers will make a lot 
of money with this jack in 1921. 

Write us about your require¬ 
ments. 


Elite Manufacturing Company 
Ashland, Ohio 
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D ON’T tie up your money. Make 
New Era Better Spring Bumpers 
a leader in your store and be sure 
of steady turn-over and quickly earned 
profits. For New Eras are interchange¬ 
able for all cars. Only the attachment 
arms differ for different makes and 
models and even these will be ex¬ 
changed free. 

.New Ere Better Spring 
Bumpers ere lighter, neater 
and the double bar of spring 
^ steel tied at both ends ana 
reenforced in the middle 
IT makes them stronger. Write 

§,>. for catalog of Better Spring 

U SSKf 8prlng> and "" 


NEW EBA SPRING ft 
SPECIALTY OO. 

65 Cottage Grove Avenue 
Grand Rapids, Mich. 
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No. 50 “First Aid” Standard 

WHY 

You Should Handle BEAR BRAND Canteens 

MOST COMPLETE LINE—A canteen or running board outfit 
for every requirement. 

HIGHEST QUALITY—Nothing but the best of material and 
highest class workmanship enter into their manufacture. 
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BEAR BRAND 


CANTEENS 


ALL REQUIKED COMBINATIONS with faucets and spouts. 

ALL REQUIRED COMBINATIONS without faucets and spouts. 

OUR STANDARD CANTEENS are a great improvement. Per¬ 
fectly balanced on the carrying strap. Substantial legs and 
double bottom. Heavy duty blanket. All sizes, two to ten 
quarts. 

FULLY GUARANTEED—Air tested and guaranteed. All dealers 
authorized to replace if defective. 

Tell your jobber you have decided to handle Bear Brand. 


Send for Our Beautifully Illustrated Folder 


WOOL WINE METAL PRODUCTS COMPANY 

* Eighth Street and Santa Fe Are., Loe Angeles, California 


! SALES OFFICES 

OlfEB COX, Postal Tel. Bldg., San Francisco JONES & 00 X, Newhouee Bldg., Salt Lake OU|r 

STBIMPLE & COX, L. C. Smith Bldg., Seattle TAYLOR, YOUNGS & COX, 426 Temple Court 

STBIMPLE & COX, Corbett Bldg., Portland, Ore. Bldg., Denver. 

SANDS & COX, San Fernando Bldg., Los Angeles, El Paso, Arizona and New Meziep. 

S 
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CLEVER LAWN MOWER GRINDER 


R. H. Madsen of Hollywood, California, is the in¬ 
ventor of a clever lawn mower grinder which we are 
glad to picture herewith. 

According to Mr. Madsen, the machine is a universal 
grinder and is attached directly to the mower without 
any additional means. It can grind both stationary 
and rotary blades, and operates either by hand or elec¬ 
tric power. A year’s tnal has proved the instrument 
entirely satisfactory. 

Mr. Madsen proposes to sell the patent outright or 
for a royalty. This opportunity for manufacture should 
prove interesting to some enterprising member of the 
western trade. A second patent has been allowed and 
a first has already been issued. 


NEW ZEALAND PROSPEROUS 

In a recent letter received from Bellringer Bros., 
Ltd., Plymouth, N. Z.. one of our subscribers, they give 
tts the information tnat their business has materially 
increased in the past few years. 

They tell us, however, that stocks are hard to get, 
but prices do not seem to worry the people who are 
apparently desirous of the goods. They tell us further 
that New Zealand is full of money, that people are 
spending freely with no thought of a rainy dav. 

Farmers, who have been on their farms for years 
have sold out, sometimes as high as 135 pounds per 
acre, and are coming to Plymouth to retire. Hundreds 
have done this recently, which has caused a great short¬ 
age of houses. Buildings are going up all over the city, 
TOth a consequent big turnover in house materials. 
They look forward to the New Year with every confi¬ 
dence that it will prove a prosperous and successful one. 


E. B. Spragg, formerly buyer of builders 9 hardware 
for the Seattle Hardware Co., is now in charge of the 
northwest office for C. N. & F. W. Jonas, Manufac¬ 
turers’ Agents. 


Walter Widdison is now general hardware buyer 
for the Strevell-Paterson Hardware Co., at Salt Lake 
City, Utah, succeeding his former chief, B. N. Fuller¬ 
ton, who has taken charge of the John T. Bowntree 
office. 


The Littell Machinery Co., N. 532 Washington St., 
Spokane, Washington, is specializing on automobile and 
garage equipment. Its lists of products include a 
crank ana cam shaft straightener for Ford cars and 
tractors, piston clamps for assembling pistons, and an 
attachment for installing Ford motors as power plants. 


“SAVELOYS” ON THE CRICKET GROUND 

John W. Simes and Edward G. Vaughan are 
representatives of the John H. Graham & Co. 
in Australia, and are in charge of the company’s 
office in Sidney, New South Wales. 

Both Messrs. Simes and Vaughan attended 
the Graham semi-centennial celebration at New 
York and on Mr. Simes’ return to Australia he 
wrote a letter with his most interesting im¬ 
pressions of America and of the trip home. Al¬ 
together they figured they traveled over 30,000 
miles. 

Following is an interesting extract from Mr. 
Simes’ letter, mentioning a baseball game and 
the general unfamiliarity of Americans with 
Australia, as well as some things that seem very 
strange to Australians about the United States: 

“I saw at San Francisco, prior to leaving on my 
return journey, the first baseball game I ever witnessed. 
I sat next to a gentleman there who had two sons with 
him and they amused me very much hy eating the 
following assortment during the progress of the game: 
Hot dogs (we call them saveloys), peanuts, ice cream, 
cake, apples and washing all down with aerated waters. 

“This Yankee gentleman expressed astonishment 
when I asked him to explain to me the rudiments of 
baseball, and upon questioning me as to where I hailed 
from, I told him New Zealand. He then stared at me 
very hard, and afterwards explained that he had not 
seen anyone from New Zealand previously and was 
under the impression that they were colored people (as 
black as ink), and that the men wore earrings about 3 
inches long, so he was having a good look to see if 
there were any holes in my ears. 

“This gentleman had no idea where New Zealand 
was situated (notwithstanding that he came from 
England to America when a youth) and I found the 
same ignorance of geography as regards Australia and 
New Zealand in other parts of America. One man told 
me he had an idea that New Zealand was situated near 
Greenland or Iceland, but he was a long way off the 
track . 9 * 


NIAGARA FRONTIER HARDWARE CLUB 

Buffalo is fast becoming a hardware center on ac¬ 
count of the large number of different articles handled 
by hardware companies throughout the country which 
are manufactured at Buffalo and the Niagara Frontier. 

The manufacturers in this district have recently 
associated themselves together by forming the Niagara 
Frontier Hardware Club and they desire to place them¬ 
selves and the services of the club at the command of 
the hardware trade, both wholesale and retail, through¬ 
out the United States. 

The officials of the club will, at all times, be very 
glad to actively cooperate with the hardware trade so 
far as lies within their power and desire to extend to 
the hardware trade an invitation to visit Buffalo and 
see for themselves the advantages presented by Buffalo 
as a hardware manufacturing center. 

If any buyers visiting Buffalo will communicate 
with T. W. Porter, secretary of the club, arrangements 
may be made for hotel reservations, transportation, 
Puilman reservations or any other services which the 
club officials can render. 


The hardware department of the Inland Empire 
Lumber Co. at Stanfield. Oregon, was recently burglar- 
ied of a small amount of merchandise. 


Tfee Builders Hardware & Supply Co. has been or¬ 
ganized at Portland, Oregon, by E. S. Minchin. O. A. 
Spliid and V% A. Crum, with a capital stock of $18,000. 
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H. 0. JAEGER 

Of Plummer, Idaho, newly elected President of the Pacific 
Northwest Hardware A Implement Association. Mr. Jaeger 
has been one of the keenest, most active workers for the good 
of the hardware trade in the Northwest, and in his new office 
he cannot but extend the scope and power of his efforts among 
his fellow hardware men. 


WARREN AXE & TOOL COMPANY 
REORGANIZE 

Although the Warren Axe & Tool Co., at Warren, 
Pennsylvania, has been reorganized, nevertheless the 
old organization will remain identified with the com¬ 
pany. Nearly all of the old stockholders have ex¬ 
changed their holdings for securities of the new com¬ 
pany. A desirable feature of the deal is that a majority 
interest is still held locally. 

Two new interests have bought into the new com¬ 
pany, the Dillon interests, who are thoroughly repre¬ 
sentative leaders of the steel industry and Lawrence 
Chamberlain & Co., a New York investment banking 
house, with connections in the export line that should 
prove helpful. 

H. W. Conarro, formerly general manager of 
Struthers-Wells Co., becomes treasurer and (general 
manager, and T. J. Dillon, of Welland, Ontario, will 
be vice president. H. P. Stone has been elected presi¬ 
dent, ana W. A. Kinnear will remain a& secretary. 

The board of directors will consist of H. P. Stone, 
E. E. Allen, J. T. Dillon, T. J. Dillon, H. W. Conarro 
and C. S. Allen. 


PROGRESS AT NOGALES 

The Nogales (Arizona) Hardware & Furniture Co., 
established in 1916, is one of the leading business 
houses in Nogales and is a thoroughly up-to-date firm. 

The firm carries a complete line of furniture and 
house fittings and its assortment of hardware is said 
to be large and of excellent quality. The firm handles 
agricultural implements for buyers in Arizona and the 
west coast of Mexico. The company's capital stock is 
$30,000. 


8. R. Jones is the owner of a new hardware business 
at McLean, Texas. 


IMPORTANCE OP ALIGNING CAR'S 
WHEELS 

Millions of miles of tire service are lost an¬ 
nually through misalignment of automobile 
wheels. Faulty alignment can rasp away, be¬ 
fore the owner realizes it, half to two-thirds of 
the service that is in a tire. 

Although extreme cases are easily detected 
by the way the car steers, slight cases are al¬ 
most unnoticeable to the ordinary driver, even 
though they may be thieving hundreds of tire 
miles. 

This condition is not always the fault of 
bent axles, of broken springs, loose spring 
shackles and sprung frames, but is due often to 
loose steering knuckles, tp bent pinions, to worn 
bearings and wobbly wheels. 

Any part of the running gear which has be¬ 
come worn or out of shape, is bound to cause 
undue friction on the tires. Frequent examina¬ 
tion of car wheels for alignment will prove ex¬ 
ceedingly profitable to the car owner. 

The wheel alignment proposition has come 
to be of such vital importance in the tire indus¬ 
try that service stations are putting in machines 
to test alignment while the car owner is getting 
gas or air. The day is not far distant when this 
service will rank with air service in the tire 
shop. 


KNOW TIRE COSTS PER MILE 

Buying tires at cut prices is the proverbial 
“easiest way," which, in the end, is the most 
costly to the motorist. The car owner who 
allows only first costs to determine his pur¬ 
chases is out-of-luck in the emergencies of the 
road. 

Fly-by-night venders of unguaranteed prod¬ 
ucts cannot spell true tire economy for the 
motorist. Buying and , selling tires is not a 
game nor a pawn but a business—a business in 
which ultimate costs are dependent both on the 
mileage built into a tire and on the tire conser¬ 
vation service of the merchant. 

Neither the real merchandiser nor the great 
buying public would force a merchant to be 
either a gyp, handling “no-name” tires not 
guaranteed, or to give away all the legitimate 
profits necessary to stay in business. 

Price per mile, not price per tire, is the 
way to buy tire mileage. Tires that deliver 
about half the mileage of a standard tire cost 
a little less in the first instance, but mile for 
mile cost far more. Tire cost comparisons con¬ 
cern every motorist. 

It will pay the merchant handling tires, as 
well as the car owner, to determine the cost of 
his tires over a ten year period, and if this cost 
is over an average of five-tenths cent per mile, 
he should line up differently. 


Dedrick & Marty are now occupying new quarters 
at Brodhead, Wisconsin, where they have added to 
their complete line. 


The Clark Hardware Store has started the New 
Year in a new home at Chico, California. 
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The widening of transportation by rail and water, by automobile and motor truck, the development of the uee 
of eleetrinty, the growth of the industrial world—all these have called upon the full resources of the rubber 
industry until rubber in its manifold uses is an essential part of countless factors entering into our daily lives 


THE TRIUMPH OF RUBBER 


INCE the founding of the company The p r ogr eos of the company from the begin* 
in 1870 Goodrich has taken an active ning has been markedly influenced by the firm 
and prominent part in the upbuild* belief of every member of the institution in its 
ing of the rubber industry. It has plana, purposes and products. Harmony of effort, 
produced and is producing a host of intelligent work, confidence in the company and 
things which effect a saving of time, labor and in one another—these influences have oombined 
materials for other industries. to build Goodrich to its present great proport i ons. 

Hundred* aI thousands oi people may think The founding out of its first half century finds 
of Goodrich principally in terms of tires—yet tires Ae full of youth and 

are simply one division of the work of the organi- Jive tx> the promises of the future and strengthened 
ration. Some others are m echa n ical rubber goods, by the good will and good faith of customers 
rubber footwear, druggists’ rubber sundries and whoK has been earned and held 

hard rubber products. through merit 

The growth of Goodrich is indicated by the . TLI , BIlaM ,, ULL . 

, , , . . . , . „ , , An Interesting Booklet— Few persons realize the 

fact that from the original output of fire hose and iteming aide—even the romance—of the rubber indue- 
mwrhaniral goods the list of Goodrich wares has try and its history. We have published a booklet corn- 
increased until now more than thirty thousand “T* 0 ™*?* h tella the «ory of 

different articles are being manufactured and die* ^ ^ wnt ^ to , on your buain«s 

tributed throughout the world. stationery. 

THE B. F. GOODRICH COMPANY • AKRON, OHIO 
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$200 Essay on Trading at Home 


I N a $200 prize contest among hardware mer¬ 
chants recently for the best essay on the 
subject, 44 Why It Pays to Trade With Local 
Merchants ,' 9 it is no surprise to us or to our 
readers to know that our congenial friend, 
Hamp Williams, Hot Springs, Arkansas, won 
first prize of $200.00. 

We believe that the essay should be read by 
every hardware merchant in the country. The 
argument included is most vital and close to 
the heart of every reader. 

Hamp Williams has the happy faculty of 
saying these things that each one of us knows, 
yet putting them in a way that gives new force 
and conviction. Although he makes the same 
good points from year to year, he always makes 
them in a new way. 

TRADE WITH YOTJR LOCAL MERCHANT—IT PAYS 

(By Hamp Williams, Hot Springs, Arkansas) 

There is a principle involved in every transaction, 
and that principle should be observed. There is a right 
and wrong position to take. It it is right for the con¬ 
sumers to send their money to the catalog houses for 
their merchandise, they should do so, but if it is wrong, 
they should not do it. 

I will take for example one of our hardware mer¬ 
chants in Hot Springs to prove that people should buy 
from their home merchants instead of sending their 
money away. In the twenty-four years he has been in 
business, he has introduced and sold a great many 
mowers and rakes on one, two and three years' time, 
which encouraged the farmers to increase their meadows 
and make the cost of the mower in hay before they had 
to pay for it. 

He has sold more than a thousand two-horse wagons 
at $10.00 down and $10.00 per month to men who had 
teams and no wagons and not enough money to pay 
all down for a new one. They were enabled to make 
the wagon pay for itself as the payments came due. 

When the government farm demonstrator was trying 
to introduce hog cholera serum into this country to 
prevent hog cholera, it was a difficult matter to get 
the farmers to send away for i\ and this man kept it 
in stock and furnished it to the farmers exactly at 
cost in order to get them to use it and save their hogs, 
which they did. 

Merchant Introduces Labor-Saving Devices 

He was the first man to introduce commercial fer¬ 
tilizer into this section, and was also the first to intro¬ 
duce two-horse cultivators and was told at the time 
by some that he was doing the country a great injury 
by selling the people fertilizers and cultivators. They 
contended that the stock and double shovels were the 
best tools for cultivation. And now there is little de¬ 
mand for stocks and double shovels. 

He introduced and sold the first disk harrows in 
this section. 

He manufactured, introduced and sold one of the first 
home canners for canning fruits and vegetables. 

He has introduced many improved farm implements 
that have helped farmers make more money, and many 
household and kitchen furnishings, gas, wood and coal 
ranges, which have proved a blessing to hundreds of 
overworked women on our farms. 

He has made it possible for people to look at all 
these things before purchasing, and when introducing, 
has placed his personal guarantee behind them, agreeing 
to take them back if not entirely satisfactory. 

If these people had waited for the catalog houses to 
have presented and sold these improved articles to 


them on credit, giving them an opportunity to try them 
before paying, they would still be breaking their land 
with a one-horse plow and cultivating with a double 
shovel and stock. They would be cutting their crab 
grass and wild grass with scythes, and their grain with 
the old-style scythe and cradle. 

Gives Personal Guarantee 

A personal guarantee from a local merchant means 
a great deal more to the consumer than a guarantee 
from some catalog house in some far-distant city. 

This man that I refer to has erected one of the 
largest and best store buildings in the city, and is a 
director in one of the banks, which has erected a six- 
story bank building. He is president of the school 
board, which has had put up one of the best nigh-school 
buildings in the South, and several modern ward-school 
buildings. 

He is a good-roads advocate, and is a builder. He 
is now erecting one of the largest garage buildings in 
that section of the country. In addition to giving em¬ 
ployment in his hardware business to the heads of 
twenty-five or more families who are prospering, he is 
making room for still more. The profits on the mer¬ 
chandise he sells go to payra? salaries, to charity, to 
the erection of new buildings, to the improving of 
streets, roads and schools. His state and county taxes 
amount to more than $3,000, besides his income tax, and 
it is estimated that he pays salaries, taxes and rents 
amounting to $55,000 per annum. 

Suppose our people had sent all the money that has 
passed through his hands to catalog houses, what would 
we have to show for itf And this is just one of many 
men who have made a success of merchandising in Hot 
Springs. And the greater portion of their success has 
gone into the upbuilding of our city and country. 

He Helps Build Up the Community 

This man has been directly connected with and 
largely responsible for the erection of school, bank, 
store and residence buildings at an aggregate cost of 
nearly a million dollars. He has given back to the city 
and country a service of far more value that he has 
taken from it, and I want to ask this question: Has 
it paid this community to do business with this man, 
or would this country have been better off had all 
this money been sent to the catalog housesf Can you 
think of a merchant in your town who has not given 
back to the community as much or more than he has 
taken from itf If you have such merchants, they are 
not the kind that I am referring to. How would you 
like to have all the merchants in your town go out of 
business, thereby forcing you to buy all your farm 
implements, wagons, hardware, stoves, ranges, dry- 
goods, clothing, shoes, groceries, etc., from the catalog 
houses f Is it not a fact that a great many of our 
people use the local merchants for convenience and buy 
staple articles from them and send away for the profit- 
bearing goods because they think they are saving s 
few pennies f The truth of the whole matter is the 
people do not think ahead. They are trying to save 
a few cents today at a cost to themselves, their families 
and to the communities of many thousand dollars in 
the future. 

This man that I refer to has begged the farmers to 
buy improved farm implements and to improve their 
hogs, cattle and poultry, paint their houses and keep 
their wagons and implements under shelter, to raise 
their own feed and food, raise more sheep and goats 
and less dogs, and is now helping to establish a market¬ 
ing place and cotton yard, so the farmers may have a 
place to store their cotton and obtain the highest mar¬ 
ket prices for their products. Do you know of any 
catalog houses trying to help anybody except them¬ 
selves? 

Why Do They Do It? 

What I want is for someone to tell me why they 
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DISPLAY THEM 


You Sell 
Them 



Reichert 
Emergency 
Tire Chain 

No. 220 


Rally and quickly adjusted when yon are In trouble. 
So simply constructed a child can install them. Place 
the malleable clamp on the spoke, then slip the chain 
ower the tire and hook the snap in the loop—that's all. 
No Jacks or tools are required. 

A set of four chains, packed in a bag, is suffifient to 
pull you out of the mud, sand or snow. No car complete 
without this accessory. It is cheap safety insurance. 

Write for full information and trade prices. 

Write os for name of poor noamt distributor 

IMPERIAL BIT & SNAP CO. 

baoictb, wib. 


FOR 48 YEARS 

Oar CONFIDENCE in western merchants has 
meant GROWTH for ns both. 

We want your GOOD WILL so t hat w e can return 
it in kind for our mutual BENEFIT. 

WE DO NOT SELL CATALOG HOUSES 


EMPKIE-SHUGART- HILL COMPANY 

WHOLB8ALB HARDWARE 
COUNCIL BLUFFS IOWA 




You Should Always 

carry a stock of the old style 

“BLACKSMITH 
STOCK AND DIES” 

Especially designed for re-tapping and re¬ 
threading old rusty nuts and bolts, such as are 
found lying around every farm and blacksmith 
shop, but of course will also do splendid work 
on new ones. 

Cost only one-third (331-3%) as much as 
any screw plate, and for many uses are superior. 

No farm can afford to be without one or 
more assortments. 

BUTTERFIELD & CO. Division 

Union Twist Drill Company 

DERBY LINE, VT. 

CHICAGO STORE, 11 Sooth Clinton Street 

PACIFIC COAST REPRESENTATIVE, 

V. a Walsh, 560 Mission St, San Francisco, OaL 
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send their money to catalog houses for anything they 
can buy at home. A person who patronizes catalog 
houses is willing to trust strangers with his money and 
trust the strangers 1 -frofrl, and wait patiently for the 
goods to be shipped. One of these fellows would not 
think of paying a local merchant in advance for any¬ 
thing; neither would he take the local merchant's 
word, but to the contrary, he must see the articles and 
have the local merchant's personal guarantee before 
he will buy it, and then, to cap it all, will often ask the 
merchant to charge it for thirty or sixty dayB. Some 
difference! 

When crop failures come, and you are out of work, 
who do you go to for help! Catalog housesf Who 
buys your produce f Who buys your pork, beef, corn 
and cotton T Catalog houses f Who helps pay your 
preacher, and helps to’ build church and schoolhousesf 
Who helps pay the taxes and who helps you or your 
neighbor when in distress! Catalog housesf They 
would laugh you to scorn if you should ask them for 
assistance. Your local merchant, as a rule, has a family 
■of boys and girls, and his employes also have boys and 
girls, and these boys and girls marry in your community. 
Have you ever seen any catalog house boys and girls t 
Your boy’s and girls would remain single until they 
were as old as Methuselah if they had to wait for 
catalog houses to send them a companion. In fact, 
Wouldn't this country be in one hell of a fix if we 
had to look altogether to catalog houses for all our 
needst They why not look entirely to our home 
merchants to supply our many wantsf 


YOUNGSTOWN SHEET CALENDARS 

The Youngstown Sheet & Tube Co., of Youngstown, 
Ohio, have just mailed to the trade their 1921 calendars, 
containing twelve two-color illustrations, showing in¬ 
teresting processes in the manufacture of iron and 
steel. Although the calendar is worth about forty 
cents, the company will be glad to mail it to any 
reader of the Hardware World upon receipt of six 
cents to cover the postage and wrapping. 


The Shearer & Casteel Co. have erected a new Btore 
at Monticello, Kentucky. 


Adams & Edmon is a new firm at Stratford, Califor¬ 
nia. 


H. C. Fries has succeeded Lewis & Bird at Newman, 
California. 


McQuiddy Bros, are active in the trade at Pitts¬ 
burg, California, where they are growing as fast as 
their thriving seaport city. 

J. M. Torley of Hollywood, California, is arranging 
to establish a grocery, hardware and general depart¬ 
ment store at Corona, California. 

The Zimmerman Co., recently organized at Sioux 
City, Iowa, and will specialize on electric household 
specialties, stoves and household goods. 


The R. S. Jennings Hardware Co., at Coral, Mich¬ 
igan, have taken over the business of Charles Will & 
Sons. They also retain a branch at Howard City. 


In the death of Sylvester B. Hicks, the Northwest 
recently lost one of its good hardware men. For five 
years Mr. Hicks was connected with the Schwabacher 
Hardware Co. at Seattle, and lately has been in business 
for himself, conducting the S. B. Hicks Co. 


The Warner Hardware & Implement Co., at Palouse, 
Washington, has been organized by Alex Warner, 
Charles Lebold and E. L. Flansburg. Mr. Warner is a 
pioneer hardware and implement man, and Messrs. Le¬ 
bold and Flansburg are pioneer farmers in this locality. 



ALL-IN-ONE RADIUS ROD 


The Tungsten Mfg. Co., Marshalltown, Iowa, is 
becoming notable for supplying universal motor needs. 
Tungsten Spark PlugB are “always on the job," and 
now the company is announcing the All-In-One Radius 
Rod and Support to fit any model Ford, passenger 
car or truck. 

Those merchants who have sold Ford equipment as 
well as those who have operated the cars know the 
importance of the radius rod brace. The All-In-One 
is made from four pieces of heavy steel tubing, welded 
into one solid piece, the ball being forged out of the 
tubing, making an absolutely rigid one-piece support 
for the front axle, keeping it at the proper angle, 
making it easier to steer and steadying the steering 
wheel itself. 

Besides giving satisfaction to the Ford operator, it 
is Baid to be the only replacement rod and support that 
will work with satisfaction on all models. 


THREE-JAW CHUCK DRILLS 

The Consolidated Tool Works, Buffalo, New York, 
is announcing to the trade its new breast drills with 
a three-jaw-chuck. A new product id its line, this drill 
should be eagerly accepted and acclaimed popular by 
the trade. 

This three-jaw chuck is said to be as simple a chuck 
as is possible to make, without springs or other me¬ 
chanical devices which tend to cause trouble and are 
constantly in danger of getting out of order. The drill 
is made with or without a level and may also be se¬ 
cured with a two piece frame which can be taken apart 
and packed in a small box. The length of the drill is 
18 inches and they are shipped in cases of three dozens 
with a gross weight of 270 pounds. 


RAZOR EMPLOYES BANQUET 

The AutoStrop Safety Razor Co., at New York re¬ 
cently demonstrated its good will as well as its “sharp" 
and “keen" character by giving the employes a 
Thanksgiving Dinner at the restaurant of factory No. 1. 

The menu of this banquet in our hands is most 
interesting and tempting, and we may say for the 
benefit of our readers that there was no “cut" in the 
fullness of the menu, and the only “scraping" done 
was by the happy employes as they polished their 
plates to get the last residue of the roast turkey, a la 
Maryland, and chicken soup and the other good things 
that were provided. It has always been the contention 
of this company that happy employes could put happi¬ 
ness into their products and better safety razors would 
result. 


Morgan Johnson has bought the D. A. Mclvor store 
at Anaconda, Montana. 


Harry Becker, formerly in business at Smithshire, 
Illinois, has started business at Roseville, Illinois. 


IMPORTANT 

SUPPLY HOUSES: 

Write for our Exclusive Agency Proposition (HW) for 
your locality. 

ALERT TOOL COMPANY ^ 

237-39-41 North Sixth St., Philadelphia, Pa. 
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“OIL RUINS TIRES” 

Motorists realise what a great menace oil 
is to inner tubes and, therefore, look for 
the place where they can fill tires with 

CURTIS AIR-FREE 
FROM OIL 

Five different sizes of com* 
nre8sor. 125 different com* 


stock at most jo-bbers. 
Price is right. A resnlt of 
25 years' experience in 
compressor manufacturing. 
Sena for Bulletin C-5. 

Curtis Pnsu. Mdqr. Co. 

1612 Klenlen Ay., St. Louis 
630-L Hudson Term., H. 7. 


CHILD’S MODEL B 

OABB OK TBTBA OHLOBXDB 

Fire Extinguisher 

1 Qt. Capacity 

APPROVED BY UNDERWRITERS 

Very effsctivs on electrical end gasoHno 
fixes. Especially suitable for automobiles. 

A LINE WORTH HANDLINO 

For Particulars Write to 

0. J. CHILDS CO. 

FIBB APPARATUS UTICA, H. T. 



Supply your trade with either 

BEATS-ALL Liquid or Powder 
RADIATOR CEMENT 

Two j Liquid, at 50e and 76o 
Sizes I Powder, at 36o and 50o 

Why resort to a solder- 
“S_ iron - use B E A T fl¬ 
it’s SAFE AND DE¬ 
PENDABLE. When left 
I in Radiator acts as a pre- 
, ventive for new Leaks. 

\ Guaranteed to repair Leaks 

k ; . i quickly and permanently. 

Dealers—write today for 
our remarkable proposition. 
Manufactured only by the 

AUTO SPECIALTIES MANUFACTURING CO. 

40 Elm BL, Buffalo, N. Y. 

Branch Factory, 320 Market 8L, San Francisco, OaL 


»*tCIAt.T!ES 

£>**“« »T*«XT. tF 


i 


LANE’S - 
Ratchet Socket Wrench Sets 

riNiOUK and ( ‘SUPER-UN1QUE > ’ 


(Trad. Hub Beattmd) 


DEALERS: NOTE THESE SELLING POINTS: 

Round Sockets, Turned from 8olid Steel Bar 
Broached Hexagon Openings. Guaranteed Against Wear and Spreading 

NO PROFITEERING IN OUR PRICES . ■ 


JOBBERS EVERY* 

WH^CARRY LANE’S 


!fjr|7 TOOLS 


LANE 

DflSSrcBEid 



Made only by 

Will B. Lane 
Unique Tool Co. 

180 N. Dearborn St. 
CHICAGO, ILL, U. S. A. 

W. H. WXLBUBK, 
Western Bepresentaare 
002 Williams Building, 
Mission and Third 8ts^ 
Ban Francisco, OaL 


‘"SUPER UNIQUE SET 
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KEEPING COMPETITORS OUT OF BUSI¬ 
NESS BY RESTRICTIVE AGREEMENTS 

(Copyright by Elton J. Buckley) 

Correspondents are continually writing me 
about restrictive agreements in bills of sale. I 
mean the provision which is always included, 
if the buyer is wise, when a business is sold, 
binding the seller not to re-engage in the same 
line of business within a certain territory for a 
certain time. These agreements, though in re¬ 
straint of trade, are sustained by the courts 
because they afford needed protection to the 
buyer of a business, provided they are reason¬ 
able; that is, provided they don't keep the 
seller of a business out any longer or any further 
than is necessary to protect the buyer. The 
trouble is that the tendency of most buyers is 
to tie the seller up forever. They draw up their 
agreements that way and the courts throw them 
out. 

How oppressive such an agreement can be¬ 
come in unscrupulous, hands—this is exactly the 
reason the law so sharply limits them—can be 
seen from the following letter, which comes to 
me from a town in New York State: 

I sold my photographic business about four years 
ago to a young man on contract. The affairs have long 
since been settled up satisfactorily, and I am now doing 
retouching for him and others by piecework in my 
home. I am retouching for one man whom he wishes 
to spite and he demands of me that I cease working for 
him, and to carry out his threat he brings forward his 
copy of the contract, which I had long since forgotten, 
and of which I inclose a copy of a paragraph therein 
for your inspection. 

Now, what I wish to know is, first, if he can legally 
prevent me from doing piecework retouching for anyone 
else in the city or all of them if he chooses, and, second¬ 
ly, could I engage in doing view work or home por¬ 
traiture or other work about the cityf I do not care to 
work in any studio for myself or anyone else, but I 
have fitted up a dark room in my home in which I 
intended in the near future to finish work by copying 
and enlarging for others. I ran his studio for ten 
months while he was in the service and all was satis¬ 
factory. He says he does not wish to harm me in any 
way, but shall insist that I do no work for this man. 

Now, I do not particularly care for that man’s work, 
but I don’t like the idea of being under his thumb. He 
says if I refuse he will serve an injunction on me and 
I can do no work through the holidays until it is settled 
in court. 

It is my short harvest time now and I do not like to 
be shut off. I have thought of telling him that I will 
promise not to retouch for the other man so long as 
he desires and will help him through the holidays, pro¬ 
viding he will cut that paragraph out of his contract 
and give it to me, and if he reruses and brings me to 
court, I could hurt his Christmas business ten times 
more than he can hurt me. 

I am seventy-one years old and do not care to be 
confined too closely to retouching day and night for 
the next six weeks. P. 

The clause in the agreement which is re¬ 
ferred to above is this: 

It is further agreed by and on the part of the party 
of the first part that he will not open a studio or carry 
on the business of photography, either for himself or 

as an employe in the city of B- so long as the 

party of the second part shall do business of that kind 

in the city of B— without the written consent of 

the party of the second part. 


I have taken great pleasure in writing this 
good old photographer that retouching for 
others is not in violation of this agreement at 
all, as it is not 4 ‘carrying on the business of 
photography for himself or as an employe.” 
However, the other photographic work which he 
seeks to do would be a violation of it, if the 
restriction is good. But I do not consider it 
good. In my judgment it has the vice which so 
many of these agreements have: it goes too far. 
It binds the seller to stay out of the business 

anywhere in the good sized city of B- 

practically forever. Nothing like that was 
needed to protect the buyer of this business, I 
am sure. 

Outside of Massachusetts and Indiana the 
rule is practically the same all over the United 
States: a restrictive agreement in the sale of a 
business will be upheld when it goes no further 
than to afford a fair and reasonable protection 
to the party in favor of whom it is imposed. If 
it goes beyond this and imposes a restraint 
longer than is necessary for the protection of 
the party, it is declared void. 

I can best illustrate what is considered fair 
and reasonable by citing a few cases in which 
courts have decided the point. The following 
restrictive agreements have been upheld: 

An agreement on the sale of a magazine 
not to publish a similar one— an agreement on 
the sale of a law business not to practice law in 
England for twenty years (the seller practiced 
all over England); an agreement not to enter 
the soap business for ten years within forty 
miles of Lockport, N. Y. (the seller sold soap 
throughout this whole territory); an agreement 
not to carry on the tobacco business on a certain 
route, embracing the cities of Albany and 
Schenectady, N. Y., and surrounding towns 
(this was the exact territory used by the seller.) 

By the same token the following agreements 
have been held invalid because they went too 
far; in other words, they granted excessive and 
unnecessary protection; An agreement not to 
practice dentistry in any part of a district 600 
miles from London (the seller had no such prac¬ 
tice) ; an agreement by the seller of a manufac¬ 
turing business not to engage in a .similar busi¬ 
ness within a radius of 1000 miles (much of this 
was far beyond the scope of the seller’s sales); 
an agreement not to go into the business of 
making printers’ rollers in New York City or 
within a radius of 250 miles thereof (this was 
far beyond what the seller needed for protec¬ 
tion.) And so on. 

Another correspondent wishes to know how 
he can keep a seller of a business out for ten 
years. He can’t do it, because he doesn’t need 
to. _ 


H. E. Beeve of the Torrence (California) Hardware 
Co., believes in getting perspective on his business. He 
has recently returned from a 7000 mile trip through 
the East and reports that there is sound prosperity 
behind the little business flurry which he found. 
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Brudin, Williams & Co., progressive merchants at 
Hemet, California, have jnst moved into their fine new 
building, where tney are reported to have one of the 
largest, most up-to-date buildings in the vicinity. 


The Pacific Hardware Manufacturing Co. has been 
formed at Los Angeles, California, with a capital stock 
of $250,000. The directors are Don Knight, Jaek Fo¬ 
garty, J. F. Kaufman, H. Smythe and J. C. Nimmo. 


M otor Mer cantile Company 


Wholesale 


Exclusive! 


Carrying Complete Stock 
of Automotive Parts 
Equipment 
and Supplies 

BXOX.UOVB DI8TBXBUTOBS FOR THE 
FOLLOWING UNB8 


lfotol OH 
O s ara — 

Mottle Tubes 
Stromberg Carburetors 
Wainwrtght Pistons 
Stan-Par Perfection Springs 
Spires Badistors 
BSD Shock Absorbers 
for Fords 
Gabriel Snubbers 
Gilmore Pan Belts 
Kaj Bee Spot Lights 


Momeco Tool Kits 
Femko Ignition Parts 
Lockwood Beat Covers 
Tire and Badiator Covers, 

Etc. 

Fairbanks Garage Equip¬ 
ment. 

Canedy-Otto Garage Bquip- 
xnent 

Arrow Grip Chains 
Du Pont Top Material 
Laidlaw Seat Cover 
Material 

DriXurs Betzeaders 


And a Complete line of Mechanics' Tools and Garage 
Equipment 

Hew 1920 Catalog Furnished on Bequest 

M otor Mer cantile Company 

119-117 South West Temple 8treet. Salt Lake City 




yor your Ford 


.dLLmetal gauge, cannot be 
** broken by a flying stone. 


broken by a flying stone. 
Consists of a metal chamber 
containing a float to which is 
attached a rod with a white 
ball which indicates amount 
of oil in can. Easily installed. 
Sold by dealers everywhere, 
or prepaid on receipt of price 
Apco Mfg. Co. - Providence 
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Sioux Tools are the standard tools in garages everywhere 
for 

REMOVING BUSHINGS 
RE-FACING. RE-SEATING, GRINDING 
ANY AND ALL SIZE VALVES 
ALBERTSON A GO., Manufacturers, SIOUX CITY, IA. 


THE ONLY VALVE GRINDER THAT 
DOES GRIND VALVES PROPERLY AND 
ON AN ABSOLUTELY CORRECT PRIN¬ 
CIPAL 

PROPERLY BALANCED AND GEARED. 
USER CANNOT RING VALVES OR WEAR a 
STEMS. % 


ITS BALL BEARING RELIEVES USER 
OF ALL STRAINS. 


EIGHT YEARS ON THE MARKET IS 
PROOF OF ITS SUPERIORITY. 

--- / 

UNIVERSAL EQUIPMENT & SUPPLY 60. sybacuse,n.y. 1 
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Mayhew ‘SODD JNNTpuers 51'~6V~7\~Size! 



WOBWT m OUT. WO tIVCT TWO HMtTt OjhV 


MATHEW SOLED JOINT PLIERS 

Mayhew Steel Products, Inc. ? are placing on the 
market their new patented “ Solid-Joint M combination 
pliers. As suggested by the name, the “Solid-Joint ” 
is an integral part of one of the forgings of this pliers 
and is locked to the other forging in a manner that is 
said to make the pliers practically indestructible. This 
joint, which consists of only two pieces of metal work¬ 
ing together, gives immense leverage and a powerful 

The new pliers is manufactured of highest grade 
special plier steel, properly hardened and tempered, 
carefully machined, fitted and fully guaranteed. Many 
visitors at the Mayhew display during the Automotive 
Equipment Association's exhibit were enthusiastic over 
the new pliers. 

! B. L. Gunnary will erect a new building for his 
implement and hardware business at Astoria, Oregon. 


DOUBLE CATGH GOPHER TRAP 

Merchants in rural communities as well as those in 
the cities will be benefiting their customers as well as 
themselves by featuring the Chubbuck Double Catch 
Gopher Trap announced elsewhere in this issue. Here 
is a box trap within the reach of all to catch both the 
large and small rodent and said to be just as effective 
for rats as gophers. A large spring at the box entrance 
catches the adult rodent, and a smaller aperturO with 
another spring is set for the smaller pest. 

Details, quotations and further information regard¬ 
ing this trap can be obtained from the E. J. Chubbuck 
Co., Manufacturers, 731 Market 8t., San Francisco. 

The Monette Hardware Store at Seattle, Washing¬ 
ton, was burglarized for a small amount recently. 

The 'Washington Hardware & Furniture Co. has suc¬ 
ceeded the Mattecheck Hardware Co. at Kennewick. 

The Half moon Bay (California) Mercantile Co. has 
succeeded H. M. Levy. A general hardware line will 
be carried. 

The Montesano (Washington) Hardware Co. has 
been sold to C. C. Faber and Albert Fairbarn, H. B. 
Marcy having retired after a score of years in the busi¬ 
ness. 

P. V. Burwell, who has assisted Advertising Mana¬ 
ger C. W. Brogan of the Black & Decker Mfg. Co., of 
Baltimore, Maryland, for the last year, has been ap- 

f ointed assistant advertising manager of the company, 
n this connection it is interesting that the Black & 
Decker Mfg. Co. are national advertisers who do not 
lace any of their advertising through an agency. They 
uy their own space, produce their copy, and at the 
same time conduct a large direct-by-mail campaign. 


Hardy’s 

“Campers 

Friend” 




There's no more stooping and squatting 
in awkward and unnatural positions while 
cooking and eating, and no more blinding 
smoke and blackened camp kettles,^when 
you use the “Camper’s Friend.’' 


Now Is the Time to Place 
Your Order 

The “damper's Friend" or Hardy Com¬ 
bination is a combination running board 
box, camp cook and dining table that takes 
the rough out of camp life. 

As a running board box, measuring 10% 
x9%x33 inches, it holds a complete camp 
cooking outfit, consisting of three heavy 
tin camp kettles, two fry pans, a two burn¬ 
er gasoline stove and a service box for car¬ 
rying a complete dining service, consisting 
of plates, cups, spoons, knives and forks, 
etc. 

Can be converted into a camp cook and 
dining table in less than two minutes. 

It is just what the motorist wants when 
hunting, fishing, touring and OAinping. 
Motorists are loud in its praise. 

No camp equipment department is 
complete without the “Clipper's Friend" 
on the sales floor. 

AD& IT TO YOUR STOOk FOR tSE COttXXO DBASON 

WHITE TODAT FOB CIRCULAR AND PRICES 


JOHN E. HARDY 


PORTLAND 


OREGON 
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NEW “OCCIDENT” CATALOG 

The Seattle Hardware Co. haa just completed its new 
No. 8 catalog and distributed it among its customers in 
the Northwest. Consistent with the size and service 
of the Seattle Hardware Co., the new volume is a great 
compendium of hardware information and thoroughly 
covers all lines that the company carries, featuring the 
“Occident” brand. 

It is an interesting fact and a typical tribute to the 
organization that the catalog was entirely compiled and 

S ranted by the company’s own catalog and printing 
epartments. The Seattle Hardware Co. can take just 
pride in the fact that is was * * all made in Seattle. ’ ’ 


WHY NOT BOTTLE YOUR OWN* 

“Bottle your own” has been adopted as the slogan 
of the Reinhold, Sharp & Co. at Davenport, Iowa, in 
marketing their new aseptic bottle capping machine. 

Here is a specialty in great demand at the present 
time for home bottling of catsup, grapejuice. wines and 
other beverages for home consumption. Many mer¬ 
chants are featuring supplies of this sort at the present 
time and any merchant who is not is missing a valuable 
opportunity. 

The aseptic bottle capping machine is hand operated 
and is said to prevent broken bottles and bruised hands. 

Reinhold, Sharp & Co. also make an aseptic hammer 
capper, not so handy or safe as the machine, but it does 
the work. 


SWEDISH TOOL AND CUTLERY LINE 

As announced elsewhere in this issue, the Benson 
Importing Co. is western representative for the E. A. 
Burg line of quality tools and cutlery. This is a 
Swedish make of goods, known to the trade for 50 
years. 

The Benson Importing Co. also represent manufac¬ 
turers of pliers, plane irons, chisels and razors. Others 
of their specialty accounts are the Kron Sager Swedish 
hack saw Dlades and Bolinders mincing machines. 

President P. O. Benson of the company will be 
glad to quote prices or supply further information to 
any western hardware merchant from his office, 620 
South Hill St., Los Angeles, California. 


ANOTHER STEARNS FOUNDRY 

Announcement comes from E. C. Stearns & Co., 
hardware manufacturers at Syracuse, New York, that 
they have purchased another foundry to be used in 
connection with their plant. This recently acquired 
property has hitherto been known as the “Old Economy 
Foundry” plant and has a 270 foot frontage with a 
depth of 203 feet. It is situated on the right-of-way 
of the West Shore Railroad, providing most adequate 
railroad facilities. 

The new foundry will be used for heavy or floor 
work, generally speaking, while the No. 1 foundry, in 
connection with the company’s main plant, will be 
confined almost exclusively to light or snap flash work. 

E. C. 8tearns & Co. not only manufacture the “In- 
cinerite” line of household garbage and waste disposal 
devices, but also specialty tools, such as butt gauges 
and other standard hardware appliances. 


The Woodlake (California) Hardware Co. has pur¬ 
chased the business of the Cutler Hardware Co., at 
Cutler. 


The Stafford (Kansas) Hardware & Implement Co. 
has erected a fine new warehouse and display building 
for its wholesale and retail business. 

It is reported that Bull & Glandt at Elkhorn, Ne¬ 
braska, are planning their spring buying early and 
already are calling for catalogs and prices. 


“READ THIS= 

From a Hardware Dealer 

From H. W. MILLS & GO. 

Passaic, N. J. 

Gentlemen: 

We looked for a long time for a machinist’s 
chest such as demanded by first class me¬ 
chanics, and as soon as we saw your chests 
we decided that they were the ones we had 
been looking for. 

We have received three shipments from 
you within the past few months and have had 
no trouble in disposing of them. 

We have had no complaints from any of our 
trade, but have heard several very favorable 
comments in reference to the style and finish 
of these chests. 

Any dealer desirous of securing a first class 
line of tool chests will make no mistake in 
securing the Union. 

Yours truly, 

UCUQM 


Will give you and your customers the same absolute 
satisfaction they gave above dealer. 

Styles and Sixes for all mechanics. Highest quality 
tool chests made and absolutely guaranteed to the 
dealer as well as to the consumer. 

Sold exclusively through good dealers. 


Are the pioneer tool 
chests and more of them 
are in nse and beinc sold 
than any other make on 
the market. 

They are the easiest 
cheats to sell because 
they are better chests, 
and widely advertised. 



Write for our Dealer 
Proposition. 


A fair and square 
liberal selling policy, 
backed by National 
Advertising. 


It will interest you 



UNION TOOL OHEST 00., INO. 
Mill St., Bochester, N. 7. 

Branches: 

New York Chicago San Francisco London, Eng. 
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PINE WINDOW DISPLAY OP ALUMINUM PRODUCTS 

Here is the fine aluminum window trim of an enterprising Fresno merchant, featuring Lustro aluminum 
cooking utensils, manufactured by the Pacific Aluminum Co. right at Fresno. 

It is seldom that a merchant has an opportunity to feature the products of a local manufacturer, much 
less a distinctive product as aluminum cooking utensils. Here are shown tea kettles in various stages of 
manufacture, as well as raw aluminum, giving an excellent idea of the process. 

Although the company is comparatively in its infancy, the tremendous growth and development threaten 
to make it a young giant before it is a year or two old. The first unit of a $150,000 modern factory plant 
is now in course of construction and vice president and manager, E. J. Fitzgerald, has all he can do taking care 
of the rapidly growing and increasing possibilities and demands upon the company. 

As an indication of the scale on which the company intends to do business is an order which has been 

E laced for 100,000 pounds of spun aluminum, from which the drawn utensils are manufactured. Orders have 
een placed for a stamp press for use in stamping aluminum vessels from sheets of metal. 

Manager E. J. Fitzgerald has had 18 years of experience in the making of aluminum products. He was 
formerly secretary and assistant general manager of the Illinois Pure Aluminum Co., and also secretary and 
treasurer of the American Aluminum Co., at Lemont, Illinois. He was later general manager of the Aluminum 
Products Co. of Lemont and came to the West to become general manager and treasurer of the Aluminum 
Products Co. of the Pacific Coast at Oakland, California. 

Other officers of the company include Thomas M. Fitzgerald of Philadelphia, president; H. C. Friesner, sec¬ 
retary and manager of the manufacturing department and James H. Peddrift of Oakland, treasurer. 


BARR BROS. CO. ENLARGING 

In connection with the issue of $100,000 preferred 
stock, Barr Bros. Co., cutlery manufacturers, of Oak¬ 
land, have issued an interesting folder embracing the 
history of the organization, the present products and 
a few of their most prominent customers as reference. 

The growth and development of Barr Bros. Co. is 
another chapter in the history of hardware and allied 
manufacturers in the West. In 1873 at Salem, Oregon, 
William and Hugh Barr began making industrial cut¬ 
lery, doing the work themselves. For 40 years the Barr 
Brothers have stood at the forge and the lathe, fashion¬ 
ing knives and other edged steel instruments the best 
they knew how and improving on the machine-made 
quality of instruments or foreign cutlery. 

During the last year the company has been reor¬ 
ganized, with particular respect to the sales department 
and the development of the factory, keeping pace with 
modern manufacturing conditions and the cutlery busi¬ 
ness. The line now consists of all manner of knives, 
shipwright tools, and needles of all sizes and sorts. 

An additional product of Barr Bros., which is par¬ 
ticularly sought by the trade and is being featured at 
the present time, is a double cutting pruning shear, 
sold under the trade name of “Kuttemslik. ” 


The Oakdale (California) Hardware & Implement 
Co. has been organized by E. O. Schmeidlin, who rep¬ 
resents the John Deere and Holt lines among others. 


PYREX PLANT IN THE SOUTH 

Hereafter the trade in the South will not have to 
> depend on New England for its supply of Pyrex ware. 
The southern division of the Corning Class Works 
has been located at Kingsport, Tennessee, where a 
separate unit of the Pyrex factory went into operation 
last month. This plant is No. 4 for the company and 
the chain of Pyrex factories now pretty thoroughly 
cover the United States. The new factory is said to 
represent over $1,000,000 investment and will employ 
between 250 and 300 men. 


Webster Bros, are successors to J. O. Sayers at 
Fisher, HI. 


The Central Hardware Store at Marceline, Missouri, 
has passed out of the hands of G. W. Bigger and Fred 
Wolfskill, under the ownership of P. J. Duke. 


The Onalaska (Washington) Mercantile Co. has 
been formed by George Fleming and C. A. Tindall, the 
latter a former traveling man for the Seattle Hardware 
Co. 


Spokane has become a distributing center for Caloric 
Pipeless Furnaces. Howell C. Long, northwestern dis¬ 
tributor for the Monitor Stove Company, has located 
his offices at 810 N. Monroe St. Mr. Long estimates 
that about 7000 furnaces have been sold through his 
office in the last year or two. 
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A WESTERN PRODUCT 


1) li!U a N a KT w l) I Mi 






Three Styles: 
“Professional” Janitor 
Four Lengths: 4%, 5, 5%, 
b ft. 

“Regular” Janitor. 
Length 57 inch only 
“Household” 
Length 51 inch only 


MANUFACTURERS OF 

Chain 

Mop 

Handles 

And 

Janitorial 

Utilities 

“The One-Beter” 



Patented July, 1915 



DESCRIPTION OP PARTS 
“*A A—Handle, Select Wood. 

B—Head, Angle Steel. 

C—Lever Bar, Steel. 

D—Chain, 900 lbe. strength. 

E—Hook, Adjusting Mop. 

P—Nail, Barbed, Strong. 

G—Purl, Sheet Steel. 

H—Bolt, Holding Head 
I—Wing Nut, Holding Lever Bar. 

Metal Parts: Electro Galvanised or 
the Modem “Parkerized” Rust¬ 
proof Finish 


Guaranteed to out-last three of any other 
type. 

Superior to any other on the market. 

Mop easily placed. 

No wires to rust. 

No screws to strip or bind. 

No clamps to get out of repair. 

All metal parts Malleable Steel. 

Sample Handle sent on request to Jobbers 
or Dealers. 

Write for trade prices. 

If your Jobber cannot supply you, 
let us know. 

June Freeman Manufacturing Co. 

Manufacturers and Sole Owners of Patent Rights 
San Francisco, California 


Digitized by 


Google 












176 


HARDWARE WORLD 


GUARD YOUR THOUGHTS AND HABITS 

“Give not the dally cobweb that enables 
The habit-witch to twist her binding cables/* 

Someone has said very truly that * 1 you sow 
a thought and you reap an action; you sow an 
action and you reap a habit; you sow a habit 
and you reap a character.’’ 

We do not always realize, that the idea 
which we harbor in our minds today, tomorrow 
and the next day, is sure to cause us to act in 
a certain manner, and that if we reap that 
action several times, we have acquired a habit; 
nor that character is simply the sum total of 
habits. 

I happen to know a business man of excel¬ 
lent moral character, of good family, and right 
motives generally, but he has permitted himself 
to think that because his name is well known 
and looked up to and because his people have 
money, that it is not necessary for him to be 
quite as friendly and quite as painstakingly 
courteous as for other men who have not these 
advantages. In consequence, he has thought 
of himself as a little better than other people, 
and this has led him to be slightly superior and 
condescending in his manner. 

This manner has been continued until it has 
become a habit, and now at the age of forty- 
five, he is considered by most people who know 
him a disagreeable snob. This reacts against 
him in a business way, for there are so many 
people who either feel that they have some¬ 
thing to resent personally, or else who resent 
his attitude toward the everyday people of the 
community generally. 

The thing we permit ourselves to do once, 
may seem like a mere cobweb thread, but 
enough cobweb threads twisted together will 
form a cable of silken softness, but of almost 
unbreakable strength and firmness. It is ex¬ 
tremely important then, that we only contract 
good habits, for good ones are as easy to form 
and as hard to break, as bad ones. 

As I look around upon some of the retail 
Merchants located in a single block, I find that 
each and every one of them has an outstanding 
habit which has either made for his success or 
has worked against it. 

My friend Stuart has the habit of prompt¬ 
ness. As a result, all his associates are prompt; 
he does things on time, and so do they. In 
order to do what ought to be done on time, he 
has to look ahead, and this looking ahead has 
made him thrifty and successful. 

Then there is Pox, who began in a very small 
way. In order to make a go of it at all, he 
had to work early and late. He formed the 
habit, and now that it isn’t necessary, the habit 
still sways him. In fact, the habit has grown 
upon him. He stays at business until midnight, 
and is back on the job long before anyone else 
is stirring on the street in the morning. He is 
wearing himself to a frazzle and expecting 


more than he has any right to do of his em¬ 
ployes. His habit is a good one gone wrong. 

It is not hard to foretell that in the course of 
a relatively short time, he will break down and 
probably lose all that he has worked so hard to # 
win. 

Deane is a thoroughly likeable chap. When 
he first went into business life, he decided to be 
tactful. That was all right, but in being tactful 
he has tried to ride his donkey to suit every¬ 
body and so people remember him generally as 
“all things to all people.” He isn’t considered 
sincere and when he has been suggested for 
important local office, people have shaken their 
heads and said, “Deane is all right, but you 
can’t depend upon him. We will pass him up.” 

Then there is Forbes, who has the habit of 
over-urging sales. People stay away in self- 
defense, for he showB his displeasure when they 
do not buy. He cannot quite understand why 
his sales are falling off. The truth of the mat¬ 
ter is, that Forbes has developed a character 
which is unpleasant, in that he tries to force 
other people to do what it will be for his bene¬ 
fit to have them do. 

If we would maintain a winning personality 
and a character which commands respect, we 
must be very careful of our habits. We must 
not allow ourselves any disagreeable little per¬ 
sonal ways annoying to others, and we must 
guard even our thoughts from anything that 
savors of eccentricity or selfishness, for char¬ 
acter has its beginning in thought. 

Many a man has failed just because he al¬ 
lowed some little fox-like habit to steal the 
grapes of his life work. It isn’t enough to read 
of mere generalities, to make them truly useful 
we must apply the truth learned to ourselves to 
prove that we are wiser for the light shown us. 


IT WAS READ, AT LEAST 

The following was sent to foreign residents 
in Kobe, Japan, to notify them that a new 
laundry firm had restored prices formerly in 
vogue: 

Old Prices 

Ladies and Gentlemen; We, the washer of 
every kind of clothes, blankets and so on, 
newly established the company and engaged the 
business at 2582 Hachimancho, Rokuchome, 
Ono, Kobe. Contrary to our opposite company, 
we will most cleanly and carefully wash our 
customers with possible chief price as follows: 

Ladies’ $2 per 100. 

Gentlemen’s $1.50 per 100. 

Certain due to the day transacted; if we 
will misconduct for washing we will manage 
with equal kind or reasonable money for it. 
To our earnest request and honor we wish to 
have your pleasure to let us wash your clothes 
and so on. 

With your wages we will work the business. 
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twenty-five YEARS AGO 

Ladies wore bustles. 

Operations were rare. 

Nobody swatted the fly. 

Nobody had seen a silo. 

Nobody had appendicitis. 

Nobody wore white shoes. 

Nobody sprayed orchards. 

Cream was 5 cents a pint. 

Most young men had “livery bills.” 

Cantaloupes were muskmelons. 

You never heard of a “tin Lizzie.” 

Doctors wanted to see your tongue. 

Milk shake was a favorite drink. 

Advertisers did not tell the truth. 

Nobody cared for the price of gasoline. 

Farmers came to town for their mail. 

The hired girl drew one-fifty a week. 

The butcher “threw in” a chunk of liver. 

Folks said pneumatic tires were a joke. 

Nobody “listened in” on a telephone. 

There were no sane Fourths nor electric 
meters. 

Strawstacks were burned instead of baled. 

Publishing a country newspaper was not a 
business. 

People thought English sparrows were 
4 4 birds.” 

Jules Verne was the only convert to the sub¬ 
marine. 

Farmers and Owners of Gars 

are Prospects 

Y OU who have in the past handled vehicles and wagons and have lost that 
profitable trade to the Motor Vehicle, are in a position to get the old vol-, 

. tune and more back in handling “Utility Trailers” and without the 
necessity of giving service or having an expensive service department as is . 
required where you sell motorized vehicles. - 

Every farmer in your community is a prospect for a Utility Trailer of 
some sort. Every ntotor truck running over your highways is necessarily a 
prospect for a Utility Trailer, if he is to compete with others using thfem, they , 
bring truck operating cost down to a point where the profits are satisfactory, • 
and truck operating brought out of the Bed Ink. 

Utility Trailers are motorless auxiliaries to the truck or passenger auto^. 

mobile, bringing you a clean profit when sold and a profit that is yours, not 
to be later paid out in shop costs of free service as in motorized vehicles. 

We have some good territory open, write us for our proposition to dealers. 

UTILITY TRAILER SALES 00., of Southwest LOS ANGELES TRAILER 00., 

. 105 So. Houston St., Dallas, Texas 1328 Palmetto . St,, Los Angeles, Oat 
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The Oil; Screw 
.Nobs lithe World 

■ The “Hole” 
Problem 


■ V ■■ The advantages of 

■ H Screw Holes are: they 

^ ■■ can be used without 

W damage to receiving 

! ll material; they enable 

II you to Standardize to 

II wood or machine 

B Esslllili screws in all mate- 

Nj rials; they are made 

ftp of brass and will not 

9 rust under atmospher- 

ic or moisture condi¬ 
tions; special tools 
are not needed for using them in any material; 
they can be used in any place a screw can be 
used; no special screws are needed—these Screw 
Holes fit any wood screw or machine screw now 
in stock; they make the neatest possible job in 
any material; they are endorsed by all dealers in 
screws, and by all users of screws; in spite of the 
high cost of brass, Screw Holes are yet cheap; 
they make everlasting holes in any material, and 
anyone who can drive a nail can use them. 

You must stock Screw Holes, for your trade 
demands them. 

I. I. STINE SCREW HOLES CO. 

Waterbary* Conn., U. S. A. 


Digitized by G.oosle 





178 


HARDWARE WORLD 



Just a glimpse of the way the D. 

A F. Kneel Co., distributors for Voss 
Washers at Watertown, Wisconsin, 

Parade their proud product before 
their fellow townsmen. The float 
was made for a parade during the 
Elk home-coming celebration and 
people from all the surrounding 
country farms formed in the street 
to view the spectacle. These en¬ 
terprising "Voss dealers took advan¬ 
tage of the parade and showed the 
new Sea Wave washer to thousands 
of people. 

Although the D. A F. Kusel Co. 
is distinguished for its local adver¬ 
tising, personal calls, direct appeals 
and demonstration, nevertheless, the 
float in the parade brought the new 
washer to the immediate attention 
of the entire surrounding population 
and paved the way for many follow¬ 
up calls. 

The float was made by two of the 
company’s employes to represent sea waves. The sides 
of the float were attached in sections to produce this 
effect and artistically touched up in colors to match 
the Voss Sea Wave Washer. The machine was placed 
in the center of the float and brought into prominence 
by electric spot lights hidden from view behind the 
waves. On each side of the washing machine were 
two sailor maids, dressed appropriately and holding 
large floating banners. 

Here is a device that might be used by every mer¬ 
chant in calling specialty products to the attention of 
his community. 

The Kusel Sales System 

Incidentally it might be said that the J>. A F. Kusel 
Co., hardware merchants at Watertown, Wisconsin, 
have developed a system all their own for selling wash¬ 
ing machines. It has worked so well that we are 
passing an outline on to our readers. 

Here tabulated are a few of their principles and 
guiding rules: 

1. Select a good line of washers and stick to it. 

2. Advertise Constantly in a monthly circular house 
organ, local newspapers, movies and show windows. 
They follow up all prospects with personal letters and 
advertising matter. 

3. Display, giving ample space on their sales floor 
for all different styles and having them in perfect 
running order for demonstration. 

4. Education: After the machine is sold, the com¬ 
pany helps the customer with one (or more if necessary) 
washings to get them thoroughly acquainted with all 
parts of the machine and its mechanism. 

i 5. Service: Prompt attention to all complaints. 
The repair men of the company visit all customers at 
l&ast once during the year to see how the machine is 
running and report any defects or weaknesses. 

Every attempt is made to interest the public and 
promote the sale of the machines, yet it is equally 
important in the opinion of the company not to stop 
with the sale but to follow up the customers as well as 
prospects to see that the machine stayB sold and the 
customer satisfied. 


Clark A Son are successors to V. E. Maxwell, at 
Colony, Kansas. 


E. A. Rea of Croydon, Iowa, is the new proprietor of 
the Williams Bros, of Kellerton. 


Logan A Anders have succeeded Van Brundt A An¬ 
ders at 8idney, Illinois, and are interested in building 
up their stoek. 


PERFECTLY NATURAL 

It was Sunday, and Sergeant Jones was 
driving a bucking, one-cylinder Ford down the 
streets of the old home town. 

“Ought to put Lizzie’s name on the casualty 
list,” called a fresh gob who witnessed the 
struggle. 

“Whaddye mean!” hissed the sergeant be¬ 
tween bucks. 

‘ ‘ Missing in action!’ 9 


SOME NATURAL HISTORY 

A student in zoology pinned together a 
grasshopper’s head, a cricket’s body and a but¬ 
terfly’s tail. To fool his professor, he dsked, 
“What kid of a bug is this?” 

Professor—“Did it make a humming sound 
when you picked it up?” 

Student—“Yes.” 

Professor—“Then it must be a humbug!” 


THE JOB OF A MAN 

It isn’t the work we intend to do, 

Nor the work we’ve just begun 
That puts us right on the ledger sheet; 
It’s the work we’ve really done. 

Our credit is built on the things we do, 
Our debit on things we shirk; 

The man who totals the biggest plus 
Is the one who completes his work. 

Good intentions do not pay bills; 

It’s easy enough to plan; 

To wish is the pay of an office boy, 

To do is the job of a man. 


“By the way, Mary, I forgot to tell you that 
we have breakfast at 8 o’clock sharp.” 

“All right, mum, if I ain’t down don’t, 
wait.” 
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Liberal Discounts for Live 

Dealers Everywhere 

Some Territory Still Open 
for 

Manufacturers’ Agents. 
Write Now 

B. FIRST COMPANY 

170-172 W. Broadway 
23-26 Worth St 
I X NEW YORK 
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COMPREHENSIVE ANALYSIS BY IDAHO 
MERCHANT 
Editor Hardware World: 

The present business depression is what every think¬ 
ing business man has known for the past two years 
must come. Just when it was to come even the “Wise 
Men” of the East were unable to say, and even now 
there are but few who will be willing to undertake to 
make an explanation of the cause or causes. There 
were a number of causes responsible for bringing about 
the present conditions, but the one that stands out more 
forcibly than all others is the public rebelled at the 
continued advancing prices, not so much in the lines 
/ that we are directly interested in as the prices of shoes, 
clothing and other necessities, which we were all willing 
to say were ridiculous, considering the price of raw 
materials such as hides and wooL 

How the Depression Will Affect Us 

We will be affected to a degree, depending upon just 
how we have so conducted our business to meet this 
condition, which we have all known must come sooner 
or later. 

The merchants had a wonderful opportunity during 
the war, when the government was asking them to cur¬ 
tail credits and to shorten credits; it was a step all 
merchants have had under advisement and it should 
have met with prompt responses, but unfortunately, 
not many of us took full advantage of it. If we had 
done so, business would have been on a much better 
basis and we would have been rendering a distinct 
service to the public, which for the past three or four 
years has not needed credit, particularly long time 
credits, while we are now confronted with an entirely 
different condition, where farmers, stockmen and or- 
chardists will need credit and many of them for long 
periods, to enable them to readjust then operations to 
meet the changed conditions. 

It is a time when we must all do our part and both 
give and take, until the prices of the products of the 
country and the prices of manufactured commodities 
and labor as well are on a more equitable basis, what¬ 
ever that basis may be. It is a time when we should 
be firm yet considerate, the banker with the manufac¬ 
turer, the manufacturer with the jobber, the jobber 
with the retailer and the retailer in turn with the con¬ 
sumer. Then we must reverse the order of things and 
say that in each case the consumer must be made to 
see that he should do all that he can, even though by 
sacrifices and acceptance of lower, prices for his com¬ 
modities, to meet his obligations to the dealer and so on 
down the line, dealer, jobber^ manufacturer and banker. 
In this way the problem of liquidation will be solved in 
the shortest possible time, and were it possible to get 
full cooperation in every instance, the time required 
would be short. 

Present Business Policies 

While it is worse than useless to “hound” a man 
who is unable to pay his account, we should make 


heroic efforts to collect our accounts as rapidly as 
possible and to as great an extent as possible, and as 
promptly pass the results of our efforts along to our 
creditors, to the end, as expressed above, of the liquida¬ 
tion of our indebtedness at the earliest possible date. 
Second in importance is reduction where possible in our 
operating expenses. During the last three or four years 
we have all become to a greater or lesser degree care¬ 
less as to our costs of operation and the small details, 
which in normal times often represent the difference 
between profit and loss in our business. We should 
make every effort to “Clean house” and even out 
our stock as much as possible during these quiet 
months. 

Buying 

Good judgment in buying is of no less importance 
than sales. When business is brisk and turnovers 
rapid, a little over buying in staple commodities is of 
little consequence, but when we are straining every 
nerve in an effort to liquidate our indebtedness it may 
make a great difference in what we accomplish; we 
believe that stocks should at all times so far as it is 
possible be kept up to the minimum requirements of 
the trade, but we should in these times give careful 
consideration as to what is the minimum. 

Prices 

There has been but few declines up to the present 
time in our lines, but we also know that with the 
present low prices of raw material such as copper, lead, 
zinc, tin and spelter, that goods manufactured of the 
above materials must decline. 

Present indications are that the depression has 
slackened the demands for steel products, and that the 
manufacturers are beginning to accumulate stocks, and 
from this we hope that we may be able to get better 
deliveries. We do not anticipate radical declines and 
then only as the manufacturers are able to reduce the 
cost of production rather than based on the reductions 
in the costB of raw material. 

In'the second quarter of the year we believe we 
may expect some reactions and probably an upward 
turn of the market with some advances in prices, which 
will be brought about by the shortage that is likely 
to occur in some lines of manufactured goods. 

We have every confidence in the future and that 
the man who keeps his head and gives his earnest 
attention to his business for the next three or four 
months, will find that he has passed safely over the 
rough spots and is gradually descending the grade to 
the nice level roads again. 

Lewiston, Idaho. EBB HABDWABE 00. 


MENTAL PUSH PINS 

Have as long a memory for kindly deeds a* 
you have for slights which have been offered 
you and for the failings of other people. 



Asbestos Table Mats and Protectors 

Jobbers of bouse and kitchen furnishings will find 
. , y this an attractive line. 

Our new DOILY-COVERED TABLE MATS are 
in demand and will produce large business; 

Interr Mountain and Pacific Coast R e pr e s en tatives 
THAYER fc BOWER 
845 Monadnock Bldg., San Francisco, Cal. 

320 Story Bldg., Los Angeles, Cal. 

TURNER ASBESTOS COMPANY 

EXETER, N. H. 
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NEW STARRETT TOOLS 

A new catalog has just been published by The L. S. 
Starrett Co. This catalog is not only an improvement 
in appearanee and arrangement, but contains informa¬ 
tion about 21 new tools. These tools are in keeping 
with starrett standards of quality and embody an in¬ 
creased range of usefulness, greater durability, new 
sizes and changes in graduations. 

The Universal Bevel Protractor No. 359 carries a 
dial graduated to degrees around the entire circle and 
is equipped with one vernier instead of two, as on the 
Starrett Protractor No. 364. The new protractor is 
very easily read and convenient for a wide range of 
work. It has encased a positive method for fine ad¬ 
justments. These adjustments, as well as the other 
adjustments, being controlled entirely from the center 
on the front side of the tool, justify its being called 
an Improved Universal Bevel Protractor. The lower 
nut locks the dial in its rotative path, and the middle 
nut, at a slight downward pressure, engages the fine 
adjusting device; while the upper nut lockB the blades 
at any point in its length. The acute angle attach¬ 
ment renders it available for obtaining small angles. 

A new No. 24A Micrometer Caliper Gauge is es¬ 
pecially adapted to the tire industry in measuring tire 
molds and is said to afford a great scope of usefulness. 
The jaws of this gauge are four inches deep, and the 
beam, with a stiffening rod the entire length, is placed 
on the 32nds and 64ths graduated Bide. This gauge is 
made 48 inches long only. 

Tool Maker’s Button No. 494D is used principally on 
heavy jig work, and is one inch long ana one inch in 
diameter. Metric Micrometer Caliper No. 230M is 
designed for measurement by hundredths up to twenty- 
five millimeters. A new size and range is included in 
the No. 463 Starrett Micrometer Caliper Head. This 
head has a clamping surface % inch long and a diam¬ 


eter of % inches. Another new micrometer caliper head 
shown is their No. 463M, the same as No. 463, except it 
is graduated for measurement by hundredths of a milli¬ 
meter up to thirteen millimeters. No. 464 Micrometer 
Caliper Head is the same as No. 463, but is graduated 
for measurement by ten thousandths of an inch. 

Micrometer Caliper Sets No. 226E is composed of 
four micrometer calipers reading to ten thousandths, 
all with lock nut and without ratchet stop. A metric 
fillet or radius gague, No. 272M, of 18 leaves is espe¬ 
cially adapted for use in laying out special forming 
tools, dies, etc., as well as for measuring fillets. A No. 
279 Fillet or Radius Gague of twenty leaves and with 
radii from .020 to .400 inch inclusive has also been 
added to the Starrett line. 

These are only a few of the new items, not men¬ 
tioning the complete Starrett line included. 


58 PIGEONS IN 58 SHOTS 

Richard Lee Beck, the 13 year old Bridgeport, Ohio, 
lad, who just won the individual rifle championship 
of the Winchester Junior Rifle Corps for the second 
time, performed a feat in his home town which fully 
attests his ability. Pigeons became so thick about the 
Bridgeport National Bank that they were a nuisance 
and the bank authorities and the officials of Bridge¬ 
port invited young Beck to clean them out. On the day 
mentioned, he came prepared for work. He fired 58 
shots and brought down 58 pigeons, and not one of 
them was nearer than 100 feet. 


The Reynolds Hardware Co. are now proprietors of 
the Wanstrand Hardware Co., at Shenendoah, Iowa. 


The Triple Hardware Co. has been organized at 
Crandon, Wis., with a capital stock of $20,000. 



The big West Bend line of Aluminum 
ware (over 200 pieces) makes quick 
turn-overs easy because it equips the 
dealer for Special Aluminum Sales. In 
this line there’s a high grade aluminum 
utensil for the housewife’s every need. 
Push the 


The line bristles with Selling Points; 
kettles with non-slip lids; tea kettles 
that fill through the spout; perfect per¬ 
colator with three unrivalled coffee- 
saving features. Every article stamped 
from a solid sheet of aluminum; no 
seams, no crevices. Great in strength, 
serviceableness and beauty of design. 
These features make West Bend utensils 
quick sellers. Free book, 44 Kitchen 
Kraft,” to every housewife. It’s a 
salesman for you. Write today and 
learn about our co-operative sales and 
national advertising plans. 


onn quick 

SELLERS 
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SAVING THE FIRST THOUSAND! 

(By Copeland Townsend) 

A certain comedian said “The first hundred 
years are the hardest.’* He was referring to his 
strained matrimonial ties. 

In a more serious vein, any successful man 
will tell you that saving the first thousand is 
the hardest. There is true romance in thrift, 
if Americans would only realize it. 

It is axiomatic, perhaps bromidic, to say that 
the safest plan to follow in thrift is not to spend 
money until you get it, but if America knew this 
lesson we would have fewer slums and bread¬ 
lines. 

Poverty is a mental condition externalized. 
Similarly the man who lives in constant dread 
of losing his job generally does. 

Show me the employe who saves, and I will 
show you, invariably, a good workman and a 
reliable one. 

Perspiration will bring results more often 
than inspiration, but the mintage of wisdom is 
to keep lost motion out of your mind. 

Any man may save, no matter how small his 
salary. I once knew a telegraph operator who 
was the sport of his fellows, because he got so 
much enjoyment out of his savings. “Baldy 
Thrift” they dubbed him. 

He was always neatly dressed and he made 
saving an adventure, although his salary was 
small. When he got his first thousand he in¬ 
vested it in a safe industrial enterprise. Today 
“Baldy Thrift” spends his summers in Maine, 
his winters in Florida, and is perfectly at home 
in a twin six. 

Thrift without wisdom is better than being 
a wastral, but the man who is thrifty acquires 
wisdom. 

The Most Difficult Thing About Success Is to 
Survive It 

Thousands of men have with stem self-de¬ 
nial reached their first thousand and then in a 
burst of profligacy spent it and lived the rest 
of their lives “close to the cushion.” 

The saver must hold fast to the end. The 
words thrift and stingy have become confused 
in this country. It is necessary to live well and 
amid pleasant surroundings. 

And it is never too late to save. Many men 
who have passed the meridian of life argue 
that it is too late to save. “You cannot teach 
an old dog new tricks!” they whine. 

Foch was not a beardless boy when the war 
broke out. And neither was Pershing or Haig. 
Pierpont Morgan was at his best after 50, and 
there are thousands ripe for Dr. Osier’s ether 
cone who have suddenly awakened to the value 
of saving and have ended their days in plenty. 

Edwin Bok, the Philadelphia editor, recently 
complained that when he was a boy he learned 
that to save money was to be looked upon as 
being stingy. A great Frenchman visiting here 


noticed that Americans disliked the word 
“Economy.” 

Economy Is Bulwark of Independence 

These things are true, but we are outgrowing 
them. The younger generation is learning that 
“economy” is the bulwark of independence. It 
is learning that after a man has saved his first 
thousand dollars he has entered the highway of 
success and only faltering steps will keep him 
from reaching his goal—an old age of independ¬ 
ence and happiness. 

Save the first thousand. Invest it carefully 
and then forget it. For you have a new thrill 
before you—the saving of the second thousand. 
There will be moments of discouragement, for 
in saving the first thousand, the “last few hun¬ 
dred are the hardest,” reverting again to our 
comedian friend. 

But the sacrifices are far outweighed by the 
sense of personal achievement, of freedom from 
worry and fear of losing your job. The man 
who has $1000 and loses his job can find another 
one and be in a position to ask a fair wage, in¬ 
stead of taking the first thing that comes along 
and swinging into a rut. 

The man who has his first thousand has the 
corner stone of a fortune. Any safe investment 
has the potentialities of a fortune, for America 
is bristling with enterprise as never before, and 
the small concern of today is the National Cash 
Register concern of the future. John H. Pat¬ 
terson started the National Cash Register fac¬ 
tory in a tumble-down old building, now his 
factory constitutes a city within itself. There 
will be plenty more like it. 

Unless you have that first thousand, yon 
will never be a part of these gigantic enter¬ 
prises now in the making. 


FATHER OF TRIPLETS ANXIOUS AS TO 
CHAMPIONSHIP TERMS 

A chap named Higgins got home one night to 
learn that his wife had given birth to triplets— 
three healthy, bouncing boys. 

Higgins, overjoyed, went to the boss’ office 
next morning and recounted the rare and won¬ 
derful thing which had befallen him. The boss 
felicitated him heartily, and the next day Hig¬ 
gins was sent for. 

He hurried to the office again to find the 
entire firm assembled there. A handsome silver 
cup stood on the desk and this trophy, in an 
eloquent speech, the boss presented to him in 
recognition of the triple blessing which he had 
bestowed upon his country. 

Higgins took the cup in his hand, bowed 
respectfully and said: 

“Excuse me, sir, but is this cup mine now, 
or do I have to win it three years in succes¬ 
sion?” 


“A smile oils life’s bearings.” 
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SURE-FIRE SELLERS 

A Line of Grinders varying from Light Kitchen Grinders for the house¬ 
wife, to heavy duty Power Driven Units for the Farm Tool Shop, Garage 
or Factory. 

_ A Tool Grinder for every need, and a steady 

ff/mtHm demand for it wherever shown. 



No. 36 — SPEEDER high 
■peed tool grinder and tool 
sharpener. 


JOBBERS 

We are now conducting an in¬ 
tensive sales and educational 
campaign by offering dealers 
a special demonstration propo¬ 
sition. 

These demonstration proposi¬ 
tions are being placed through 
established jobber connections, 
not direct to dealers. Write to¬ 
day for details of this initial 
step in our Jobbers’ Co-opera¬ 
tion Campaign. 



No. 26—8TURDIBILT hand 
grinder for mechanics and 
^ carpenters. 



No. 46—Hand Power tool 
and sickle grinder, showing 
sickle holder in position for 

use. 


No. 2 12 — STURDIBILT 
power grinder. 



No. 1 0 5 — STURDIBILT 
light grinder. 



No 97—STURDIBILT sin¬ 
gle wheel grinder. 


DEALERS 

Ask us about the Educa¬ 
tional Exhibit and Special 
Sales Proposition. 

Free descriptive literature 
on request. 

Write today—Then 
Order through your 
regular Jobber. 

We Guarantee Prompt 
Delivery. 

Prairie Du Chien Tool 
Company 

Prairie du Chien, Wls. 

Western Sales Representative: 
JOHN F. KEGLEY 
Lankerahim, California 
Missouri, Kansas and Nebraska 
Sales Representative: 

J. G. BOWERS 

304 Finance Bid., Kansas City, Mo. 
GEORGE H. ISCHE 
Sales Representative: 

Iowa, Minn., N. D., 8. D. and Wis. 
Souther n Re presentative: 
JOHN E. CHUMBLEY & 00. 
Nashville, Tenn. 



No. 8—Prairie hand grinder 
for kitchen use. 



No. 55—GARAGE special 
high speed grinder. 
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DO YOU GOSSIP! 

(B. Jurika, one of the Hardware World subscribers 

in Zamboanga, P. I., contributes the following) 

Scene: Small Town, Anywhere. 

Chapter 1 

1. A certain man sat him down and wrote 
an epistle, saying: 

2. Lo, the wife of my bosom rageth and the 
heart in my bosom is sore and weigheth like 
unto a stone. 

3. Many years have I dwelt in small town, 
yea, these many years. 

4. And the first year I gathered unto me 
a score of friends and the second more than 
four score, for loyally I loved and served them. 
Not one word of ill did I speak even of the 
least of these my brethren. In sooth, my mouth 
did I lock up and the key thereof I cast into the 
deeps. Neither did I seek to “boss.” 

5. And it came to pass that certain persons 
puffed up with envy and sorely gassed in the 
empty brain space sought to destroy me. 

6. Ha, quoth they, he talketh not, there¬ 
for he is afraid. Slam him, bang him, and they 
did bear false witness against me. They con¬ 
sorted me with the scribes and the Bolshevik 
in the market place and made all manner of 
false witness to be published abroad in the 
land. 

7. Therefore, thou wise man, I pray thee 
tell me what plan entereth thy head that I may 
overcome these, mine enemies, and steer the mis¬ 
guided ones who believe these lies, back into 
the old ways. 

8. Ding bust it, I hold my reputation in 
reverence, in sooth, it getteth my goat. 

9. Shall I employ other scribes and make 
to be published retractions of these falsehoods 
or shall I turn Bolshevik, arm myself with a 
monkey wrench and tighten the nuts on these 
highwaymen t 

10. Ah, my friends, beware. Remember 
the proverb thy friend hath a friend. In confi¬ 
dence he becometh gabulous, but in court his 
memory faileth, an oath is nothing in his young 
life. 

11. Would’st thou resort to the law, a wit¬ 
ness and a lawyer with able jaw! 

Chapter 2 

1. Thereupon the wise man sought solitude 
and a demi-tasse, in these days of drought 
and in the wee sma’ hours, he rolled this off his 
chest: 

2. Cheer up, old sock, knowest not that the 
price of success is criticism. Behold thou art 
arriving, if not arriv. 

3. It is written that the small boy shall not 
waste his stone on the barren tree. 

4. Cocoanuts make good copra but not 
think-tanks. 

5. The hearts of these, thine enemies, are 
filled with envy, thou should’st worry. 


6. And yet again, hast thou not heard that 
it is in the nature of an ass to bray and thou 
can’st not de-heehaw him within the law, 

7. Knowest thou not, that the populace 
hearing these things will make it their business 
to inquire about thee and many may hear of 
thee who otherwise would know thee not and 
advertising is advertising in these days of H. 
C. L. 

8. Suffer these thine enemies yet a little 
longer. The mind of the populace worketh ex¬ 
ceedingly slow but even so in time it getteth 
“wise.” See that thou bearest thyself in thy 
accustomed way. Keep the aperture in thy 
face closed and thy head up. The life of the 
liar is long and devious, but the end cometh. 

9. Yale, amigo, mio, yet in farewell, I 
would bid thee to remember that even a full 
grown toro will hang himself if thou but give 
him enough rope. 


THE PRICE APPEAL 

A thin, anaemic woman was accosted by her 
friend on the street: “Why, Mary, how pale and 
thin you look! I thought you were going south 
for your health.” 

“I was,” said Mary, “but my doctor has 
offered me such a lovely bargain in operations 
—a major operation for one thousand dollars, 
and, of course, I can’t resist that.” 


WESTERN MERCHANTS WELCOME 
STOVOIL 

Since Stovoil, “the Enemy of has appeared 

in the West and gone about among western merchants, 
more and more reports come to us and the General Sales 
Corporation, the Western distributors, that the handling 
of Stovoil is a most satisfactory proposition for the 
merchant, just as Stovoil is a most welcome addition 
to any customer’s household equipment. 

Just as Stovoil is the enemy of rust, so it is the 
friend of all metals. Its use is not confined to house¬ 
keepers for their stoves. It is welcomed by the sports¬ 
man for his gun, by the machinist and the artisan for 
his tools and machinery. In connection with their 
accessory line, many merchants are finding that Stovoil 
is one of the best cleansers and preservatives for auto¬ 
mobile parts. 

Of especial interest and attractiveness to the trade 
is the sales and distributing policy of the Superior 
Laboratories and the General Sales Corporation, their 
western representatives. The dealer is protected at all 
times, and all advertising and sales promotion is done 
in cooperation with the dealer and ior the benefit of 
the dealer. All direct advertising directs purchases 
from the nearest dealer. All demonstrations, aU pio¬ 
neering work are referred to the dealer for the sale and 
no sales are made to others than dealers at rates equal 
to or lower than the dealer discount. 

In the last ninety days the Superior Laboratories 
has announced that foreign connections have been made 
for exclusive rights in the principal countries of Europe, 
as well as those of South America. The company has 
even received requests for ag3ncies in Africa and the 
Orient. Thus Stovoil is destined to go out as the 
cleanser and preservative for metals and household 
goods from top to bottom and from side to side of the 
globe. 
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WORDS TO AVOID IN ADVERTISING 

To be able to describe an article accurately 
and in words that are correct and varied, is an 
asset in salesmanship. Read over this list care¬ 
fully— then erase these words from your 
vocabulary: 

Cheap—A word that sounds just as the name 
implies. “Inexpensive’' or “a splendid value 1 ' 
sounds much better. 

Lovely—Worked overtime. Use such words 
as ‘ 4 appealing/* “attractive’' or “graceful. 1 ' 

One of our best sellers—Is a trade slogan 
that's out of date. Better to say '‘very popu¬ 
lar," “much wanted," etc. 

Swell—Wouldn't it be better to use such 
phrases as “that's distinctive," “clever" or 
“very becoming?" 

Nifty—Say “dainty," “smart" or “de¬ 
sirable." 

Something for you?—Its use is a bad habit. 
Say “Good morning — have you been waited 
on?" or “What may I show you?" 

No two merchants are alike in their thoughts 
and methods; consequently, no fixed set of 
rules can be laid or formula given to attain a 
certain point of efficiency; sufficient to say 
that the following has a great deal to do with 
the make-up of a successful storekeeper: 

1. —Loyalty to self and customer. 

2. —Personal appearance; spic and span 
merchandise. 

3 . —Good character and habits; no late 
hours. 

4. —Enthusiasm, life and “ginger." 

5. —Understanding human nature, to see 
things as they are. 

6. —Knowledge; know the goods you deal in. 

7. —Ability to analyze yourself and others. 

Place several alarm clocks in your window, 

with dials facing the window glass. Display 
merchandise throughout the window, taking 
care that it does not obscure a clear view of the 
clocks near the front of the window. Letter a 
small window card, “Timely Suggestions." 


MERCHANTS' 50 PER CENT INCREASE IN 
SIX MONTHS 

This phenomenal growth and increase in business is 
reported by the Webb Hardware Go., San Diego, Calif. 
On March 1, 1920, George H. Webb, formerly of Mon¬ 
rovia, Calif., purchased the business of H. N. McKie at 
531 E St., San Diego, Calif. With Mrs. Webb as the 
silent partner the business was reorganized a* the 
Webb Hardware Co. and the success and rewatd that 
hafe attended them have been nothing short of phenome* 
rial. 

Mr. Webb reports that the business hae increased 
50 per Cent since he has taken over the store, and 
future prospects for the business, as 'well as for San 
Diego, are ’wonderful. Mr. Webb has had natural train¬ 
ing for the hardware business, for fot the first fifteen 
years of his life his father was in the hardware busi¬ 
ness. Mr. Webb himself has been connected with Har¬ 
per Sc Reynolds Corporation of Los AngeleS. 1 

•" PhUip Lindberg has succeeded to the business of 
Harris Smith at Florence, Wisconsin. 



This is another outdoor year. 
More than ever people realize 
the health and happiness nature 
holds for them. Outdoor living 
creates demand for sporting 
goods. 

For camping and summer 
homes, Gold Medal Folding 
Furniture has long been recog¬ 
nized as the leader. Light, 
strong, comfortable, neat ap¬ 
pearing, and compact when 
folded—it is the ideal outdoor 
furniture. 

For porch and lawn, in the 
sun parlor, den, or bedroom— 
from palatial home to the mod¬ 
est cottage—there comes an 
ever increasing demand for 
Gold Medal Folding Furniture. 

Prepare for this profitable 
business. Get the Gold Medal 
catalog at once. It is yours for 
the asking. Jobbers everywhere. 

Gold Medal G&m£ Furniture 
Mfg. Co. 

Racine, Wis. 
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THIS MAN LOST THROUGH NOT KEEPING 
CLOSE TO HIS INSURANCE POLICY 

(Copyright by Elton J. Buckley; 

Some time ago a combination retail and 
wholesale general store was carrying some in¬ 
surance on a stock of merchandise which it 
kept in a small frame building situated about 
100 feet from its main store building. The policy 
which covered this described it is “merchan¬ 
dise, stock, materials, and supplies, their own 
or held in trust or on consignment or sold but 
not removed, contained in a frame warehouse 
detached about 100 feet from store building.” 
This is the usual form for such insurance. 

The frame building became insufficient for 
its purpose, and was torn down. In its place 
and on the very spot, was built another frame 
building, and to give even more room, a second 
frame building was built about 100 feet away. 
While the two new buildings were being built, 
the goods were stored around the neighborhood, 
wherever storage could be found. When the 
buildings were completed, the goods were 
brought back and placed in them, part in one 
and part in another. 

While the building operation was going on, 
the owner of the store protected himself by 
having the insurance company put what is 
called a binder on his policy, insuring the 
goods wherever they might be. This is a printed 
clause adapting the policy to a new condition. 
It is pasted on the policy’s face. When the 
goods were brought back, these binders were 
cancelled. 

When everything was settled again, the 
owner took out some new insurance in another 
company on the contents of the second new 
building, that is the building which was not 
built to replace the old. As to the contents of 
the first new building, that is, the building 
erected on the spot of the old one, the old 
policies were carried along “to cover as orig¬ 
inally written.” The new insurance taken out 
on the second new building wasn’t enough to 
cover everything in it, because the owner fig¬ 
ured out that the old policy applied to the 
contents of the new building too since some of 
the goods from the original building had been 
moved to the new one. In order to make suie 
of this, however, he did what most business men 
would have considered taking sufficient care: 
He took the old policy and went to the office of 
the insurance agent. Behind the counter was 
a clerk who was there to answer questions and 
do the general work of the office. The owner 
showed him the policy and explained the whole 
situation thus: “This old policy covered the 
goods in the frame building. I had two new 
buildings built to take the place of the frame 
building and put part of the goods in each. I 
also took out a little more insurance on the 
building which I added, but not enough to 
completely cover the contents, because I figure 


that the old policy should cover the goods 
whether in one building or the other. Is this 
right?” 

The counterman said yes, “the form is broad 
enough to cover any warehouse around there 
that is a frame warehouse.” The owner left 
perfectly satisfied that he had done everything 
that was humanly possible to cover every con¬ 
tingency. 

A fire occurred, largely destroying the con¬ 
tents of the second new building, that is, the 
building which was not built to take the place 
of the old one. This was the building, under¬ 
stand, on the contents of which some new in¬ 
surance was taken but which was supposed to 
be mainly covered by the original policy. The 
owner presented his claim but the company re¬ 
fused payment. Why? Because the original 
policy didn’t cover anything in the new build¬ 
ing; in other words, it covered the goods only 
so long as they stayed in the original building. 
But, said the owner, your counterman said it 
did. I asked him that very thing. Oh, he had 
no authority to say that, said the company, and 
so the matter got into court. The owner lost 
in the lower court, appealed and lost again. The 
case is splendidly illustrative of the risks a man 
takes unless he keeps close to his policy, knowB 
everything in it and does it when it needs to be 
done. The court decided that the original poli¬ 
cy covered the goods in the original building 
(or the building built to replace that) and that 
nothing had been added to the policy to make it 
apply to the goods somewhere else. The binders, 
remember, had been cancelled. On the subject 
of the clerk or counterman’s statement the 
court said this: 

When the goods was returned from the new building 
and the binders cancelled, the insured was assured by 
the counterman, an employe of the company's sub¬ 
agent, that ‘‘the form was broad enough to cover any 
warehouse around there, that is a frame warehouse." 
This language, it is contended, estopped the company 
from asserting that warehouse No. 2 was not within 
the policies of insurance. One would scarcely consider 
the language as an expression of a considerate judgment 
on a question of so much importance. There was no 
limit as to the location of the warehouses. It might 
have included such houses at any place in Atco. It in 
no way considered the risk or hazard to be encountered 
and whether the company was assuming more or less 
by reason of the location of the warehouse. The lan¬ 
guage used is nothing more than the expression of an 
opinion. Moreover, the insured was put on notice by 
the policy itself when it said that 11 no officer, agent 
or other representative of this company shall have 
power to waive any provision or condition of this 
policy except such as by the terms of this policy may be 
the subject of agreement endorsed hereon or added 
hereto; and as to such provisions and conditions no 
officer, agent or representative shall have such power 
or be deemed or held to have waived such provisions or 
conditions unless such waiver, if any, shall be written 
upon or attached hereto, nor shall any privilege or per¬ 
mission affecting the insurance under this policy exist 
or be claimed by the insured, unless so written or at¬ 
tached. ’ 9 The company may be estopped by the author¬ 
ized acts of its agents and by the misrepresentation of 
its general agents. But it is not contended that the 
acts of the sub-agent’s counterman were authorized or 


Digitized by 


Google 



HARDWARE WORLD 


187 


that there was a misrepresentation by the general 
agent; and, if we assume in this case that it might be 
done, it certainly was not done by the use of such 
general and indefinite language as here employed. There 
was nothing on the record to show that the counterman 
or sub-agent had authority to waive by parol the con¬ 
ditions of the policy, nor was there any attempt to 
prove such custom. 

Now what should the owner have done to 
avoid thisf First he should not have taken the 
say-so of any clerk; he should have gone to the 
agent, provided he was a general agent. If 
only an agent for the solicitation of business, he 
should have written to the company and gotten 
a binder put on the policy making the insurance 
apply to the contents of both buildings. 


COLDWELLS COVER THE COUNTRY 

In announcing its new motor mowers and * 4 Three¬ 
somes,” the Coldwell Lawn Mower Co. of Newburgh, 
New York, may well claim that its line is complete in 
every respect and that Coldwells cover the earth just 
as the grass does. If there is any institution that is 
notable for refusing to let the grass grow under its 
feet, surely it is this same good old Coldwell Lawn 
Mower Co. 

Not only does the Coldwell line embrace the ordinary 
mowers of the garden variety, but they have taken 
advantage of the power farming era to include motor 
mowers and tractor outfits among their products. As 
a matter of fact, Coldwell’s 44 Big One” is a combina¬ 
tion tractor and sulkey type threesome, made so that 
the two implements may be separated and operated 
independently if desired. It is said to be the last word 
in lawn mower cutting machinery. 

With the heavy rains that have fallen on most of 
the West this winter, and with a promise of a pro¬ 
ductive year, the merchant must begin to think about 
this time of his lawn-mower stock and the opportunities 
that are going to face him in this line. He should not 
confine his thoughts to the householders with an eight- 
by-ten along the sidewalk, but should consider equip¬ 
ping the cemeteries, golf courses, public parks, play¬ 
grounds, estates and large operators in the community. 
They will not come to you. Do you plan on them! 


THE COOK “DIFFERENT” PHONOGRAPH 

The Cook Phonograph, manufactured by the Ernest 
C. Cook Co., of Chicago, Illinois, announced elsewhere 
in this issue, is distinctive in that it is being distributed 
through the channels of the hardware trade. The Cook 
has been recognized from the start as a 44 different” 
phonograph. 

The entire Cook machine is made in Ernest C. Cook’s 
factory, from raw material to the finished products. It 
is equipped with the company’s own motors and plays 
all recoras of any make. It is said to combine perfect 
reproduction with an elegant finish, so that the ma¬ 
chine is most satisfactory from a user’s standpoint, as 
well as being a most attractive dealer proposition. 

In a recent letter to Mr. Cook personally, one of his 
good friends, P. E. Giese, sales manager of a large 
hardware jobbing house, commented enthusiastically on 
the instrument, both as one of the greatest phonographs 
he has ever listened to and as a most attractive com¬ 
mercial proposition. The margin of profit in handling 
the machine is very great. Correspondence should be 
addressed to the Ernest C. Cook Co., 116 S. Michigan 
Blvd., Chicago, Dlinois. 


T. J. Vanderheiden has purchased the stock of J. C. 
Nitz, at Dodge, Nebraska. 


The Duerksen Hardware Co. have succeeded the 
Corn (Oklahoma) Implement Co. 


EVERY FARMER CUSTOMER SHOULD 
OWN A DRAG SAW 

In almost every section of the country, the farmer 
is turning to his wood lot and timber as a means of 
obtaining ready cash and extra income while the prices 
of other farm crops are uncertain. He is sawing and 
selling firewood. With coal selling all the way from 
$9 to $17 a ton, he is finding a ready sale for wood 
at prices well worth while. 

This would be hard, tedious and unprofitable work 
if it were not for the light, powerful, low-priced drag 
saws now on the market. And it is this improved, 
labor-saving machine that the aggressive hardware and 
implement merchant should be talking and showing 
forcibly these days. 

These improved machines can do the work of 10 to 
15 able-bodied men. The average cost of cutting wood 
has been as low as 1% cents a cord. Cutting 35 cords 
of wood is said to be an easy day’s work, and it is 
possible to cut 50 cords. 

The market for drag saws is great. Almost every 
farmer customer can be made a buyer. On nearly 
every farm there is an abundance of wood that can 
easily be sawed into firewood. There are mature trees 
that should be taken out to give room for younger ones 
or to clear the land for cultivation. On many farms 
rivers and creeks line the banks with logs and other 
driftwood. There is usable wood lying about in various 
places. With a light, portable sawing outfit that can 
De wheeled like a barrow right to the tree or log, 
every one of these logs and branches has a ready cash 
value. 

Hundreds of drag saw owners report they make all 
the way from $15 to $20 a day sawing wood and selling 
it. There is also a good market for fence posts, rail¬ 
road ties and timbers that can be made with this 
machine. 

Farmers have been quick to learn that timber land, 
once cleared, makes the richest, most productive land 
of all. It has been enriched by the vegetation of ages. 
So there are double profits in cutting timber and 
equally satisfactory profits in selling dra^ saws. First, 
the big profits after it is easily and quickly cut into 
firewood, ties, timbers, etc., and, second, the crop pro¬ 
ducing value of the land when cleared. 


EGGSACTLY 

“Daddy,” asked little Willie, son of a 
New Orleans hardware dealer, “why is a black 
hen cleverer than a white hen!” 

“I give up,” said daddy. 

“Because a black hen can lay a white egg,” 
said Willie, “and a white hen can’t lay a black 
egg.” 


GOOD WILL 

Good will is the measure of excess value in 
merchandise and service beyond what the buyer 
expects, and it is a wonderful business builder. 


The Marshfield (Wisconsin) Hardware A Auto Co. 
has purchased property on which they are planning to 
erect a building. 


“CRITCHLEY-SIX” 

Expanding Adjustable Reamer. Genuine original six or 
five blades are made only by 

CHADWICK & TREFETHEN 

Portsmouth, N. H. 

Represented by Caldwell Sales Co., San Francisco, Calif. 
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BOOKS AND BETTER TRADE 

The American merchant, still striving to 
overcome the many unusual business and finan¬ 
cial conditions which have followed in the wake 
of the war, is becoming more and more, con¬ 
vinced that among the most serious of his prob¬ 
lems is a pronounced shortage of labor and a 
dearth of workers equal or inclined to the needs 
of his business. 

How can he obtain this much desired effi¬ 
ciency on the part of his employes? 

To this query there are many answers, but 
there is no question that one solution of this 
difficulty points straight to the magic gateway 
to erudition—books. Already, in line with this 
thought, many far-seeing manufacturers and 
heads of business institutions have installed in 
their plants special libraries of technical books 
for the use of their workers, as well as for refer¬ 
ence by themselves. Prom such libraries the 
worker may obtain books giving the most mi¬ 
nute information upon the industry in which he 
is employed, and such books are in demand both 
during the lunch hour and for quiet reading at 
home. This plan is not limited to the manufac¬ 
turer. The jobbing house, and the retail store 
with a library for employes is twice the gainer. 
For the worker is pleased and more loyal, and 
moreover his leisure hours are employed profi¬ 
tably and to the long-run benefit of his em¬ 
ployer. 

Among the great commercial and business 
institutions which have found that the installa¬ 
tion of a special library of technical books was 
a wise step, might be mentioned: Marshall 
Field & Company, Chicago; B. P. Goodrich 
Company, Akron, 0.; American Telephone and 
Telegraph Company, New York; Studebaker 
Corporation, South Bend, Ind.; National City 
Bank, New York; Winchester Repeating Arms 
Company, New Haven; Guaranty Trust Com¬ 
pany, New York; National Cash Register Com¬ 
pany, Dayton, Ohio; General Electric Company, 
Schenectady; Sears, Roebuck Company, Chica¬ 
go; Curtis Publishing Company, Philadelphia; 
Philadelphia Commercial Museum; Chamber of 
Commerce of the United States, Washington; 
National Automobile Chamber of Commerce, 
New York, and the Merchants' Association, of 
New York. 

Slogan 4 4 Books for Everybody* * 

There still is a deplorable lack of good 
libraries in business houses, shops, mills and 
manufactories when the country is considered 
as a whole. Every employer should be brought 
to see the benefits to be derived from these 
special libraries, and an important step toward 
this end has been taken by the American Libra¬ 
ry Association with its peace-time Enlarged 
Program, which is being carried out with the 
significant slogan, 4 4 Books for Everybody.” 

In the war the American Library Associa¬ 
tion supplied to the men in service, both here 


and overseas, more than 7,000,000 books. After 
the armistice it began arranging for an ampli¬ 
fied peace-time effort, which more recently has 
developed into a movement known as the “En¬ 
larged Program.” It is a part of this program 
to help furnish a library for the worker at his 
store or factory, cooperating with the employer. 

The American Library Association was or¬ 
ganized 44 years ago and has a membership of 
4000 active librarians. It will carry out its 
Enlarged Program in close cooperation with 
public libraries, library commissions and the 
special libraries associations. These agencies 
already have done much toward encouraging 
the use of technical books by the men and 
women who have the most to gain by reading 
them and will continue their endeavors indef¬ 
initely. These agencies, however, earnestly 
seek the support of every employer throughout 
the country, that the effort may be successful. 


NINE WINCHESTER STORES 

The Winchester Company has so far opened nine 
retail stores in eight cities; two in Boston, and others 
in Providence, Pawtucket, Lawrence, Springfield, Troy 
and New Haven. 


POPULARIZING HEEL PLATES 

A circular in colors, pointing out to dealers how to 
recognize buyers of heel plates, is being sent out by 
the Star Heel Plate Company of Newark, N. J. 

This circular is called 4 4 Star Heel Plates on the 
Walks of Life,™ and is an example of how manufac¬ 
turers are cooperating with dealers in the sale of their 
product. Thousands of fathers, who themselves as boys 
wore heel plates, are just as much interested in saving 
the shoe leather of their sons as their own fathers of 
days long past, when heel plates seemed to be more 
common than they are now. People need reminding of 
possibilities in saving shoe leather. Mechanics, street 
car conductors and motormen, pedestrians, postmen, 
workers at heavy trades and farmers ought to be turned 
into enthusiastic heel plate wearers. 


MYERS PUMP AND HAY TOOL 
CALENDARS 

Consistent with their annual custom of supplying 
their customers and friends with calendars so that they 
may be thought of every day during the year, F. E. 
Myers & Bros, of Ashland, Ohio, have just mailed out 
42,000 calendars addressed to dealers and customers in 
all parts of the world. 

The new calendar is four feet in length, carrying 
illustrations of the Myers* line of hay tools as well as 
the days of the year. It is an interesting fact to know 
that the calendars weighed over seven tons and rep¬ 
resented a value, including postage, of more than $10,- 
000 . Two weeks were required to get the calendars 
ready for mailing. 

Any merchant who has not received his calendar 
should communicate with the company, who would glad¬ 
ly send a copy to him. 


A. O. Smith is a new hardware merchant at Gering, 
Nebraska, and will carry a general line of hardware 
and implements. 


The Miller Hardware Co. has been organized at 
Caldwell. Idaho, and will carry a complete hardware 
stock, including stoves and bicycles. 
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AN ADVERTISING INNOVATION 

A clever advertising device was put into successful 
use by the Kerman (California) Hardware Co., when 
they made arrangements with the English class of the 
local high school to write a series of six competitive 
advertisements for them. Of the students who took 
advantage of this opportunity to write ads, the work 
of five was selected and the advertisements were used 
in local newspapers, of course arousing particular in¬ 
terest. Here was a case of advertising advertising 
that might be adopted by many a merchant in different 
localities. 


EX-PRESIDENT GAMBLE LEARNING 

J. R. Gamble of Montgomery was stopping 
overnight in a southern hotel and he asked the 
darkey attendant to wake him up at 7 a. m. 

“Say, boss,” replied the darky, “I reckon 
you ain’t familiar with these heah modern in¬ 
ventions. When you wants to be called all you 
have to do is to push the button at the end of 
de bed, then I comes up and calls you.” 


Smith k Johnson are proprietors of a new business 
at Honey Grove, Texas. 


Taylor, Masterson & Linson are planning to increase 
their business at Cape Girardeau, Missouri 


The Reliable Hardware Co. has been organized at 
Greenville, Michigan, and promises to be true to its 
name. 


ONE-BETER CHAIN MOP HANDLES = 

A western product just coming onto the market, 
yet seemingly with an edge on its competitors at the 
Start, is the One-Beter line of chain mop handles, 
manufactured by the June Freeman Mfg. Co. at Sau 
Francisco. For some time past the Freeman Co. has 
been supplying janitors and discriminating buyers Of 
mop handles. So universal has been their praise, and 
so unfaltering the service of the chain handles* that 
they are now being manufactured for the trade. 

The device is simple to a degree, which may account 
for its triumph. With a stout galvanized chain, which 
binds the mop onto an arc-shaped bar at the end Of 
the stick, all screws, threads, levers and Clamps ate 
dispensed with. A simple adjustment allows for motrn 
of various thicknesses, and it is said to be just as easy 
to remove the mop as it is to attach it. 

The handles are manufactured in three grades or 
types, the professional janitor, the regular janitor, and 
the household. The company will be pleased to send a 
sample handle to any jobber or dealer on request. If 
your jobber can’t supply you, it is advised that you 
communicate direct with the company. 


BOLLER WRINGER REPRESENTED 

The Peter Boiler Machine Works of Chicago, Illi¬ 
nois, are announcing to the trade that- they have ap¬ 
pointed Thayer & Bower of San Francisco, Los Angeles, 
Salt Lake and Seattle, western representatives for Boi¬ 
ler Mop Wringers. This connection has been made to 
take care of the increased sales and demands for Boiler 
products in the western territory and the large and 
complete sales ,force of Thayer & Bower will from now 
on be able to extend the utmost service to the tr~de. 



The Ridgefield (Washington) Hardware Co. has pur¬ 
chased a new building for the use of its furniture de¬ 
partment. 


UNITED AUTO SUPPLY CO. 

Jobbers and Factory Distributors 

Automobile Accessories 

711-715 MISSION STREET, SAN FRANCISCO 


Send for Our Latest Complete Accessory Catalogue 


FAR WESTERN ALUMINUM FACTORY 

The Aluminum Mfg. Co. reports that its new home 
at Emeryville, California, is practically completed, in 
spite of handicaps which manufacturers hive to face. 
The new machine shops are complete and the company 
is only awaiting the arrival of some important machines 
from the East to start operating to full capacity. 

A full line of aluminum kitchen utensils, stamped 
from heavy pure aluminum sheets, will be made; also 
an extensive line of aluminum cooking ware. The 
utensils will be marketed under the name Service brand. 
The direct “factory to the trade.” policy will be fol¬ 
lowed out. # 

The organization has been capitalized for $200,000, 
and the officers are: R. R. Beggs, president; H. B. 
Knowles, vice president and general manager, and J. 8. 
McKay, secretary and treasurer; J. R. Wollgren, super¬ 
intendent. 


YES IT WAS HARD 

“Is this hard eider f” asked the prospective 
purchaser. 

“Sure,” said the rural dispenser. 

“But how hard is itf” 

“Well, my hired man, who never wuz right 
pert before, filled up on th’ stuff t’other day 
an’ lit out down the big road yellin’ ‘Glory hal¬ 
lelujah ! I’m still livin’ in th’ home of th’ brave 
an’th’land of th’free!’ ” 

“Gimme a gallon.” 


Crawford & Sons have taken over the stock of 
George Stevens at Melvern, Kansas. 


Myers & Chandler now own the stock of the J. F 
Buhrer Hardware Co., at Enterprise, Kansas. 
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An Educator 
for the Merchant 
and Salesman 


The advertising pages of 
the “Hardware World” are 
one of the splendid educa¬ 
tional features of it. 

They serve as a persistent 
educator of the best goods, 
most economical labor sav¬ 
ing appliances, best mechani¬ 
cal equipment and most prof¬ 
itable selling lines. 

They give the talking 
points, the merits, the sell¬ 
ing points, of the various 
lines that are usually han¬ 
dled by the hardware mer¬ 
chants. 

In no other way can a 
merchant or a salesman get 
the points so quickly and so 
effectually as by noting our 
advertising pages. 

It is always the man who 
is best informed of what is 
to be had, where it is to be 
gotten quickly and cheaply, 
what its merits are, that is 
the best salesman. 

The knowledge gained 
from its advertising pages 
probably in the majority of 
cases, is acquired uncon¬ 
sciously and without mental 
exertion. 

A dealer or a salesman is 
perhaps wholly unaware that 
he is getting a valuable ad¬ 
dition to his general knowl¬ 
edge of merchandising and 
of the goods that he sells. 


TWO NEW “AMERICAN MAIDS” 



The “Amer¬ 
ican Maid” 
aluminum ware 
line, manufac¬ 
tured by the Il¬ 
linois Pure Alu¬ 
minum Compa¬ 
ny, Lemont, II- 
1 i n o i s, a n- 
nounces a num¬ 
ber of new 
items for early 
spring delivery. 

The double 
omelette frying 
pan is one of 
the new items 
added to the 
line, as is the 
4 - qt. covered 
Windsor kettle 
recently added 
to the line and 
also a 1 - qt. 
straight stew 
pan. 11 Ameri- 
c a n Maid’ 
aluminum wart 
is a popular 
priced line and 
is proving a 
very marked success for many hardware buyers. 


HOW, INDEEDt 

A patient said to a doctor: “I’m feeling 
very blue this morning doctor.” 

“What’s the matter!” asked the physician. 
“Every time I feel my nose it hurts me.” 

‘ ‘ But you are not obliged to feel your nose. ’ ’ 
“But how can I tell whether it hurts unless 
I feel itt” 


HISTORY SLIGHTLY MIXED 
In an English high school the question was 
asked: “What do you know about the intro¬ 
duction of tobacco in England!” 

The answer was: ‘ ‘ Tobacco was introduced 
into England by Sir Walter Raleigh, who said, 
‘Be of good cheer, for we have this day lighted 
such a flame in England as, by God’s grace, 
shall never be extinguished.’ ” 


“Say, Arr, did you notice how cross-eyed 
Bob's girl was!” 

“Notice it! Why, say little girl, when I sat 
next to her at dinner she was so cross-eyed 
she ate off my plate.” 

“Sterling is again beginning to justify its 
name.” 


M. A. Markel & Son have purchased the stock of 
A. J. Lynch at Clearwater, Kansas. 


W. 8. Carver is the new proprietor of a hardware 
business at Horse Cave, Kentucky. 


The Yakima (Washington) Hardware Co. is increas¬ 
ing its capital stock from $100,000 to $500,000, indi¬ 
cating the extent of its recent growth. 
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INFERNAL ACCIDENT 

Griggs, a hardware clerk at Kansas City 
who prides himself on his exactness, said: 
“When I don’t catch the name of the person 
I’ve been introduced to, I ask if it's spelled with 
an ‘e’ or an ‘i.’ It generally works, too.” 

Briggs—I used to try that dodge myself 
until I was introduced to a young lady at a 
party. When I put the question about the ‘e’ 
or ‘i,’ she flushed angrily and wouldn’t speak 
to me the whole evening.’’ 

“What was her namet” 

“I found out later it was—Hill.” 

“New York’s municipal lodging houses are 
empty. Prohibition has done it.” 



THE NAME 


Marshalltown” 

ISA 

Nationally Known 
Quality Guarantee 

FOR 

TROWELS 


MARSHALLTOWN TROWEL GO. 
Ma r shall t own, Iowa 




I Cggs screen 

HANGER 

The large openings in the 
“eyes” and the guide flanges 
make it easy to slip the screens 
into place. These are exclusive 
features. 

Our location enables us to 
give western trade especially 
good service. Direct or through 
most wholesalers. 

F. D. KEES MFG. 00. 

Beatrice, Nebr. 

Makers of Skates and 
Hardware 




Stage&“Ruff-Stuff” 
“Pow-Wow” for 
Carpenters in Yonr 
Store—and Break All __ 

Beoords on Sand¬ 
paper, Carpenters’ 

Tools and Supplies 

Let us help you stage a carpenters’ 
“pow-wow” in your store, presided 
over by “Chief Ruff-Stuff” of 
WAUSAU sandpaper fame. 

Our Book—Sandpaper Sales Tips— 
tells you how to get action on your 
sandpaper stock and make it a mag¬ 
net to attract trade of carpenters, 
painters, tinkers and other users of 
sandpaper. Send for copies for your¬ 
self and salesmen—free. 

We will send you with your order 
for Flint paper, handsome Chief 
Ruff-Stuff posters, catchy window 
cards by . 


“Chief Ruff- 
Stuff” and 
other helps in 
staging this 
money-making 
event that will 
make your 
hardware store 
the headquar¬ 
ters for all the 
carpenters and 
woodworkers 
in town, and 
will sell no 
end of carpen¬ 
ters’ tools and 
supplies. 

Writ• for Particular* 

WAUSAU ABRASIVES COMPANY 

116 So. Clinton St, Chicago, m. 

Represented by SPRAKE SALES CO., Inc. 

Los Angeles.216 Higgins Bldg. 

San Francisco.626 Market Street 

Portland.633 Railway Exchange Bldg. 

Denver.304 Charles Bldg. 
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CESSATION IN BUYING USUALLY POL- 
LOWED BY BRISK DEMAND 
Editor HARDWARE AND PLUMBING WORLD: 

It seems to us that the immediate future is going 
to depend very largely upon the attitude of the mer¬ 
chants of this country. 

As far as the metal business is concerned, it has 
undoubtedly been the attitude of manufacturers gen¬ 
erally to recognize the popular clamor for reduction in 
prices, and practically every manufacturer in the coun¬ 
try will endeavor to readjust his prices and have as 
low prices as possible. 

It has been the policy of the jobbing houses to 
follow the markets closely and any declines made by 
the manufacturers will be immediately reflected in the 
price of the jobbers, and should be in the price of the 
retailer. 

It does not appear to us that the declines in the 
metal lines are to be radical, and it is well for all 
concerned that such be not the case. We are going 
through a period somewhat similar to that after the 
signing of the Armistice, and it is to be assumed that 
the period of cessation of buying is usually followed by 
an extraordinary demand. This is a time to be con¬ 
servative, but we do feel that the merchants gen¬ 
erally should endeavor to keep up their assortment oi 
goods, but buying in as small a quantity as will accom¬ 
plish this without carrying an excess of stock. It is 
the time that optimism should come to the front, and 
if the mercantile world generally would adopt this 
plan, it would undoubtedly be carried on to the con¬ 
sumers, which, in this section of the country, with our 
increased population, the very urgent demand for 
building, and the fact that we have had, and the indi¬ 
cations are that we will have this coming season ex¬ 
ceptionally good crops, should bring forth a good year 
for 1921. 

Yours truly, 

HOLBROOK, MERRILL & STETSON, 
H. Morris, Pres. 


COLCOCK FURNACE AT SEATTLE 

It is reported from Seattle that the Colcock pipeless 
furnace, devised by J. A. Colcock and manufactured by 
the Colcock Furnace & Mfg. Co., at 1147 Rainier Ave., 
has proved a distinct success in the Northwest and that 
the manufacturers have all that they can do in supply¬ 
ing the demands. Two years ago the Colcock Bros, 
erected their plant, which is now doing a sheet metal 
business and all manufacturing pertaining to that line 
of business. 

Colcock is enthusiastic about his furnace. While 
sales moved slowly at first, soon had become a ready 
market when a few had been installed. Colcock states 
that many users say that the furnace relieves them of 
fifty per cent of their former fuel bill. With care, the 
furnace will last an indefinite length of time. They 
are guaranteed for five years. 


“You must either get in or get out.” 


FURNACE ORDERS KEEP COMING 

Editor Hardware World: 

We appreciate that there is quite an apparent dif¬ 
ference of opinion as to what the building program for 
1921 will be. We, however, are optimistic enough to 
believe that there is going to be a big demand for 
furnaces all of next year. 

Our stock at the present time is completely ex¬ 
hausted and we have been as busy all year as we could 
hope to be, and are going to continue to build furnaces 
and try to build up a stock as soon as possible, so as 
to be prepared for what business may be coming to us 
shortly after the first of the year. 

We believe that industry should be kept going and 
men employed as far as it is possible for employers to 
do so; and if merchants would follow our suggestion, 
they would place their orders early for such heaters 
as they may be wanting from time to time throughout 
the year, and the prices should be guaranteed against 
decline on any unfilled orders. 

We do not care to have our name attached to this 
if you desire using it for publication. 

Yours truly, 

FURNACE MANUFACTURER. 


LITTLE THINGS 

He rang in a little sooner 
Than the fellow in his shop; 

And he stayed a little longer 

When the whistle ordered “Stop.” 

He worked a little harder 
And he talked a little less; 

He seemed but little hurried, 

And he showed but little stress. 

For every little movement 
His efficiency expressed, 

Thus his envelope grew just 
A little thicker than the rest. 

He saved a little money 
In a hundred little ways; 

He banked a little extra 
When he got a little raise. 

A little “working model” 

Took his little “leisure” time; 

He wrought each little part of it 
With patience most sublime. 

Now it’s a very little wonder 

That he murmurs with a smile, 

As he clips his little coupons: 

“Are the little things worth while?” 


It takes the grass widow to capture the 
“hayseed bachelor.” 
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CHEER UP—YOUR TROUBLES ARE 
BUBBLES 

When things go wrong, just hum a song, 

Or whistle some lively tune; 

Put on a smile, that will last awhile— 

Like a sunny day in June. 

Trouble may come, and may hurt some, 

But it soon will pass away; 

And like a dream to you may seem, 

With the dawn of .another day. 

All your troubles, like bursted bubbles, 

Will vanish in thin air— 

So just hum a song as you jog along, 

And whistle yourself from care. 

For the song you sing will surely bring 
A peace beyond compare; 

Dispel the gloom and leave only room 
For joy and contentment there. 

— “ Parson ’ 9 De Souchet. 

AN EYE FOR BUSINESS 

He wanted to learn French; the teacher 
told him it would be five dollars for the first 
month, and two dollars for the second. 

He said, “Well, I guess IT1 begin with the 
second month now.” 

A receipted bill is always considered a good 
certificate of honesty. 


Dependable Service 
Quality Goods 

We are exclusive agents for 

Homestead Quarter-Turn Blow-Off Valves 
Witt Pump Governors and Regulating 
Valves 

/ Valve Discs 
\ Bod Packing 
Durable < Sheet Packing 
I Union Gaskets 
V Gauge Glasses 

Distributors of 

Wm. Powell Valves and Specialties 

The M. L. Kline Co. 

Wholesalers 

PLUMBING, HEATING AND STEAM 
SUPPLIES 

84-86-87-89 Front Street, Portland, Ore. 



Trimo Pipe Wrench 
in steel or wood handle. 



Trimo Pipe Cutter 
one or three wheel 


^wTR I MO 

stands for good tools made by the Trimont 
Mfg. Co., which are the fallowing: 

The Trimo Pipe Wrench 
The Trimo Chain Pipe Wrench 
The Trimo Monkey Wrench 
The Trimo Pipe Cutter {Hand) 


The four good points that make the 
Trimo Pipe Wrench superior are the 
Spiral Spring, always in place, the Steel 
Frame, that will not break, the Nut 
Guards that protect adjustment nut—and 
the Inserted Jaw in handle, that can be 
replaced when worn. Save time and 
money and buy Trimo tools, made by 

TRIMONT MFG. COMPANY 

ROXBURY (BOSTON). MASS. 



Trimo Chain Wrench 
Eight sizes, take pipe to 15" 



Trimo Nat Wrench 
steel handle only 
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HOW NOT TO DO THINGS 

(By Harry G. Nye) 

There are about a million orators running 
loose around the country telling us how to do 
things—how to advertise, how to sell, how to 
collect the money, how to be beautiful, how to 
get to heaven, how to do this and how to do 
that. 

There are a couple of million more writing 
articles (I guess I’m one of them) telling people 
on the printed page how to do all things above 
and aforesaid mentioned, and a few more, like 
stopping bolshevism, mid falling hair, and 
things similar. 

I have been thinking that, if some of these 
three million would only hand us out a few 
“How Nots” it might help us some consider¬ 
able. Looking back over my pallid past, I find 
that I have gotten into more trouble by not 
knowing how. 

It seems to me that I have awakened more 
mornings after I had fallen down on some kind 
of a deal with the conviction that I had found 
Out how not to do something than I ever did 
exulting over the fact that I had found out 
the way how to. 

I suppose where a man thinks of that first 
and most is in the making of a sale or the 
closing of a contract. When he loses out, he 
always wonders if there was something he said 
or did that jimmied the job. It isn’t nearly as 
often that he feels that he failed to do the right 
thing at the right time as it is that he is con¬ 
vinced that he did some wrong thing at the 
psychological moment. 

I think one of the worst “How Nots” that 
I ever saw a salesman make on a floor, and the 
commonest, was to have a sale about made, and 
then lose it trying to sell something else. I 
have had occasion to see fellows selling every¬ 
thing from new plumbing up to whole houses, 
and more than once I have seen this “How Not” 
pulled by mis-directed enthusiasm. 

In a store I have seen a woman sold on some 
article, with sold written all over her. And 
then I have seen a clerk lead her over and show 
her another type of the same article, or a similar 
type of another article, and get her to vacillat¬ 
ing between the two, until she went out without 
buying either. . 

There are certain reasons why certain people 
like certain things—whether it is a porcelain 
tub or a necktie. There are certain things that 
make a hit with certain people right away— 
and when you get an article and a person to¬ 
gether that are soul-mates, for heaven’s sake 
leave them alone. You may think something 
else is nicer, but leave them alone. Provided 
what they want will give service, provided that 
she isn’t buying a kitchen sink for a baby’s 
crib, let her have what she wants. 

Of course, when someone wants to look 
around your shop, it is up to you to help her or 


him (it is generally her—a him grabs off the 
first thing he sees) to do so. But when one 
is satisfied with what is in sight, that i8 no 
time to start anv looking-around expedition. 

For, after she is sold, if you put the looking- 
around idea into her head, she will begin to 
wonder if it wouldn’t be wise to look around 
the other shops. I am talking now about the 
articles that are bought on the floor of the or¬ 
dinary shop or store. 

But it applies just about the same to con¬ 
tract work. I have known people who were 
satisfied with the price, who maybe thought it 
was high, but who were all ready to pay it, who 
have wandered out looking for more figures 
because the man in the shop gave them more 
figures than they asked for. Figure anything 
they ask you to figure, but don’t do top much 
volunteer figuring. 

There is this about figuring—figuring never 
helped a seller yet. The more you figure, the 
less you make. Figuring never raised a figure 
in the world, but it has turned many a tidy 
profit into a nifty little loss. A lead pencil 
isn’t all you use up when you figure. The more 
the other fellow can make you figure, the less 
he figures he will have to pay. 

The best figurer in the world is the fellow 
who doesn’t have to do so much figuring in 
full view of the audience—who has his figures 
pretty well in bis head, and a certainty and a 
finality that makes him believe and know that 
that is the right figure, and all the figuring in 
the world won’t change it. 

These are the two “How Nots” that I speak 
of now because I happen to think of them now, 
but there are plenty of others. There is a lot 
of salesmanship in it; and there is a lot of fig¬ 
uring that cuts too much figure—and cuts too 
many figures. 1 have never known a fellow to 
figure a thing three times and have it come out 
best for him the third time. 

No, Sir, let the customer who is sold stay 
sold, and don’t figure any more than you are 
asked to figure. I think if you will avoid these 
two “How Nots” you will have more time left 
to use some of the “How Tos” that they are 
handing us these days. How not to is just as 
important as how to. 


NATURALLY SO 


The sweet young thing was being shown 
through the locomotive works. 

“What is that thing?” she asked, pointing 
with a dainty parasol. 

“That,” answered the guide, “is an engine 
boiler.” 

She was an up-to-date young lady and at 
once became interested. “And why do they 
boil engines?” she inquired again. 

“To make the engine tender,” politely re¬ 
plied the resourceful guide. 
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Here is a neat arrangement and suggestion that any plumber can adopt with little trouble. It does not 
require large or expensive stock, and surely it is far more inviting than the average plumbing shop. The two 
tubs, lavatories, sinks, toilets, laundry trays are arranged in such a manner as to present an inviting appear¬ 
ance. The “pictures” on the wall likewise add to the attractiveness. 


Church Seat 2 


The glistening pure white¬ 
ness of Church Closet 
Seats recommends them 
for use on your most par¬ 
ticular installations. 

People demand sanitation 
and expect lasting satis¬ 
faction — that is why 
Church is the natural 
choice. 

Write for Latest 
Catalog 

C. F. Church Mfg. Co. 


No. 500 

With Non-Soil Hinge 
No Metal on Under Side of Seat or Cover 


New York 


Holyoke, Mass. 

San Francisco 


Chicago 


These goods can be obtained from the leading jobbing bouses in the West. Insist on them. If yon cannot get 
them, address for information W. £. Gilchrist, Pacific Coast Representative, Monadnock Building, San Francisco, 
Cal. These goods are sold by all the leading jobbing and supply houses. 
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Are You Using the “Go-Getter” or the 
“Sit-Stiller” Methods in Your Business? 


The time for the “sit stiller*’ is past, and .the 
plumber who is content to sit still and take 
whatever business comes to him is a back num¬ 
ber. 

True no man ever made a success, even in 
good times, in following such methods, but 
even if he made a living if he still continues 
the same plan, eking out a bare existence is no 
longer business. 

There are so many opportunities for a 
plumber if he will but make use of them, that 
it seems hardly necessary to mention them, and 
yet there are people who don’t act unless they 
are told, people who are apparently willing 
enough, and yet the thought of making a move 
without being to’d never seems to have dawned 
on them. They lack initiative. 

To be sure they may not be so much to 
blame, for independence of thought and action 
was not taught them in their youth. 

Worth is not based upon what a man can 
do with his hands or feet, but what he can 
originate and develop through his own mind. 

The world is full of people who think it 
owes them a living, and while they may eke 
out a bare existence, they will never be able 
to accumulate anything, much less live comfort¬ 
ably, unless they change their methods. 

How Many House Owners Have Ton Called Upon? 

Do you know the conditions in plumbing 
equipment among the people of your commun¬ 
ity, know within the radius of the block around 
you? Business is often to be had for the asking. 

The chances are that you could develop 
enough business to keep you and several men 
busy if you made a house to house canvass. 
Inspect their plumbing, offer suggestions as to 
changes that could be made or new fixtures 
that could be installed. 

There is a good sanitary, healthy reason why 
you should take an interest in the welfare of 
your community, and in your neighbors and 
friends. Often contagious diseases originate 
from unsanitary plumbing. 

Often too, people would be glad to have you 
suggest new, more convenient fixtures. 

The average plumbing shop isn’t usually an 
inviting place to visit. For this the plumber 
himself is to blame. If you will study the psy¬ 
chology of men and women you will find they 
like to trade at the best, neatest appearing groc¬ 
ery store, drug store, drygoods and clothing 
store. The same rule holds true in the plumbing 
shop. 


In your campaign, in case you don’t main¬ 
tain a display room with fixtures installed, the 
thing to do in visiting prospects is to take a 
catalog with you or circulars describing the 
fixtures you think would be desired. 

People like to look through attractive, well 
gotten up catalogs, and surely there is no line 
of merchandise that is more attractive than that 
shown in the manufacturers’ or jobbers’ cata¬ 
log. 

These are the times when you can develop 
new business by following such a method. Other 
methods will suggest themselves through a 
series of weekly or monthly letters. 

The manufacturer or jobber from whom you 
purchase would be glad to prepare such a letter 
for you and cooperate in providing the neces¬ 
sary literature to be sent. 

Such a campaign will repay you a hundred 
fold, and you would have the satisfaction of 
knowing that you are not only rendering a 
service to your community and your customers, 
but that you are likewise providing work for 
yourself and your employes. 


ARE YOU THE ONE ? 

Who rises quickly to the top 

Is he who gives what can’t be bought— 

Intelligent and careful thought. 

Promotion comes to him who tries 
Not solely for a selfish prize, 

But day by day and year by year 
Holds his employer’s interests dear, 

Who measures not by what he earns 
The sum of labor he returns; 

Nor counts his day of toiling through 
Till he’s done all that he can do. 

His strength is not of muscle bred, 

But of the heart and of the head. 

The man who would the top attain 
Must demonstrate he has a brain. 

—Edgar A. Guest. 


ONE ON HAMP 

A negro was trying to saddle a mule, when 
Hamp Williams asked, “Does that mule ever 
kick you?” 

“No, suh, but he kicks sometimes whar I’se 
jes’ been.” 


F. L. Parks, proprietor of the Torrance (California) 
Plumbing Shop has added a sheet metal department, 
with a competent workman in charge. 
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Here is another suggestion that plumbers, who have the room, and know the psychological advantages of 
proper display, will find well worth while. It has an air of exclusiveness that is sure to appeal to everyone. 

In your campaign for new business, in your weekly or monthly letters which you are sending out to 
prospective customers, to be able to show them such an arrangement is sure to make a favorable impression. 
The arrangement of the lavatory, bath and toilet, with the addition of rugs, is sure to create a favorable im¬ 
pression. If you also have the room to show less expensive fixtures, you will find it greatly to your advantage. 



THE PUBLIC DECLARES 

Our No. 10 Floor and Oiling Plate the best universally 
used. It is the most satisfactory, most reliable plate made. 
All we sale is that you try it onoe—then compare it to any 
other plate you've used. We're sure you'll agree with us 
that this No. 10 is the winner. 

The Beaton & Cadwell Mfg. Go. 

NEW BRITAIN, CONN. 

New York Office and Store, 234 Water St. Pacific Ooast 
Representative, Wm. P. Horn k Company. Rialto Bldg,. 
San Francisco; Dekum^Bldg., Portland; Hollenbeok Bldg.; 
Los Angeles. Middle Western Representative, Harry Ver- 
beclc, 129 No. Clark St., Chicago, Ill. Western Canadian 
Agents, A. E. Hinds A Co., Chamber - 

of Commerce, Winnipeg, Manitoba. H secooi ^ 
Southwestern Representative, J. R. J catalogue 1 
Devereux, No. 358 Beaver Hall ii Sweet'S 1 
8quare, Montreal. Quebeo, Canada. IIJL —■ . .l. - t- J l\ 


Produces Two to Three 
Hundred Degrees 
More Heat 

and saves Time and Fuel. That 
is what this Torch does. Burns 
Kerosene or Gasoline. The 
Double Blunt Point Needles 
add many years to the life of 
this Torch. Insist upon having 
it. Jobbers sell at factory 
Each $16.00 price. Booklet free. 

Ask for 

Diaconnt CLAYTON & LAMBERT 

10611 Knodall At*., Drtroit, Midi., V. 8. A. 



Patented 
No. 12Furnace 


You Should 


have on file onr No. 85 catalog, illus¬ 
trating and describing the ‘\Always 
Reliable” line of torches, furnaces, 
braziers, repairs for those articles, sol¬ 
der pots and melting ladles. If you do 
not nave one, plesse write us st once. 

When you sgsin order any of the 
above goods you should specify the 
‘‘Always Reliable" so ss to ensure 
perfect sstisfsction. Our line is han¬ 
dled by most deslers and jobbers. If 
your dealer or jobber does not stock 
this mske, plesse mail us their names 
and we shall try to hsve them do so. 

Established 1876 


OTTO BERNZ 00., Newark, N. J. 
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YOU ARE IN DANGER IF YOU ARE 
SATISFIED 

A self satisfied young man or woman, who 
is content to drift along with the tide, to ‘ ‘ take 
things as they come,” to do the thing Jhat is 
easiest, or which requires the least exertion, is 
sure to develop into the same kind of an old 
man or woman, or worse still, perhaps become 
a care on the community. 

If you could talk with the average man or 
woman, who has reached old age, and perhaps 
is found as a beggar on the street, or an inmate 
of some charitable institution, perhaps it would 
inspire you to better things. Do you suppose 
that in their youth they anticipated such an 
end? 

Doubtless they had as much ambition as you 
possess, that is, to hear them talk about it, but 
as for being actually putting forth any special 
effort to learn a trade or a business, to learn 
something more than the average small talk 
and gossip, they thought there was plenty of 
time. 

On the other hand there are the men who 
have risen in the world, who have amounted to 
something, whose name is a household word, 
who have rendered a service to their commun¬ 
ity. They were thS men who were not satisfied 
with their early surroundings and environment. 
They were men who were willing to deny them¬ 
selves perhaps some of the countless pleasures- 
which nine out of ten people indulge in, and 
that the mere act of denying themselves was 
helping them to form a habit that was a vital 
part of their stock in trade. 

If Thomas A. Edison had been satisfied to 
continue as a telegraph operator at $30, $40 or 
$50 per month, possibly hoping to reach $75 in 
middle age, he would not have accomplished 
what he has today. But he wanted to know the 
reason why; he wanted to know the mechanism 
of the telegraph—he wasn’t satisfied to send 
one message over one wire. 

So he began to study and plan to make one 
wire carry more than one message. He was not 
content to be the ordinary, average telegraph 
clerk. 

Abraham Lincoln certainly had far less op¬ 
portunity than any young man today. He ob¬ 
tained his education by borrowing books, trav¬ 
eling miles through the wintry weather so he 
might obtain an education. The education that 
he then had was probably sufficient to enable 
him to continue splitting rails, yet he wasn’t 
satisfied to take things as they came. 

Unless you are dissatisfied with yourself, 
with what you are doing, with what you know, 
with the work in which you are engaged, unless 
you aspire to something higher, then you will 
never accomplish it. 

There is opportunity in almost every job for 
the man who will develop it, along with devel¬ 
oping his own ability. 


When we speak of dissatisfaction with your 
job, we don’t mean simply because you have to 
work. If you have such dissatisfaction, if you 
feel you are penalized by having to do some¬ 
thing, then you are a failure before you begin. 
You should be on the lookout for opportunity 
in your own work, and utilize and develop your 
position into something better. 

The thing to be dissatisfied with is yourself, 
with what you are doing, and develop your job 
along with developing yourself. You can dig¬ 
nify even the most menial position. 

All the discoveries haven’t been made; all 
the improvements and inventions haven’t come 
to pass. There are still as many opportunities 
today as there ever were. 


THE HUSBAND’S OFFENSE 

A divorce case was in session and a former 
maid of the family had been called as witness. 

“You will admit you overheard a great 
many quarrels between the defendant and his 
wife?” asked the Judge. 

“Yis, sor, I do.” 

“Tell the Court, if you can,” said the 
Judge, “what he seemed to be doing during 
these quarrels.” 

“Shure, sor,” said the maid, “he seemed to 
be doin’ th’ listening.” 





It Isn’t 

Your Town— 
It's YOU! 


ARE YOU A LIVE WORKING 

CITIZEN? 

JUST AN ORDINARY 
COMMON OR GARDEN VARIETY OF 

SITIZEN? 
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“THE VOICE OF THE OPPRESSED” 

Dear Editor.—Please listen to the voice of the op¬ 
pressed! Please give an unimportant man space in 
your important paper—a paper which always deals (as 
papers should, I suppose) with important things. 

Sir, I am a manufacturer. I have a hundred thou¬ 
sand dollars invested in my factory. Theoretically, I 
am the Backbone of the Nation; that essential, that 
respectable middle-class person about whom you have 
heard many pleasant speeches during political cam- 

J aigns and in the meetings of chambers of commerce. 

n theory, I am alright. Actually, I am the football of 
the politician, the capitalist, the labor union. 

I do not fit in anywhere. Although there is a mul¬ 
titude of me, I am not organized. The capitalist calls 
me small fry, and the laborer looks upon me as a capi¬ 
talist. The politician doesn’t consider me big enough 
to bother about. Only the colleges and the churches 
treat me courteously. The sons and daughters of all of 
me go to colleges, and many of me and my wives go 
to churches and support the churches financially. 

If things do not change soon, even the colleges and 
the churches will hate me, for I shall be stone-broke. 
My plant is running on half-time and less. I cannot 
sell my product; but my men want more money. The 
banks will not let me have more money; so what am 
I to dof 

It started this way: In 1914, when the capitalists 
got those war contracts from the Allied Governments, 
they needed men and women to make munitions and 
war supplies. They got those contracts at extortionate 
rates, and could afford to pay big prices for labor. 
They did. They lured my men away from my plant, 
and my servant from my home. To continue to manu¬ 
facture, I had to increase wages and increase prices. 
But because I was not making war supplies I could not 
raise prices to match the raise in wages. My wife 
tried going without a maid for some months, and then 


got sick. We had no business to have a large family, 
I guess. After my wife got sick I hired a maid. With 
smaller profits from my business, with larger expenses 
in my home, I spent almost everything I had saved. 

Then, a few months ago, came the “buyers’ strike.” 
The public struck against high prices. They refused to 
buy anything at high prices. They called me a profiteer. 
I had to reduce prices and I tried to reduce wages. 
The capitalist went to my bank and saw to it that I 
did not reduce prices too quickly. The union man came 
to me and told me that I could not reduce wages at all. 
So there I was. I did not reduce prices much, although 
I wanted to liquidate my assets. So I was proved to 
be a profiteer by the public and an enemy of labor by 
the union man. I lived along by spending more of my 
savings. I had to, because I wasn’t moving my stock. 

Then the capitalists and the banks had a change of 
heart and told me that I had to reduce prices, and 
reduce them quickly. I had to liquidate my assets. 
But when I tried to do so, I could not move stock fast 
enough, and the prices I could sell things for, cut into 
my savings just a little more. 

I again tried to reduce wages, but I had a strike on 
my hands instead. So here I am. I am that Backbone 
of the Nation, that middle-class man, that respectable, 
college-bred man, upon when the nation’s future de¬ 
pends. But I cannot live long unless things change. 
Will you take pity on met I am still a regular sub¬ 
scriber, but cannot promise to remain one very long, 
unless you do something soon. 

Boston. R- 


T. M. Starr has opened a new plumbing shop at 
Klamath Falls, Oregon. 


W. E. Gilmour is proprietor of a new plumbing and 
heating business at Monrovia, California. 



Revolving Cabinets 

PLUMBERS, Hardware Dealers, Dealers in Anto 
Supplies, find our Cabinets invaluable. By using our 
Cabinets your stock is kept in good shape, elean, and 
where you can place your hand on any article instantly. 
They pay for their cost in saving of time. Made in 
various styles and sizes. Sold by all jobbers. 

American Bolt & Screw Case Co. 

Dayton, Ohio 




No. 10 Steel Vi" to 4- 


Plates that Please 

OBDER NOW 

and be ready with a stock 
Increasing Demand for “B Ss 0” Styles 

Catalog on request 

THE BEATON & CORBIN MPO. CO. 

Largest and Oldest Plate Company in the World 

Pacific Ooaat Representative 
W. ERWIN GILCHRIST 

681 Market St. San Franeiaoo, Cal. 
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LET US EXPECT A PINCH 

Prank A. Vanderlip is quoted as saying: 

The sooner this nation realizes that it can¬ 
not enjoy as great prosperity in the next six 
years as in the past, and gets back to the hard 
facts of economic life and to a sounder business 
morality, the better it will be. 

Artificial conditions, the outgrowth of the 
war, which have been making our national life 
so extravagant, must be curtailed. 

Everyone seems agreed that such a move 
should be made—but he is waiting for the other 
fellow to make it. Cutting down the high cost 
of living is all very well, the average person 
agrees, excepting when such cutting interferes 
with his own profits. 

Not only in our business life but in our 
private affairs, I believe we should all strive to 
be more frugal. 

Business in this country is largely depend¬ 
ent upon crops. Bumper crops tend to protect 
the United States from industrial depression in 
the home market. 

Our foreign trade is gradually declining as 
figures issued monthly show, with the exception 
of a few American industries with their own 
distributing organizations abroad—such as the 
Singer Sewing Machine Company, the Standard 
Oil Company and the McCormick Harvesting 
Machine Company—we are amateurs compared 
with England at foreign trade. 


There have been too many American busi¬ 
ness men who have failed in their own line who 
think they can become successful exporters with 
no study of the market they are trying to serve 
abroad, without catering to the individual or 
peculiar wants of the foreign buyer and without 
keeping themselves adequately informed as to 
world trade conditions. They are interested 
chiefly in the “first shipment**—which often 
proves the last under such circumstances. 

Consequently such exporters are doing our 
foreign trade incalculable harm, for buyers will 
not put up with such dealings longer than nec- 
cessary. They will buy elsewhere. Another 
thing we cannot continue selling abroad in the 
present volume unless we begin to take goods 
in exchange. Knocking holes in our tariff will 
not be necessary. Persons interested in devel¬ 
oping our foreign trade might do well to con¬ 
sider the policy of British manufacturers. 


ONLY SHORT 

The Detective—“Give me a description of 
your missing cashier. How tall was he?” 

The Boss—“I don’t know how tall he is 
What worries me is that he was $3,000 short.” 


Ten minutes of self control under provoca¬ 
tion will count for more than several days of 
pleasant conference. 


TOU GET T HE SIMPLEST AND BEST B B ill All DDP66I IDF DAI I 

OOCK EVER MADE when YOU SPECIFY Da Da 11119111 rRD9UllB DALL WWWB 



They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, with 
either rough or nickel-plated nuts and 
tails, also that the tail piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sises up to and including 4-inoh 
carried in stock. 

Mo ‘Special Packing Required. Qcoud 
Joint Coupling, whEh U always tight. 
Mo hammering. Renewable Seat of t ea m 
Metal. Mo Binging or W hi stl ing . Moller 
Bearing Borer on Gam, R e ducing Mo¬ 
tion to lowest amount. 

BOSTON BRASS COMPANY 

Baoon and Plimpton St., Waltham, r 



Sold by Jobbers of Plumbing Sup¬ 
plies Everywhere 


OVER , 1200 PHILADELPHIA PLUMBERS 

ARB>IUStNG AND SPECIFYING 

SAVILL'S SWAN-NECK FAUCET 

Full-stream flow in a fraction of a minute. 

Gentle half-turn either way operates. 

Protective Stop on handle. Saves pinching. 

Best red brass, 85% copper. Saves replacing. 

Long nozzle-outlet. Saves splashing. 

THOMAS SAVILL’S SONS, Wallace and Watts St*., PhilaMpbia, PA 

Send postal card for catalogue showing 28 styles. 
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Paraphrasing the motto made famous by the Gold Dust Twins, the Harris Twins have capitalized this saying 
to good advantage and have incorporated the same slogan, * i Let the Harris Twins do your work, 99 on their 
letterheads and billheads. 

They report a very successful and prosperous year and as yet see no signs of hard times or slowing up of 
work in their community. Every indication is for a busy season. They don’t permit of any slackening up 
of work. They keep a line on just what is needed in their community and are able to offer constructive 
suggestions. 


If you don’t agree with your customers’ 
ideas about values, it’s perfectly proper to say 
so—but it will pay you well to give them the 
impression you still have respect for their in¬ 
telligence and sincerity. 


A nation that goes wrong soon has the whole 
world lined up against it. Just as truly can 
you have the whole world lined up on your 
side, if you are only true to the best that is in 
you. 


Wolverine Brass Works, inl 

MANUFACTURERS OF 

HIGH GRADE 

Plumbing Specialties 


Sold to Plumbers Only 

210*216 Natoma Street.San Francisco, California 
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A PARTNERSHIP MIX-UP THAT IS A 
MIX-UP 

(Copyright by Elton J. Buckley) 

You readers who are thinking of taking a 
partner, or who have a congenial—or an un¬ 
congenial—partner now, or who long since re¬ 
linquished the idea of taking a partner because 
of its uncertainties, will all alike be interested 
in the following, which comes from Ohio: 

Our partnership is in bad condition and the business 
is going down hill because the partners are not able to 
get along well together, and we are in such a state that 
we are asking advice from everybody in the hope that 
somebody may suggest a course which will pull us out 
of our difficulties without the business being com¬ 
pletely destroyed. Have seen and liked several of 
your articles and therefore will ask you if you can 
suggest any relief. 

The partners are brothers-in-law, and ought never 
to have gone into partnership together. They are aided 
by a domestic situation which I will not touch upon, 
but they have reached a point where they do not speak 
to each other, and where one takes delight in doing 
things merely because they anger his partner. Early 
in the partnership it was decided that one should have 
charge of all the books. Later he got them frightfully 
mixed up and when his partner remonstrated he said 
“You do it yourself then,” and refused to have any 
more to do with it. The other partner is not a book¬ 
keeper and as neither will allow the other to hire a 
bookkeeper, the books are in very bad condition. The 
buying is also in bad condition, no inventory haB been 
taken for a long time, the two partners go their own 
way in what they do in the store, all advertising has 
been stopped, as they cannot confer about it, and the 
whole situation is about as bad as it can be. You can 

SCJUFE “Copper-Brazed” 

TANKS 


For Air, Gas and Liquids 



Pneumatic and Storage Tanks 

Range Boilers, Riveted 
or Welded 


SEND FOR CATALOGUES 

WM. B. SCAIFE AND SONS CO. 

PITTSBURGH, FA. 

38 South Dearborn St. Chicago, DL 


see that it cannot go on. The result will be that the 
business will go down. It has fallen behind for six 
months, as it has strong competition from two firms 
here. What had better be done? Neither party will 
buy the other out. 

E. R. G. k CO., 

E. R. G. 

The first thing I always feel like doing in 
these cases, for I have seen many of them, is to 
knock together the heads of the partners who 
are so stubbornly and short sightedly standing 
in their own light. Mostly, however, when 
partnership disputes have reached such a point 
as this one in Ohio, there is nothing to do but 
rid the partners of each other. Any attempt at 
conciliation is useless, and the only thing to do 
if the business is to be saved, is to get them 
apart as soon as possible, and get the business 
into other hands. 

Before suggesting a remedy, let me say a 
word about what I judge some of the original 
mistakes of this partnership to have been: 

1. Apparently, each one has a half interest, 
hence the deadlock in everything. Sometimes 
partnerships have to be formed this way, be¬ 
cause each man is contributing half of the part¬ 
nership capital. But the man who is taking a 
partner into an already established business, 
ought never, if he can avoid it, to sell a full 
hklf. Somebody ought to control the business 
without the possibility of a deadlock. 

2. I judge that the partnership agreement 
here contains no provision as to what shall be 

Garden Hose Valves 

- O F- 

Recognized Quality 

Which command repeat orders for you 



Sizes to 2inclusive. Both bent 
and straight Hose Spout. 

HAYS MFG. CO., Erie, Pa, 

W. Erwin Gilchrist 
Pacific Coast Representative 
681 Market Street, San Francisco. 
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done in case such a situation arises as is pic¬ 
tured above. Here the partners are, hating 
and not speaking to each other, feeding their 
hostility instead of caring for the business, let¬ 
ting the thing get further and further away 
from them, and probably both puzzled what to 
do. I don’t know whether they have counsel; 
they should have, the very wisest counsel they 
can get, if the business is to be saved. 

What should have gone into the partnership 
agreement ? A provision that if a dispute arose 
which the partners themselves could not settle, 
the matter should be referred to a little board 
of arbitration, three members, one named by 
each, the third by the two together. 

Arbitration like this, each party, in consid¬ 
eration of a like promise by the other, binding 
himself to abide by the arbitrators’ award, is 
coming more and more into use in the settling 
of business disputes. It gets rid of the trouble, 
expense and waste of time which always comes 
when you go to law, and it gives speedy relief 
and often saves the business from destruction. 

But it cannot be used in this case now, ex¬ 
cept by both partners’ consent. 

What ought partners to do when they get 
into such a snarl as this? There are three 
general courses open. The first and easiest is 
for one to sell out to the other. The above cor¬ 
respondent says that can’t be done; I should 
think it could if these men would put their cases 
in the hands of competent attorneys. Selling 


GENUINE 

ARMSTRONG STOCKS and DIES 



PIPE CUTTERS 
Malleable Iron Pipe Vises 

MANUFACTURED BT 

THE ARMSTRONG MPG. 00. 

270 Knowlton St. 

BRIDGEPORT, OOXH. 

New York Office: 248 Canal St. 


or buying is always the thing to do when part¬ 
ners cannot get along. They must, however, 
sell to each other if at all, as a partnership 
interest cannot be sold to an outsider without 
the other partner’s consent. 

Second—They can go into court and ask that 
a receiver be appointed, on the ground that dis- 
sentions have arisen which endanger the busi¬ 
ness. Any court would appoint a receiver on 
the above facts. 

Third—They can make an application to the 
court for the dissolution of the partnership, on 
practically the same ground, viz.: That the 
partners were misbehaving, that disputes had 
arisen which could not be settled, and that the 
business was running rapidly down hill. 

This case look like court, and the quicker 
the better. 


STOPYERKICKIN 

A mule there was and he kicked a kick 
Even as mules will do, 

His kick was strong and ’twas hard and quick, 
But he never accomplished a worthy trick, 

For he kicked at the moon and it made him 
sick, 

A lesson for me and you. 


The F. B. Hunt Furniture Co. has purchased the 
Escondido (California) Hardware Company’s hardware 
department. H. W. Beers will handle plumbing and 
irrigating supplies from now on. 


No. 208 Torch. list Price Bach $16.00 
Ask for Discount 

Hers Is a Wonderful Kerosene 
or Gasoline Torch 

In its construction we use all of our latest im¬ 
provements. This Torch is like a pudding-one 
must open it to see the many fine things on the 
inside which go to make for Strength, DurabiUty 
and Service. See the Double Needle Burner. The 
upper cleans. The lower controls. Neither 
needle is tapered or sharp j>ointed and neither can 
injure the burner. Over sixty per cent of Torch 
troubles are caused by sharp pointed needles. 
These Burners will produce two to three hundred 
degrees hotter fire than other makes. Get our 
booklet. Jobbers supply at factory price. 

CLAYTON A LAMBERT MFG. CO. 

10611 KnodeU Ave„ - Detroit, Mich., U. & A. 
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BONEHEAD BILL 

(By Rufus T. Strohm) 

Our engineer, Bill Jones, last week was 
surely up against it; a steam pipe sprung a 
nasty leak—two walls were right fominst it. 
And when he got the stop valve shut and made 
a brief inspection, he found that he would have 
to cut another threaded section. 

But when he set to work with vim in that 
restricted quarter, he found the job cut out for 
him a regular ripsnorter. The threading dies 
were hard to set, as he was quick in learning, 
and then there wasn’t room to get good leverage 
for turning. 

He strained till from his overalls he busted 
all the buckles, and slipped and hit the plastered 
walls and skinned his tender knuckles. He 
tugged and grunted, sweat and swore, for nigh 
to half an hour, until he hadn’t any more of 
patience or of power. 

He took a little rest at length, his shirt and 
jacket shedding, and <when he had regained his 
strength, resumed his job of threading; and so 
he hauled and sawed and jerked till evening 
shades descended, and all the next forenoon he 
worked, before the task was ended. 

But when at last he’d turned the trick and 
screwed the thing together, the steam leaked 
through in clouds as thick as London’s foggy 
weather. Then Bill just clean forgot the rules 
of morals and religion, and cussed and damned 


those threading tools in Russian, Dutch and 
pidgin. 

But though he.wildly roared and raved and 
bent his conscience double, if he’d been wise he 
might have saved himself a peck of trouble. For 
what had caused that faulty joint should stir 
no one to wonder; because—and here’s the vita] 
point—those dies were dull as thunder! 

The moral of this tale is plain to those who 
toil and tussle: A little exercise of brain will 
save a lot of muscle! 


A few real ideas in advertising will win 
over dictionary words at 75c per inch. 


TURNER New Gasoline - Kerosene Torches 

The Burner* are all constructed 
alike, containing all the patent fea¬ 
tures, however different in sise ac¬ 
cording to price. The baffle in the 
burner will generate the low grade 
gasoline or kerosene without adjust- 
meat. The adjusting needle elimi¬ 
nates enlarging of orifices that make 
all burners useless. The flared tube 
will siphon the correct amount of 
air regardless of adjustment or sise 
of flame. The patent pump involves 
the parachute principle. Leather Is 
free and will not wear. Drip cup 
made of sheei steel stamped, copper plated. Burner 
generates easily and produces more heat on less fuel 
than our old line. Our Triple Jet takes the plaee of 
our well known Double Jet, involving all the new patent 
features. A trial order will convince you. If not satis¬ 
factory, money refunded. All parts interchangeable. 
Jobbers will carry repairs—not necessary to be without 
torch—fix it yourself. With ordinary use a torch will 
last a life time. 

THE TURNER BRASS WORKS - Sycamore, IMaote, U. S. A. 

-- 




Nye me Die Man 



Nye Solid DU 


A Fizz or a Fizzle 

A fellow tried to mix me a fizz the other night—but 
it was a fizzle. 

He had left out the most important part—and you 
know what the most important part is. 

There are lots of dies that are a fizzle, because they 
are not 

NYE DIES 

They are all there, except the most Important part. 

There is something important left out—like the patented skip 
tooth feature, for instance. 

And other dies, too, are often made of the best tool steel—for 
the money. 

NYE DIES 

are made of the best tool steel—for any money. 

Best in material, best in design, best in operation—best in the 
world! 

Nye Dies cut quicker, smoother, easier than any other. 

They speed up pipe-threading—and that 
speeds up the whole shop. 

HARRY G. NYE. 

The Nye Tool & Machine Works 

108-128 No. Jefferson St. 

Chicago, m. 

Have you seen our cat ? 
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Business Opportunities 


FOB 8ALB 

A naw clean stock of Hardware and 
Honsehold Utensils, all less than two years 
old. A good assortment of salable foods 
and np-to-date fixtures bought at the rifht 
prices. Stock and fixtures will amount to 
about $20,000.00. 

In Tory best business location in the 
city. In the most prosperous city of 
southern Arisons, with a population of 
oTer 20,000. A good opportunity for any¬ 
one to get into a hardware business. 

Beason for selling is that owner wants 
to reduce his business responsibilities as 
he has other interests to look after. Add. 
“Arisona,” Care HARDWARE WORLD. 


FOB SALE 

Hardware, Furniture and Implement 
business in one of the best irrigated sec¬ 
tions of the 8aeramento Talley. Stock 
will inroice between $85,000 and $40,000. 
A good business with a big future. Sales 
for the first six months of 1020, 250,000. 
Buildings for sale or lease. Address O. 
* H., ears HARDWARE WORLD. 


POSITION WANTED 
Wholesale salesman with considerable 
sales experience, well acquainted with ar¬ 
chitects and contractors of San Francisco 
Bay district, desires connection with 
wholesale hardware or specialty house. 
Addi'ess F. M. M., care HARDWARE 
WORLD. 


YOUNG MAN FOR COLORADO 
Will sell quarter interest in an aetire 
retail business in Colorado to young man 
who wishes to locate and be active in the 
trade. Might take charge of bookkeeping 
department or anv other that he wishes. 
8ales will reach $75,000 this year. Box 
25, care HARDWARE WORLD. 


FOB SALE 

At a bargain—1 No. 51 Round Oak 
Base Burner; 1 No. 172 Columbian Art 
Base Burner. A-l condition. Address 
Roanoke Hdwe. Co., Roanoke, Ill. 


FOB SALE 

Completely equipped tin shop in lire 
central Washington town. Fine location 
and good business possibilities. $400.00 
will handle this deal, balance as you make 
it. A chance for a live man. Address 
W. W. H., care HARDWARE WORLD. 


TRADB RHYMES $1.00 
Any adTertiser can hare a three Terse 
trade rhyme or fWe two-line slogans sent 
them on approTal by inTesting $1.00. 
Send any suggestions or circulars to 
(Reegtherhymer) H. Summer Geer, Studio 
No. 62, 209 Drokman St., New York City. 
Suggestions selected and used $1.00 each. 


SITUATION WANTED 
Married man now holding good position 
has excellent reasons for maxing change. 
Can figure discounts, costs and oTerheaas. 
Is a first class salesman and stock-keeper 
and good on system. Hare held position 
as assistant to manager of a $90,000 
hardware stock and know the paint game 
at all angles. Wishes to connect with a 
lire wire hardware or paint concern. Ad¬ 
dress 8. P. V., care HARDWARE WORLD. 


FOB SALE 

Hardware business in the Walla Walla 
Valley for sale—no competition. New 
stock and new brick building with ten 
▼ear lease. Building 70x80, with dandy 
basement. Stock and fixtures approxi¬ 
mately $50,000; sales this year, $165,000. 
Principal lines carried: Hardware. Farm 
Implements, Auto Accessories, Harness, 
Furniture. Write H. S. Fender A Son, 
Prescott, Washington. 


SYSTEMATIZE YOUR STOCK BINS 
Bin label cards for Ford Auto parts, 
sheet metal card holders, transparent cel¬ 
luloid card cot era, bin markers and stock 
record cards for mill, hardware, auto and 
plumbing supplies. Bend for samples and 
prices, and free booklet, "How to Bye* 
temise the Stock Room." Haddon Bin 
Label Company, Haddon Heights, N. J. 


I CAN GIVE YOU GOOD REPRESENTA¬ 
TION 

On the Pacific Coast if you manufacture 
household appliances or utilities. If you 
want to increase your sales and extend 
your trade through liTe representatiTe*— 
write me. Address A. G., care HAR D 
WARE WORLD. 


FOB SALE 

A complete line of hardware, building 
material, plumbing goods, lumber, etc. The 
same will invoice about $25,000. Located 
in a thriving and growing community of 
about 10,000 neople and doing a business 
of about $80,000 per year. Located fifty 
miles from railroad—therefore able to 
make good profits. Reason for selling is. 
owner wishes to retire from business- 
Terms: one half down, balance on time 
to suit purchaser. Address L. A. H. Co., 
care HARDWARE WORLD. 


WANTED 

A good clean stock of Hardware or 
General Merchandise, in exchange for a 
$31,000 first mortgage on a well ImproTed 
400 acre irrigated ranch. Address Sho¬ 
shone Hardware Go., Shoshone, Idaho. 


WANTED 

Warm Air Furnace salesman for local 
territory, who is capable of handlinr sales, 
planning and superrising the installations. 
Sales aTeraxe about one hundred furnaces 
a year. Address H. J. M., care HARD 
WARE WORLD. 


CHINESE HOSPITALITY 

A well known automobile salesman of San 
Francisco became sick and for two days he was 
forced to stay abed. Naturally he had to eat, 
and the doctor told him just what Yip, the 
veteran club cook, could prepare for him. 

The doctor wrote it down for Fuller just as 
he should have it. It was all soft food, easily 
digested, and eliminated, as doctors always do, 
everything the patient wanted. 

“ First you may have some clear soup for 
your dinner,” said the doctor and he put it 
down thus: 

1. Gear soup. 

2. Celery root .salad. 

3. Oyster stew. 

4. Green tea. 

5. Bice pudding. 

That sounded fair to Fuller, so he called a 
waiter. Up came Yip, all smiles and good 
nature, te see what the sick man would have. 

Fuller started to tell the Chinese boy Just 
what the doctor ordered and then passed him 
the menu the physician had made up. 

Half an hour later Yip, smiling from ear to 
ear, struggled up the stairs and lugged into 
Fuller’8 room five rice puddings, four pots of 
green tea, three oyster stews, two celery root 
aalads and one cup of clear soup. 


PATERNAL WISDOM 

The pert elevator boy in the big hotel was 
airing his views to a passenger on the proper 
conduct of children. 

“What do you know about it?” laughed the 
passenger, “You’re not married, are you?” 

“Well, no,” replied the boy, as he flung 
open the gate on the top floor for his passenger 
to step out, “but I brought a good many fam¬ 
ilies up in my time.” 

“When everything goes wrong it’s a sign 
that you need to overhaul yourself.” 


FURNACES 

PIPE AND PIPELESS 

STOVES. RANGES, SUPPLIES 

C. L. FEATHERSTDNE FURNACE CO. 

WHOLESALE AND RETAIL 

Maxwell 1118 

813 N. Monroe SPOKANE 
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HARDWARE WORLD 

Retail Selling Prices 


The following are the present market retail selling prices of merchants in some of the large cities. At the 
request of many merchants in smaller towns and cities who do not have the opportunity of cheeking up their 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course be added. As the overhead expense of a retail business in any ? art of the United State; 
ranges from 20% to 25%, many merchants use these prices to save time m figuring their own. We will be glad 


request 


ranges from 20% to 25%, many merchants use 


AMMUNITION—Cartridg. 


Blank Him Fire 


ridge*—Metallic 
Box. 

Semi-8m k Is 
Lee* Smk Smkla 


22 Short .6. 

82 Short. 

20 6 
.40 

... 

Blank Center Fire— 
82 S A W. 

.75 


88 8 A W. 

.90 


88 Long Colt. 

44 W 0 F.. 

1.85 

1.65 

... 

Shot Rim Fire— 

.66 

.70 

82 Long . 

Shot Center Fire— 

82 SAW. 

1.20 

1.10 


82 W 0 F. 

88 S A W . 

88 WOF... 

1.45 

1.80 

1.65 

• • • 

44 W 0 F. 

1.66 

1.90 

4i X L.. 

1.85 

2.05 

44 Game Getter. 

Rim Fire, Bali— 

BB Caps. 

1.65 

1.90 

.40 

A0 

82 Short .. 

.80 

.86 

22 Short H P.. 

.86 

.40 

22 Long . 

.40 

.45 

22 Long H P. 

22 Long Rifle . 

22 Long Rifle* EL P.. 

22 W B F. 

82 W R F HP^l^.. 

.45 

.45 

.60 

.60 

.66 

.56 

.50 

.55 

.65 

.70 

SO Wia An to. 


.65 

22 Win Auto, HP- 

26 Short Steven* ..... 

*70 

.70 

25 Stevens •••••••••• 

.95 

e # • 

82 Short. 

.75 

#e e 

82 Long ••••••••••••• 

.85 

*• e 

B8 Short ............ 

1.10 

see 

88 IsQBg .,,. 

1.40 


41 Short . 

1.20 


Center Fir# Pistol — 
•9 Win 88 . 

1.80 

1.75 

US O/tlti An to . 


1.60 

85*20 Sinai* Shot ... • • 

1.75 

2.05 

85-20 Win . 

1.55 

1.80 


25*20 Win HV. * 00 

7.68 MM-Mauaer. 2A9 

7.65 MM-Maoser ...... ... **^0 

0 MM*Luger ••••••.. ... **®0 

82 Oolta Auto.. 

82 Oolta Short.1.10 1.J0 

82 Oolta Long ........ 1.26 }•*£ 

82 Oolta PoUee Poaitive. 1.25 1.85 

82 S A W. 1.10 l.*0 

8* 8 A W Long.1.2# 

82 20 Marlin. 155 1.00 

82 Wincheater .1.65 1.90 

82*20 Win HV . 2.00 

86 8 A W Auto. H* 

88 Oolta Auto . ... >.50 

SS ColU Short. 1.40 1.55 


38 Oolta Long. 1.50 1.60 

38 Colts Polio* Positive. 1.40 1.55 

38 S A W . 1.55 1.65 

88 8 A W Special.1.70 1.80 

88 Winchester . 1.85 2.80 

41 Oolta Short DA.1.65 1.80 

41 Colts Long DA. 1.90 2.15 

44 Bull Dog.1.75 ... 

44 8 A W Amer. 2.00 2.15 

44 8 A W Bus.2.15 2.80 

44 8 A W Special. 2.80 2.50 

44 Webley . 1.80 ... 

44 Winchester . 2.00 2.45 

45 Oolta .2.15 2.40 

45 ColU Auto. 2.90 

Center Tire Military end Sporting— 

22 Savage . J.JJ 

250-8000 Savage. 1.75 

25*21 Stevens .2.80 ... 

25-25 Stevens . 1.90 2.85 

25-86 Wincheater. 1.40 

25*85 Short Range. 1.40 

25*86 Marlin. 1.40 

25 Remington Rimleaa. 1.40 

6MMUSN . 2.10 

7 MM Spanish Mauser. ... 2.10 

7.655 MM Bel Mauser. ... 2.10 

8 MM Mauser. 2.10 

0 MM Mauser. 2.80 

80*80 Wincheater. 1.60 

80 Remington Rimleaa. 1.60 

80 Government Rimleaa. ... 2.80 

808 Savage .. 1-60 

82 Remington Rimleaa.. ... 1.60 

82-40 Wincheater.HO 1.85 

82-40 Wincheater H V. 1.60 

82 Winchester Slf Ldn. 2.80 

82 Wincheater Special. 1.60 

88 Wincheater .. *.10 

85 Remington Rimless. 1.75 

85 Wincheater ........ ••• **® 

85 Wincheater Slf Ld*. 2.90 

851 Winchester Slf L4g. ... 2.20 

88-55 Wincheater Lead.. 1.45 1.76 

88-66 Winchester HV... ... 195 

88-56 Winchester ..... 1.45 1.75 

40-60 Marlin . 1.60 

40-60 Wincheater .1.50 ... 

40-65 Winchester . 1.60 1*75 

40-70 Wincheater ...... 1.68 ... 

40-72 Wincheater .1.56 1.80 

40-82 Winchester .1.65 1.80 

401 Wincheater Auto. l.JO 

405 Wincheater. ... 2.50 

45-60 Winchester ...... 1.55 • •• 

45-70-406 Government... 1.55 1.50 

45-75 Wincheater . 1.65 ... 

45-90 Wincheater.1.65 1.80 

SHELLS, LOADED— 

MRDliJM ORAD1. 

BULK—8MOKBLM8S. 

12 8 dra. i 1 oi. >4 x 1 


1.60 


oz., drop shot. . .. 


.$1.30 

1.55 

3 

drs. x 1 Vs oz., 

24 grs. x 


1.65 


lVi oz. drop shot 



1.25 

1.80 

3 Vi drs. x lVi oz 

., 26 grs. 


2.80 


x lVi oz., drop 

shot 


1.25 

1.80 

3V4 drs. x lVi oz.. 

BE 

shot, 


2.15 


drop shot . 



1.35 


3 Vi drs. x Buck 

shot, 

drop 


2.15 


shot . 



1.35 

2.80 

16 

2% drs. x % oz., 

22 

grs. x 


2.50 


% oz., drop shot. 


1.15 


2% drs. x % oz.. 

BE 

shot, 


2.45 


drop shot . 



1.25 

2.40 

20 

2 Vi drs. x % oz., 

18 

grs., x 


2.90 


% oz., drop shot 



1.15 

1.60 


HIGH GRADE SMOKELESS 


1.75 

12 

3 Vi drs. x 1Vi oz. 

, 26 

grs. x 


2.86 


1Vi oz.. chilled shot. 

1.40 

3 

Vz drs. x lVi oz.. 

28 

grs. x 


1.40 


lVi oz., chilled shot. 

1.45 

1.40 

16 

2% drs. x % oz. 

. 22 

grs. x 


1.40 


% oz., chilled shot. . 

1.30 

1.40 

20 

2 Vi drs. x % 

oz., 

chilled 


2.10 


shot . 

. . . . 


1.25 


2% drs. x % oz., chilled shot. 1.35 
Trap Loads— 

12 3 drs. x 1 Vi oz., 7V4 chilled 1.35 
3 Vi drs. x 1 Vi oz., 7Vi chilled 1.40 
Black Powder—Loads— 

12 3 Vi drs. x lVi oz., drop ahot 1.05 
Caps and Primers— 

Percussion .20 .... 

Musket Caps .25 .... 

Primers, 100 in box... .35 .... 

Primers, 250 in box... .80 .... 

Empty Paper Shells—Black pow.— 
12, 16, 20 Ga., per 100. . . . 1.50 

10 Ga., per 100. 1.65 

MEDIUM GRADE SMOKELESS— 
12, 16, 20, 28 Ga. per 100 . . 1.80 

10 Ga. per 100. 2.10 

HIGH GRADE SMOKELESS— 

12, 16, 20, 28 Ga. 2.30 

10 Ga. per 100. 2.40 

Empty Brass Shells— 

Best Qual. 12, 16, 20 

28, Box 25. 2.75 

2nd Qual. 12, 16, 20 ^ ^ 

28, box 25. 2.10 

Wads— 

Cardboard, box 250. .20 

Black Edge, Reg., box 

250 . .50 

Black Edge, V4 in., 125 

in box.40 

Black Edge, Vi in., 250 

in box. *30 


ADZES—All makes of Lipped Ship Adses, 4 to 6, 6.5.50; 

^fippinootts—House, 92.50; Ship, 64.00. 

5fe*L~ mike. Sf.Pi--.f5 50; HI 

makes 81icka. 8 to Stt, 6«.00; Standard Blicka, 64.75. 
ALUMINUM WARE, OA8T— 0 


Bottles, Hot Water— 

Universal.B.50 

Griddles— 

Bias 7 .f *5 

Bias 8 .4.85 

Bias 9 . «.«0 

Bias 10 .8 00 

SUe 12 .8.00 

Kettles, Berlin— 

Stt quart*.7.00 

4 quarts.8.25 

8 quart*.10.00 

8 quarts.11.00 

Kettles, Maalin— 

4 quarts.8.50 

6 quarts.7.00 

8 quarts.9.75 

12 quarts......18.25 

Kettle*, Tear— 

Site .. 8-5® 


8i*e 7.9.60 

8ise 8.10.00 

Pans, Lipped Ssuee— 

2 quarto. 8.00 

8 quarts. 6.75 

4 quarts. 7.25 

Sldlleto— 

Size 6.4.50 

8ise 7. 4.75 

8Ue 8. 515 

Sis* 9. 6.00 

Spoons, Basting— 

15-inch .80 

Spoons, Mixing— 

18-inch, Slotted.80 

Waffle Mould*— 

Size 7, Low. 8.00 

8ise 8, Low.8.50 

8ise 7, Deep.8.50 

Slse 8, Deep.7.25 

L8, $4.15: V4, 68.25. . , 


ANVILS—Vuloan No. 2, 20-lb., 88 75; No. 8, # 0-lb^ 610.00;. 
No. 4, 40 lb- 012.00; No. 5, 50 lb., 613.50: No.6, 601b., 
615.00; No. I 70 lb., 617.50; No. 8. 80 lb.. 619.50 Tren¬ 
ton or Columbian—80 to 425 lb*., 85c p« jb. :70 te 79 Ibj, 
85 Vic per lb.; 80 te 69 lbs, 86o lb.; 50 to 60 lbs* 87o lb. 
With Cnip Horn 2c p*r lb. extra. 

ANTIMONY—Slab, 16c lb. w _ _ 

APRONS—Carpenter*—California Leg, 62.25; Ms. IS Imng 
Brown, 61.75; No. * Short Brown, 75e. 


ANCHORS—Screw** per 100, 8-18, $4.15:V4, 66.25. 

Sebco; 8-16xV4 inV-% in. -1 fax 65.00 per hundred list; 
• V4*rV4 in. •% in. -1 in., 65.80 per hundred net. 


Size * , 

Each.61-40 61.40 

Size . 1H 

Each .8.60 

16th* .8-10 11-1* 

60 each .1.68 1.80 

62 each .2.00 1.15 

16ths. 17 1* 

60 each . 2.40 2.40 

62 each .*.90 2.90 

16 the. 29 24 

60 each ....... 3.85 3.85 

62 each . 4.60 4.60 

16ths. 29 30 

60 each . 6.35 6.85 

62 each . 7.60 7.60 

ASBESTOS— _ 

Mill board, 30c lb.; cut, 35c lb. 
Paper, 30c lb.; cut, 85c lb. 


% 

% 

% 

81.40 

$1.86 

$1.90 

1% 

1% 

2 

9.60 

4.00 

4.75 

11-12 

18 

14 

1.80 

1.95 

1.96 

2.16 

2.86 

2.85 

18 

19 

20 

2.40 

2.70 

2.70 

2.00 

MS 

8.26 

24 

*5 

26 

3.85 

4.50 

4.50 

4.60 

5.40 

5.40 

30 

81 

32 

6.85 

7.50 

7.50 

7.60 

9.00 

9.00 


1 ltt 
62.16 $2.76 

2* 8 

7.50 18.60 

16 16 

UO 2J0 

2.60 2.80 

21 22 

8.00 8.00 

8.60 8.00 

87 88 

5.85 5.35 

6.40 6.40 
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Blfliai, OotfM 


Boilers, Ooffee 


Boilers, Rice 


Bowls, Wash 

26.66 

28.60 

80 .70 

82 .80 

84 .06 

86 . 1.06 

Backets, Oorered 
21 .00 

81 Vi .JO 

22.76 

28 .86 


Cups end Saucers 


Cuspidors 


Dippers, Cup 


Dippers, Windsor 


uippers, Suds 

* .60 

4 .80 

Dishes, Soap 

50 .. 

60 . !45 

Fillers, Fruit Jar 


HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 

L 16 BMAMRLBD WARS 

Kettles, Tea I 81 . 


Flasks, Ooffee 

> . 

Funnels, Pieeed 


Kettles, Oonrex 


250 . .85 

850 . 1.00 

460 . 1.15 

ago . 1.60 

02 .80 

08 .96 

. 1.10 

06 . 1.85 

gan . 1.85 

06 . 185 

1060 . 8.86 

1250 . 2.60 

Bueketa, Dinner 
i m _ _ U.SO 

08 . 1.65 

010 . 2.00 

012 . 2.85 

212 . 1.50 

in .2 

no 1 7ft 

814 . 1.86 

216 . 2.15 

a oo 

218 . 2.50 

220 . 2.00 

KAtt _ I.M 

222 . 8.85 

Chambers 

1 .76 

Kettles, Lipped Preserv- 

1 A BA 


no . 

2 . 1.10 

8 . l.t« 

Chamber Covers 

10 .40 

ir.::::::::: « 

80 . A6 

Colanders 

1 . .76 

2 .86 

8 . 1.10 

104. TS 

aot .os 

»0« . }.oo 

Chips 

8 (Muf).M 

6 .60 

8 . J6 

0 .80 

10 .80 


Kettles, Milk 


Kettles, Tea 


Ladles, Deep 


04.76 

05 . 1.00 

06 . 1.40 

11 Graduated ... .75 

Pails, Ohambor 

1 . 8.00 


Pails, Water 


Pans, Bed 
Pans, Douche 
Pans, Bread 


Pans, Cake 

9 .40 

10 .46 

69 .40 

70 .48 

200 .66 

Pans, Corn Cake 

706 .80 

709 . 1.10 

712 . 1.26 

Pans, Muffin 

406 .70 

409 .96 

412 . 1.10 

Pans, Deep Pudding 

50 .86 

100.40 

150 .46 

200 .60 

800 .55 

400 .60 

500 .70 

600 .80 

800 .95 

1000 . 1.05 

Pans, Dish 

15 . 2.25 

80 . 1.85 

100 . 1.50 

140 . 1.75 

170 . 8.00 

210 . 8.85 

800 . 8.50 

400 . 5.25 

Pans, Rinsing 

08 . 1.25 

010 . 1.85 

014 . 1.65 

017 . 1.85 

Pans, Lipped Fry 
80 .45 


81 .50 

32 .60 

Pitchers, Molasses 

601 . 8 i 

38 .65 

84 .75 

Pitchers, Water 

2 . 185 

35 .90 

8 . 150 

36 . 1.00 

4 . 1 fti 

Pans, Milk 

on 80 

Plate*, Deep Pie 

89 .. .40 

0 .85 

11 .85 

15 40 

40 . 45 

Plates, Shallow Pie 

27 .80 

2ft 4 a 

28 .85 

3ft an 

29 .40 

40 .60 

50 .70 

6 ft 80 

80 . 45 

Plates, Dinner 

19.40 

SO pa 

20 .46 

100 . 1.05 

120 . 1.15 

Pots, Fireless Cooker 

1450 . 2.26 

1650 . 8.00 


Pans, Convex Sauee 

02 .80 

03 .95 

04 . 1.10 

.05 . 1.25 

06 . 1.85 

08 . 1.65 

310 . 2.00 

312 . 2.40 

Pans, Combination 
Sauce 

1 D .2.25 

10 T . 8.25 

Pans, Lipped Sauee 


1850 . 8.25 

Pots, Ooffee 
2fc .70 


Pans, Straight Sauce 


150 .. 
250 .. 

.85 

850 .. 


450 .. 


650 .. 


Pans, Stew 

8 ... 


4 .. 


5 .. 


6 .. 

.70 

16 .. 

.55 

18 .. 

.BO 

20 .. 


22 .. 


24 .. 


Pant, 

Oblong Store 

04 ... 



Pans, Square Store 


Pole, Tea 


Pots, Straight Sauee 

018 . 1.26 

020 . 1.85 

022 . 1.50 

024 . 1.86 

026 . 2.26 

028 . 8.00 

080 . 8.85 

082 . 8.76 

Pots, Soup Stock 

818 . 18.00 

824 . 15.76 

886 . 18.00 

212 . 6.50 

218 . 8.76 

224 . 11.00 

286 . 18.00 

Roasters 

150 . 8.76 

180 . 4.76 

Skimmers, Flat 

10.85 

12.40 

Spoons, Basting 


Steapers, Tea 


Tuba, Oral Foot 


Turners, Cake 


Wieking, 34-lb. balls. 70c each. 

Wioking, 1-H>. lots, $1.85. 

Cement, per sack, $7.25; per lb, 10c. 

AXES—Plumbs' Hunter’s handled, 12 os., $2.00; 1 lb., $2.25; 
1V^ lb., $2.25. 

Boy Scout—Handled with sheath, $2.25; without sheath, 
$1.86; sheaths, 75c. 

Double Bit—Handled, $8.00; unhandled, $8.00. 

Single Bit—Handled warranted, $3.25; second grade, 

$ 8 . 00 . 

BAGS—WATER- 

34 gallon. 1.00 Faucet, 3% gallon.... 8.50 

1 gallon. 1.5C Faucet, 5 gallon. 4.25 

2% gallon.2.00 Filter, 6 gallon. 5.25 

5 gallon. 8.76 

BABBITT—Friotionless, 45e lb.; Magnolia, 45c lb.; No. 4, 
16c lb.; No. 2, 20c lb.; No. 1, F4c lb.; No. A (genuine), 


80c per lb.; Challenge, $1.10 lb.; Special Motor, 85c lb.; 
Excelsior, 80c lb.; Acme, 75c lb.; XXXX Nickeled. $1.15 lb. 
BARS—Crow, Pinch Point No. 10, 20c lb.; Wedge No. 15, 
20c lb.; Lining No. 80, 20c lb.; Digging No. 580, 27e lb.; 
Tamping No. 25, 16c lb.: Claw No. 20, 20c lb. Ripping or 
Wrecking, Goose Neck No. 8657—% x 18, 55c each; Goose 
Neck No. 3659, 34 x 24, 85c each; Goose Neck No. 3662, 
34x24, $1.00 each; Straight Chisel No. 14, %xl5, 95e. 
BATTERIES, DRY CELL—Columbia. No. 6, 60c each; No. 6-S. 
60c each; *No. 16, $1.40 each. Rea Devil or Red Label, No. 
6-D, 60c each. Hot Shot Mnltiple, No. lt>62, $8.6$ each; 
No. 1662. $4.85 each. Erer Ready, same price as Columbia. 


No. 1662. $4.85 each. Erer Ready, same price as Columbia. 
Red Seal same price as Columbia and Ever Ready. 8ee 
Sparkers. 

BELLS—Alarm—House, 85c each. Call, steel, iron base, 30c 
each; Call, bell metal, bronse base, $1.40; Gvng, gold broUxed 
steel, 90c; Gong, polished bell metal, 5-iuch, $1.50 eaeh: 
C inch, $2.00; 7-inch, $2.75; 8-indi, $4.25; 10-ineh, $7.00. 
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HARDWARE WORLD 

XBTATL 8ELLINO PBXOBS—Continued. 


BELLS—Continued— 

12-inch, $11.00. Rotary Door, bronze, 85c each; steel, 85c; 
iron, 85c; copper, 85c. 

BELLS—Perm—(100 lb.) t $16.00. 

BELLS—Kentucky Cow—No. 0, $1.30; 1, $1.05; 2, 85c; 
8, 65c; 4, 55c; 5, 45c; 6, 35c. 

BELLS—Electric—2 ft -inch. Eclipse Iron Box, 00c each; 8-in. 

Nonpareil, $1.00. 

BELL STRAPS— 

Oow—1% lb., $1.00; 1% lb., $1.15; 1% lb.. $1.35. 
BEVELS—Sliding T—No. 18, 6-in., $1.10; 8-in., $1.35; 10-in., 
• 1.60. No. 25: 6-in., 75c; 8-in., 85c; 10-in., 90c; 12-in., 
$1.00. No. 1—Odd Jobs, $1.10. 


BIBBS—Compression— %-in. %-in. % -in. 1-in. 

Plain—Rough brass . 1.50 1.95 2.60 .... 

Finished brass. 1.70 2.15 2.85 5.20 

Nickel plated . 1.80 2.20 2.85 5.00 

Hose—Rough brass. 1.70 2.15 2.85 9.90 

Finished brass. 1.95 2.40 3.10 5.75 

Nickel plated. 2.00 2.40 3.00 .... 

BITS—Auger- 

16 th s R. J. Irwin Irwin Car Common 

8.85 .55 1.25 .30 

4 .70 .50 1.25 .30 

5 .70 .50 1.25 .30 

6 .70 .50 1.25 .35 

7 .70 .55 1.25 .35 

8 .70 .60 1.25 .35 

9 .85 .65 1.35 .40 

10 .85 .70 1.50 .40 

11 . 1.00 .80 1.65 .45 

12 . 1.00 .80 1.85 .45 

13 . 1.15 .95 2.00 .55 

14 . 1.15 .95 2.10 .55 

15 . 1.35 1.05 2.25 .65 

16 . 1.35 1.05 2.50 .70 

17 . 1.70 1.20 .75 

18 . 1.70 1.40 _• .80 

20. 1.95 1.55 .85 

22. 2.20 1.75 .95 

24. 2.40 _ _ 1.10 


Bits in Sete—Common, 6 bits, $4.00; 8 bits, $5.00; 

13 bits. $7.50. R. J., 18 bits, $13.75. Irwin, 18 bits, $10.25; 
8 bits, $7.00. 

Ship Auger Car Bits same prices as Ship Augers. 
Expansive—Clarks' small, $2.50; large, $3.50; Steers, 
small, $3.75; large, $4.75. 

Expansive Bit Cutters—Clark's No. 1, 45c; No. 2, 55c; 
No. 3, 75c; No. 4, 85c. Steers, No. 1, 75c; No.2, 80e; No. 
3, 85c; No. 4, 90c; No. 6, $1.25. 

BIT HOLDER8—Extension— 


Millers Falls, 
12 . 

No. 

8— 

.. 2.00 

18 . 

. 1.90 

15 . 


.. 2.15 

21 . 

. 2.00 

18 . 


.. 2 25 

24 . 

. 2 85 

21 . 

e • e • 

.. 2.35 

Stanley, No. 1— 


24 . 


.. 2.50 

12 . 

• 2.00 

Millers Falls, 

No.* 


16 . 

. 2.15 

12 . 


.. 1.75 

18 . 

. 2.25 

15 . 


.. 1.75 

24 . 

. 2.85 


BLOCKS—Wood Tackle- 


0 u wao— w ooa 

xecxie— 

Com 

Com 

Com 

Pat 

Pat 

Pat 


Sngl. 

DbL 

Triple 

Sgl. 

Dbl. 

Triple 

8. 

.. 1.00 

1.80 

2.50 

1.40 

2.60 

8.85 

4. 

.. 1.20 

2.15 

8.00 

1.55 

2.95 

8.80 

5. 

.. 1.25 

2.30 

8.15 

1.65 

8.00 

4.05 

6. 

.. 1.50 

2.75 

8.85 

1.95 

8.75 

5.10 

7. 

.. 1.80 

8.80 

4.70 

2.25 

4.85 

5.80 

8. 

.. 2.50 

8.85 

5.80 

2.95 

5.85 

6.95 

10. 

.. 3.85 

5.90 

8.25 

4.50 

7.75 

9.80 

12. 

.. 6.00 

.. • 

... 

6.90 

12.00 

16.20 

Steel Tackle— 



Tackle—Dbl. 

Galv.— 

176 


Sise 

8.. 

Single 

Dbl. 

1.75 

Triple 

%. 

1 . 

... .20 

... .20 

4.. 

.... 1.15 

2.15 

2.45 


... .25 

5.. 

_ 1.85 

2.85 

2.55 

i 

... .85 

6.. 

_ 1.50 

2.75 

8.85 

i5. 

... .60 

7.. 

.... 1.50 

2.75 

4.00 

2 . 

... .65 

8.. 
10. . 
Wood 

_ 2.75 

- 4.26 

Snatch— 

4.50 

7.00 

6.10 2H. 

7.60 No. 200 Buffalo- 

12" Complete. 

... .85 

. . 44.00 

6.. 
8.. 


... . 

4.50 14" Complete. 

6.50 No. 700 Climax— 

. . 50.00 

10. 

12. 

BLOWERS— 


9.00 

11.00 

12" Complete. 

. . 28.00 


No. 400 Champion, without Tyere Irons. $40.00; No. 400 
Champion, complete, $42.50. 

No. 40 Lancaster, complete, $31.50. 

Royal H. without Tyere Irons, $46.00; complete $48.50. 
No. 200 Buffalo, Complete—12-in,, $44.00; 14-in., $50.00. 
No. 700 Climax—12-in. complete, $28.00. 

BOARDS, IRONING— 

With Table—No. 2, Plain, $2.50 each; No. 10 Springer, 
60x15 in., no sleeve board, $5.50; No. 20 8pringer, 54x18 
in., no sleeve board, $5.25; No. 40 8pringer 50x12 in., no 
sleeve board, $4.50. 

Without Table (skirt Boards)—4-foot, $1.35 each; 5-foot, 
$2.00; 5 % -foot, $2.25; 6-foot, $2.50. 


BOARDS, WASH—Brass, 95c each; Toy, unc, 25c; Single 
Zinc, 70c; Double Zinc, $1.00; Glass, $1.00; Blue Enamel, 
$1.10; Single Zinc, 75c. 

BOLTS—Common Carriage— 

3-16 & %" 5-16* %" 7-16" %" 

10 100 10 100 10 100 10 100 10 100 

1% .20 1.35 .20 1.90 .30 2.55 .35 3.15 .55 4.65 

2 .20 1.50 .25 2.05 .35 2.80 .40 3.15 .55 4.65 

2% .20 1.65 .25 2.20 .35 3.00 .45 8.70 .55 4.65 

3 .20 1.75 .25 2.35 .35 3.20 .45 4.00 .60 5.05 

3% .20 1.85 .30 2.55 .40 3.40 .50 4.30 .65 5.45 

4 .25 2.00 .30 2.70 .40 3.65 .55 4.60 .70 5.85 

4% .25 2.15 .35 2.85 .45 3.85 .55 4.85 .75 6.25 

5 .25 2.25 .35 3.00 .50 4.10 .60 5.15 .80 6.65 

5% .30 2.40 .35 3.20 .50 4.30 .65 5.45 .85 6.90 

6 .30 2.55 .40 3.35 .50 4.50 .65 5.75 .90 7.30 

6% .35 2.85 .45 3.70 .60 5.00 .70 6.00 .95 7.70 

7 .35 3.00 .45 3.90 .60 5.20 .75 6.30 1.00 8.25 

8 .40 3.30 .50 4.20 .65 5.60 .80 6.85 1.05 9.05 

9 .55 4.60 .70 6.15 .85 7.45 1.15 9 85 

10 .60 4.90 .75 6.60 .95 8.00 1.25 10.65 

11 .80 7.10 1.00 8.60 1.35 11.45 

12 .85 7.50 1.05 9.15 1.45 12.25 


14 1.60 13.90 

16 .. .. 1.75 15.45 

18 1.95 17.00 

20 2.15 18.70 

BOLTS —Expansion—(See SHIELDS). 

BOLTS—Stove— 

%, 5-32" 8*16" M" 5 16" %" 


Size— Dos. 100 Dos. 100 Dos. 100 Dos. 100 Dos. 100 

%.10 .70 .10 .70 . 

%.10 .70 .10 .70 .15 1.00 . 

% . . . .10 .70 .10 .70 .15 1.00 . 

K .10 .70 .10 .70 .15 1.00 . 

% .10 .75 .10 .75 .15 1.00 . 

1 10 .75 .10 .75 .15 1.05 .20 1.50 .25 2.20 

1%.10 .80 .10 .80 .15 1.10 .20 1.55 .80 2.30 

1 .10 .85 .10 .85 .15 1.20 .20 1.65 .80 2.40 

1*.15 .90 .15 .90 .15 1.25 .25 1.75 .80 2.55 

2 .15 .95 .15 .95 .20 1.30 .25 1.85 .35 2.70 

2%.15 1.00 .20 1.35 .25 1.95 .35 2.90 

2 %.15 1.05 .20 1.45 .25 2.00 .35 3.05 

3 .15 1.20 .20 1.60 .30 2.15 .40 3.85 

3 ft.20 1.35 .25 1.85 .30 2.40 .45 8.70 

4 .20 1.50 .25 1.95 .85 2.65 .50 4.60 

BOLTS—Machine, Square Head and Nut — 

W' 5-16" %" 7*16" 

Size 16 100 10 100 10 100 10 100 


1-1 Mi 

.20 

1.90 

.25 

2.25 

.30 

2.70 

.40 

3.60 

2 

.25 

2.00 

.30 

2.40 

.35 

2.90 

.45 

3.85 

2 Mi 

.25 

2.10 

.30 

2.50 

.35 

3.05 

.50 

4.10 

3 

.25 

2.20 

.30 

2.65 

.35 

3.25 

.50 

4.35 

3% 

.30 

2.30 

.30 

2.75 

.40 

3.40 

.55 

4.60 

4 

.30 

2.40 

.35 

2.90 

.40 

3.60 

.55 

4.85 

4% 

.35 

2.80 

.40 

3.50 

.50 

4.30 

.60 

5.15 

5 

.35 

2.90 

.40 

3.65 

.50 

4.50 

.65 

6.40 

5V4 

.35 

3.00 

.45 

3.80 

.55 

4.70 

.65 

5.65 

6 

.35 

3.10 

.45 

3.95 

.55 

4.90 

.70 

5.90 

6% 

.40 

3.20 

.50 

4.10 

.60 

5.15 

.70 

6.15 

7 

.40 

3 30 

.50 

4.25 

.60 

5.30 

.75 

6.40 

8 

.40 

3.50 

.50 

4.55 

.65 

5.75 

.80 

6.90 

9 

.45 

3.70 

.55 

4.85 

.70 

6.15 

.85 

7.45 

10 

.45 

3.90 

.60 

5.15 

.75 

6.55 

.90 

7.95 

11 

.50 

4.10 

.65 

5.45 

.80 

6.95 

.95 

8.45 

12 

.50 

4.30 

.65 

5.80 

.85 

7.35 

1.00 

8.95 



%" 

% 




10 

100 

10 

100 

10 

100 

10 

100 

1-1% 

.50 

4.60 

.75 

6.65 

1.15 

9.85 

1.55 

13.45 

2 

.55 

4.95 

.80 

7.15 

1.20 

10.55 

1.65 

14.35 

2% 

.60 

5.25 

.85 

7.65 

1.30 

11.25 

1.75 

15.25 

3 

.65 

5.60 

.95 

8.10 

1.40 

12.00 

1.85 

16.15 

3% 

.70 

5.95 

1.00 

8.60 

1.45 

12.70 

1.95 

17.10 

4 

.70 

6.25 

1.05 

9.10 

1.55 

13.40 

2.10 

17.95 

4% 

.75 

6.60 

1.10 

9.55 

1.65 

14.10 

2.20 

18.80 

5 

.80 

6.95 

1.15 

10.05 

1.75 

14.80 

2.30 

19.70 

5% 

.85 

7.25 

1.20 

10.55 

1.80 

15.50 

2.40 

20.60 

« 

.90 

7.60 

1.25 

11.00 

1.85 

16.20 

2.50 

21.50 

6% 

.95 

7.95 

1.30 

11.55 

1.95 

16.90 

2.60 

22.40 

7 

1.00 

8.25 

1.40 

12.00 

2.00 

17.60 

2.70 

23.30 

8 

1.05 

8.95 

1.50 

13.00 

2.20 

19.00 

2.90 

25.10 

9 

1.10 

9.60 

1.60 

14.00 

2.35 

20.40 

3.10 

26.90 

10 

1.15 

10.25 

1.75 

15.00 

2.50 

21.80 

8.30 

28.70 

11 

1.25 

10.95 

1.85 

16.00 

2.65 

23.25 

3.50 

30.50 

12 

1.35 

11.60 

1.95 

16.90 

2.85 

24.65 

3.70 

32.30 

13 

1.40 

12 25 

2.05 

17.85 

3.00 

26.00 

3.90 

34.00 

14 

1.50 

12.90 

2.15 

18.80 

3.15 

27.45 

4.10 

35.85 

15 

1.55 

13.60 

2 25 

19.75 

3.35 

28.85 

4.35 

37.65 

16 

1.65 

14 25 

2.40 

20 75 

3.50 

30.30 

4.55 

39.45 

17 

1.70 

14.95 

2.50 

21.70 

3.65 

31.70 

4.75 

41.20 

19 

1.85 

16 25 

2.75 

23.70 

3.95 

34.50 

5.15 

44.80 

18 

1.80 

15.60 

2.60 

22.70 

3.80 

33.10 

4.95 

43.00 

20 

1.95 

16.95 

2 85 

24.65 

4.15 

35.90 

5.35 

46.60 

21 

2.00 

17.60 

2.95 

25.60 

4.30 

37.30 

5.55 

48.40 

22 

2.10 

18 25 

3.05 

26.60 

4.45 

38.75 

5 75 

50.15 

23 

2.15 

18.90 

3.15 

27.60 

4.60 

40.00 

6.00 

52.00 

24 

2.25 

19 60 

3.30 

28.55 

4.75 

41.50 

6.20 

53.75 

25 

2.35 

20.25 

3.40 

29.55 

4.95 

42.95 

6.40 

55.55 

26 

2.40 

20.90 

3.50 

30.50 

5.10 

44.35 

6.60 

57.35 

27 

2.45 

21.60 

3.60 

31.50 

5.25 

45.75 

6.80 

59.15 

23 

2.55 

22 25 

3.75 

32.45 

5.40 

47.15 

7 no 

60.95 

29 

2.65 

22 90 

3.85 

33.45 

5.60 

48.60 

7.20 

62.75 

30 

2 70 

23 60 

3.95 

34.40 

5 75 

50.00 

7.40 

64 50 
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HARDWARE WORLD 

RETAIL SBLUKO PRICES—Continued. 


BOLTS—Barrel- 

Extra Heavy Wrought 
Stool, Japanned— 

Almeh . AO 

5- inch . A6 

A inch .30 

8-Inch .60 

Oaot Iron, Japanned— 

8-la eh . .16 

Alnch .16 

Ainch .10 

Ainch .16 

8-lneh ...40 

CHAIN— 

Cast Iron, Japanned— 

8-iaeh .80 

8-ineh .60 

10-laeh .86 

Oast Iron, Amber or 
Bronsed— 

4-laeh .46 

6- laeh .60 

8-iaeh ..76 

Oast Iron. Ant. Copper 
or Dull Brass — 

Ain eh .76 

6-iaeh . 1.00 

8-iaeh . 1.16 

CUPBOARD, Japanned— 

8-iaeh .86 

6- inch .76 

10-iaeh . 1.76 

Cupboard, Other Finishes— 

8-ineh .76 

6-iaeh . 1.00 

BOLTS—Toggle—(See Toggle 
BOILERS—Range— 


FLUSH, Angle—All Finishes, 
Cast Bronie— 

3- inch .40 

81-inch .60 

4- inch .56 

6-inch .70 

LEVER—Cast Bronse, All 

Finishes— 

8 *6-inch . 1.10 

5- inch . 1.16 

T-HEAD—Wrought Bronse, 

All Finishes— 

8-inch . .15 

4- inch .40 

5- inch .46 

6- inch .50 

Oast Bronse, All Finishes— 

8-ineh .60 

4- inch .66 

5- inch .70 

FOOT— 

Oast Iron, Japanned— 


6-inch . 

ft.ilAh ... 

.46 

.66 

1 ft-lartk . 

.86 

Amber or Bronsed— 

A.infth . .. 

.66 

8-ineh . 

.75 

Other Finishes— 

A inch . 

6-inch . 

.75 

.96 

8-ineh . 

1.10 


80 gallon • 
40 gallon • 
52 gallon . 
66 gallon . 

81 gallon . 
100 gallon 


Foot Wrought Steel—Cup¬ 
board, Japanned— 

8-ineh .66 

6-inch . 1.00 

10-inch .2.26 


Standard. 
. 22.50 
. 27.50 
. 44.50 
. 64.50 
. 75.85 
.105.85 


BOTTLES—Vacuum— 

Thermos— 

6 . 

6Q . 

11 . 

HQ . 

14 . 

i IV::::::::::::: 

15 . 

11 %,::::::::::::: 


FILLERS—Thermos and 


Universal— 

Universal— 

21 . 

22 . 

61 . 

62 . 

71 . 

72 . 

81 . 

82 . 

81 ' . 

02 . 

592 . 


venal— 

*6 Pint. 

... 2.25 

1 Pint. 

... 2.50 

1 Quart. 

CJNOH KITS— 

... 8.75 

Thermos— 

892 and 896 . 

... 5.00 

898 and 897. 

... 5.50 

894 and 898 . 

... 6.25 

Universal— 

810 . 

... 4.75 

820 . 

... 5.25 

410 . 

... 5.00 

610 . 

... 5.50 

4070 . 

... 6.25 

8070 . 

... 4.25 


Ferro stat— 

504R .11.00 

506R 2-qt.16.00 

506N .16.60 


Thermos—Food Jars. 

600 . 4.50 

601 . 5.50 

602 . 7.75 

Thermos— Jugs. 

556 .10.25 

557 .10.25 

Thermos—Oases— 

104. 

104Q . 

114 . 

114Q . 

180 ... 

180Q . 


BOXES—Mail—Apartment— Standard style, $5.00 each; with 
mouthpiece and electric push button, $5.25. . 

House—Cast Iron, 6x12, $1.10; Steel, 12x5 %x2 m, 

$2 65; Copper Finished, 10x5x2 in., $3.75; Sheet Metal, 
1x4x10 in.. 80e; Sheet SteeL llxfirtln., $3.25. 

Rural Delivery—Standardised, 18*4x6*4x7*4 $2.10; 

Standardised, 28*6x11x14 in., $4.25. 

BOXES—Mitre— 

Goodell— M __ 

1285 26x4. 27.75 78 . 8L50 

1805 25x5. 80.75 74 . 28.80 

1886 80x5. 88.00 76 . »4A0 

Stanley— New Langdoa Imp— 

50*6 . 1350 72 .25.00 

246 . 25.50 78 .25.75 

858 . 82.00 74 81.50 

460 . 85.00 75 33.00 

A case— Steam's Perfectie*— 

7* .22.50 20 . 5.25 


BRACES— 

p. a A W., No. 608, $1.86 eaeh; 610, $1-40; 8808, $8A$; 
8810, $2.76; 8708, 88.76; 8710, $8.86; 8713, $4.00; 

4608, $4.50; 4610, $4.76; 4812, $5.00; 6008, $6.25; 6010, 
$5.75; 5012, $6.00; 5014, $6.25; 7008, $6.75; 7010, $6A0; 
7012, $6.25; 8208, $7.75; 8210, $8.00, 8212, $8.26. 

Stanley Ratchet, Ne. 021, 8-ineh, $6.25; 10-ineh, $8.60; 12- 
inch, $6.76: lAineh. $7.00. 

Stanley Comer, No. 082, 8-ineh, $9.00; 10-inch, $10.00. 
No. 082, $5.76. 

BRACKETS—Shelf— 


Japanned— 

Pair 

Copper, Brass, Nickel—Pair 

8x 4 . 

... .25 

lx 4 . 

. .40 

4x 6 . 

... .20 

4x 6 . 


fix 7 . 

.. • .40 

fix 7 . 

__;' .to 

6x 8 . 

.46 

6x 8 . 

. Ao 

7x 9 . 

... AO 

7x 9 . 

. Ai 

8x10 . 

... .60 

8x10 . 

. 1.00 

10x12 . 

... .75 

10x12 . 

. 1A0 

12x14 . 

... 1.26 

12x14 . 



BRADS—Wire— Bulk per lb. *44b.pkgs. *4-1%. pkgs. 

*6 and % -ineh.80 A5 .If 

% to 1*4-inch.25 .20 .16- 

1*6 to 2-inch.20 .20 .15 

BRASS—Sheet—Seft, per Ib^ 75c; Half Hard, 80e; Sign, 80e; 
Spring, $1.05. 

BREAD AND CAKE MAKERS—Universal—No. 2, $2.76 eaeh; 
No. A $4.50 each; No. 8, $5.50 each; No. 44, $A50 each. 

BRIGHT WIRE GOODS—See Hooka and Eyaa. 

BROOMS—House or Parlor— 

Finest selected, 16-16 in, 81.60 eaeh; second grad* 14*6 
in., $1.85; third grade, 14 in, $1.10; oommon, 86c Ware¬ 
house, $1.25: Railroad or Smelter, $1.25: Switch, small 86e, 
large, 00c; Toy or Hearth, 1 aew, 80c; 2 aew, 40c. 


Push or Street 


Bastlne, 14-in.1.76 

Baasine, 16-in.2.00 

Steel Wire, 12-in.1.00 

Steel Wire, lAin.1.60 

BRUSHES— 

CASTING— 

Round .80 

Oblong.60 

Counter— 

Dusting, com.90 

Extra quality . 1.20 

White bristles .... 1.75 
FLOORr— 

Fibre, 12-inch.1.60 

Fibre, 16-inch. 1.90 

Hair, 12-inch .2.10 

Hair, 16-inch .2.65 

Mixed, 12-inch.1.75 

Mixed, 16-inch.2.00 

Bristles, 14-inch.6.00 

Bristles, 18-inch.6.86 

Garage— 

Fibre, 16-inch.2.00 

Fibre, 18-inch.2.26 

Fibre, 20-inch..... 2.60 

Paint—(Chines# bristles)— 


Rattan, 6 rows, 12-in. 1AO 
Rattan, 6 rows, 14 in. 1.60 
Rattan, 6 rows, 16 in. 1.76 
Rattan, 8 rows, 14 In. 1.25 


Fibre, 24-inch..... 
Gear— 

Handles. 

Hand or Nail. 

Horse- 

Rise Root, 12*6 lb .. 
Rioe Root, 18 lb.... 
Pahnyra Fibre, 12*6 


Palmyra Fibre, 12 lb. 
Mixed Fibre, 18 lb.... 
Ox Fibre, 8*6x0 in.. 
Ox Fibre, 4*4x11*6 in. 
Kaleomine— 

7-in- single. 

8x7** in blocks_ 

Marking—(Round)— 
White bristles— 


*4-74 in. 
1-1*6 in. 


Grade. 

1 

2 

8 

4 

6 

2 *6-inch. 

.. .80 


.65 



8-inch . 

.. .40 

.66 

.86 

1.60 


8 *6 -inch. 

.. .55 

.75 

1.06 

2.26 

275 

4-inch. 

.. .70 

1.00 

1.66 

2.76 

2.80 

4 *6-inch. 

. 

1.60 

.... 

8A0 

A 00 


Roofing—Knotted— 

8 knots, 14-lb. ..... 2.00 

4 knots, 18-lb.2.60 

Sash—Chisel Point— 

*6x1 *6-in. .20 

*4x1%-in.. .26 

%x2-in..80 

1x2 *4 -in..40 

Scrub- 

Gray Tampico, 10*... .40 
Gray Tampico, 12*... .60 

Ox Fibre, 7*.40 

Ox Fibre, 10*.60 

Ox Fibre, 12*.56 

White Tampico, 8*... .85 
White Tampieo, 11*.. AO 
White Tampieo, 12*.. .70 
Shoe- 

Dauber, wood. .28 

Dauber, iron.80 

Brush only, 74-in.... .85 


Brush only 1*4-in... 

Combination . 

Extra bristles. 

Best 1*4 -in. bristles 
Sink- 

Ox Fibre. 

Split Bamboo. 

Shaving—Rubber Set- ' 
Ebonised handle .... 
Boxwood, small .... 
Boxwood, medium. • • 

Boxwood, largo. 

White Bone, small... 
White Bone, medium 

Octagon Bone. 

Octag. Bone, polished 
8tencil— 


*6-in., 2 *6 -lb. 
1*4-in., 8%-lb. 


1*6-in, 6-lb., 
1%-ln, 6-lb. . 
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Squeeges, 10-in. .... .SO 

Squeeges, 12-in..86 

Squeeges, 14-in..40 

Squeeges, 16-in.60 


B&U 8HE8-—Continued- 
Window— 

Gray fibre.76 

Black horsehair .... .00 

Pope's Eye.1.16 

BUCKETS—(See Galv. Ware)— 

BURNERS—Lamp—%-inch wick, 15c each; 1-inch, 20c; 1%* 
inch, 35c. 

Lantern—For Cold Blast, %-inch wick, 20c each; 1-ineh, 
80c; for Kerosene, %-inch, 20c; 1-inch, 30c; Lard, Sperm 
and Sig. Oil, %-inch, 15c; 1-inch, 20c. 

Rubbish—No. 1, 20-inch Steel, $9.00 each; No. 8, 80- 
inch Steel, $15.00. 

BUTTS—(See Hinges)— 

CALKS—Boot—Screw, all sises, hex of 50, 75c; Drive, all 
sises, box of 100, 85c; Tote, blunt, side, heel or country 
pattern, 15c lb. 

CANT HOOKS— Maple HdL Hickory HdL 

2%x4% . 8.00 8.65 

2%x4% . 8.25 8.76 

CAPS—Roofing. Per lb, 20c. 

CARBORUNDUM—Grain, per lb., bulk, 50e. 

CARRIERS—Timber—No. 426, 4-ft. maple, $8.75. 

CARRIERS—Hay—Using Manila rope for steel, wood, cable 
track, $12.00 each: using wire cable or manila rope for steel, 
wood, cable track, $15.76; Slins, $22.00; Steel Hay Carrier 
Track, 85c foot; Steel Hay Carrier Hanging Heeks, 25e 
each; Rafter Brackets, 15c. 

CATCHERS—GRASS—RRI, $1.00 each; Eureka, 85c; 16G, 
$2.25; G5, $2.50; 10G, $2.75; 12G, $3.25; 9, all duck, $2.65; 
11, all duck, $2.75. 

CESSPOOLS—BELL— Hinge 

2- inch 6x6 Bell. 1.50 

3- inch 9x9 Bell. 2.00 

4- inch 13x13 Bell. 4.00 

CHAINS—Tire. 

Sise Pair 


CHISELS— 


Tire—Weeds 
8 x80 . 

.. 4.50 

4% x88 . 

4%x84 . 

. 7.50 

• t4*B0 . 

.. 6.00 

4 % x35 . 


8 %x82 . 

.. 6.60 

4% x86 . 


4 x81 . 

... 6 00 

4 % x87 . 

. 8.75 

4 x82 . 

.. 6.00 

5 x35 . 

.9.00 

4 x88 . 

.. 6.50 

6 x86 . 

.9.00 

4 x84 . 

.. 7.00 

5 x87 . 

.9.75 

4 x85 . 

.. 7.50 

5%x36 . 

.12.00 

4 x86 . 

.. 7.50 

SHx87 . 


4%x82 . 

Do sen pair lots, 

. . 7.00 

6%x88 . 


10% off. 



CHOPPBR8—Meat and Food- 
Enterprise 

6.4.60 

10.7.00 

12..6.60 

22 . 11.00 

82.14.00 


601 

602 

708 


2.76 

8.26 

4.60 


0 R 

1 R 

2 R 
8 R 


Russwin 


%. 

%. 

%. 

1 . 

1 %. 

1 %. 


Socket 

Firmer 

Whites 

Pocket 

Inside or 
Outside 

Bev. Edge 

No. 2 

Bev. Edge 

Bevd 

1.15 

1.30 

1.30 

1.85 

1.20 

1.35 

1.35 

1.35 

1.25 

1.40 

1.50 

1.35 

1.30 

1.45 

1.55 

1.40 

1.35 

1.50 

1.60 

1.50 

1.40 

1.55 

1.65 

1.65 

1.50 

1.65 

1.75 

1.75 

1.65 

1.75 

1.80 

1.85 

1.85 

1.90 

2.00 

2.00 

2.00 

2.00 

2.25 

2.25 

2.35 

2.15 

2.40 

2.50 

2.50 

2.30 

2.75 

2.75 



Blacksmiths' 


1 

1 % 

1 % 

» 

1% 

2 


Bucks No. 
.90 


1.46 


1.50 

2.00 

2.25 


Cold er Hot Rye 
.75 
.85 
1.00 
1.26 
1.50 
2.60 
8.00 


5*10. 


S: 




Loose 

1.25 
1.75 

8.25 


Cold 

Com. 

Cold 

Speoial 

Cape 

Round 

Nose 

Dieaaond 

Point 

.20 

.35 

.55 

.50 

.50 

.25 

.35 

.60 

.50 

.55 

.25 

.40 

.65 

.55 

.60 

.80 

.45 

.75 

.65 

.75 

.40 

.55 

.86 

.70 

.86 

.45 

.65 

.90 

.00 

1.00 

.75 

.90 

• • • 


1.25 

.80 

1.00 

• • . 

... 

1.50 


CHAIN—New German Straight Link (Coil)— 

6-0, 15c ft.; 5-0, 14c; 4-0, *8e; 8-0, 11c; 2-0, lie; 0, lOe; 
1. 8c; 2, 8c. 

Sorwa^Straight Link (eoftl)—%, 85c lb.; %, 85c lb.; %, 

Passing Link (coil)—4-0, 15c ft.; 8-0, 13c ft.; 2-0, 12c ft. 
Proof Btraight Link (ceil)—8-16 black, 80c lb.; %, 80c lb.; 
5-16. 25c lb.; %, 20c lb.; 7-16, 20o lb.; %, 20c lb.; 
%, 20c lb.; %, 20c lb. 

Proof Twisted Link (coil)—8-15 black, 88c lb.; %, 80c 
lb.; 5 16, 80c lb.; %, 30c lb. 

B. B. Proof Straight Link (coil)—5-16, 25c lb.; %, 25c lb.; 

%, 25c lb.; %, 25c lb.; %, 25c lb. 

Twisted Machine Coppered (ooil)—4-0, 20c ft.; 8-0, 18c 
ft.; 2-0, 17c ft.; 0, 16c ft. 

Jack: Iron—No. 20, 7%e yd.; No. 18, 7%e; No. 16, 7%e; 
No. 14, 7%c.; No. 12, 10c; Now 10, 12%c; No. 8, 15c; 
No. 6, 25c. 

Jack: Brass—No. 120, 10c yd.; No. 118, 10c; No. 116, 
12%o; No. 114, 20c; No. 118, 26c; No. 112, 80c; No. 
110, 40c. 

Safety Brass and Nickel Plated—00 and N00, 20c yd.; 0-H0, 
25c yd.; 1-N1, 80c yd.; 2-N2, 40c yd.; 8, 45c yd. 

Sash—01 Copper Plated, 5c ft.; 02 Copper Plated, 5o ft.; 
XXXX Copper Plated, 20c ft.; 02P Steel Plain, 8%e ft.; 
10 Cable, 80c ft.; 56 universal, 7c ft. 

Saab Chain Fasteners—10, 20c set; 100, 45c set. 

CHALK—Carpenters' White. Blue, Red, 80o dot.. Railroad, 
80e dos. School, 6c dos. Lumber—Dixon's Black, 75c dos.; 
All oolors, $1.20. Metal Workers’—Solid Soapstone, 25c 
dos.; Solid Soapstone, Chisel Point, 40c. Oil Checking— 
5-in. Black, red and blue, 45c dos.; 6-in., 50c. 

CHECKS—Door—All makes. Liquid Cheeks—A ll, $7.00; 
B 12, $9.50; C-18, $10.76; D-14, $12.75; S-15, $16.86; 6, 
extra large, $22.50. For hold open arm, add $1.25 each. 
Screen Door Check—No. 01, $8.85. 

Universal 


CHURNS—Barrel—No. 0, $9.75 each; 1, $11.25; 2, $12.75; 
3, $14.25; 4, $16.75; 5, $19.50. 

Improved Cylinder—No. 1 $6.35; 2, $7.50; 8, $6.75; 4, 
$8.75. 

Sturges Steel—No. 1, $10.86; 2, $12.65; $.$14.65. 

Glass Family—Universal, No. 15, $2.75; 126, $8.26; 185, 

$4.00; 145, $4.50. Dazey, No. 10, $2.00; 20, $2.50; 30, 
$3.25; 40, $4.00. Extra Jars, Dazey, No. 10, 65c; 20, 
95c; 30, $1.25; 40, $1.50. 

Tin without Dasher—1% gal., $1.50 each; 2 gaL, $1.55; 
8 gal., $1.60; 4 gal, $1.75. 

Dash—IX Tin—2-gal, $2.25; 4-gmL, $2.75; 6-gal, $8.25. 
Dash and Handle— 25c extra. 

CLAMPS—Steam's Special Joiners'—Opens 1 ft, pair $6.60; 

1% ft.. $7.00; 2 ft., $7.25. 

Carpenters’—Opens 8 ft, pair, $10.50; 4 ft, $11.05; 
6 ft, $18.00; 6 ft, $22.00; 8 ft, $28.50. 

Carriage Makers—Common. 2%-inch, 85c each; 8-inch, 
$1.00; 4-inch. $1.35; 5-inch, $1.75; 6-inch. $2.25; 8-inch, 
12-inch, $5.75. 

10c each; 8, 20c; 82, 20c; 88, 20c. 


$3.50; 10-inch, $4.35; 
Quilt Frame—No. 1, 


CLEANERS—Window- 
Rubber— 

10-inch.45 16-inch.65 

12-inch.50 18-inch.76 

14-inoh.60 

CLEVISES—Malleable, 25e lb. Steel, 4", 
80c; 7", 80c; 8". 85c. 


Wood 
14-Inch... 
16-ineh... 


. 6 $ 

.75 


25c; 5", 25c; 6" 


-8-16 te % ime, 

50c; 1-in, 56c; 1%-ln, 

Extra Cutter 


1»«5 


4.25 

No. 0 .. 


6.75 

No. 1 ., 


8.00 

No. 2 .. 


10A0 

No. 8 .. 


2.85 

14-ineh , 



CLIPS—Wire Rope “Bulldog"- 
%, 20c; %, 25c; %, 85c; % 

OLIPP ERS—Bolt- 
New Easy— 

No. 0. 

No. 1. 

No. 2. 

No. 8. 

O. K.— 

10-inch . 

CLOCKS—(Alarm)— Ace, $8.75 each: America, $2.10; Auto¬ 
matic, $6.00; Bingo. $4.00; Brownie, $4.60; Cftrds, $8.25; 
Columbia, $8.75; Ideal, $8.00; Indian, $2.10; Iron Clad, 

S 3.25; Lookout, $2.50* Prompter, $06; Simplex, $6.00; 

leepmeter 2, $4.00; sleepmeter 8, $8.26; Startle, $8.50; 
Tattoo Jr, $4.25; Tattoo Int, $4.25. 

NOTE—A Government War Tax of 6 per cent has been 
levied on all retail sales of docks. The retail dealer is re¬ 
quired to keep a record of all salsa and pay the tax Into the 
Collector's office each month. 

CLOTH—Emery, Nos. 00 to 2%, 10c straight; Nos. 1 to 8, 
15 c. Carborundum or Aloxite—Nos. FF-90, 15c straight. 


8erean 8q. ft. 

12 M—Black.04% 

14 M—Black . .05 

16 M—Black . .06 

14 M—Bronae. J6 

14 M—Galvanised .. .05% 

16 M—Galvanised .. .06% 

14 M—Opel er Onto. M 
16 M—Opel or Galv. .06% 


. 2 60 

Hardware 

Galvanised— 

I 8.00 

Mesh. 

8q: ft. 

, 8.50 

1 inch. 


. 4.75 

% inch.... 


11.00 

% inch.... 



2 mesh .... 


. 2.76 

8 mesh .... 


. 8.25 

4 mesh .... 


. 4.00 

6 sassh .... 


. 6.50 

8 mssh_ 
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OOOK8— 

No. 

Ball— 


Floats 895 



Each 

No. 

Each 

Vi -inch.. 

. 1.40 

7-inch. . 

1.60 

% -inch.. 

1.65 

8-inch. . 

2.40 

%-inch. . 

2.15 

Gas Hose— %-inch. . 

.50 

1-inch.. 

. 3.65 

Vi-inch. . 

.55 

►— 5-inch. . 

. .65 

%-inch. . 

.75 

6-inch. . 

. .90 



DRILLS— 

Goodell-Pratt Bench Drilli 

No. 

8 

8Vi 

9 Vi .14.00 

10Vi .24.00 

490 Vi .20.00 Tank) 


Each 

No. 

Each 

7.50 

12A . 


9.50 

87. 


14.00 

97__ 


24.00 

118. 



Service, Standard—Square or Flat Head— 

Vi." %" Vi" %” l” 1V4" 1 Vi" 3" 
Each.75 .80 .90 1.00 1.75 2.60 8.75 6.50 

COMPASSES—No. 40-4, 45c each; 6, 60c; 8, 75c. 

JOOKER8—Fireless—Duplex— No. 25. $20.00 each: No. 80„ 
$33.50; 85, $22.25; 50, $83.75; 55, $36.00; 60, $40.00; 
70, $56.00. 

Legs—8et, $5.00. 

Soapstone Discs—Each, $1.50. 

COOLERS—Water—Galvanized Lined—2-gal. with push faucet, 
$5.50 each; 3-gal., $6.75; 4-gal., $8.50; 6-gal., $10.00; 8- 
gal., $12.50; 10-gal., $14.50. 

OOPPER—Sheet, 65c lb.; Bars, round, 70c lb.; Tubing, 75c lb. 


1003 18.00 1 

1005 21.50 2 

11 . 22.00 2B 

Goodell-Pratt Breast Drills— 3A 

6 . 5.85 5 . 

07 5.50 98 . 

245 5.00 105 . 

279 13.25 806 . 

Millers Falls (Breast)— 343 


12 


Millors Falls, Hand— 

8.50 
5.25 

4.75 
4.00 
4.00 

5.75 

8.75 

5.50 
4.00 


7.50 1980 . 5.75 


)PPER WARE—Rome 

Nickel 

Plated— 


49 

Tea Kettles. 


5 pints . 

_2.50 

53 

8 Vi inch. 

. 3.25 

6 pints . 

_ 2.75 

54 

9Vi inch. 

3.50 

Tea Pots. 


154 

lOVi inch. 

4.25 

2 pints. 

_ 1.85 

259 

Coffee Pots. 


3 pints . 

_ 2.00 

829 

3 pints . 

. 2.00 

4 pints . 

_ 2.25 

379 

4 pints . 

2.25 

5 pints. 

_ 2.50 

885 


OOPPER8. SOLDERING—Family— 

1 . 1.65 

2 . 1.50 

Tinners— 

Vi pound, per pair.80 

1 pound, per pair.45 

lVi pound, per pair.60 

2 pound, per pair.75 

8 to 14 pounds.65 

©ORD—Sash, Common —Per hank: No. 6, $1.70; 7, $2.00; 

8, $2.45; 10, $3.95; 12, $5.40. 

Silver Lake—Per hank: No.6, $2.75; 7, $3.50; 8. $3.95; 
10, $6.05; 12, $8.75. 

OORD, TINNED PICTURE— 

NjO. 00, 15c pkg. ; 1, 25c; 2, 30c; 3, 40c; 4, 50c. 

ORAYON—Lumber, 10c; 8oapstone, 5c. 

0UL/ITVAT0R8— 

Nercroea, 1 OC-5, each, $1.25; 5N, $1.50; 8N, $1.25; 
Midget* 60c. 

Pull Easy, PEG, each, $1.85; PE5, $1.50; PEW2, $6.00. 

GUTTERS—Pipe—Barnes, No. 1, $4.85 each; 2, $4.75; 8, 
$9.75; 4, $19.50; 5. $29.25. 

Saunders—No. 1, $8.75 each, 2, $5.50; 8, $13.25. 
Trimo—No. 1. $4.85 each, 2, $6.00; 3, $9.75. 

DAMPERS—8tove Pipe— No. 8, 25c each; 4, 25c; 5, 80c; 
6, 85c; 7, 50c; 8, 80c; 9, $1.15; 10, $1.50. 

DIVIDERS—Wing, No. 1, 85 A 50, 6-in., 75c pr.; 7-in., 90c; 
8-in„ $1.00; 10-in., $1.25. No. 85, 6-inch, 75c pair; 7-inch, 
85c; 8-inch, $1.00; 10-inch, $1.25; 12-inch, $1.85; 14-inch, 
$2.50. 

Excelsior—6-inch, 90c; 8-taoh, $1.26; 10-inch, $1.65. 

DOORS—Ash Pit— 

8x8 . 

8x10 . 


2.00 10x12 . 2.76 

2.25 12x15 . 6.50 

A8H TRAPS—Common, 7x9, 80c; Adams Double, 90c. 

DOORS—Screen— 

241 Common Varn. %-in.—2-6x6-6, $8.75; 2-8x6-8, $3.90; 
2-10x6-10, $4.00; 3x7, $4.25. 

100 Galv.—2-6x6-6, $8.25; 28x6-8, $8.75; 2-10x6-10 

$4.00; 8x7, $4.25. 

200 Galv.—2-6x66, $8.75; 2-6x6-8, $4.25; 2-10x6-10, 

$4.50; 3x7, $4.75. 

400 Galv.—2-6x6-8, $5.00; 2-10x6-10, $6.00; 8x7, $6.50. 
276 Black lVi-in.—2-6, $4.35; 2-8, $4.50; 2-10, $4.75. 
311 Black lVi-in—2-6x6-6, $5.25; 2-8x6-8, $5.50; 2-10x 
6-10, $5.75; 3x7, $6.00. 

391 Galv.—2-8x6-8, $6.25; 2-10x6-10, $6.50; 3x7, $7.00; 
8x6-8, $7.25. 

525 Black—2-8, $7.25; 2-10, $7.50; 8x7, $7.75; 3x6-8. 

$ 8 . 00 . 


Drill Presses—Millers Falls 

20 11.00 23 7.50 

21 15.00 210 15.00 

22 5.00 

Hand Drills— 

No. Each No. 

4 3.00 

4V4. 2.80 

5 V* . 5.20 

5 Vi B. 5.20 

2.30 
3.70 
4.00 


445 


Each 

455 9.25 

545 12.00 

550 10.50 

555 13.75 

1430 4.60 

1445 8.00 

1455 9.25 

5.00 1530 6.50 


6.40 


1540 .10.00 


3.40 1545 .12.00 


3.50 

8.40 

8.00 


1550 .11.75 

1555 .18.75 


807 

Chain Drills—Goodell-Pratt 
. 4.50 818 . 

. . . 7.00 

816 . . 
817 

. 5.50 

... 4.50 

41 ... 

Yankee Automatic 

. 3.00 44 . 

. . . 8.75 

42 ... 

. 2 50 50 . 

... 4.80 

No. 

800 . . 

Yankee Chucks and Drill Points 

Set. No. 

. 1.15 805 . 

Set. 
... .56 

801 .. 




Yankee Drill Points 
8et of 8, $1.00; each 15c; 2 for 25c. 

Bits, Wood (Syraouse Pattern) 
Thirtyseconds— Ea. 

2 .25 

8 .26 

4 . 25 

5 .25 

6 .25 

7 .80 

8 .86 

9 40 

10 .45 

11 .45 


12 

18 

14 

16 

16 

17 

18 

19 

20 
24 


.60 

.55 

.60 

.65 

.70 

.75 

.85 

.90 

.95 

1.25 


Bit Stock Twist Drills for metal or wood— 


116 
3-82 
Vi . 
5-32 . 
3-16 . 
7-32 . 
V4 - 
9 32 . 
5-16 . 
11-32 
% 


13-32.70 

7-16 .75 

Straight Shank Carbon Steel, Short Set— 


.20 15-82 .80 

.20 Vi .90 

.20 17-32 . 1.00 

.85 9-16 . 1.10 

.30 19-32 . 1.20 

.35 % 1.80 

.40 11-16 . 1.40 

.45 % 1.60 

.50 13-16 . 1.80 

.60 % . 2.00 

.65 15-16 . 2.25 

1 2.50 


1-82 
3-64 
1-16 
5-64 
8-82 
7-64 
Vi . 
9-64 
5-82 


11-64.20 

3-16.20 

18 64 .20 

Straight 8hank, Wire Gauge Carbon 8teel— 


.15 7-82 .25 

.16 15-64.25 

.15 Vi .80 

.15 9-82 .85 

.15 6-16.40 

.16 11-82.45 

.15 % .50 

.15 18-82.60 

.15 7-16.70 

15-32.85 

Vi . 1.00 


1 to 5.25 

6 to 10.22 

11 to 15.20 

16 to 20.20 

21 to 25.20 

26 to 30.16 

81 to 85. 


86 to 40.16 

41 to 45.16 

46 to 50.15 

51 to 65.16 

56 to 60.16 

6i to 80. as 
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DRILLS—Continued. 


Sebco “Star*'— 


ft .. 

.18.00 

9-16 . 

. .36.00 

% . 

,22.00 

% . 

. .38.00 

7-16 . 

,26.00 

ft . 

. .52.00 

ft . 

,30.00 



LEOTRIOAL APPLIANCES— 



Universal Goods — 




Dishes, Chafing— 


E9437 . 

. 18.50 

1921 .............. 

.15.75 

E9439 . 

. .20.00 

E940 . . 

.25.00 

£9635 . 

. . 15.00 

E9850 . 

.22.50 

E9637 . 

. .16.00 

Grills— 


E9639 . 

. .17.50 

E982 . 

.12.50 

E9646 . 

. .21.00 

E984 . 

.15.00 

E9649 . 

. .23.50 

Heaters. Immersion— 

E9676 . 

. .18.60 

E970 . 

. 7.00 

Ranges, Table — 


Irons, Curling— 


E9841 . 

. .24.00 

E9901 . 

. 7.25 

Stoves — 


E99011 . 

. 8.00 

E998 .: . . 

. .11.00 

Irons, Pressing — 


E1997 . 

. .11.00 

*201 . 

,10.00 

E9960 . 

. .10.00 

E902 . 

. 8.50 

Toasters — 


E905 . 

. 8.50 

E945 . 

. . 9.75 

E9028 . 

, 7.50 

E946 . 

.. 8.50 

E9085 . 

. 8.50 

Urns, Coffee— 


E9051 .. 

. 9.50 

E916 . 

. .21.00 

E9081 . 

. 9.00 

E919 . 

. .22.50 

Irons, Waffle— 


E9136 . 

. .18.00 

E980 . 

.20.00 

E9146 . 

. .23.50 

Pads, Heating— 


E9149 . 

. .26.50 

E9940 .... 

.18.50 

E9166 . 

. .28.50 

Percolators— 


E9169 . 

. .81.00 

E9025 . 

. 18.50 

E9176 . 

. .19.50 

E9027 . 

. 14.00 

E9179 . 

..21.00 

*0029 . 

.15.00 

E9166044 . 

. .52.25 

*0435 . 

.17.00 

E9169044 . 

. .54.75 

Hot Point Goods— 




Chafing Dishes—No 

. 20501, 

$14.00 each; 20502, 

921.00 

20508, $28.50. 





Coffee Percolators—No. 20610, $11.00 each; 20611, 

$12.50;; 20620, $15.00; 20621, $15.00; 20622, $10.50; 
20650, $19.50; 20651, $26.00; 20652, $29.50. 

Grills—20101, $12.50 each; 20108, $15.00; 20104, 
$11.50. 

Percolator Sots—41484, $51.75; 41486, $41.75; 41586, 
$48.75. 

Curling Irons—112L1, $8.00; 112L2, $7.00. 

Heaters, Air—80501, $21.00; 80502, $28.50; 80508, 
$88.50; 80608, $40.00; 80604, $54.00; Hedlite, $12.00. 
Heating Pads—50142, $10.00; 50151, $12.50. 

Immersion Heaters—50201, $6.75; 50202, $8.25; 60208, 
99.75. 

Pressing Irons—11108, $9.75; 11208. $7.25; 11205, 

98.25; 11206, $8.25; 11807, $10.50; 11808, $10.75; 11810, 
912.00; 11812. $17.00; 11815, $18.50. 

Ovenette—No. 40701, $8.50. 

Store*—No. 20801, $8.50; 20302, $8.50; 40101, $9.00; 
40102, $10.25; 40108, $14.25; 40104, $16.50; 40105, 
919.50; 40106, $7.50. 

Toasters—114T5, $9.75; 114T5ft, $8.50; 115T1, $9.50. 
Vaeuum Cleaners—No. 60102, $87.50 each; 60108, $42.00. 
Attachments, $11.00. 


ELECTRICAL SUNDRIES— 

Attachment Plugs, No. 908, Benjamin. 

No. 500, Bryant . 

Bells, 2%*inch Eclipse, Nonpareil, Iron Box 

3-inch Eclipse, Nonpareil, Iron Box. 

Busters. Nonpareil, Iron Box. 

Watch Case . 

Cleats, 2 and 8 wire, nnglased. 


Each 

.35 

.20 

1.00 

1.00 

1.00 

.75 


Pair 


.06 


Clusters, No. 92, Benjamin, 2-light. 

No. 93, Beniamin, 8-light. 

No. 94, Benjamin, 4-light. 

Porcelain Rings for Clusters. 

Cord, No. 18, Green and Yellow Twisted Lamp 
No. 18, Heater, Twisted. 


1.35 
1.75 

2.35 

.20 

Foot 

.06 

.15 


Fossa, 6, 10. 15, 20. 26, 80 amp.10 

CHobes, 6x8 k, 4 . I. Ball.60 

8x8ft or 4, Ball. 1.25 

Knobs. No. 5%, solid.08ft 

No. 5ft, split.06 

Lamp Guards, Style A—16 O. P...40 

Style H—16 O. P.85 

Style H—82 O. P.45 

Loxon, 40 watt (guard only).65 

Loses, 60 watt (guard only).70 

Key far Loses Guards.10 

Foot 

Loom, 7-82 <260 feet is soil).10 

ft (250 fast to soil)..11 


Receptacles, No. 226, Porcelain Cleat. 

No. 195, Freeman Key, brass. 

No. 188, Freeman Key, brass. 

Rosettes, No. 319, Cleat, Mesco No.16445. 

No. 833. Concealed Mesco No. 16447 . 

Switches, No. 400, Common Snap, Mesco 5121. 

No. 403, Indicating Snap, Mesco No. 5123. 

No. 459, 3-way Snap, and Mesco No. 5129....*.. 
No. 4401, Single Pole Push, and Mesco No. 5011.. 

No. 4403, 3-way Push, and Mesco No. 5012. 

No. 707, Single Pole, 1-way Baby Knife. 

No. 708, Single Pole, 2-way Baby Knife. 

No. 709, Double Pole, l-way Baby Knife. 

No. 710, Double Pole, 2-way Baby Knife. 

Sockets, ft-inch and Pendant Cap Key BB. 

Pull Chain . 

Shades, 8-inch Tin Cone. 

10-inch Tin Cone. 

8-inch Flat Tin . 

10-inch Flat Tin. 

Shade Holders, 2 ft -inch P. A A., BB. 

3 ft-inch P. A A., BB. 

Tubes, Porcelain, 5-16x8 . 

5-16x4. 

5-16x5 . 

5-16x6 . 


Bach 

.30 

.70 

.80 

.20 

.80 

.50. 

.50 

.96 

.64 

.89 

.46 

.60 

.65 

.86 

.55 

1.00 

.55 

.60 

.60 

.75 

.15 

.25 

S8 

.06 

.07 


Tape, Durafix Friction, ft-lb. rolls 
Sticktite Friction, ft-lb. rolls.. 
Paraweld Rubber, ft-lb. rolls.., 

Wire, No. 10, S. B. Solid R. 0... 

No. 12, S. B„ Solid R. O... 

No. 14, S. B., Solid R. O. 

No. 18, Single Bell. 

No. 20, Twisted Bell. 

No. 18, Black R. C. Fixture. . . . 


Lb. 

. .95 

. .95 

. .86 
Foot 
. .05ft 

. .04 

. .09 

Lb. 

. 1.95 
. 1.40 
100 Feet 
. 1.50 


EMERY—Per lb., 25c. 
Stones—See Stones. 
Cloth—See Cloth. 
Wheels—See Wheels. 


FASTENERS—Casement, common brass plated, 85c; Saab, 
common brass plated, 20c, two for 25c. 

FAUCETS—Cork Lined— 8-inch .80 

7-inch, each . .26 9-inch ..85 

FIBRE WARE—Funnels—l-qt„ $1.50; 2-qt., $2.25. 

Lunch Boxes—25c to 40c. 

Measures—1-pint, $2.25; l-qt n $2.60; %-gal„ $8.00; 1 
gal., $3.75. 

Pails—12-quart, $2.00. 

Spittoons—4x9-in., $2.50; 5xll-in., $2.75; 6xl8-in., 98.50. 
Tubs. Oral—18-inch, $5.00; 28-tnch, $8.00. 


FIGURES AND LETTERS (STEED- 


Figures 

Set 

Each 

Letters 

Set 

Each 

ft inch... 

.. 1.50 

.25 

ft inoh... 

.. 6.00 

.85 

8-16 inch.. . 

.. 2.00 

.80 

ft inch... 

.. 4.50 

.25 

ft inch... 

. . 2.50 

.35 

8-16 inch_ 

. 6.00 

.80 

5-16 inch. . . 

. . 8.00 

.45 

ft inch... 

.. 7.50 

.85 

% inch... 

. . 3.50 

.65 

5-16 inoh... 

.. 9.00 

.40 


FILES—Band Saw, slim, 4 inches long, 20e each; 5 inches, 
25c; 6 inches, 30c; 8 inches, 40c; 10 inches, 65c. Knife, 
Bastard, 4 inches, 40c; 5 inches, 45c; 6 inches 50c; 8 
inches, 60c; 10 inches 70c. Regular Taper, 8-8ft inches, 
15c; 4 inches, 15c; 4ft inches, 15c; 5 inches 20e; 5ft 
inches 20c; 6 inches, 25c; 8 inches, 40e; 10 inches 60c. 
Slim Taper, 3-8ft inches, 15c; 4 inches. 15c; 4ft inches, 
15c; 5 inches, 20e; 5ft inches, 20c; 6inches, 25c; 8 inches, 
85c; 10 inches, 45c. Warding, Bastard, 4 inches, 80o; 6 
inches, 85c; 6 inches, 40c; 8 inches, 45c. Flat Bastard, 8, 
4 inches, 25c; 5 inches 25c; 6 inches, 80c; 8 inches, 40c; 10 
inches, 50c; 12 inches, 70c, 14 inches, 95c; 16 inches, 81.25. 
Half Round Bastard, 8, 4 inches, 86c; 5 inches. 40c; 6 
inches, 45c; 8 inches 65c; 10 inches, 65c; 12 inches, 86c; 
14 inches, $1.10; 16 inches $1.45. Mill Bastard, 8, 4 inches, 
20c; 5 inches 25e; 6 inches, 25c; 8 inches, 80c; 10 inchest 
40c; 12 inches, 55c; 14 inches. 80c; 16 inches $1.10. Round 
Bastard, 8, 4 inches, 20c; 5 inches, 26c; 6 inches, 25c; 
8 inches, 80c; 10 inches, 40c; 12 inohes, 65c; 14 inches, 80c; 
16 inches, $1.10. Square Bastard, 8, 4 inches, 80c; 6 inches, 
80c; 6 inches, 85e; 8 inches, 40c; 10 Inches, 56e; 12 Inches, 
75c; 14 inches, $1.00; 16 inches, $1.85. 

FIXTURES—Grindstone—Auto—01. 82.00; 02, 92.60; 15. 
$1.25; 17, $1.85; 19, $1.50: 21, $1.75; Am. HeaTy^-17, 
81.00. Extra Shafts, 16-inch, 50c; 17-inch, 60c. Extra 
Cranks, 25c. 


FLASHLIGHTS — Eveready Daylos — Complete — No. 6961, 
$1.10 each; 6962. $1.40; 1991, $1.75; 2604, $1.75; 2681, 
$2.00; 2632, $2.50; 2619. $2.50; 2616, $2.10. 

Ereready Batteries—No. 705, 60c each; 790, 40e; 791. 
40c; 700, 40e; 750, 40e; 761, 45c. 
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HARDWARE WORLD 

RETAIL BELLING PRICES—Continued. 


FLASHLIGHTS—Continued— 


GLASS—Window— 


Kwiklites 

Tubular Nos... 5220 5221 5223 5229 5331 6240 6240B 

Complete, ea...$1.35 $1.70 $2.00 $2.00 $2.25 $1.55 $1.70 

Case A Bulb, ea. 1.15 1.35 1.50 1.65 1.75 1.25 1.40 

Tubular Noa . .6241 6241B 6249 6249B 6343 6843B 6351 
Complete, ea...$1.85 $2.00 $2.35 $2.55 $2.25 $2.45 $2.75 

Case A Bulb, 6. 1.50 1.65 2.00 2.20 1.75 1.95 2.25 

Pocket Noa .2472 2573 3475 8475B 3577 3577B 3579 

Complete, ea_ 1.00 1.25 1.25 1.35 1.50 1.65 1.90 

Case A Bulb, ea. .70 .85 .95 1.05 1.10 1.25 1.50 

Watch Chain Noa. 6239 6239B Watch Chain Bat’y No. 1204 
Complete, each... .$1.00 $1.10 Battery only, each... .$ .25 
Caae and Bulb, each .75 .85 

Battery only, 

Noa. ...1202 1203 1206 1207 1271 1801 1808 1809 

Bach ..$0.80 $0.85 $0.30 $0.80 $0.30 $0.50 $0.40 $0.40 

FLATTERS—Blacksmith—2-in., $1.25; 2%-in^ $1.65; 8-in., 
$2.00; 8%-in, $8.00. 

FORGES—No. 150 Chicago, $16.35; No. 151 Chicago, $17.00. 
Buffalo—No. 810 Steel Ball Bearing Rivet, $83.00; No. 722, 
$38.00; No. 742H, $40.00. 

FORKS—Hay—Nellie, 94 single haipoon, $6.25; 95 double 
harpoon, $8.85; 96 double harpoon, $7.75; 97 double harpoon, 
$4.25; 98 double harpoon. $7.85. Grapple, No. 99 (4 tinea), 
$15.50; No. 100 (6 tinea), 618.00. Jackson Patterns, 4 ft., 
$19.00; 4% ft., $19.75; 5 ft., $28.00. 


3B Grade— Large Lots Small Lota 

Single Strength .70% 70% 

Double Strength. 75% 65% 

Extras for Putting in Glass Per Light 

First 3 Brackets.50 

Second 8 Brackets.75 

Third 3 Brackets. 1.00 

Larger Lights.$1.00 per hour, per bus 


GLASSES— 

Ground Level— 

1 % . 

2 . 

2 % . 

8 . 

3 % . 


GLASSES, GAUGE- 


10 

12 

14 

16 

18 

20 

22 

24 


.60 

.60 

.65 

.70 

.76 


Proved Level— 

1 % . 

2 . 

. 

8 . 

8 % . 


% 

.35 

.35 


Standard 

%*% 

.35 

.85 

.45 

.55 

.60 

.65 

.70 

.80 


% 

.35 

.50 

.60 

.65 

.75 

.80 

.90 

1.00 


Extra 

.55 

.60 

.70 

.85 

.95 


. .15 
. .15 

. .15 

. JO 
. JO 

Heavy 

% 

.75 

.90 

1.05 

1.35 

OS 


FREEZERS—Arctio— 


Qta. 
1 . 

Each. 

. 4.00 

2 . 

. 6.45 

2 

. 4.60 

3 . 

. 7.65 

8 - 

.5.65 

4 . 

. 9.45 

4 ., 

. 6.80 

6 . 

.11.85 

6 . 

. 8.60 

8 . 

.15.40 

8 . 

.11.10 

10 . 

.20.50 

Toy 

.4.00 

12 . 

.24.50 

White Mountain 

15 . 


1 .. 


20 . 



FROES—Special—Each, 12-in., $2.00; 14-in., $2.25; 16-ln„ 
$2.50. Common—Each, 12-in., $1.75; 14-in., $1.85; 16-in., 
$ 2 . 00 . 


GARBAGE CANS—(See dans) — 

GATES—Molasses and Oil — 

Stebbins—%-inch, 55c each; 1-inch, 65c; 1%-inch, 75c; 
1 % -inch, 85c; 2-inch, $1.00. 

Perfection—Lock Fast—%-inch, $1.25 each; %-inch, 
$1.50; 1-inch, $1.75; 1%-inch, $2.00; 1%-inch, $2.25. 
Enterprise, Self Measuring—No. 61, Faucet, $10.50; 97, 
Pump, $24.00. 


GAUGES—BUTT—Stanley— 

No. Each 

98 . 1.86 

94 .2.15 

95 .2.00 

95% . 1.66 

Marking—Stanley— 

61 .20 

64 .50 

65 .90 

Altitude Gauges, $6.85. 

Steam Gauges, 4%-in. face I O, $6.85. 
Thermometer, Straight, $1.60. 
Thermometer, Angle, $1.76. 


No. 

77 . 1.65 

71 1.00 

90 .85 

91 . 1.65 

92 2.85 

97 1.40 

98 2.15 


GLOBES—Lantern—Cold Blast—Plain. 25c each; Bullae?*, 
40c; 2 Plain, 25c; 2 Bullseye, 40c; 2 Ruby, 55c. 

Railroad —Clear, 30c each; Green or Red, 85c. 

Tubular—Clear, 10c each; Plain, 25c; 8-0 Ruby, 75c; 4-0 
Bullseye, 40c; 6-0 Wisard, 25c; 6-0, 25c each. 


GLUE—Dry- 
No. or Brand 
AAA . 

B . 

OX. 

D . 

GX . 

LXX . 


Lb. 

.M 

.70 
.45 
.3 5 
.50 
.45 


Imperial Liquid— 

Sise .1 Os. 

List, Dos.... 1.06 
Sug. Rat. Ea.. .20 


% Pk % Pt. % Pt 
1.80 2.80 4.50 

.80 .80 .50 


lPi 1 Qt. l.Gei 
7.00 11.25 64.00 
.85 1.50 4.50 


Lo Page's Liquid— 

Sise . 1 Os. 2 Os. % Pt. % Pt. % Pi. 

List, dos.1.60 1.65 1.86 2.80 4.60 

Sug. Rat Ba... JO .20 .80 .80 JO 


lPt. 101 
7.00 11-25 
.85 1.50 


GOUGES—Buck’s, Socket Pinner, Outside Bevel—No. 42- 
14- inch, $1.20; %-inch, $1.20; %-inch, $1.25; %-inch, 

$1.30; %-inch, $1.40; %-inch, $1.55; 1-inch, $1.65; -%-inch, 
$1.85; 1 %-inch, $2.10; 1 %-inch, $2.25; 2-inch, $2.50. 

Witherby No. 820—%-inch, $1.50 each; %-inch, $1.50; 
%-inch, $1.65; %-inch, $1.70; %-inch, $1.80; %-inch, 

$2.00; 1-inch, $2.10; 1%-inch, $2.25; 1%-inch, $2.50; lk- 
inch, $2.75; 2-inch, $8.25. 


P. S. A W. Firmer— 


160—% ineh- 

... 1.50 

1 inch 

% inch.... 

... 1.60 

1% Ineh. 

% ineh.... 

... 1.65 

1% ineh 

% ineh.... 

... 1.70 

1% inch 

% inch.... 

... 1.80 

2 ineh 

% inch.... 

... 2.00 



2.10 

2.25 

2.50 

2.75 

8J5 


GALVANIZED WARE 


Boilers, Coffee 

1% quarts.90 

2 quarts. 1.10 

8 quarts. 1.35 

4 quarts. 1.90 

6 quarts.2.15 


8 

quarts. . . 

. . . 2.60 

10 

quarts. . 

... 3.00 

12 

quarts. . 

... 3.40 


Boilers, 

Wash 

18 


... 2.75 

21 


... 3.00 

22 


. .. 3.25 


Bowls, Wash 

11 

inch diam.. .35 

13 

inch diam.. .40 


Buckets, 

Fire 

12 

quarts. . 

... .90 

14 

quarts. . 

. . . 1.00 

14 

quarts. . 

. . . 1.25 


Buckets, 

Well 

10 

quarts. . 

... .90 

12 

quarts. . 

... 1.00 

14 

quarts. . 

... 1.10 


Cans, 

10 gals. 4.80 

16 gala. 6.75 

20 gals. 6.75 

28 gsls. 7.75 

Cans, Garbage 
5% die. in lota 8 dos. 
2 gals. 1.00 

5 gals. . .. 1.35 

6 gals. 1.75 

8 gals. 1.85 

10 gals. 2.25 

16 gals. 2.75 

Corrugated, 


Side Handles 

14 gals. 2.65 

16 gals. 6.75 

19 gals. 7.75 

28 gals.10.75 

Gasoline Cans 
(1 P A B, 1) 

5 gals...._2.50 

1 gal.85 

(Bids faucet) 

5 gala.. 2.50 


(Top faucet) 

5 gals.2.50 

Oil Cans 


1 gal.70 

2 gals.1.15 

6 gals.2.50 

(Double seamed) 

5 gala.2.00 

(Side faueet) 

5 gala..2.50 


Dippers 

1 quart.80 

Coal Hods 


16 ineh.1.00 

17 Inch. 1.20 


Camp Kettles 

1 gal.40 

1% gals.55 

2 gals.70 

3 gals.90 

4 gals.. . 1.05 


Cement Pails 


14 quarts.2.50 

16 quarts. 3.50 

Chamber Pails 
(Puritan) 

10 ouarts.1.10 

12 quarts.1.15 

Stock Pails 

14 quarts.90 

16 quarts.1.00 

18 quarts. 1.15 

20 quarts.1.25 

Water Pails 

8 quarts.45 

10 quarts.55 

12 quarts.60 

14 quarts.70 

16 quarts.85 

Refrigerator Pans 

12-inch .75 

14-inch .85 


Water Pota 
or Sprinklers 


4 quarts.1.00 

6 quarts.1.25 

8 quarts.1.50 

10 quarts.1.75 

12 quarts.2.00 

16 quarts.2.50 

Foot Tubs (oval) 

16-inch ...... .85 

18-inch . 1.00 

20- inch . 1.20 

21- inch .1.50 

Wash Tuba 

18- inch .1.85 

20-inch .1.65 

22- inch .1.90 

24-inch .2.25 

(Extra heavy) 

20-inch .2.50 

22-inch .2.75 

24-inch .3.00 

19- inch .* 1.50 
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KBTAIXa SELLING! FBKJES—OonttainedL 


GRAPHITE—Flake, per lb„ 80c. 

GREASE—AXLE—1 lb. cant, 15c each; 8 lb. cant. 40c; 6 lb. 
cans, 65c; 10 lb. pails, $1.25; 25 lb. pails, $2.75. 

Cup Grease—5 lb. cans, $1.00 each; 10 lb. oans, $1.75; 
25 lb. cans, $3.75. 

Transmission—5 lb. cans, 20e each. 

GRINDSTONES— 


Loose— Owt. 

15 to 40 lbs.8.00 

40 to 200 lbs.. 8.00 

Over 200 lbs. 8.50 

Fixtures and Axis— 

15 inch . 1.25 

17 inch . 1.40 


19 inch . 1.50 

Mounted—Hand— 

7 inch...8.00 

8 inch. 8.25 

10 inch. 4.00 

12 inch.4.50 


PedalMounta—Prices ranee from $9.75 to $20.25, according 
to material and quality. 


HACKSAW BLADES— 
Lenox, Powei 
Lffth. Wdth 

9*16.... 

1 


8" 

10 * 

10 * 

10 * 

12 * 

12 * 

12 * 

14* 

14* 

14* 

16* 

16* 


5 

1. 

ft 


1._ 

%.... 
1. 


.90 

1.15 

1.85 

1.85 
1.60 
2.80 
1.70 
1.90 
2.65 

2.15 
8.05 



17* \ .... 

.. 2.80 

Heavy. 

17* 1. 

.. 8.25 

.... 

Hand. Lenox— 

.... 

Length. 

Each 

1.95 

8-inch. 

. .10 

2.45 

9-inch. 

. .10 

.... 

10-inch. 

. .10 

2.85 

11-inch. 

. .10 

2.95 

12-inch. 

. .15 

. ... 

Hand, Starrett, 

Victor, 

2.75 

8-inch . 

. .10 

8.60 

9-inch . 

. .10 

8.15 

10-inch . 

. .15 

8.90 

12-inch . 

. .15 


4.15 

Dos. 

.75 

.85 

1.00 

1.10 

1.20 


HACK SAW FRAMES—M. F.—4B, 


.85 
.95 
1.10 
1.25 

75c; 6, $2.50; 9, $1.85; 


G3- 7 5i 77, $1.00; 78, $1.50; 1027. $2.50: *69,’ $8.80; 

4 Milford Adj., $3.75; 7 kilfordAdj., 
$1.65; 86% Disston, $1.50; 40 Extension, 75c. 

HAMMERS—No. 41%, $8.00 each; 11%, $2.50; No. 2 BaU 
"ein, $2X5. 

HAMMERS— Maydole Carpenters' Nail—No. 1, $2.35 each; 
1*. ^2-25* 2 $2.00; 11, $2.35; 11%, $2 25; 12, $2.00; 
J2H. $1.85; 13, $1.75; 14, $165; 34, $1.50; 611%, $3.25 
$1°75 ,8 * 00; 71X * * 2 35; 711 ^» 12.25; 712, $2.00; 718, 

, Mavdole Chipping—No. 100, $1.90 each: 101, $1.75; 
102, $1.55; 108, $1.40. Maydole Gross Pein—fco. 174, $1.60. 

Bal1 Pein — 876 i ^2.50; d76, $2.40; 377, 
J&MLk 379 » *2.10; 776, $3.25; 770%, $2.75; 
III’ $2.50; 772, $2.25; 773, $2.00; 774, $1.85; 775, $1.75; 
776, 1.50; 777, $1.45; 778, $1.35. * * * 

HAMMERS— 


Plumb's Carpenter's Nail— 

K1 . 1.25 

TO 1%. 1.25 

A 11 . 1.20 

A 11%. 1.15 

A 12 . 1.10 

0 11% . 1.50 

O 12 . 1.45 

P 80 .2.25 

P 81 .2.15 

P 82 . 2.00 

P 88 . 1.90 

P 84 . 1.80 

P 85 . 2.25 

P 86 . 2.15 

P 87 . 2.00 

Plumb's Engineer's— 

261 2.15 

262 2.35 

263 . 2.50 

264 . 2.75 

Plumb's Machinist's Ball 

Pein— 

18 65 

370 1.40 


371 1.50 

372 1.50 

373 1.55 

374 1.65 

1.75 
1.85 
2.10 
2.50 

2.75 


375 

376 

377 
379 

381 . 

Plumb's Riveting— 

220 .. . 

221 . 

222 . 

228 . 

251 . 

252 . 

253 . 

254 . 

Plumb's Brick— 

461 . 

462 . 

8154 . 

8155 . 

Plumb's Prospector's Pick 

470 . 2.75 

471 .2.85 

HANDLES—Adze, extra select, $1.00; second growth, $1.00. 

Axe—Single or double bit. Boys* No. 1, 60s; Boys' extra 
select, 60e; Turned No. 1, 60c; extra select hickory, 85c; 
second growth, $1.00. 

Chisel—-Hickory, 10c; Leather Tip, 15c. 

Hammer and Hatchet — Second growth hickory, 12 inch. 25c; 
14 inch, 25c; 18 inch, 80c. 


1.25 

1.25 

1.85 
1.50 
1.75 
1.80 

.1.85 

2.00 

2.00 

1.75 

1.15 

1.86 




Select Maple 

Rook Maple 

Select Hickory 

2 %x4 


- T- t 

2.80 

2%x4% ... 



9.40 

2 7 

4*4% ... 


1.80 

2.50 

21 

4x5 


1.75 

2.65 


4x5 


2.00 

8.80 

2! 

4*5% ... 


• e e 

4.45 

8 

*5% ... 


9.45 



5°* 2\a 16 ?J A £ iM , No ‘ 84 » * 1 - 60 - One Orosa Out, 
N°. 218, 45c; Supplementary, 80c. Auger M F No l! 
$ 1 . 00 ; No. 2 . $1.25; No. 8 , $1.75; No. 4 , $4.75; No’ 6 OomZ 
15c; Pecks Adj., 50c; Pratts Ratchet, $ 4 . 75 . *■* 

HANGERS, BARN DOOR—rJchards-Wilcox— 

No. With Bracketa 44-1 for 68 traak e aa 

“81 & ii S2::: 5iS tnii:: ^ 

so a .4o S5 ft: 2::::::::: ?:?° 5 

185-1 for 81 track.... 8.50 Lanes No. 25. 1.40 

88-1 for 61 track.... 1.66 Wilbern, rnd. tr., No. 5 8.00 

PA^LORpOOR—Osmplete with track— 

Richards-Wilcox, Double. 14 . 7 is 

No. 11, 14-in.. •••.•• 6.00 16 __ o*«c 

Bi».. no. aai ia 

.12.00 17 .10 SO 

2J .12.00 18 . 11 SO 

28 .I *.! 14.25 2°‘ 55.4.85 

29 .15.40 Prouty, No. 5D. 8.75 

810 .16.50 Lanes, No. 0105.4.85 

Richards-WUcox, Single. Lane* No.‘ 0°105NT t .75 

- 2 * 50 Lanes, No. 105A.9.45 

No. 221 Lanes, No. 105. 9 75 

18 . 8.00 Lanes. No. 105NT .... 7*.75 

HASPS - Common— 

Sise 20 6 -in., oach, 10 c: 6 -ln., 10 c; 7 -in^ 10 c: 8 -im. 15c- 
OA 0, o$ z ®o? 0 ' 10 «I « 10ci*7.imT 10 S; 

^200 *‘8 l 2 ilo ’ 15e, 10 ln - 50 ®- **• 

«*“• 

8-la., S ° 0; ^ ^ 88e; # ta - » 0 ®: 

J 80 ^— 8 -in., each, 25e; 4H-la.. 86 .; 8 -la. 40c. 
k*f k . -a I.? ro 2 t J r > •*«*. « 0 c; 28 Proatr, tuh, 70*. 
•JhfsJr* 16 ’ *'“•* d °*- a0#; 4 * ln - aachTiSc; 6 -la. 

B n £15—M°- “*£> 2S® : 4 ft}"-' 20a; «-la. 45a. 
»a£-E*eh^«£• *“*• a8e: 4 ™' ln " 80c : •••“. 46c. 

925Z—Eadi, 65c. 

“ ch ' 55c: e6o: 4lB - 

941J—Each. 70c. 

HATCHETS—Underhill Star, No. 10 , Chicago Pat., $8.26; 
No. 5, Boston Pat., $3.25; No. 15 St. Paul Pat., $$25 
Sayre—Boston, No. 80, $ 8 . 00 ; Chicago No. 40, $8.25. 

Flooring—Plumb, $3.00; White, $4.00 

$4^0 >ad 1 Plumb ’ * 2 - 86 I 2 » * 8 - 25 ; 8 , $3.65; 4, $4.00; 5, 

or double Bevel )—8 White. $8.00: 7 
$8.25; 6, $3.35; 5, $8.50; 4. $4.00. ' 

£1* w TT 1 Plamb « $2.50; 2 Plumb, $2.65: 8 Plumb, $ 2 . 75 . 

? lamb or equal. $2.25: 2, $2.50; 8 , $2:75. 
Half —1 Plumb or equal, $2.85; 2, $2.50. * 

Barrel or Fruit Box—Sayre 400, $ 8 . 00 ; Sayre 401, $2.75. 

HEADS—MOP— Cotton —No. 9, 40c each; No. 12, 50c; No 15 
nr c; S°- *L° 0 . Linen, No. 012, 60c each; ko. *015, 

75c; No. 018, 90c; No. 020, $ 1 . 00 . 

HINGES— 

Wrought Brass—No. 75, 85c pair; No. 76, 80c pair. 

H«c‘; B . , W.,i 440 ' «• *•*« A 

No®'8#5~M^Tta? «£* “* ! N °- 8#08> ” e: 

Counter Flap—No. 9001, $1.85. 

Light Tee Hinges—No. 904, 8 -in^ 20 c; 6 -in.. 86 c. 

Extra Haaxr Tea Hlagaa—No. #08, 4-la., 4fie; 6 -la„ 
76o: 2-la- $1.00: 10-la., 81.85; 12-la, 81.86; 14-la. $2.15. 
Llfhi Strap ainsaa—Ne. # 00 , 8 -la. 10 a; 6 -la. 40a; 
No. 902, 4Tb., 80a; 6 -la. 60e; 8 -la. 75 e; 10 -ta; 
$1.15; 12-in., $1.60; 14-in., $1.85. 

® a,T -„^ ap ~ No * 1808 H. 8 *ia^ $ 1 . 00 ; 10 -in, 
$2.25; 12-in., $8.00. 

Gate Hingee—No. 124, 90c; 384-254, $ 1 . 10 ; 274, $ 1 . 45 . 
Gate Latches—No. 7, 85c: 9, 40c; 14, 40c. 

Hook and Eye Hingea—%-inch, 85c; %-inch, $1.25; %- 
inch, $1.85, 

Wrought Hook and Eye Strap Hingee—No. 10 , 95c; 
12, $1.10; 14, $1.25. 

pSStVk Jmu ,^To- DBM81 ' 1Hx wa8! 1 ' 4rt ' 

BUTTS— 

Ball Bearing Bntte—BB241F, 8 %x 8 %, $1.75; 4x4, $1.86; 
#175 ' $2 Ob B W*25 8rS ’ ai ' 75i *» 0< >; 22.2*: BB241H, 


Pick—86-inch Drift, Seleet, 75c; Extra 8eleet, $1.00; Rail¬ 
road No. 1, 50c; No. 2, 60c; Select, 85c; Extra 8clect, $1.16. 
Sledge—86-ineh, Select. 60c; Second Growth, 75c. 

Raw, Hand—Diaaton, No. 7, 50c; No. P8, 85c: No, 1$. $1X5. 
Oroescnt, Diseton, No. 119, $1.00: No. 118, $1X$; No 
$1.50. Simonda Reversible Guard, per pair, $1.60, 


fo. 114, 


l.yo; ga.uu; gxxo. 

Chicago Butts, Single Acting—2002 Jap., 8-in., $9.00; 
ln„ $2.40; 5-In. $2.75; 6-In.. $8.45. 9982 d 1>B and 

L72AO, 8*in n $2.60; 4-ln^ $8X5; 6-in., $8.76; 6-in. $4.75. 
2112NP, 8-ln^ $8.50; 4-in^ $4.10; 5-in.. $5.00. 

Donble Acting—200U, $8.80; $8.86; $4.50; $5.60; $7.15; 
$10.80; $1A95. 3171A0 and 2281AB, $AS0; $5.10; $6.00; 
$7.60; $10.00; $14.00; $19X5. 

Galvanised Butts—No. 1884, 2%-in n 60c.; 8-in^ 80c; 
4-in., $1.40 ; 5-in., $2.45. 

Google 
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RETAIL KBLUNO PRICES—Continued. 


BUTTS—Continued— 

Light Loose Pin Butts—289D24F, 2x2, 85c; 8x3, 50c; 
289SF2, 45c; 60c; 289N, 55c; 70c. 

Plain Bevel Edge Surface Butts—165D2-F, 2 %-in., 50c; 
8 -in., 65c; 4-in., 80c. 165SF2, 2 %-in., 55c; 8 -in„ 65c; 

4-in., 85c. 

Plain Steel Butts—No. 808, 2%x2%-in., 20c; 3-in., 25c; 
4-in„ 45c. 

Sherradized Butts—SC804Z&ZZ, 2 %-in., 50c; 8 -in., 60c; 
4-in., $1.10; 5-in., $1.80. 

Wrought Steel Butts—241D2-F, 2x2, 45c; 3x3, 55c; 4x4, 
70c; 5x5, $1.40. 241SF2, 2x2, 50c; 3x3, 60c; 4x4, 85c; 

5x5, $1.35; 241H, 2x2, 55c; 3x3, 60c; 4x4, 85c; 5x5, $1.35; 
241N, 3x3, 65c; 4x4, 90c. 731%, 2x2, 45c; 3x3, 50c; 4x4, 

70c; 5x5, $1.30. 733, 3x3, 55c; 4x4, 75c: 5x5, $1.40. 

Wrought Steel Plated Butts—286D2&F, 2-in., 30c; 

2%-in. 35c; 8 -in., 40c. 286H, 85c; 40c; 45c. 286N, 40c; 

45c; 50c. 

wrought Steel Butts—No. 804, 8 x 8 , 85c; 4x4, 60c; 
5x5, 70c. 

Wrought Steel Butts—No. 888 , 1 %-in., 15c; 2-in., 20c.; 
8 -in„ 25c. No. 840, 15c; 20c; 30c. 

Wrought Plated Butte—291D2&F, 2%-in., 40c; 8 -in., 45c; 
8 %ln., 60c. 291SF2AH, 2 %-in., 45c; 8 -in., 50c; 8 %-in., 

_69c. 291N, 2%-in., 50c; 8 -in., 60c; 8 %-in., 70c. 

HOLLOW WARE— 8 TEEL—Bailed Griddles, Cooking surface 
12 inches, $1.90 each; 18 inches, $2.25; 14 inches, $2.50. 

Handled Griddles—Cooking surface 9 inches, $1.80; 10 
inches, $1.50; 11 inches, $1.65. 

Spiders—Diameter, bottom, 8 inches, $1.10; 9 inches, 
$1.20; 10 inches, $1.50; 11 inches, $1.75; 12 inches, $2.00. 

HOLLOW WARE—OAST—Bailed Griddles—Diameter, top 
11% inches, $2.40; 18% inches, $8.15; 15% inches, $8.75. 

Handled Griddles—Diameter, top, 8 % inches, $1.25; 9% 
Inches, $1.85; 10% inches, $1.75: 11% inches, $2,10. 

Spiders—Diameter, bottom 8 % inches, $1.50; 8 % inches, 
$1.60; 9% inches, $1.95; 10% inches, $2.40; 10% inches, 
$ 8 . 00 ; 11 % inches, $8.60. 

Long Griddlee—7%xl6% inches, $2.80; 8%xl9 inches, 
$2.85; 9%x21 inches, $8.75; 12%x24% inches, $5.40; 
18%x25 inohes, $7.50. 

Dutch Ovens, without legs—Capacity 5 qts., $4.60 each; 
6 qts., $5.25; 8 qts., $6.80; 12 qts., $7.75. 

Flat Bottom Kettles—Capacity 6 qts., $8.50; 7 qts., $4.10; 
9 qts., $5.00. 

Regular Kettle *—6 qts., $8.60; 8 qts., $4.10; 10 qts„ 
$5.00. 

Scotch Bowl *—8 qts„ $2.20; 4 qts„ $2.65; 5 qts., $8.00; 
6 qts., $8.65. 

Yankee Bowls— 4 qts., $2.85; 6 qts„ $8.00; 7 qts, $8.60; 
9 qts, $4.00. 

Ham Boilers—No. 8 , $7.15 each; No. 9, $7.75. 

Waffle Irons, regular style, $2.75. 

No. 40, steel... .20 .25 .80 .40 .45 .50 .95 

HOOKS AND EYES—(Price per dozen)— 

Screw Hooks Screw Eyes 

8 teel Brass 8 teel Brass 
0 .85 ... .65 

1 .75 ... .50 

2 .60 ... .45 

8 .50 ... .35 

4 or 104.40 ... .80 

5 or 105.35 ... .25 .75 

6 or 106.25 1.25 .20 .60 

7 or 107.20 .60 .15 .45 

8 or 108.15 .75 .10 .40 

9 or 109.15 .60 .10 .85 

TO or 110.10 .50 .10 .80 

11 or 111.10 .40 .10 .25 

12 or 112 . 10 .30 .10 .20 

18 or 113.10 .25 .10 .15 

14 or 114.10 .20 .10 .10 

Gate Hooks and Eyes— 

Size 1 % 2 2 % 8 8 % 4 6 

No. 40, steel... .20 .25 .30 .40 .45 .50 .90 

No. 1040, brass.. .75 .90 1.10 1.50 1.75 2.00 4.40 

rJmL 1 —’ ® 5% Win., tinned.80 

4 U 60 Wire, nickel plated... .40 

!!!! Ao Clithes Lino- Ea. 

IfrA other f°ni»hei 1.60 

Oast, coppered.65 Malleable^iron, Galv.. .16 

Wire, coppered.65 101 . % 

Wire, Japanned.40 18 ia - • • -j! 

Wire, tinned.45 Bronee d ... ... ■ ■ ■.. .66 

Wire, nickel pleted... .45 •“*“•}•*■ P**? -*® 

Wire, brsee plated.70 I? in v enameled. Mnek .76 


HOSE FIXTURES—Hose Washer*—%-inch, dos., 5c; bulk. 

45c lb. 

Hose Couplings—Cast Brass, Common—%-inch, 20c each; 
% -inch, 30c; l-inch, 45c.. Heavy Brass, Clincher, %-inch, 

35c; %-inch, 35c. 

Brass Hose Clamps—%-inch, 5c each; %-inch, 5c; 1 - 
inch, 15c; 1 %-inch, 20c; 1 %-inch, 80c; 2-inch, 85c. 

Galvanized Steel Hose Clamps—%-inch, 5c each; %-inek. 
5c; 1 -inch, 5c; 1 %-inch, 15c; 1 %-inch, 20c; 2-inch, 25c. 

Hose Menders—Clincher, %-inch, 10c each; %-inch, lOe. 
Sherman Seamless Brass, %-inch. 10c; %-inch, 10 c. Wood, 
%-inch, 2 %c; %-inch, 2 %c. Caldwell Hose Straps, %-inch, 
2 %c; %-inch, 2 %c. Caldwell Hose Strap Pliera, No. 1 
for % or %-inch Hose Bands, 20e each. 

Hose Nozzles—Boston, %-inch, 90c each. Magic, %-ineh. 
$1.25. Oakland Pattern, %-inch 65c. 

HOSE, GARDEN—Coupled in 50 ft. lengths—5 ply, %-in n 22c 
per ft; 5 ply, %-in., 27c; 6 ply, % In., 27c; 6 ply, %-iiu 
83c; 7 ply, %-in.. 80c; 7 ply, %-in., 87c; Tested, 5 ply, 
%-in., 24c; Tested, 5 ply, %-in., 30c. 

Reel, not coupled—Goodrich Ribbed, %-in., 85c per ft.: 
%-in., 45c; Second quality, %-in., 82c; %-in., 42c; Third 
quality, %-in., 26c; %-in., 82c. 

IRON SHEETS— 

Galvanized— Out 8 heeta Full Sheets 

10 to 20.17 .15 

20 to 30.18 .16% 

Black Sheets— 

10 to 16.15 .12% 

18 to 24.16 .14 

26 to 30.18 .15 

Corrugated Sheets, Galvanized— 

26 Ga.18.00 

28 Ga. 12.00 

Rockface Siding.11.50 

Brickface Siding 28 Ga.. 8.25 

IRONS— 

Plane, Stanley or Bailey— 2 %-Inch Single.LOS 

1 %-inch—Block.55 1 %-inch Double.1.25 

1 %-inch 8 ingle.80 2-inch Double.1.45 

2 -inch Single.85 2 %-inch Double.1.55 

2 %-inoh Single.90 2 %-iuch Double.1.65 

2 %-inch Single. 1.00 2%-inch Double.1.70 

IRONS—Sad. Common. 25c lb. 

Mrs. Potts—No. 50, $8.00 set; 

70, $4.25; G. Pressing, 15c lb.; T Tailors' Gootu 15c 
lb.; N Gasoline, $5.25 each. Handles, 86 c; Asbestos No. 66 . 
$ 2.45. 

KITS—Lunch- 

Thermos—891-895, $8.75; 892-896, $4.00* 898-897, $4E6; 
894-898, $5.00. 

Universal—310—$5.00; 410, $5.25; 510, $5.75; 220. 

$4.75; 4070, $6.50; 8070, $4.50. 

KNIFE—Corn— 

Corn King, 60c; No. 12 Handy, 65c. 

KNIVES AND FORKS— 

Iron handled, act, $1.76. 

KNIVES—Hay- 

Lightning, $2.25; Iwan Sickle, $8.25; Iwan Serrated. 


2 %-Inch Single.LOS 

1 %-inch Double.1.25 

2-inch Double.1.45 

2 %-iuch Double.1.55 

2 % -inch Double.1.65 

2%-inch Double.1.70 


Lightning, $2.25; Iwan 81c 
$8.25; Heaths Upright, $2.75. 
KNOBS— 


.35 

.. . 

.25 

.76 

LACING—Belt— 



.25 

1.25 

.20 

.60 

Rawhide, Out 



.20 

.60 

.15 

.45 

Size % , per ft . 

.03 

0 and 1 , coil. 

.15 

.75 

.10 

.40 

Size 5-16, per ft ... . 

.03% 

2, coil . 

.15 

.60 

.10 

.85 

Size %, per ft . 

.04 

3, coil . 

.10 

.50 

.10 

.80 

Size 7-16, per ft. . . . 

.05 

OM, 1M, 2M, 3M spl. 

.10 

.40 

.10 

.25 

Size %, per ft . 

.06% 

Hooka 

.10 

.80 

.10 

.20 

Size %, per ft . 

.07% 

.10 

.25 

.10 

.15 

Size %, per ft . 

.09 

10 . 

.10 

.20 

.10 

.10 

Wire 


8 , 9, 10. 





0 and 1 , coil. 

.75 

6. 7 . 


2 % 8 8 % 

.30 .40 .45 

1.10 1.50 1.75 


Oast, coppered. 

Wire, coppered. 

Wire, Japanned. 

Wire, tinned. 

Wire, nickel plated... 
Wire, brass plated.... 


Goat and Hat— 
Double, cast, heavy 

Single, caat. 

Medium, east .... 

Heavy, cast. 

Cast, nickel plated. 
Oast, copper finish. 
Oast, brass finish . 
Cast, bronze, all fin 
Poremafo, solid .... 
Wire. Japanned ... 


.. .80 
.. .55 

. . 1.00 
.. 1.50 
.. 1.85 
.. 1.25 
.. 1.15 
.. 4.75 
.. .15 

.. .25 


Wire, tinned. 

Wire, nickel plated... 

Clothes Line- 
Malleable iron, Jap... 
Malleable iron, Galv.. 
Ores*— 

14-in., 16-in., 18-in... 

Bronzed . 

12 -in. enameled, green 
12 -in, enameled, black 
Finest quality steel.. 

Forged tool steel. 

Hammock— 

To screw. 

With plate . 

Hay Fork— 

% -inch pi. wr'ght steel 
%-inch pi. wr'ght steel 
% -Inch galvanised ... 
%-ineh galvanised ... 
7-16-inch galvanised.. 
%-inch Mhrnnlwd ... 


0 and 1, coil.75 6 , 7 .10 

LADDERS—Extension, No. 1, 45c ’ foot. Step, Climax, 70c 
foot; Special, Orescent, 65e foot; Standard, 40c foot. 

LAMPS—Coleman Quick-Lite, Gasoline—CQ329, Eastern and 
Central States, $9.00; Rocky Mt. and Pac. Coast States. 
$9.50. 

LANTERNS—Coleman Quick-Lite, Gasoline, LQ327—East and 
Central States, $7.50; Rocky Mt. and Pac. Coast States. 
8 . 00 . 


LANTERNS—Diets Tabular. 

Hot Blast Lanterns 
Little 8 tar Tin Lanterns .90 
Hl-Lo Tin Lanterns. . . 1.25 
Victor Tin Lanterns.. .95 

Monarch Tin Lanterns .95 
O. K. Tin Lanterns... 1.00 
No. 2 Royal Tin Lants. 1.10 
Cold Blast Lanterns 
Junior Tin Lanterns.. .95 

Junior Brass Lanterns 1.75 
Junior Brass Nieket- 
plated Lanterns.... 2.00 
No. 2 Creeoent Tin Lan¬ 
terns . 1.85 

No. 2 Blissard Tin Lan¬ 
terns . 1.45 


Same, Brass Fount and 

Top .2.75 

No. 2 Large Fount Blis¬ 
sard Lanterns.1.65 

Little Wizard Tin Lan¬ 
terns . 1.10 

No. 2 Wizard Tin Lan¬ 
terns .1.45 

Same, Brass Fount and 

Top .2.00 

No. 0 Large Fount Wla- 

ard Lanterns.1.65 

Same, Braea Fount and 

Top . 2.10 

Dash and Wagon Lanterns 
Buokeye Dash Lant'na 1.85 


Digitized by 


Google 
































































HARDWARE WORLD 

RETAIL SELLING PBIOBS—Oonttmud. 


217 


Junior Wagon Lant'na 1.75 
Roadater wagon Lan¬ 
terns . 1.75 

Driving L an to ms 
Baraka Driving, plain 

Ians . 2.00 

Same, with optical Ians 2.85 
Octo Driving, pl'n Ians 4.00 
Same, optical lens... 4.75 
Union Driving, plain 

lens . 4.50 

Same, with optical Ians 6.00 
Mill Lanterns 
Watchman's Mill Lan¬ 
terns, enamel fin... 2.26 
Underwriter’s Mill Lan¬ 
terns . 2.50 

No. 2 Blizzard Mill Lan¬ 
terns . 8.50 

Fire Dept. Lanterns 
King Fire Dept. Tin 

enamel finish .4.75 

Same, Nickellplsted on 

Tin . 5.25 

Same, all Brass.0.00 

Same, Nickel-plated on 

Brass . 6.60 

No. 2«Wizard Fire Dept. 
Brass Founts with 

enamel finish .5.00 

Same, all Brass.6.50 

LEAD —Bar, 20c lb.; Calking 
lbs.), 16c lb.; Sheet (full), : 


8ame, Brass, Nickel- 

plated . 7.00 

Wall Lanterns 

No. 15 Wall Lanterns 2.50 
No. 25 Wall Lanterns 2.75 
No. 80 Beacon Wall 

Lanterns .2.75 

No. 60 Beacon Wall 

Lanterns . 8.75 

Street and Hanging Lanterns 
Pioneer Street Lan¬ 
terns. Tin . 7.25 

Same, Brass Founts... 0.25 

Same, all Brass.12.00 

Pioneer Hanging Lan¬ 
terns, Tin . 7.75 

Same, Brass Founts.. .10.75 
Platform Lanterns 
Imperial Platform Lan¬ 
terns .12.50 

No. 1 Climax Platform 

Lanterns . 5.00 

No. 2 Climax Platform 

Lanterns . 5.25 

Nos. 1 and 2 Climax 

Nested .10.50 

Unclassified Lanterns 
Police Flash Lanterns 1.50 
Traffic Signal Lant'ns 4.00 
No. 12 Display Stand 
and Assortment... .24.50 

(100 lbs.), 17c lb.: Pig (100 
6c lb.; Wool, 85c lb. 


LEVELS—No. 86, 12-inch, $8.35; 18-inch, $4.00; 24-inch, 
$4.75. No. 87, 12-inch, $4.50; 18-inch, $5.25; 24-ineh, 
$6.25. 

Marx Aluminum—12-inch, $8.76; 18-inch, $4.50: 24-ineh. 

5.50; 28, $6.25. 

No. 05, 24-inch, $8.00; 26-inch, $8.25; 28-inch, $8.52; 
80-inch, $9.00. No. 06, 24-inch, $10.00; 28-inch, $10.50; 
80-inch, $11.00. 

Special Noe—No. 0, $2.00; 15, 24 and 26-inch, $4.75; 15, 
28 and 80-inch, $5.00; 25, $5.50. 84, $1.85; 4524, $5.00; 

4424, $6.50; 45%, $5.25; 00, $8.75; 08, $5.00; 108, $1.00. 

LEVERS—Ice Box—Brass, 4%-inch, $1.85 each: 6-inch, $2.25; 
0-inch, $4.25. Galvanized, 4%-inch, 50c; 6-tneh, $1.25; 9- 
inch, $2.00. Tinned, 8%-inch, $1.65; 11-inch, $2.65; 14- 
inch, $4.00; 16-inch, $6.75. 

LIFTERS—Hot Pan—25c each. Stove Cover, wire circular 
hanlde, 15c; straight wire handle, 10c. 

Transom, Coppered—%x3-in., 45c eaoh; %x4, 50c.; 5-16 
x4, 80c; 5-16x5, 90c. 


LINES, CLOTHES—Cotton, Braided—No. 850, 65e eaoh; No. 
450, 45c each. 

Cotton. Twisted—No. 140, 50c each; 150, 55e. 

Wire Twisted—50 foot 20 gauge, 50c; 75 foot 20 gauge, 65c: 
100 foot 20 gauge, 75c; 50 foot 18 gauge, 70c; 75 foot 18 
gauge 85c; 100 foot 18 gauge, $1.05. 

Wire, 8olia—100 foot 0 gauge, $1.00 each. 

LOCKS—Rim—Steel, 75c set; Cast, 60c set 
MANILA ROPE—8-16-inch to %-ineh, 60c per lb; %-ineh 
and larger, 45e. 


MATS, DOOR—Cocoa Fibre, Fine, 14x24, $2.00; 16x27, $2.50; 
18x80, $2.76. 

Cocoa Fibre, Medium—10x27, $8.25; 18x80, $4.25; 20x28, 
$5.00; 22x86, $6.25. 

Steel—15%x23%, $8.00 each; 17%x80, $4.00; 21%x36, 

$ 6 . 00 . 

Steel Matting in Rolls—Per sq. ft., $1.20. 


MATTOCKS— 

Short Cutter, Standard, 5% lba 
Long Cutter, Standard, 6 lbs.. 

Pick, Standard. 6 lb. 

Handled, D E 3. 

Handled. CE 8%. 

Handled S Q 8%. 


Each. 
1.75 
1.75 
1.75 
1.00 
. 1.65 
1.25 


MAULS—Post—10-lb., $1.80 each; 18-lb., $2.85; 16-lb.. $2.85; 
18-lb., $8.25; 20-lb., $3.60. 

Ship or Top—35c lb. 

Wood Choppers'—Adze or Round Eye, 80c lb. 

MILLS—Cider — 

Junior.42.00 8enior .65.00 

Medium.48.00 Force Feed .80.00 


MOPS—Handled— 


Brown Daley 

6 .85 

a . 1.15 

O-Oeder 

8 . 1.50 

4 .2 00 

Cotton 

120 .90 

140 . 1 10 

TBD.1.25 

OB D.1.60 

10B .1.75 

11B . 1.75 

180 . 1.35 

220 . 1.50 


MOP STICKS—No. 2, 25c each; No. 7, 50c each; No. 18, 50c 
each; No. 70 or Janitor’s, $1.00 each. 


MOWERS—'Lawn 


14-inch 

Greet American— 


16-inch 

15-inch. 

, 24.00 

Penni 

17-inch. 

26.00 

14-inch 

10-inch. 

20.00 

16-inch 

21-inch. 

82.00 

17-ineh 

Common— 


19-inch 

12-inch. 

0.00 

21-inch 


IS llilUli 72 i'n"; 86 85 - 85 = 48 *•: fcS; 

Sel! Full .Roll—12 in., $2.40; 18 in., $ 8 . 45 ; 24 in., $4 40: 80 
in.! $12 06 86 in *’ * 6 * 00 ’ 48 in - * 8 - 00 ; 60 in., $10.00; 72 

Sell Cut (lin ft .)—12 in., 2c; 18 in„ 8 c; 24 in 4 c- 80 in 
5c; 86 in., 6 c; 48 in.; 7%c; 60 in., 0c; 72 in.,’ lolfcc? ** 
20-gauge—List Roll, 12 in., $3.15; 18 in., $4 58; 

IS & to - 87 - 88:48 •»- 

Sell Full Roll—12 in., $3.55; 18 in., $5.10* 24 in 26 50- 
72 !”■; 38 ia - 88 85; 48 in - *11.80; , «0 

Sell Cut (lin. ft*)—12 in., 8 c; 18 in.. 4 % c - 24 in a*- 
30 in., 7c; 36 in., 8 c; 48 in., 10 %c; 60 in., 13c; 72 in.*! 16c 

o^ 1 ;inc io^o' gs „ u /^~ L i 8t 12 *»-. $4.95; 18 in., $7 12- 

is &: in - ,ia - 88: 48 8?6:iS; 

8 ell Full Roll—12 in„ $5.55: 18 in 28 00 - 9.a u. am on. 
?° in', 86 ln - 8I8 9 ° : 48 fc Wll] 

Sell Out (lin. ft .)—12 in., 5c; 18 in.. 7c* 24 in. ©c* an <„ 
lie; 86 in.. 12c; 48 in., isWe; 60 &.T 31*7 TS'ii.?'*»! 
%-inch., 20-gauge—List Roll, 12 in„ $8.65. 18 in 212 80 - 

IS fr. ; 8 °72V 1 l42 1 ^ 86 W188! 48 

Sell Full Roll—12 in., $0.60; 18 in., $18.85* 24 in 217 Aft- 
72 in'; $ 2 48°lo! 86 124 001 48 ln - 83200 1 60 in’.! $40.10; 

Sell Out (lin. ft .)—12 in.. 8 %c: 18 in lou*. sj i_ 

80 in., 19c; 86 in., 21c; 48 in^ 20c; 60in., 86c; 72 in!, 48c. 

NIPPER8, CUTTING— 


R | Kr ** ut * r ’ i - 


14-Inoh . 

. 8.75 

6-inch . 

• • 1.65 
-. 1 50 

Utica— 

Compound, 5 H -inch. 
Compound, 7 %-inch. 
Compound, 9-in eh.. 
Utica— 

Common. 5-Inch. 

Common, 6-inch. 


7-inch . 

.. 1 85 

. 2.65 

8-inch . 

.. 2 15 

. 8.15 

Nettle ton's— 

6-inch . 

8-inch . 

10-inch 

.. 2.00 
.. 2.40 

O OA 

. 3.75 

. 1.60 
. 1.85 

12-inch . 

• • 6.NU 
.. 8.10 

Jeweler’s, 8%-inch.. 
Jeweler's, 4%-ineh.. 

. 2.00 
. 2.25 


NIPPLES—See Pipe Fittings— 

NUTS Cold Punched U. 8. S. Hexagon. Tanned—Sis* u r 
for 5c; 5-16, 8 for 5c; %, 8 for 5e:M6 •TEWll 

e J c ? K ® c » ***** 6*1 %. * for 15c; % ’eacfc 10a- 
1 S ?» ach In a qtI 5 ,lti i 7 8611 at ***** Pta> 50 per 

^ S. s. Square, Tapped—Sise a Sue 

8’ 1 ,° #0 5 r * C; a, 5 ' 1 a 6 ’ ? ,0r8c '> 5 T 6*77-16, thr*!'; 

am** **»*••&' *• 

°^5c^b PIamb8ri * 20 * lb -; Navy, 80c lb.; Beet Unapun, 

OIL—8-in-1, 1-os. bottle, 25c each; 8-os., 85e; 8-os.. 65c: 2%- 
os. can, 85c. Household Lmbrioant, 4-os. can, lie each- 8- 
01 * C MMkf Boo. 1 


OILERS— 

Copperised Steel— 

}6 .40 

14B .55 

15A .60 

16.65 

Cannon Pump—Brass— 

11 .2.75 

12 .8.00 

13.8.50 

Cannon Pump—Tin— 

1 .1.75 

2 .2.00 

2% .2.25 

OPENERS (Can)— 

No. 


Felloe— 

8 . 

4 . 

5 . 

8 . 

Zinc, Chase's— 
00 . 

0 . 

1 . 

2 . 

8 . 

4 . 

5 . 

6 . 


2.25 

1.75 

1.86 

2.00 

2.16 


.16 

.16 

.20 

.26 

.80 

.85 

.40 

.45 


4 

16 

100 


Each. 
. .10 
. .15 

. .30 


No. 

140 

840 


.15 

.30 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 


OVENS, PORTABLE 
Mo. 

012 . 

055 . 

0200 . 

450 . 

Perfection— 

121 G . 


5.20 

5.75 

5.25 
5.50 

5.26 


Mo. 

560 

700 

750 

755 


Each. 
. 5.50 
. 6.50 
. 6.50 
. 6.75 


17 G. 
122 G. 
88 .. 
87 .. 
87 G 


4.26 

7.50 

8.50 
4.15 
4.25 


Pinney k Boyle— 

18 .8.25 

17 .4.00 

PACKING—Sheet Rubber—Standard I C., 85e lb.; Reinbow, 
90c. 

Italian Hemp—Oomomn, 75c lb. 

Square Flan, braided, $1.60. 

Picton Spiral—Steam, high pressure, 62.50; steam or 
water, low pressure, $1* 

PADS—Sweat—No. 68 N12, Red Edge, $1.25; Mo. 146 A 12, 
riped, $1.75. 


Blue and White strip 


No. 

058 . 

Each. 

... .86 

Mo. 

1008 . 

Each. 

2802 % . 

... .45 

0902 . 


2892 % t. 

. 1 . .66 

9902 N*C.. 


qftftO , T _. T _ 

... 1.26 

21090 . 


1870 . 

... 2.10 

Yala— 


2880 »», , r - * 

... 2.86 

228 . 

. 1.00 

2881 . . 

1 .. 8.00 

225 . 


2888 ,.. t . 

~i 4.60 

453 J ... 




458 X ... 

.45 

j 

. . 1.85 

568 . 


016 

. . .85 

566 . 


IB 

. 1 , .go 

585 . 

.2.50 

i a 'i 

. • • .40 

685 . 

. 2.25 

to 

... .40 

645 J ... 

.80 

21 . 

HR 

::: :« 

808 . 

805 . 

. 2.50 

If A 

... .65 

805% ... 

. 8.00 

Hfl 

... 1.00 

818 . 



... .56 

815 . 

.2.50 

a«n 

... 75 

828 . 



*.. .55 

888 . 

.8.50 

fid 1 

... 1.15 

848 . 

.4.00 

Slaymakor— 
1002 .. 


R58 . 

.4.50 

.70 

8454 . 

.8.50 


2-lb. Cons. 

8-lb. Cans. 

5-lb. Cans. 

10-lb. Cans. 

25-lb. Cans. 

85 lb. Cans. 

Rosin- 

Lb. 

Tints, Kalsomine— 
Barrels, 280 lbs... 
Kegs, 100 lbs..... 

100-lb. bulk. 

25-lb. bulk. 

Less 25 lbs.. 


s* 

.09 

•o$% 
.08 
.06 % 

.14 


.09 
•09 $4 
.10 
.10 % 

.12 


100 lbs., 5-lb. pkfL 
Less 100 lbs. Mb 
Phfs. 


*0% 

AO 


Turpentine 
5's .. 

l's .. 
%’s .. 
%’s . 
%’s . 


.. .Gat. 1.62 
...Gal. 1.75 
%-Gal. 1.00 

_Qt. .55 

.. .Pt. .35 


Painting contractors' pries 
on turpentine: 5 gals, or 
more. 2c shore cost; leas 
5 gals., 5e shore cost. 


PANS—Acme Frying— 


No. 00, each.20 

No. 0, each.85 

No. 1, each.40 

No. 2, each.46 

No. 8, each.50 


No. 4, each. .55 

No. 5, each.60 

No. 6, each.80 

No. 7, each.90 


PAPER—ASBESTOS—1-16 and under, full roll, per lb„ 13c; 
cut, per lb., 25c; over 1-16, full roll per lb., 14c; cut, per lb., 
25c; Asbestos Millboard, 80c per lb. 


BUILDING— P k B Imitation P * B 

No. 1-500. 4.25 3.75 

No. 1-1000. 8.25 7.25 

No. 2-500. 6.25 5.25 

No. 2 1000. 12.00 9.75 

No. 3-500. 9.00 7.85 

No. 3-1000. 17.50 14.75 


Red Resin—17-lb., $1.50; 20-lb., 61.75; 25-lb., $2.25; 
30-lb., $2.65. 

Black Glased— No. 1, 500 so. ft. roll, $1-75; 1000 so. ft. roll 
68.00; No. 2, 500 sq. ft. roll, $2.50; 1000 so. ft. roll, 6d.50; 
No. 8, 500 sq. ft. roll, $8.25; 1000 sq. ft. roll, $6.00 

FELT—Asphalt saturated, per roll, $8.25; Deadening, per 
lb. 09. 


PAINT SUNDRIES— 
Alcohol—(Denatured)— 



Alum— 

Pwd., less than 100 
lbs., lb.Id 

Bensine— 

New cans, oasd, sal .60 
Old cans, unesd, gal. .40 


Coal Tar— 

6-Gal. 

Gal. 

.50 

1-Gal . 

Gal. 

.65 

Creosote— 

GaL . 

... . 

.70 

Distillate— 

Light, gal ... 


.40 

Glne— 


Lb. 

Mo. 2 Gelatin# 

• • •. 

AO 

Chicago White 

... 

.50 


Kalsomine, White— 

Bbla, 280 lbs. .vo 

Kegs, 100 lbs.- .08% 

4 25-lb. pkgs. bulk .09 

25 lbs., bulk.09 

Lees 2 i lbs.09% 

100 lbs. 5-lb. pkgs. .09 
Less 100 lbs. pkgs. .09% 

Lamp Black—Bear Brand— 

l-S.lb. pkg.. .45 

%-8.80 

g-8.20 

Linseed Oil, Boiled— 

5’s Gal. 1.21 

l’a .Gal. 1.50 

%’s .%-Gal. .85 

Vi’s .Qt. .50 

%’s .Pt. .30 


Raw Linseed Oil. 2c less 
than price of boiled. Paint¬ 
ing c ontractors* price on 
Linseed Oil, 5c above cost, 
according to quantity. 


Oil— Gal. 

Floor.75 

Gloss . 1.50 


Lard. No. 1. 1.80 

Lin-O-Oil.90 

Neatsfoot No. 1... 2.40 

Neutral .60 

Paraffine.70 

Paint, Dry Colors— 

Umber.12 

Chrome Green, Med .20 

Graphite .06 

Princess Metallic. . .06 

Sienna.11 

Venetian Red.08 

Yellow Ochre.05 

Painters' Petroleum— 
I-Gal.Gal. .40 


Paints, Ready 
grade, white 

Gals. 

%-gals. ... 
Quarts .... 

Pints. 

%-pints . .. 


Mixed—1st 

. . .Gal. 4.40 
. %-Gal. 2.30 
...Qt. 1.25 
...Pt. .70 

, %-Pt. .40 


1st Grade, Colors— 

Gals.Gal. 4.25 

%-gals. ...%-Gal. 2.25 

Quarts .Qt. 1.20 

Pints .Pt. .65 

% -pints .... %-Pt. .35 

2d Grade, White or 


Colors 

— 


Gals. 

_Gal. 

2.90 

%-gals. .. 

,. %-Gal. 

1.60 

Quarts . . 

.Qt. 

.95 

Inside Floor— 


Gals. 

_Gal. 

2.90 

%-gals. . . 

..%-Gal. 

1.60 

Quarts .. 

.Qt- 

.95 

Porch— 



Gals. 

_Gal. 

4.25 

%-gals. .. 

. .%-Gal. 

2.25 

Quarts . . 

.Qt. 

1.20 

Plaster Paris- 

— 


Less sack, 

lb. 

.03 

Putty, Bladder— 


Less than 

100 lbs. 

.07% 

Putty, Bulk— 

Lb. 

1-lb. cans 


.15 


INSULATING—No. 8, por roll, $2.25; Mo. 10, por roll, $8.50. 


ROOFING— 

Standard or Cronolito 

1 ply square.8.25 

2 ply square.8.76 

8 ply square.4.50 

Malthoid or Rubbereid 
Roofing— 

1 ply . 4.00 

2 ply .6.00 


8 ply. 6.00 

Malthoid Junior.4.25 

Roofing Oemant— 
Preservative 

Bbla.. per gaL . -90 

5 GaL P«r gal.1.20 

1 Gal., per gal. 1.25 

Pint ..rT..20 


SAND AMD EMERY-(Per quire of sheets)— 


Carborundum 

B * A. 

Altec.. 

Aloxite . 


0 

% 

1 

1% 

2 

2% 

8 

.80 

.96 

1.10 

1.50 

1.50 

1.75 

• • e • 

.45 

.50 

.55 

.60 

.75 

.95 

.95 

.40 

.45 

.50 

.60 

.70 

.75 

.90 

.50 

.86 

.00 

1.00 

1.10 

1.20 

1.46 


SHEATHING—Red or gray 20-lb., $1.50 per roll; 25-lb., $1.75; 
30-lb., $2.00. 

PEAVIE8— 


2%x4 .. 

Msple. Hickory. 
_ 4.85 5.25 

2%x4% 

Msple. 
_6.25 

2%x4% 

_4.50 

6.50 

5 . 

>.••• 6.86 

2%x4% 

_4.65 

5.75 

8x5 .... 

_0.00 

2%x5 .. 

_4.85 

5.85 




Socket. 


6.75 

6.00 

6.75 


PERCOLATORS, COFFEE—Universal— 


44 . 

.5 75 

74 . 


4fi . r _ . 

.6.25 

76 . 

. 7.75 

48 . _ . 

.6.75 

79 . 

.8.50 

52 . 

.5.75 

714 . 

.9.25 

54 . 

. 6.25 

464 . 

. 7.25 

56 . 

.6.75 

466 . 


5R . 

.7.50 

469 . 


64 . 

.6.50 

474 . 


66 , 

.7.25 

476 . 

. 8.50 

60 . 

. 8.00 

479 . 


614 . 

.8.75 



Percolator Tops, lOe each. 




PICKS—Drifting, 8-lb., $1.40 each; 4, $1-50; 4%, $1-75; 5, 
$2.00; 6, $2.25. 

Railroad—5-lb., $1-50 each; 6, $1.05; 8%, $2.00; 7, $L75. 

PINS —Clothes—0—Common, 10c dos.; US—Spring, 20c; H— 
Hoyt's Spring, 16c. 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 


PIPE— Standard Blaek Galvanized Catting and 

Cat Fall Oat Full Threading 

Length Length Length Length Cuta Threads 
Pr. Ft. Pr. 100 Pr.Ft. Pr. 100 Each Each 


%-inch.07 

V4 -inch.08 

%-inch.08 

%-inch.10 


5.85 

6.50 

6.50 

8.45 


.09 ^ 8.38 


.11 

.11 


8.90 

8.90 


%-inch_ 12% 10.75 

1 -inch_ 17% 16.00 


1 V4*inch.23 

1 %-inch.29 

2 -inch.37 


21.25 

26.50 

34.00 


.13 10.65 

.16 13.15 

.22 19.65 

.28 26.45 

.35 31.55 

.46 42.50 


.04 

.04 

.04 

.04 

.04 


.08 

.08 

.08 

.08 

.08 


.04% .09 

.05% .11 


.06 


.12 


.07% .15 


PIPE—Gas and Water—Black—%-inoh, 6%c foot; % -inch, 7o; 
%-inch, 7c; %*inch, 9%c; %-inch, 12c; 1-inch, 18c; 1V4* 
inch, 25c: 1 %-inch, 80c; 2-inch, 40c. 

Galvanized—%-inch, 9o foot; %-ineh, 10c; %-inch, 10c; 
%-inch; 12c; %-inch, 15c; 1-inch, 22c; 1%-mch, 80c; 1%- 
inch, 40c; 2-inch, 50c. 

PIPE, STOVE—Nested, Fall Joints—8 inch, 45e joint; 4-inch, 
45c; 5-inch, 45c; 6-inch, 50o; 7-inoh, 50c. 

4-inch, Japan, 45c; 5-inch, Japan, 45c; 3-inch, Galva¬ 
nized, 40c; 4-inch, Galvanized, 50c; 5-inch Galvanized, 60c; 
6-inch, Galvanized. 70c. 

Half Joints—5-inch, 20c joint; 6-inch, 25c. 

Taper Joints—6-inch to 5-inch, 45c joint; 7-inoh to 6-inoh, 
45c. 

PIPE FITTINGS—Price each—Black. 


% % 


1 1 % 1 % 2 


Bushings .10 .10 .10 .10 .10 .10 .15 .20 

Caps .10 .10 .10 .15 .15 .20 .25 .40 

Couplings.10 .10 .15 .15 .20 .30 .35 .45 


Crosses 


.15 .15 .25 .35 .50 .55 .65 1.05 


Elbows, 90 degree. 

.10 

.10 

.10 

.10 

.15 

.25 

.35 

.55 

Elbows, 45 degree. 

.10 

.10 

.10 

.15 

.25 

.45 

.50 

.70 

Elbows, Reducing. . 

.15 

.15 

.15 

.20 

.25 

.35 

.40 

.70 

Elbows, Side Outlet 


.10 

.15 

.25 

.40 

.60 

.75 

1.30 

Elbows, Street.... 

.io 

.10 

.15 

.20 

.20 

.30 

.35 

.70 

Floor Flanges .... 

.20 

.20 

.25 

.25 

.30 

.35 

.45 

.65 

Lock Nuts . 

.10 

.10 

.10 

.10 

.15 

.20 

.20 

.30 

Plugs . 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

♦Reducers . 

.15 

.10 

.10 

.15 

.20 

.20 

.30 

.50 

Return Bends, Close 


.20 

.25 

.30 

.50 

.65 

.80 

1.20 

Tees . 

.io 

.15 

.15 

.15 

.20 

.35 

.45 

.70 

Tees, 4-way. 


.15 

.20 

.25 

.45 

.75 

1.05 

1.70 

♦Tees, Reducing . . 

.is 

.15 

.20 

.25 

.25 

.40 

.55 

.90 

Unions . 

.20 

.25 

.25 

.30 

.40 

.55 

.70 

.85 

Galvanized. 









Bushings . 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

.85 

Caps . 

.10 

.10 

.10 

.15 

.20 

.35 

.40 

.65 

Couplings. 

.10 

.15 

.15 

.20 

.30 

.40 

.50 

.60 

Crosses . 

.20 

.20 

.35 

.50 

.75 

.90 

1.15 

1.85 

Elbows, 90 degree. 

.10 

.15 

.15 

.15 

.30 

.40 

.55 

.90 

Elbows, 45 decree. 

.10 

.10 

.15 

.25 

.35 

.65 

.70 

1.05 

Elbows, Reducing. . 

.20 

.20 

.20 

.30 

.35 

.55 

.65 

1.15 

Elbows, Side Outlet 

t - - 

.15 

.20 

.40 

.60 

.90 

1.10 

1.95 

Elbows, Street __ 

.10 

.15 

.20 

.30 

.35 

.50 

.60 

1.15 

Floor Flanges .... 

.40 

.45 

.50 

.55 

.60 

.75 

.90 

1.30 

Lock Nuts . 

.10 

.10 

.10 

.15 

.25 

.30 

.30 

.50 

Plugs . 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

.30 

♦Reducers . 

.20 

.10 

.15 

.20 

.30 

.35 

.45 

.75 

Return Bends, Close 

.. . 

.30 

.40 

.40 

.75 

1.10 

1.30 

2.10 

Tees . 

.15 

.20 

.20 

.20 

.30 

.55 

.70 

1.25 

Tees, 4-way. 


.20 

.30 

.40 

.65 

1.05 

1.50 

2.45 

♦Tees, Reducing . . 

.20 

.20 

.25 

.40 

.40 

.70 

.90 

1.55 

Unions . 

.30 

.35 

.40 

.45 

.60 

.80 

1.05 

1.35 

NIPPLES—Black. 









Close . 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

Long. 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

4 inch long. 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

5 inch long. 

.10 

.10 

.10 

.10 

.15 

.20 

.25 

.30 

6 inch long. 

.10 

.10 

.10 

.15 

.15 

.25 

.30 

.35 

Galvanized. 









Close . 

.10 

.10 

.10 

.10 

.10 

.20 

.25 

.30 

Long. 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

.30 

4 inch long. 

.15 

.15 

.15 

.15 

.20 

.30 

.35 

.45 

5 inch long. 

.15 

.15 

.20 

.20 

.25 

.30 

.40 

.50 

6 inch long . 

.15 

.15 

.20 

.20 

.30 

.35 

.45 

.60 

2 %-inch to 4-inch. Black, only— 





Bushings . 


.30 


.40 


.50 


.65 

Caps . 


.65 


.95 


1.15 


1.6C 

Couplings . 


.60 


.90 


1.20 


1.50 

Crosses . 


1.90 


3.15 


3.50 


6.05 

Elbows, 90 degree. 


1.05 


1.60 


2.10 


3.40 

Elbows, 45 degree. 


1.10 


1.55 


2.10 


3.05 

Plugs ... 


.25 


.35 


.55 


.60 

♦Reducers . 


.85 


1.25 


1.70 


2.10 

Tees . 


1.25 


1.95 


2.55 


3.95 

Unions . 


1.8C 


2.40 


4.25 


5.00 

NIPPLES. 









Close . 


.35 


.45 


.75 


.85 

5 inch long. 


.55 


.65 


1.05 


1.20 

6 inch long. 


.60 


.75 


1.05 


1.20 

8 inch long. 


1.0C 


1.20 


1.45 


1.75 

10 inch long. 


1.20 


1.50 


1.75 


2.10 


PIPE FITTINGS (STOVE)—Caps, No. 0 15, 60c each; 0-16, 
60c each. 

Dampers—No. 8, 4, 20c each; 6, 6, 25c; 7, 40c. 

Elbows—No. 8 Gorg., 25c each; 4, 80c; 5, 85c; 6, 40o; 
7, 45c. No. 8 Adj. 4 Pc., 85c; 4, 40c, 5, 40c; 6. 45c. 8- 
Inch Adj. Galv., 40c; 4-inch, 45c; 5-in eh, 50c; 6-lnch, 56c. 
No. 8 Oorg. Jap., 40e; 4, 45e. 

In lots of 12 dozen, 5 per cent discount from above. 

Fine Stops, Nos. 1 and 86, 20c each; 8, 20c each; 80, 20c 


8, 3% (in kegs), 85c lb.; 4, 5, 86c; 6, 7. 8, 86c; 10. 85o. 
Roof Plates and Saddles, Nos. 15, 16 (Side), 90c each; 60, 
60 (Ridge), 75c each. 

PISTOLS—Automatic—Obits', .25 Oal., $22.00 each; J§§ 
Cal. nickel, $27.00; .32 Cal. $27.00; .38 Gal., pocket, $50; 
.45 Cal., military, $42.00. 

Smith & Wesson—.85 Cal., $31.50; Savage, .82 OaL, 

$27.00; .380, $28.00. 

PITCH—Navy Caulking—5-lb. can, 75c: 10-lb., $1.25; 25-lb., 
$2.50; 50-lb., $4.50; %-bbl., $9.00; bbL, $18,50. 

PLANES—Stanley, Block-Bailey—No. 9%. $3.25: 9%, $4.00; 
15, $3.50; 16, $3.65; 17, $4.15; 18, $4.00; 19, $4.15. 

Block, Stanley—No. 60, $8.75; 60%, $8.25: 65, $4.50; 
100, 80c; 101, $2.75; 102, $1.15; 103, $1.80; 110, $1.85; 
120, $2.25; 130, $2.45; 131. $3.75; 203, $2.00; 220, $2.45. 

Iron, Bailey—2, $5.35; 2C, $5.75; 3, $5.60; 3C, $6.00; 
4, $6.15; 4C, $6.65; 4%, $7.00; 4%C, $7.65; 5. $7.00; 
50, $7.65; 5%, $8.00; 5%C, $8.60; 6, $9.10; 60, $9.75; 
7, $10.50; 7C, $11.25; 8, $12.50; 8C, $13.25. 

Iron, Stanley—603, $6.65; 604, $7.25; 6040, $7.75; 

604%, $8.40; 604 %0, $9.00; 605, $8.40; 6050, $9.00; 
606, $10.50; 606C, $11.50; 607, $12.00; 6070, $13.00; 
608, $14.25; 608O, $15.75. 

All Wood—Plain, No. 3W, $2.50 each; 15W, $2.75; 21W, 
$5 60; 27W, $4.85. Razee, No. 5W, $4.65; 17W, $3.25; 
23W, $5.15; 29W, $5.50. 

Wood Bottom, Bailey—No. 22, $4.00 each; 24, $4.25; 26, 
$4.50; 27, $5.00; 28, $5.50; 29, $5.20; 30, $5.50; 31, $6.00; 
32, $6.50; 35, $5.50; 36, $6.00. 

Rabbet—No. 10, $9.00 each; 10%, $7.50; 76, $1.10; 78, 
$4.65; 90, $5.50; 92, $5.50; 98, $6.65; 98, $2.86; 99, $».85; 
140, $4.15; 190, $4.15; 191. $4.00; 192, 8.65. 

PLATES—GAS, HOT—No. 501, $5.25; 502, $8.25; 503, 

$13.25; 702, $11.75; 703, $17.25; 722, $13.25; 728, $18.75; 
1001, $3.75; 1002, $6.00. 

PLIERS—Klein's Side Cutting—Bernard's No. 102. 4%-inch, 
$1.85; 5%, $2.25; 7%, $8.15. No. 201 or Sl~ 5-ineh, 

$3.50; 6, $4.50; 7, $5.00; 8, $5.50; 9, $6.75. 

PLUGS—Spark—$1.00 each. 

PLUMBS AND LEVELS—Metallic, Stanley—No. 86, 8-ftaeh, 
$2.75 each; 9-inch, $8.25; 12-inch, $8.75: 18-inoh, $4.76; 
24-inch, $5.50; No. 37, 18-inch, $6.25; 24-inch, $7.26; 87G, 
9-inch, $4.50; 12-inch, $5.25; 18-inch, $6.25; 24-inek, $7.25; 
No. 88%, 95c; No. 89%, $1.25; No. 84V, 6-inch, $2.25; 
8-inch, $2.75. 

Wood, Stanley or Disston—Ne. 00, $1.75; 0, $2.90; *, 
$2.65; 8, $8.50; 18, $4.26; 25, $5.25; 89, $4.00; 85, 
$8.75; 45%, $5.75; 90, $5.00; 98, $5.50; 95, $8.75; 98, 
$4.50; 101, $3.26; 102, $1.00: 104, $1.25; 012, $2.25; 
6018, $8.00; 6024, $8.50; 6512, $2.26; 6618, $2.85; 

6524, $8.25. 

Pocket, Stanley—No. 81, 2%-Inch, 60c each; 8-inch, 66e; 
8%-inch, 85c; 4-inoh, $1.05; 40, 60c; 41, 26e; 44, 95c; 
600, $1.50. 

Extra Level Glasses—No. 1, 1% to 2-inch. 15c each; t%- 
inch, 15c; 8-inch, 15c; 8%-inch, 20c; No. 6U 80c; 6P, 50c; 
7L. $1.35: 7P, $1.85. 

POKERS, STOVE— _ 

No. 120, Straight, 10-ineh, 15c each; 196, Straight, 96-ineh 
20c: 200, Bent, 20-inch, 15c; 250, Bent, 26-inch, 90c. 
POINTS AND CHUCKS— , t 

For 30 and 81.$ .75 8-inch . .95 

For 85 .59 10-inch . 1.10 

Nos. 11 and 15, 9-in.. .65 No. 75. 8.25 

8-inch .60 No. 60. 1.00 

4- inch ...»., .65 No. 80...86 

5- inch . .75 No. 81.95 

6- inch .85 

POLISH (AUTO) —Da rolac, 1 pt„ 60c; 1 qt.. $1.00. 

POLISH (FURNITURE)—Darolac, 1 pt., 60c; 1 qt- $1.06. 
Calol, % pt. 80c each; 1 pint. 45c; 1 quart, 65c; % gallon, 
$1.15: 1 gallon, $2.00; 5 gallon^ $7.50. 

Liquid Veneer, 4 ounce, 80c each; 12 ounce, 60c; 1 quart, 
$1 25 

O-Cedar—4 ounce, 80c each; 12 ounce, 60c; quart, $1.25; 
% gallon, $2.00; gallon, $8.00. 

Johnson's Prepared Wax, 6 ounce, 45c each; 1 pound, 85c; 
2 pounds, $1.70; 5 pounds, $8.00. 

METAL—NonOlio, % pint, 50e each; 1 pint, 75c; 1 quart. 
$1 25 

SHOE—Shuwhite, 15e each; Midnight OIL 25c; Royal, 15c; 
Jet-Oil, 15c; 4 C S Shoe 8atin, 10c; 9 08 Shoe Satin, 15c; 
1 C Satinola, 10c; 2 0 Satinola, 15c; 5 P 8 Shoe 8atln, 10c; 
10 P 8 Shoe Satin, 15c; 5 P Satinola, 10c; 10 P. 8at!nola, 

STOVE—Liquid, No. 6 Black Silk, 20c each; 8, Black Silk, 
25c; 2, Black Eagle, 25e: 10 E, Enameline, 15e. 

Paste. No. 5. Black Silk, 15c each; 10. Black Silk, 25c; 
20. Black Silk. $1.75; 01, Black Eagle, 45c; 95 Black Eagle, 
$2.00: 4 E, Enameline, 15c; 6 E, Enameline, 15c; 75 Black 
Jack. 25c; 1, Rising Sun, 10c. 

POTS—Fire. 

Gasoline, OAL. _ „ .. 

01 17 40 8 Quart . 1-4° 

2! .22 50 10 Q uart . 1 ®2 

72 :::::::::::::: il:?5 \i . 

5 .20 35 16 Q uart *- 85 

1 ■■■■■ • • • • • •'' - 22 ' 30 4 Quart.*5 

Watering Galvanised g Quart. 1.00 

4 Quart . 1.00 8 Quart ........... 1.25 

6 Quart . 1.25 10 Qnart...1.80 
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RETAIL BELLING* PRICES—Continued. 


PULLERS—Nail—Rex, $2.00 each; Rex, Jr., $1.85; Rad Devil, 
$2.50; Morrill's, $8.25; Little Giant, $2.75. 

PULLEYS—Braes Screw, No. 350, *4 inch, 20c each; %, 25c; 
%, 25c; 1, 30c; IK, 40c; 1ft, 65c. No. 870, % inch, 40c 
each. 1, 60c. 

Brass Side—No. 1150, *4 inch, 25c each; %, 80c. No. 
1170, >4 inch, 40c each; %, 45c. 

Brass Upright—No. 500, 85c each. 

Clothes Line—No. 610, 2 inch, 20c each; 2*4, 25c. No. 
660, 20c; 670, 20c; 1610, 2 inch, 25c; 2%, 85c; 1660, 25c; 
1670, 30c; 6350G, 35c; 6500G, 55c. 

Hay Fork, No. 1267, 60c each; 692, 60c; 796, 75c; 46, $1; 
1651, $1.75. 

PULLEYS—Frame—No. 4, Ottumwa, per do*., 90c; No. 5, 
$1,00; No. 9, 95c; No. 105, 90c; No. 109, 90c. 

PUMPS—P. 8.—1, $5.00; 2, $5.40; 3, $6.10; 4, $7.00. 

PUTTY—Per lb.. 15c. 

RAKES—GARDEN—Malleable. 12-tooth, 70c each; 14-tooth. 
80c. Steel Straight, 12-tooth, $1.10; 14-tooth, $1.25. Steel 
Row, 11 and 12-tooth, $1.35; 18 and 14-tooth, $1.45; 15 
and 16-tooth, $1.60. Lawn, 85c. 

RASPS—Plain Horse Rasps—14-in., each $1.00; 16-in., $1.25; 
18-in., $1.60. 

Flanged Horse Rasps—14-in., each $1.26; 16-in., $1.50; 
18-in., $2.00. 

Half Round Oabinet—10-in., each $1.25; 12-in., $1.50; 
14-in, $2.00; 16-in., $2.50; 18-in., $3.00. 

Half Round Wood—10-in., each $1.00; 12-in., $1.26; 
14-in., $1.65; 16-in., $2.25; 18-in., $2.90. 

Flat Wood—10 in., each 95c; 12-in., $1.25 ; 14-in., $1.50; 
16-in., $2.00; 18-in., $2.60. 


RAZORS (SAFETY )- 


Eveready 


No. 


No. 


700, each . 


706 B, Blades, Pkg_ 

.40 

2, each . 





Gem 


800, each . ... 

. 1.00 

800 B, Blades, Pkg.... 

.50 


Enders 


900, each .. .., 


900 B, Blades, Pkg.... 

.85 


Durham 

Domino 


1000, each . . ., 


1000 B, Blades, Pkg... 

.50 


Gillette 


00, each.. 

. 7.60 


5.69 

400, each.. 

. 5.00 

500, eaeh. 

5.00 

460 B, each ..., 


600 B, eaeh. 

6.00 

470, each. 


501, each. 

5.00 

501 B, each ..., 


6 X B, Blades, pkg. 

.50 

12 X B, Blades, pkg 1.00 




AutoStrop 


1, set. 

. 5.00 

2541, aet. 

5.00 

15, set. 


600 B, Blades, pkg... 

1.00 

25, set. 


600*4 B Blades, pkg.. 

.50 

251, set . 





264 B, 274 B 
leer Johnsoi 


804 .16.75 

RIFLES—-No. and Model- 


Daisy Air- 
25 . 

Each 

.... 5.25 

40 . 

... 5.25 

8 . 

... 3.00 

30 . 

... 2.85 

11 . 

... 2.85 

12 . 

... 2.00 

King Air— 

4 . 

. . . 2.95 

5 . 

21 . 

.. . 3.15 
. . . 2.00 

22 . 

. . . 2.35 

304 B . 

... .17.25 

328 B . 

.... 17.00 

32a . 



Mar lin—* 

90 TD—Octagon Brl.. 18.50 
27TD—Round Brl... 21.80 

TD—Octagon Barrel. 24.55 

5*25 29 TD—Round Brl.. 15.60 

5 1897 TD—Round Brl. 92;75 

6.00 TD—Octagon Barrel. 24.80 

• Remington— 

4 TD—Octagon Brl.. .15.54 

2.00 6 TD —Round Brl_10.46 

8 A TD—Round Brl..78.27 


2.00 14 A TD—Standard. .58.86 

35 TD—Carbine.57.25 


Savage 
POP 250 


1899 TD, Feath'wt ..55.00 

189 SF .48.00 

1904 TD, Single shot. 9.75 
1914 TD, Hammerless 28.50 
Stevens— 

Little Scout.8.00 

Crack Shot .10.00 

Marksman .13.00 

Favorite.14.00 

70 TD, .22.19.00 

1919, .22 .26.75 

Winchester— 

1886 SF—Round Brl. 49.00 
TD—Round Brl. 64.30 
1890 TD—Oct. Fancy 57.50 
TD—Oct. Plain. 81.50 


1892 SF—Round BrL 87.50 
SF—Oct. Brl. ..39.40 
TD—Oct. Brl... 45.75 
SW—Carbine . .33.55 

1894 SF—Round Brl. 40.85 
SF—Oct. Brl... 42.60 
SF—Carbine .. 86.85 
TD—Oct. Brl. ..54.50 

1895 SF .53.15 

1895—Govt. Model.. .53.15 

1895 TD.67.10 

1902 TD—22.10.50 

1903 TD—Plain.44.80 

1903 TD—Fancy_69.00 

1904 TD .22 .12.60 

1906 TD.28.55 

1907 TD .61.50 


RIVETS—Slotted Clinch, Coppered Steel—No. 9, 15c box; 98. 
10c box. 

Copper—With Bu: 


r, — 

Size. 

*4 Lba. 

Lbs. 

Blsa. 

*4 Lbs. 

Lbs 

7—St 

r Lgths .35 

.65 

7—Asst. . . 

. . .35 

.70 

8 

“ .35 

.65 

8 

. . .40 

.70 

9 

“ .35 

.70 

9 

. . .40 

.75 

10 

4i .40 

.70 

10 

. . .40 

.75 

12 

" .40 

.75 

12 

. . .45 

.80 


Copper Iron, with Burrs—08 Asst., 25c, *4*lb. box; 010, SOe. 

RIVETS—Tinners—Black, all aisea (in kega), 20c lb. Tinned. 
8, 3*4 (in kegs), 80e lb.; 4, 5, 80c; 8, 7, 8, 86c; 10, S6«. 

RODS. CURTAIN—No. 2, %-in., 8teel, Brasa Covored, 18c ft.; 
3, % -inch, Steel, Brass Plated, 15o; 80, 1-in., Wood, Brass 
Covered, 80c; 1%-in., Wood, Brass Covered, 85o. 
ROOFING—(See Paper)— 

ROPE—Cotton, Thread—8-16, 85c; *4 to 5-18, 85c lb.; 
% to %. 85c; % to 1, 90c. 

Manila—Base, 88c lb. 

Sisal—Baae, 80c lb. 

RULES, Boxwood—Lofkin-Stanloy—No. 171(88), 80e eaeh; 
872 (80*4), 85c; 878 (8), $1.50; 888 (88), 90o; 288 
(82*4), $1.80; 488 (57), 80c; 651 (68), 85c; 702 (18), 
55c; 751 (81), 40c; 752 (70), 50c; 761 (68), 50a; 782B 
(7), $1.40; 771 (84), 85c; 780 (62*0. $1-00; 781 (61). 
$1.00; 861A (68*4). $1.00; 8620 (88*4) $150; 871 (52), 
95o; 881 (54), $1.15; 981 (80), $1.40; 8851 (86*4). 80c; 
8851Y (68), 80c; 8861 (66*4), 90o; 8881 (66%). $2.00. 

Rules, Steel—B 86, Blacksmith's, $1.00 each: 1065, Blaek 
smith's, 85e; 041 Pocket, 20e; 4141, 4641, Zig-Zag, 21.15; 
4142, 4642, Zig-Zag, $1.85; 4148, 4648, Zig-Zag, $f.- 
4144, 4644, Zigzag, $8.75. 

RULES—ZIG ZAG—Lufkin—Stanley—No. 804 F, 65c 

806 F, 90c; 8518 (08), 55c; 8514 (04), 70c; 8515 (05). 
90c; 8516 (06), $1.05; 8518 (08), $1.40; 8528 (408 F). 
50c; 8524 (404 F), 65c; 8525 (405 F), 80c; 8526 (406 F). 
$1.00; 8618 (108), 55c; 8614 (104), 75c; 8615 (105), 90c; 


1.75: 


REELS—Hose—No. 1 Wire, $1.65 each; No. 60, Wood, $2.25. 
REVOLVERS— 

Colts, Model Each. Baoh. 

Police Positive. 84.00 824 B .17.25 

Polio# Positive Special 85.50 848, 858 .17.75 

Polio# Positive Target 86.00 848 B, 868 B.18.00 

*-~ • * .. .18.00 

-18.50 

_.....19.25 

866 B.19.60 


8616 (106). $1.00; 8624 (864 F) 
SAWS—One Man—Cross-cut— 
Disston 

8 ft.4.90 

8*4 ft.4.80 

4 ft.5.26 

4*4 ft.5.75 

5 ft.6.50 


65c; 8626 (856 F), 95c 


5*4 ft. 

Chinook 

. . . 8.25 

Royal 

Chinook 

6 ft. . . . 

. . . 8.50 

12.50 

6*4 ft. . 

... 9.25 

14.25 

7 ft. 

_10.50 

15.50 

7*4 ft. . 

. . .11.50 

16.75 

Royal Chinook Cross Out. 


Amy Special. 88.00 844, 854 

New Service. 89.00 844 B, 854 B 

Single Action. 86.75 864 B 

Harrington A Richardson 

208, 228 .11.50 

208 B, 228 B.12.00 8mith A Wesson— 

Io4B a 2aiB.1150 1805 Polio*. .54.60 

las. " 78. u «, *•*»»»«<>» pohc* • • •. »*.«> 

26S B. 979 B . 19 76 1908 Hand Ejector... 80.50 

264 274 . .12 75 88 B - * W. Perfected 80.50 


18 00 1908 Military.85.00 

1911 Target. 85.00 


800,808,828.16.50 New Departure 88.... 80.50 

800 B, 808 B.16.75 


.60.00 


SAWS—Hand- 

12 Disston or 69 Atkins 

18 inch . 8.70 

20 inch . 4.00 

22 inch .4.85 

24 inch . 4.70 

20 inch . 5.10 

28 inch... 5.50 

No. D8 Disston or 61 Atkins 

18 inch . 8.10 

20 inch . 8.50 

22 inch ..8.65 

24 inch . 8.75 

26 inch . 3.95 

28 inch . 4.45 

No. 7 Disston 

18 inch .2.65 

Simonds Hand and Cross-cut i 
SAWS—Miscellaneous— 

Back Saws 

12 inch . 8.00 

14 inch . 3.25 

10 inch . 8.50 

22-inch . 4.00 

24-inch .4.25 

26-inch . 4.75 

28-inch .5.50 

Butcher Ne. 10 

16-inch . 1.60 

18-inch . 1.90 

UO-inch .2.00 

22-ineh .2.15 


10 Inch .2.85 

22 inch . 8.10 

24 inch . 8.40 

26 inch .8.60 

28 inch . 4.00 

No. 120 Disston 

26 inch .6.20 

28 inch . 6.60 

No. 112 Disaton 

26 inch . 5.25 

28 inch . 5.60 

No. D 100 or No. D 20 
Disston 

26 inch. 4.35 

28 inch . 4.86 

—Prices on Application. 

Compass No. 2 

12-inch . 

14-inch .90 

16-ineh .96 

Xitehen No. 2 

12-inch .65 

14-inch .70 

16*lneh .75 

Mitre 

24-ineh . 5.26 

20-inch . 5.75 

28-inch . 6.50 
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8A W8—MI80ELLA NBOU8—Continued— 


No. 8. 


Nut, Oomploto 
Pruning 


No. 50 California, 14-in. 1.40 
2 50 No. 51 California, 121a. 1.80 
No. 51 California, 14 -Ul 1.00 
Disston, No. 9, 14-inoh. 8.00 
No. 50 Californio, 12 In. 1.85 Disston, No. 10, 14-iaeh 8.25 
Back— 

Com 8gl Brace V tooth. 1.75 

Oom Dbl Brace Tuttle tooth. 2.50 

Com Dbl Brace V tooth. 2.75 

No. 150 Special . 1.95 

SAW CLAMP8—No. 8, $2.00; 0, $1.85. Pei faction. No. 1W, 
$2.25; No. 8W, $2.75; No. 2W, $3.25; No. 11, with Guide, 
$3.25: Biahop’a No. 750, 85c; Stearns* No. 105, $2.75; No. 
200, $1.75; N38, $2.25; No. 3, Diaston, $4.50. 

SAW SETS— 


Sise 

1 % -in. 

1%-in. 

1%-in. 

2-in 

4. 


.60 

.05 

.80 

6. 


.00 

.75 

.95 

8. 


.70 

.80 

1.00 

10. 

.90 

1.10 

1.25 

1.40 

12. 


1.15 

1.86 

1.50 

14. 


1.85 

1.60 

1.80 

10. 


1.76 

2.05 

2.40 

18. 


2.80 

2.06 

8.00 

20. 


2.65 

8.00 

8.80 


Cap _ 

Prices ahown are for doaen lota. Tor the price on 
oal;, use one-tenth of the dosea prioe ahown. 

8. Thread, Iron— 

.ins.) *4-in. 5-10-in. %-ln. 7-16-in. 


•ft 

Lath. 


10 

77 


SAW TOOLS— 



X OUT— 


* ...77... 

.55 

.60 

.65 

.80 

1.05 

1.50 

Morrill No. 8. 

.. 1.86 

% . 

.55 

.00 

.05 

.80 

1.06 

2.00 

Baker No. 8. 

... 2.85 

1 . 

.60 

.66 

.75 

.90 

1.10 

.60 

Colonial . 

... 1.85 

1 % 

.65 

.05 

.75 

.95 

1.20 

2.90 

7 Taintor . 

... 2.00 

1 u 

.70 

.75 

.80 

1.05 

1.80 

1.20 

28 Triumph. 

.... 1.65 

1 % . 

.75 

.80 

.86 

1.10 

1.40 

1.00 

Hammer . 

... .85 

2 . 

.75 

.85 

.95 

1.20 

1.50 


T/erer. 

... .25 

2% . 

.85 

.95 

1.00 

1.80 

1.60 


Morin No. 2. 

... 5.00 

2% . 

.95 

1.05 

1.10 

1.85 

1.70 

.80 

Morin No. 2% ... 

... 0.00 

8 . 

1.10 

1.16 

1.25 

1.50 

1.80 


Morin No. 8. 

_2.66 

8% . 

.... 

.... 

.... 

1.75 

2.15 


No. 1.1.80 

No. 6.2.25 

No. 9.2.50 

Atkina Baker Swage. 


Setting Tool Diaaton— 

No. 100.80 

No. 4 Setting Blocks— 
No. 4 Blocka. Morln.. 2.00 
Swagea No. 0 Diset... 4.75 


5-M Tooth Gauge.25 Swages, Whitings.... 1.00 

Jointers Pikes Perf... .75 Atkina, Bex . 1.00 


Jointers No. 7 Sterna .70 Atkins. Exeelaior 


85 


SCALES—Family, testing without scoop. $4.50; with sooop, 
85.65; Peddlers' glass sash, $6.00; glass sash with ehaina, 
$6.50; brass dial, $7.25; brass dial with chains, $7.50. 

Spring Balanoe, No. 50, 25c each; 51, 50c; family, $6.50; 
No. 202, $6.60. 

SCISSOB8—Cast—No. 10, 60c each; No. 44, 7ft inch, 60c; 
8% inch, 65e; 240, 4 inch, 25c; 4% inch, 80c; 255, 4 inch, 

30c; 4% inch, 85c; 5 inch, 35c; 5% inch, 40c; 6 inch, 45c; 

320, 86c; 850, 75c. 

Wise—No. 14 B H, $1.85; 54%. $1.20; 55, $1.25; 55%, 
$1.80: 56, $1.40: 56%, $1.50; 57, $1.60: 154%, $1.45; 
155, $1.60; 156%, $1.55; 156, $1.60; 156%, $1.70; 157, 

$1.85; 864, $1.55; 364%, $1.60; 865, $1.65; 366, $1.85; 

468, $1.40; 463%, $1.45; 464. $1.50; 573, $1.85; 573%, 
$2.10; 574%, $2.30; 663, $1.85; 663%, $2.10; 664, $2.30; 
768, $1.80; 763%, $1.40; 764. $1.45; 764%, $1.50; 765, 
$1.55; 765%, $1.60; 786, $1.75; 773, $1.45; 773%, $1.50; 
774. $1.55; 814. $1.55; 814%, $1.60; 815, $1.65; 815%, 
$1.70; 816, $1.85. 

SCOOPS—Common Hollow Back—Black—No. 2, $2.15 each; 

8, $2.25; 4, $2.85; 5, $2.45; 6. $2.55; 7, $2.65; 8, $2.75; 

9. $2.85; 10, $3.00. 

8CREEN8—Adjustable—Window—Wabash, Wood Frame, 15* 
88, 80c; 18x88, 90c; 24x88, $1.15; 80x88, $1.45; 24x87, 
$1.25; 28x37, $1.50. 

Sherwood, Steel Prame—18x88, $1.20; 24x83, $1.85; 24x 
87, $1.50; 80x87, $1.75. 

8CREWS—Cap and Set— 

Machine—Brass, Flat or Bound Head— 

Pricea shown are for full gross packages. For prioe of 
one doaen, use one-tenth of the full paekags prioe shown. 


8ise. 

2 .. 

4.. 

6.. 

8 . . 

10. . 
12. . 
14. . 
16. . 
18.. 
20 . . 
Sise. 
4.. 
6 . . 
8 . . 
10 . . 
12 . . 
14. . 
16.. 
18. . 
20 . . 


%-in. 

.85 

.40 

.50 

.70 

1.00 

1.80 

1.65 

2.65 
8.80 
4.20 


%-in. 

.40 

.45 

.55 

.85 

1.15 

1.55 

1.90 

2.90 

8.75 

4.55 
1%-in. 

.85 

1.10 

1.50 

2.20 

2.60 

3.40 

4.40 

5.75 
7.25 


Iron, Flat or Bound Head— 


Size. 

2 . 

4. 


8 . 

10 . 

12 . 

14. 

16. 

18. 

90. 


%*in. 

.25 

.25 

.80 

.40 

.55 

.60 

.75 


%-in. 

.80 

.30 

.85 

.40 

.60 

.65 

.80 

1.00 


%-in. 
.45 
.50 
.60 
.95 
1.35 
1.70 
2.20 
8.20 
4.05 
5.00 
1 %-in. 
1.00 
1.40 
1.70 
2.45 
8.00 
8.80 
5.00 
6.80 
8.20 

%-in. 

.80 

.80 

.85 

.45 

.60 

.70 

.85 

1.00 

1.40 


%-in. 

.50 

.55 

.65 

1.00 

1.55 
1.90 

2.55 
8.45 

4.40 

5.50 
l«K-in. 

1.25 
1.70 
2.10 
2.75 

8.40 

4.25 
5.65 
7.00 

9.10 

%-in. 

.35 

.35 

.46 

.45 

.65 

.75 

.85 

1.10 

1.50 
1.80 


.65 

.85 

1.20 

1.90 
2.20 
8.05 
4.00 

5.25 

6.85 
2-in 
1.55 
2.10 
2.50 
8.15 

8.85 

4.65 

6.85 
7.80 

9.90 

1-in. 

.40 

.45 

.55 

.75 

.85 

1.00 

1.25 

1.65 

2.00 


i**. 


<iM.) 


i* 

8 % 

4 


%*l»- 

1.66 

1.79 

1.80 
1.85 
2.10 
2.25 
2.45 
2.70 
8.06 
8.60 


%-in. 

2.25 

2.25 
9.45 
2.60 
2.80 
8.00 
8.15 
8.66 

4.25 
4.85 


%-in. 

8.80 

8.80 

8.80 

8.50 

8.60 

4.10 

4.95 

4.70 

5.40 

6.00 


2.50 

1-In. 


4.10 
4.50 
4.90 
5.80 

6.10 
6.95 
T.75 


8. 

L B. Thread. Steel— 





(in.) 

%-in. 

.60 

5-16-in. 

.75 

%-in. 

.86 

7-10-in. 

1.20 

%-in. 

1.25 

% - 


.65 

.80 

.90 

1.90 

1.80 

l 


.70 

.80 

.90 

1.25 

1.85 

1% . 


.75 

.86 

.95 

1.80 

1.45 

1% . 


.80 

.90 

1.00 

1.46 

1.60 

1% . 


.86 

.95 

1.10 

1.55 

1.75 

2 


.90 

1.10 

1.20 

1.05 

1.90 

2% . 


1.05 

1.20 

1.25 

1.80 

2.00 

2% . 


1.20 

1.80 

1.85 

1.90 

2.16 

2% . 


1.80 

1.40 

1.50 

2.00 

2.26 

8 


1.40 

1.65 

1.00 

2.15 

2.45 

8% . 


1.60 

1.75 

1.90 

2.60 

9.76 

4 


1.75 

2.00 

2.15 

2.80 

8.10 

Lfth. 

(ins.) 



9-10-in. 

%-in. 

%-in. 

% - 



.. 2.15 


.... 


2 

2% 

:* 

8 

8 % 


2.15 

2.15 

2.16 
2.26 
2.40 
2.00 
2.80 
8.05 
8.25 
8.45 
8.85 


2.05 

2.85 

8.06 

8.25 

8.50 

8.80 

8.95 

4.60 


4.45 

4.45 

4.70 

5.05 

5.85 

5.00 

5.95 

6.76 


Prices shown are for doaen lots. For price of one 
use one-tenth of the dosea price shown. 

Square Head, V or U. 8. 8. Thread— 

only. 

Lgth. 

(ins) %-in. 

5-16-in. 

%-in. 

7-16-ln. 

%-in. 

% 


.80 

.85 

.40 

.50 

% 


.85 

.40 

.45 

.66 

% 

.80 

.85 

.40 

.45 

.55 

1 


.85 

.40 

.50 

.60 

1% 

.85 

.40 

.45 

.55 

.05 

1% 


.40 

.50 

.05 

.75 

1% 


.45 

.55 

.70 

.86 

2 


.55 

.65 

.80 

.96 

2% 


.05 

.70 

.90 

1.06 

2% 


.70 

.80 

1.00 

1.16 

8 


• • • • 



1.40 

8% 


.... 



1.06 

Lgth. 

(ins.) 

%-in. 

%-in. 

%-in. 

1-in. 

% - 


. .90 




1 


. .90 




1% . 


. 1.00 

1.70 

2.40 

.... 


1 % . 1.10 

1% . 1.25 

2 . 1.85 

2% . 1.45 

2% . 1.05 

8 . 1.85 

8% .8.10 

4 .2.85 

Prices shown are for full groi 
one dosen, use one-tenth of the 
Brass. Flat or Bound Head— 


1.85 2.50 8.40 

2.00 2.70 8.75 

2.10 2.95 4.00 

2.25 8.20 4.85 

2.40 8.40 4.65 

2.06 8.90 5.25 

8.00 4.85 5.9$ 

8.40 4.80 6.60 

>ss packages. For prioe of 

full package price shown. 
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BET AIL BELLOW FBIOB0— Continue*. 


WOOD SCREWS—Continued— 


Site. 

%-ia. 

%-ia. 

%-in. 

%-in. 

%-in. 

%-in. 

1-la. 

0.... 

. .60 

.60 

.65 





1. ... 

. .60 

.60 

.65 





2.... 

. .60 

.65 

.65 





8.. .. 

. .65 

.70 

.70 

.75 

.85 

1.05 

1.15 

4.... 

. .70 

.76 

.75 

.80 

.85 

1.10 

1*20 

5. ... 

. .76 

.80 

.85 

.90 

1.00 

1.15 

1.20 

0.... 


.85 

.90 

1.00 

1.10 

1.15 

1.25 

7.... 


.95 

1.00 

1.10 

1.25 

1.85 

1.50 

8.... 


1.06 

1.15 

1.80 

1.40 

1.55 

1.70 

9.... 


.. . 


1.50 

1.60 

1.75 

1.95 

10.... 


.. • 

• • • 

1.70 

1.85 

2.06 

2.20 

11. ... 


.. . 


1.85 

2.10 

8.S5 

2.55 

12.... 


... 

• • • 

.. . 

2.85 

2.60 

2.85 

18.... 


.. , 

• • • 

• • • 



8.20 

14.... 




ee . 


... 

8.55 

15.... 


... 

• • # 

• mm 



8.90 

16.... 


... 

§# # 


. 


4.65 

Sise. 

1%-in. 

1%Ib. 

1%-ia. 

2-in. 

1%-ia. 

2 %-in. 

8-in. 


6. 1.65 


7. . . 

.. 1.79 

2.25 

2.80 

8.65 




8... 

.. 2.00 

2.80 

2.90 

8.70 




9... 

.. 2.25 

2.55 

2.95 

8.75 


6.60 


10... 

.. 2.45 

8.00 

8.80 

8.80 

4.95 

6.65 


11... 

.. 2.90 

8.25 

8.75 

4.80 

5.10 

6.70 

9.70 

12... 

.. 8.26 

8.75 

4.25 

4.80 

5.55 

0.75 

9.80 

18... 

.. 8.75 

4.15 

4.70 

5.80 

6.25 

0.90 

9.90 

14.. . 

. . 4.10 

4.65 

5.15 

5.90 

6.85 

7.50 

10.00 

16... 

.. 4.60 

5.85 

6.05 

6.85 

7.50 

8.80 

10.25 

10... 

.. 5.05 

5.85 

0.65 

7.50 

8.35 



17... 

. 

0.40 


8.20 

9.10 



18. . . 

. 

7.00 

.. • 

9.75 

10.75 

• • e 


Flat 

Sixe. 

Head^Bri, 

rht— 
%-in. 

%-ia. 

%-ia. 

%-in. 

%-ia. 

1-la. 

0 to 

2.. .40 

.40 



8. .. 

. . .40 

.40 

.40 

A0 

.40 

*40 

.45 

4... 

.. .40 

.40 

.40 

.40 

.40 

.40 

.45 

5... 

. 

.40 

.40 

.40 

.45 

.45 

.45 

6. .. 

. 

.40 

.45 

.45 

.45 

.50 

.50 

7... 

. 

.45 

.45 

.45 

.50 

.55 

.50 

8. .. 

. 

.45 

.50 

.50 

.50 

.55 

.55 

9... 

. 

.50 

.50 

.50 

.55 

.60 

.60 


10 .55 .55 .60 .65 .65 

11 .60 .60 .60 .65 .70 

12 .65 .65 .65 .70 .75 

18.65 .'<0 .75 .85 


14.... 

• ... 



.*70 

.80 

.80 

.90 

15.... 

• •• • 


... 

,, , 

.85 

.90 

1.05 

16.... 

• ... 

• • • 

... 

... 

.95 

1.05 

1.80 

17.... 

• •• • 


... 

... 



1.40 

18.... 

. ... 

,, , 

... 

.. • 

• • e 

ti # 

1.50 

20.... 


.. . 

... 

.. . 

. • e 


1.85 

Sixe. 

1%-in. 

1%-in. 

1%-ia. 

2-la. 

2%-ia. 1%-tn. 8-la. 

8.... 

. .45 

.50 

see 

• • • 

• • • 



4. .. . 

. .50 

.55 

• • • 

. . . 




5.... 

. .60 

.60 

.70 

.75 

180 

i*66 


0.... 

. .55 

.60 

.70 

.80 

.85 

1.05 

1.55 

7.... 

. .60 

.65 

.75 

.80 

.85 

1.10 

1.60 

8.... 

. .00 

.70 

.80 

.85 

.90 

1.15 

1.60 

9. ... 

.65 

.70 

.80 

.85 

.95 

1.20 

1.65 

10.... 

. .70 

.75 

.85 

.90 

1.05 

1.25 

1.65 

11.... 

. .75 

.80 

.90 

.95 

1.10 

1.80 

1.70 

12.... 

. .80 

.85 

.95 

1.05 

1.15 

1.85 

1.75 

18.... 

. .90 

.95 

1.96 

1.15 

1.25 

1.40 

1.80 

14.... 

. 1.00 

1.05 

1.15 

1.80 

1.40 

1.55 

1.85 

15.... 

. 1.10 

1.20 

1.35 

1.45 

1.65 

1.75 

2.00 

10.... 

. 1.80 

1.50 

1.55 

1.65 

1.85 

1.90 

2.20 

17.... 

. 1.45 

1.70 

1.85 

1.95 

2.00 

2.20 

2.55 

18.... 

. 1.75 

2.00 

2.10 

2.20 

2.40 

2.45 

2.90 

20.... 

. 2.10 

2.25 

2.85 

2.55 

2.80 

3.05 

8.40 


Round Head, Blued—Sell at 10 per cent advanea over 
prioea shown for Flat Head, Bright. 


SAFETY SET—(Briato)— 

% -inch, any length. 10c each; 6-16, 10c; %, 12c; 7-16, 15c; 
%, 18c; %, 25c; %, 80c; %, 85c; 1-inoh, 40c. 


SCREWS—Lag—Gimlet Point, 8quare Head—80% below. 

%, 5-16-in. %-in. %-in. %-in. %-ln. 



10 

100 

10 

100 

10 

100 

10 

100 

10 

100 

1%. 

.25 

2.25 




. # 





1%. 

.25 

2.25 

.30 

2.70 







1%. 

.30 

2.45 

.35 

2.95 







2 . 

.30 

2.45 

.35 

2.95 

.50 

*4.10 

.70 

b.66 



2%. 

.30 

2.65 

.35 

3.23 

.50 

4.50 

.75 

6.50 



3 . 

.35 

2.85 

.40 

3.50 

.55 

4.85 

.80 

7.00 

1.15 

9.90 

3%. 

.35 

3.05 

.45 

3.75 

.60 

5.20 

.85 

7.50 

1.20 

10.60 

4 

.35 

3.25 

.45 

4.00 

.65 

5.55 

.90 

8.00 

1.30 

11.30 

4%. 

.40 

3.45 

.50 

4.25 

.70 

5.90 

.95 

8.50 

1.40 

12.00 

5 . 

.40 

3.65 

.50 

4.55 

.75 

6.30 

1.05 

9.00 

1.50 

12.70 

5%., 

.45 

3.85 

.55 

4.80 

.75 

6.65 

1.10 

9.50 

1.55 

13.40 

6 . 

.45 

4.05 

.60 

5.05 

.80 

7.00 

1.15 

10.00 

1.60 

14.10 

6%. 



.60 

5.30 

.85 

7.35 

1.20 

10.50 

1.70 

14.80 

7 . 



.65 

5.55 

.90 

7.70 

1.25 

11.00 

1.80 

15.50 

7%. 



.70 

5.85 

.95 

8.10 

1.30 

11.50 

1.90 

16.20 

8 . 



.75 

6.10 

1.00 

8.45 

1.40 

12.00 

2.00 

16.90 

9 . 





1.05 

9.15 

1.50 

13.00 

2.10 

18.30 

10 . 





1.15 

9.90 

1.60 

14.00 

2.30 

19.70 

12 . 





1.25 

11.30 

1.85 

16.00 

2.60 

22 50 


SCREW DRIVERS—Machinists’, No. 51, 50c each; 51%. 75c; 
52. 85c; 52%, $1.10; 53. $1.15: 53%, $1.40; 54, $2.65; 
210, $1.90; 215, $2.25; 218, $2.75. 


Yankee Ratchet—No. 11, 2-inoh, 75c each; 8, 95c; 4, 
$1.00; 5, $1.15; 6, $1.25; 8. $1.50; 10, $1.75; 12, $1.15; 
15, 2-inch, 85c; 8, 90c v 4, 95c; 5, $1.00. No. 80, $8.50; 81, 
$4.75; 35, $2.65; 60, $1.15; 180, $4.00. 


SCREW DRIVER8—G 

* P.- 

-1%, 40c; 8, 40c; 

4, 60c. 

SCYTHES—Box h— 


Grass— 


No. 

Each. 

No. 

Bach. 

400 .. 

. 1.60 

200 . 

.. 1.60 

450 .. 

. 1.86 

150 . 

.. 1.86 

Weed- 


100 . 

.. 1.60 

800 .. 

. 1.60 

150 . 

.. 1.85 

850 . 

. 1.86 




SHEETS—IRON—Galvanisad—10 to 16, 11 %e; 18 to 24, 
12c; 26 to 27, 12%c; 28, 18c; 80, 14c. Black, 12 to 16, 
10c lb.; 18 to 28, 11c. Add 10 per cent for cutting. Cor¬ 
rugated, Ptd.. 28 Ga., $8.25; Galv, 26, $12.00; 28, $10.60. 
Rockface Siding, $11.50. 

SHEETS—STEEL—Black, soft, 18-20, 22-24, 26, 27, 28, SO 
gauge, 16c cut, 12c full sheet. 

Galvanized Flat, 12-14, 16, 18-20, 22*24, 26, 27, 28, 80 

gauge, cut, 18c; 14c full sheet. 


SHIELDS—Lag Screw — Expansion — 8EBC0—Per hundred 
list. 


8-16 inch. 


% . 


% . 


% . 


6-10 . 

.18.00 

% . 

.06.00 

% . 


% . 


7-16 . 


1 . 



SHINGLES—Tin, 5x7, $8.00; 7x10, $6.00. 

SHOT—Air Rifle, bulk, 20c lb.; 4 and 5-ox. tubes, 10c tube. 
Balls, Nos. 0, 00, 000. 20c lb. Buck Nos. 1, 2, 3, 20c lb. 
Drop, Nos. 1 to 12, B, BB, BBB, 20c lb. Chilled, 3 to 9, 20c. 
SHOVELS—D or Long Handle, Round or Square Point—Plain 
Back Black— 4th Grade, $2.00 each; Carter*!, $2.50; Ames, 
$2.7 5. 

Plain Black Polished—4th Grade, $2.10 each; Carter’s, 
$2.65; Ames, $8.00. 

Riveted Strap Back Black—Ames, $2.65 each. 

Riveted Strap Back Polished—4th Grade, $2.60 each; 
Ames, $2.75. 

Solid Socket—Maynard—Black, $2.75 each; Polished. 

$3.00. 

Fire, Sheet Steel—Jumbo, 85c each; 54, Japanned, 20c; 
56, Japanned, 25c; 280, Galvanized, 20c. 

Special—Northwest—Pacific, $2.00 each; Occident, $2.85; 
Maynard Pair., $2.60; Genuine Mayn, $2.85; Cheater, $2.00. 


SLEDS—Hand and Coaster— 
Flexible Flyer- 
No. 1.4.25 

Racer.. 

Fir* Fly— 


No. 2. 

. 5.00 

No. 9. 

.2.75 

No. 8. 

. 6.50 

No. 10. 


No. 4. 

. 7.00 

No. 11. 


No. 5. 

. 9.50 

No. 12. 

.4.50 

Jr. Racer. 

8M00TH-0N—75c lb. 

. 5.50 

Racer. 



SOLDER—% and %, 55c lb.; No. 1, 90-100, 55c: Wipinj, 

40-60, 50c; Wire, 50-50, 55c; Electrical Wire, 40-60, 55c. 

SPARKERS—Red deal—No. A141, $8.00; A152, $8.66; A162. 

$4.35. 

SPORTING GOODS— 

Each Handballs.85 

Official Baseballs .... 2.50 Boxing Gloves, 8-ox... 18.60 

Second Grade Baseb’ls 2.00 Striking Baga .9.00 

Playground B. B„ Out Championship Tennis 

or Plain Seam— Balls .55 

14-inch .8.00 Bast Grade Rackets, 

12-inch .2.76 Sutton .12.00 

Baseball Bats, leagns.. 1.75 Ootton Gym Shirts.75 

Baseball Masks, T * 10.00 White Banning Pants. 1.00 

Chest Protectors.8.50 Bike Jockey Strap.75 

Official— Robber Soled Tennis 

Rugby Footballs... 10.00 Gym Shoes.1.95 

Soccer Footballs... .12.00 Robber Soled Tennis 

Basketballs .15.00 or Gym High.2.25 

Volley Balls.8.00 Basketball Shoes .... 5.00 

SPRAYERS—Myers’ Bucket Pump, 8 lbs., «13.75 each; 6 
lbs., $9.00. Hand — Faultless, 75c each; Misty, 95c. Knap- 
sack—Kant Klog, $7.60; Perfection, $9.00; Utility, $7.25. 
SPRAY PUMPS—Faultless Tin, 76e each; Barnes No. 254, 
$6.55; Barnes, 276, $9.50; Little Giant, 827%, $5.75; Aeae 
Pressure 845, $8.50; Defiance, No. 824, $8.60. 

SPRINGS. DOOR—Colled 16-inch, Japanned 8pr!ng, %-lneh. 
15c; 9-32, 15c; 11-82, 15c; 18-82, 15c; %, 20c. Faultless, 
Tight No. 12 Steel Wire, 16-inclz, 45c each. Victor, Adjust¬ 
able Tension, 9-ineh; 25c each; 10-inoh, 80c; 11-inch,, 40e; 
12-inch. 50c. Reliance, Extra Heavy Ratchet Tension, 10- 
inch, 60c each. Warner’s Coppered Steel Wire for screen 
doors, each 25c. Torrey Screen Door, 39 in. steel rod, 50c. 
SPRINKLERS. LAWN— 

Perforated Tube. Dew Drop, 7 feet long, brass, $3.00 each; 
8 feet, $3.25; 8 feet, galvanized, $3.00. 

Pluvius—Revolving Brass Spoon, $1.15 each; Revolving 
Arms. 6-inch, $1.35; Revolving Arms, 11-inch. $2.50. 

Ring—5%-inch diameter, 75c each; 8%-inch, $1.25. 

Rose—3-inch perforated oblong plate spray, $1.00 each. 
Ross—Perforated oblong plate spray, $1.00 each 
Thompson’s—Twin, 40c each; Fountain, 50c; Fan, 25c; 
Simplex Circle, 40c; Shower. 50c; Peerless, 55c. 

Will’s Galvanized Pipe—6 feet, $2.25 each; 7 feet, $3.00, 
8 feet, $3.50. 
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RETAIL SELLING PRICES—Oonttnued. 


STAPLES—Fence Wire—Polished, 10c lb,; galvanized, 12 %c. 
Poultry Wire, %-inch, 15c lb. 

STARRETTS TOOLS—Add to Catalogue— 

Micrometers, 50% 

Thickness Gauges, 50% End Mess. Rods, 50% 

Gr. Flat 8toek. 50% Caliper Gauges, 50% 

Handy Equip. Table, 50% Micrometer Oases, 50% 
Balance of Book (not itemized) add to list 40%. 

STEEL—Mild—See Iron. Tool, 22c; Drill, Co., 20c. 

8TONE8—Carborundum—No. 70. 50c; 107, 02.00; 108, 02.25; 

100, 01.76; 110, 02.00; 111, 01.85; 112, 01.00; 118, 01.00; 

115, 01.75; 116, 01.75; 117, 01.75; 118, 01.50; 110, 01.00; 

120, 01.50; 121, 01.25; 122, 01.25; 128, 01.25; 124, 01.00; 

180, 75c; 181, 75c; 142, 75c; 148. 75c; 144, 75c; 145, 50c; 
140, 50c; 147, 50c. 

Pike's Oil and Water—No. 18, 00c each; 14, 60c; 16, 10c; 
20, 40c; 22, 01.00; 25, 15c; 87, 25o; 40, 25e; 42. 85e; 
48, 50c; 51, 01.00; 52. 01.26; 68, 01.50; 64, 01.00; 55, 
01.25: 50, 01.50; 50, 16c; 60, 01.75; 62, 02.25; 60, 02.75; 
68, 08.75; 78, 50c; 80, 00c; 80, 75e; 88, 01.00; 02, 50c; 
04, 60e. 

Pike's Scythe—No. 80, 15c each; 40, 15o; 41, 15c; 42, 20o. 

STOVE8—Oil Heating, Perfection—No. 520, 08.50 each; 560, 
011.00; 660B, Blue, 018.50; 660W, White, 015.00. 

Boyle (Airtight)—No. 16, 08.50 each; 20, 05.00; 22, 
08.75; 122, 00.75; 418, 010.00; 518, 014.25; 818, 017.25; 
018, 010.50; 1018, 05.75; 1818, 08.00; 1518, 015.00; 1618, 
021.75; 1718, 024.75; 1818, 028.25. 


TENTS—Single Filling— 


Size 

8-os. 

10-os. 

Sis# 

8-os. 

10-os. 

7x7 .... 

. .. 14.80 

17.80 

16x18 ... 

..57.25 

07.85 

7x9 .... 

...17.55 

20.45 

16x20 ... 

. .68.10 

78.05 

9x9 .... 

. . .20.25 

28.70 

16x24 ... 

. .71.85 

88.60 

9Hxl2 . 

.. .28.85 

27.85 

16x30 ... 

. .86.95 

101.80 

12x14 .. 

.. .82.00 

87.85 

A or Wedge— 


12x18 .. 

...89.50 

46.15 

5x7. 

.. 9.25 

10.75 

14x16 .. 

.. .42.00 

49.80 

7x7. 

. ,11.05 

18.00 

14x20 .. 

.. .52.15 

60.60 

7x9. 

..18.95 

16.85 

Flys Half Price of Tents. 




Wagon Covers—Single Filling— 



Sise 

8-os. 

10-os. 

Sise 

8-os. 

10-os. 

10x14 .. 

... 8.85 

11.10 

12x16 ... 

..12.90 

15.00 

10x16 .. 

...10.15 

12.70 

12x18 ... 

..14.85 

17.00 

Stockmen's Bed Sheets—Single Filling— 


Size 



8-os. 

10-os. 

12-os. 

6x12. ... 



_ 5.00 

6.60 

7.50 

6x14. ... 

_ 9 . 


. 5.85 

7.60 

0.75 

7x14.... 




10.86 

12.05 

7x16.... 




12.60 

14.10 


THIMBLES—Flue—6-in., 10c; 7-in., 15c; 6-in. to 7-In. AdJ* 
15c. 


TIN— 

Bar and Pig, 01.20 lb. 

Common Roofing, 40c per sheet. 

Valley, No. 4, 6c per ft.; 10, 10c; 14, 17c; 20, 25c. 
Painted 1 side, le foot extra; two sides, 2c. 

Flashing 10, lxl, 08.25 per 100 feet; %xl, 08.25. 

Shingles—5x7, 08.50 per 100 ft. 

Valley—14-inch, 17c per foot, 015.00 per roll; 20-inch, 26c 
per foot, 022.00 per roll. 


STRIP—Weather—Rubber, %-inch, 6c ft.; %-inch, 7c ft. 
Felt, %-inch, 5c ft.; %inoh, 10c. 

SWEEPERS, CARPET—Bissell's American Queen, 06.75; 
Club, 012.00; Elite, $7.50; Gold Medal, $6.25; Grand Rapids 
(Nic.), 06.00; Grand Rapids (Jap.), $5.50; Grand (Jap.), 
07.50; Parlor Queen, 07.00; Princess, $6.25; Prize, 06.25; 
Universal (Nic.), $5.75; Universal (Jap.), $5.25. 

Vacuum—Superba, $18.00; Grand Rapids, $11.00; House¬ 
hold, $9.00. On account of the freight, retail prices 50 
cents higher prevail in the following Western and Southern 
States: Colo, New Mex., Wyo., Mont., Ore., Utah, Ariz., 

Nev., Ida., Wash., Calif., Tex., Okla., Ark., La., Miss., Ala., 
Fla., Ga., N. C. and S. C. 


Length 

8-inch . 6.00 

8%-inch . 0-25 

4 - 

5 .. 

6-inch . 8.00 

Sebco No. 5—With cither round or flat hoad machine 
screw 


%-in. 

—Diameter— 
8-10-in. %-in. 

6.00 

8.00 

12.50 

6.25 

8.00 

9.00 

0.75 

8.50 

15.80 

7.50 

9.25 

14.80 

8.00 

10.00 

16.00 


Length 

8-inch. 2.68 

4- inch. 2.97 

5- inch. 882 

6- inch. 8.67 


— 

Diameter— 


%-in. 

8-10-In. 

M-l*. 

2.68 

8.16 

8.50 

2.97 

0.50 

8.86 

8.82 

8.86 

4.20 

8.67 

4.20 

4.55 


TACKS—Bill Posters'—No. 8, 40c lb.; 4, 40c; 6, 40c; 8, 40c. 
Carpet—Out, %-lb. papers—No. 4, 12%c; 6, 12%c; 8, 
12^4c;10, 10c; 12, 10c. Wire, % lb. papers—No. 8, 10c 
box: 4, 10c; 6. 10c; 8, 10c; 10, 10c; 12, 10c. Wire in bulk 
—No. 8, 40c lb.; 4, 40c; 6, 40c; 8, 40c; 10, 40c. 

Gimp—% lb., 2%, 10c box; 8, 10c; 4, 10c. % lb., 6, 

15c; 8, 15c. 

Upholsterers—Cut, % lb. papers—No. ltt, 10c box; 2, 
10c; 3, 10c; 4, 10c. % lb., 6, 15c; 8, 15c; 10, 15c; 12 to 

16, 15c. Cut, in bulk, No. 8, 45c lb.; 4, 40c; 6, 40c; 8, 
40c; 10, 40c; 12, 40c. 

Double Pointed—Blued, % lb. papers, No. 9, 10c box; 
10, 10c; 11, 10c; 12, 10c. Blued in bulk. No. 9, 45c lb.; 
10, 45c; 11, 45c; 12, 45c. 

TAPES—MEASURING—(Lufkin)—(St arrett)— 


Asses' Skin Steel 


No. 


Each 

100 . 

103 . 

.9.75 

710 . 
713 . . 


.80 

1.00 

200 . 

203 . 

.11.25 

715 . 


1.50 

205 . 

.16.50 

716 . 


1.85 

206 . 

.19.75 

730 . 
733 . 


1.00 

1.75 

240 . 

243 . 

. 5.50 

. 6.50 

735 . 


2.00 

245 . 

. 8.75 

736 . 


2.50 

246 . 

.11.25 




260 . 

. 6.00 


Metallic 


263 . 

. 7.25 

500 . 


3.75 

265 . 

.9.35 

503 . 


5.50 

266 . 

.12.50 

505 . 


6.00 

550 . 

. 5.50 

506 . 


8.75 

553 . 

.7.00 




555 . 

.9.00 


Pocket 


556 . 

.11.25 

143 


.95 

1240 . 

. 4.85 

145 . 


1.10 

1243c . 

. 6.35 

165 . 


.25 

1260 . 

. 5.60 

3143 


.60 

1263 . 

. 6.75 

Asses* 

Skin Case—25, 

65e; 

50, 85c; 75, $1.15; 

100, $1.85. 


TAPE—Friction—% lb., 50c; 2 os., 15c; 1 oz.. 10c. 


TORCHES—Clayton A Lambert—No. 28, Alcohol, 04.25 each. 

Gasoline—No. 14, $6.50 each; 37, $9.00: 38, 09.50; 81, 
010.00; 32, $10.50; 48, 012.25; 107, $9.50; 122, 08.00. 

TRAPS—Fly—Paragon, 35c each; Balloon, 30c; Avis 2, $2.50; 
$2.00; Edgewood 2, $2.00; Avis 1, $2.75; Avis 2, $2.50; 
Avis 3, $2.25; Perfect, $1.45. 

Game—No. 0 Newhouse, 65c each; 1 Newhouse, 75c; 1H 
Newhouse, $1.15: 2 Newhouse, $1.65; 3 Newhouse, $2.25; 
4 Newhouse, $2.75; 5 Newhouse, $20.00; 1. Oneida Jump, 
35c; 1V6 Oneida Jump, 55c; 2 Oneida Jump, 90c; O Victor, 
25c; 1 Victor. 30c: 1 Vz Victor, 45c; 2 Victor, 60c; 3 Victor, 
$1.00; 4 Victor, $1.25. 

Gopher—Western, 25c each; Noxall, 25c; Maccabbee, 25c; 
Easv Set, 25c: Newhouse. 35c; California Pocket, 35c. 

Mole—Reddick, $1.50 each; Out-O-Sight, $1.75. 

Mouse—Sure Catch, 5c each; Security, 10c; Choker-Wood, 
20c; Choker-Tin, 15c; Delusion, 30c; Holdem, 90c; Cage, 30c. 
Cage. 25c. 

Rat—Sure Catch, 20c each; Security, 25c; Holdem, small, 
$1.35; Holdem, large, $1.65. 

TROWELS—Rose Brick, Wood Handle, $2.25; Rose Brick, 
Leather Handle, $2.50; Marshalltown Plasterer’s, $3.00; Fin¬ 
ishing, $2.75. 

TWINE—Cotton—Wrapping, 75c lb. Budding, 75c. 

Flax—18 BB, 60c lb.; 24 BB, 60c; 18 BC, 70c; 24 
BC. 70c; 36 BC, 70c. 

30 Sacking, 70c; 40 Sacking, 70c; 33 Sacking. 85c; 44 
Sacking, 85c. 

VALVES— 


Standard Globe and Standard Gate Valves— 


Angle Valves— 

% . .. 

14 .... 

. .75 

. .75 

% . 

V* . 

\ . 

. 1.95 

. 1.50 

. 1.50 

^ . 

.80 

Vz . 

. 1.70 

Vz . 

. 1.05 

% . 

. 2.15 

% . 

. 1.30 

1 . 

. 2.95 

l . 

. 1.90 

1 % . 

. 3.90 

1 % . 

. 2.65 

. 

. 5.25 

1% . 

. 3.70 

2 . 

. 7.65 

2 . 

. 5.55 
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BBTAIL SELLING FB10E8—Oontinned. 

TINWARE 


Week Boilers 

8 . 10.75 

•. T 10 25 

Pot Covert 

0 .10 

in .is 

225 .85 

08 . .00 

Muffin Pans 

6 .86 

8 .45 

230 1.25 

285 . 1.50 

Tea Kettles 

m % 55 

15 . .20 

020 .20 

110.85 

28 A 4 25 

1 O f ft 

0 .55 

29 A. 4.50 

18 .80 

120.45 

Pie Pans 

M 10 

02 .60 

180 .60 

lea it A an 

14 $5 

129 B. 4.75 

15 .50 

027 .55 

029 .75 

Cake Pans 

5 .15 

7 .10 

$90 8 . . 4 76 

Cups 

no 15 

jn .15 

Wash Bowls 

07 . .25 

047 . 2.25 

049 . 8.00 

7.85 

15 .20 

75 .85 

010 .15 

Senes Pens 

012 .40 

nA7 9 75 


Q8 . .80 

23 .25 

069 $ 76 

031 .15 

7 . 40 

023 .15 

Preserving Kettles 

160 .45 

032 .30 

084 .80 

041 20 

016 .50 

8 .SO 

211* 212.10 

020 .60 

Covered Buckets 

11 20 

214 *0 


Cutters 

All sites.15 

Dippers 

200 .65 

048 .80 

028 . 1.05 

12 . JB 0 

18 .85 

240 .85 

280 . 1.05 

72 .40 

74 .55 . 

Ooffoe Pots 

1.40 

14 .46 

Dinner Buckets 

1 .85 

01 . •« 

Moulds 

2 Melon.... 1.66 

4 Melon- 2.25 

08 Jelly.15 

15 Jelly.86 

61 Cake.50 

Ap Oftka . - , -. .65 

Dish Pans 

IX Tin 

10.00 

8.45 

4.65 

02 .. .80 

6 .1.00 

08 45 

4 .26 

9 .20 

10 $5 

IX. 1 05 

Tee Pots 

240 .86 

242 .60 

Flour Sieves 

2 .80 

2 . 1.66 

17 . 1.85 

8 . 1.15 

91 . 1.00 

04 .. 115 

80 .85 

IXXX Tin 

17 . 8.00 

40 . 1.60 

82 .80 

O A Q ft 

Dairy Palls 
in on 

81 . 2.10 

810 .80 

600 . 1.76 

Aft 

80 .. 8.10 

818 . 86 

675 . 1.85 

Milk Cans 

1 .40 

42 .60 

11 . 1.00 

Milk Pane 

too .;. .10 

Flour Sifters 

1 . .40 

unit .75 

14 1 10 

Forks 

1, 2, 8 , 4.10 

s a 15 

Aft 95 

202 .15 

4 .50 

8 .70 

jin 45 

204 .20 

6 .80 

4 .90 

ftp 60 

206 .25 

10 . A 0 

01 .40 

914 75 

inp , t . SB 

2100 .85 

SUmmere 

10 . A5 

08 .70 

nia an 

104 1 95 

2120 .40 

04 .00 

i4i in 

in5 . . 1 50 

800 .15 

45 .. 10 

12 . 2.00 

Funnels 

1 A lit AA 1 A 

120 SB 

801 . $0 

8tr*inere 

2 .15 

14 . 8.00 

174 1 SO 

802 .80 

600 . 4.00 

10 , 10 , 20 ..,.. .10 
OK 90 

195 . 1.65 

804 .40 

8 . .20 

508 . 5.75 

on 05 

1X0 .70 

806 .50 

10 .40 

505 . 6.00 

Ov .......... .13 

a k 0 5 

1X4 . 1.65 

8100.65 

20 .60 

610 . 9.00 

ton ok 

519 . 2.25 

8120.85 

88 .75 

Oil Cans 

10. so 

liu . .no 

i ok nn 

514 . 0.00 

504 .40 

110 .45 

ian .85 

Bread Pans 

01 .25 

506 .50 

112 , 121 .60 

ii* .*• 

81 .60 

220 .75 

510.75 


WAGONS—Bo7«*— 


American 


No. end 8iso. 

Beck. 

118— 8x18. 

.. 2.00 

128—10x28. 

. . 2.50 

1*6—12x26. 

.. 8.50 

180—14x80. 

.. 4.50 

188—16x89. 

.. 5 00 

Samson 


826—12x26. 

.. 4.00 

828—18x28. 

. . 4.25 

882—15x82. 

. . 5.50 

888—16x86. 

7.26 


Wagners — 

No. 18. 

..10.00 

No. 20 . 

. .11.50 

No. 24. 

..18.00 

Coaster — Star— 


Nn 10. 

.. 9.60 

No 20 . 

..10.50 

Nn 80 . 

..11.50 

No. 40. 

..11.50 

Mara-Wei la — 


No 10. 

.. 7.50 

Nn 11. 

.. 0.00 

No. 12. 

.. 9.50 


WASHERS—Oa»t Iron—Site H to 1. 18o lb.; Angle, 14s. 
Malleable—Standard, 35c lb.; Nall Hole, 35c lb.; Angle 
85c lb. 

Out—81«e8*16, 29c lb.; M. 84c; 5-16, SSe; %, 80e; 7-16, 
10c; %, 18c; % to 1, 17c. 


WASTE—Cotton—No. 6X White, 28c lb. 
White, 85c; 01 Colored, 21c; 02 Colored, 


; 1 White, 26c; 2 
20c; 10 Wool, 88e. 


WAX—Floor 05c lb. 


WBANERS—Calf—Shawa No. 1, 65c; No. 2, 75c. Hootiex 
No. 11, 75c; No. 12, 85c. Kantink—Calf, 50c; Cow, 60c. 


WEDGES—Truckee-Alki, lb., 20c; Oregon-Aths, 20c; Cedar- 
Atha, 22c; Cedar-Alki, 20c; Falling, 27c; Saw, 27c. 


WHEELBARROWS—Garden—No. 0, 1% cu, ft. capacity, 

114.25 each; No. 1, 3% cu, ft., $17.00; No. 2, 4% cu, ft., 


018.00. 

Railroad—Bolted, $9.50 each; Stave, $9.75. 

Steel Tray, Wood Frame—Star, $12.00 each. 

Steel Tray and Frame—AX, $15.00 each; 4, $18.00; 5, 
$20.50; 10, $27.00; 25, Concrete, $20.50. 


WICKS— 

Oil Cook Stove Wicke—New Perfection with wire carrier, 
each. 45c; Bon Ami with wire carrier, 45c. 

Oil Heating Stove Wicke—New Perfection with wire 
carrier, each, 45c. 


Rochester Wicke—Circular—No. 1R, siee 4x6 in., each, 
lOe; 2R* 5x6 in., 10c; 8R, 8x8% in., 25e. 


Lamp or Lantern Wicks—Flat—No. 0, width 
each; No. 1, %-inch., 2%c; No. 2, 1-in., 2 
1%-in., 5e. 




WIRE— Plain Fence. Baling 

Per 100 lbs. Black. 

8 gangs •••»•••••••»•••••• 6.60 

4 6.60 

6-8-9 ••••••••••••••••••••• 6.50 

10 •»..«•••»»•••••••••••••• 6.50 

11 6.60 

12 »»#*»••«•»•**.•••*•*•••* 6.60 
18 ••»•«••#•••••••••••••••• 6.75 

14 »**»»•••••••••»••••*•••• •* * * 

15 •••* 

16 •»»«•••••••••••••••••••• 

17 •»•••••»•«•••••••••»•••• .... 

18 ••«•»••••••••»«••••»•••• .... 

Barbed Fence—Glidden Pat., $6.50; Glidden Galv., $6.85 

Baker Patent, $7.15; Baker Galv., $8.00; Waukeganito Galv 


Galv. 

7.80 

7.20 

7.25 

7.80 

7.85 

7.45 

7.55 

8.00 

8.10 

9.00 


7.09 

7.10 

7.50 

7.50 


$8.50. 


Hog. 


Am- Special Galv., 80-rod spools, each. 5.00 

Glidden, 80-rod spools, each. 6.60 

Broken Colls—Add, 1 to 24 lbs.. So; 25 to 49 lbs., 
to 99 Us., lc per lb. 

Stove Pipe Wire, 50-ft. coils, 10c each. 


Cattle 
4.75 
6.40 
2c; 50 


WIRE CLOTH—See Cloth. 

WOODBNWARE—Boards, Pastry—16-inch, $1.10 each. 

Bowls, Chopping—11-lnch, 50c each; 15-inch, $1.85; 1” 
inch, $8.00. 

Pins, Rolling—65c each. 

Spoons, 18-inch, 15o each; 15-inch, 20e. 

WOOL—Steel—1-lb. rolls—0, $1.25; 1, $1.10; 2 and 8, $1.00 
8-oz. packages, 80c each. 

WRINGERS—Mon—Vanco 78, $4.50; 88. $A00: 89, $5.00 
Dana or Eagle, 5, $8.25; 10, $4.50; 20, $5.00. 

White's 3, $4.50; 0, $8.00; 8, $5.25. 


WRENCHES— 


6-inch. . 
8-inch. . 
10-inch. . 
12-inch. . 
15-inch. . 
19-inch. . 
21-inch. . 


Agr. 

1.00 

1.15 
1.35 
1.75 

2.15 


Coes. 

1.65 

2.00 

2.35 
3.60 
4.15 

5.35 
6.50 


Stillson Barcalo Barcalo 
Orescent. Trimo. N. Semi-fin 


1.25 

1.25 

1.50 

2.00 

2.75 

4.00 

6.00 


1.60 

1.80 

2.00 


10.80 


1.35 

1.40 

1.75 

2.65 

4.00 


1.2a 

1.25 

1.50 

2.00 

2.75 

4.00 

6.00 


ZINO—Full sheets. 30c lb.; less than sheets, 35c. lb. 
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A 

Absorene Mfg. Co. 

Albert Lea Sprayer Co. 

Albertson A Co. 

Alert Tool Co. 

L. A. Althoff . 

Aluminum Goods Mfg. Co. 

Aluminum Products Co. 

American Bolt A Screw Case Co 

American Chain Co. 

American Saw A Mfg. Co. 

American Stainless Steel Co... 
American Steel A Wire Co. . . . 
American Wire Fabrics Co.... 

Apco Mfg. Co . 

Armstrong Mfg. Co. 

Atkins, E. C. A Ob. 

Atlas Mfg. Co., The. 

Atlas Shear Oo. 

Auto Specialties Mfg. Co. 

AutoStrop Safety Razor Co... 
Avis Hardware Co. 


. .139 
.. 65 
. .171 
. .168 
. . 95 
15-226 
. .206 
. .199 
. . 22 
. . 61 
. . 18 
. . 26 
. . 61 
..171 
. .203 
.. 11 
. . 82 
. . 97 
. .169 
. .101 
. . 75 


Baker, Hamilton A Pacific Co. 85 

Baldwin Refrigerator Co.46 

Bassick Company. The. 20 

Beaton A Cadwell Mfg. Oo.197 

Beaton A Corbin Mfg. Co.199 

Beh A Company . 97 

Benjamin Air Rifle Oo. 88 

Belmont Tumbler Oo. 94 

Benson Importing Oo. 89 

Berger Bros. Oo. 70 

Bernz Oo., Otto .197 

B First Company .179 

Bissell Carpet Sweeper Oo. 17 

Adolph Blaich, Inc. 88 

Boiler Machine Works. 62 

Bommer Spring Hinge Co. 71 

Boston Brass Co.200 

Boston Varnish Co.137 

Boston Woven Hose A Rubr. Oo. 104-Cover 

Brainerd Mfg. Co. 71 

Bridgeport Hardware Mfg. Oorp. . ... . 72 

Brier Hill Steel Co. 58 

Buckeye Aluminum Oo. 68 

Buffalo Forge Oo. 66 

Buffum Tool Cb.Cbver 

Burgess-Norton Mfg. Oo. 57 

Butterfield A Co .167 


O 

Caldwell Sales Oo. 

Cannon Oiler Oo. 

Central Stamping Oo. 

Champion Blower A Forge Co. . . 

John Chatillon A Sons. 

Chicago Flexible Shaft Oo. 

Chicago Spring Butt Oo. 

O. J. Childs Oo. 

The Cincinnati Tool Co. 

E. J. Ohubbuck Ob. 

O. F. Church Mfg. Oo. 

Geo. M. Clark A Oo . 

Clayton A Lambert Mfg. Co. . .. 

Clemson Bros. 

Cleveland Stone Co. 

Clifton Mfg. Oo. 

Coea Wrench Co. 

Cook Phonograph Co. 

Coldwell Lawn Mower Oo. 

Columbian Rope Co. 

Columbus Anvil A Forging Co.. 

Oomatock-Bolton Oo. 

Connors, Wm. Paint Mfg. Co.. 

Converse Rubber 8hoe Co. 

H. C. Cook Oo. 

Corcoran Mfg. Oo. 

Cronk & Carrier Mfg. Co. 

Covert Mfg. Oo. 

Crescent Tool Oo. 

Curtis Pneumatic Machinery.. .. 

D 

Delta File Works . 

Detroit Twist Drill Co. 

Diamond Rubber Oo. 

Diamond Saw A Stamping Works 

R. E. Diets Co. 
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Durham Mfg. Oo. . „. 

Elastic Tip Co. 
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Featherstone Furnace Co., C. L.205 

June Freeman Mfg. Co.175 

G 

J. E. Gilson Oo. 63 

Goodrich Co., B. F.165 

Goodell-Pratt Co. 44 

Goodyear Rubber Company . 76 

Gold Medal Camp Furniture Mfg. Co. .185 

John W. Gottscnalk Co. 43 

Gurney Refrigerator Co. 16 

H. J. Gute A Co. 86 

H 

Hammer-Bray Oo. 83 

John E. Hardy .172 

H. S. Hartzman . 90 

Harvey Spring A Forging Co.145 

Haskins Brass Works .201 

Haskins & Sells .206 

Hays Mfg. Oo.202 

Hay-Budaen Mfg. Co. 67 

Hercules Products Co. 74 

Hess-Snyder Mfg. Oo. 91 

Higgins Spring A Axle Oo.167 

John J. Hildebrandt Co.100 

A. M. Holter Hardware Co.79 

Holter Hardware Co. 79 

Home Products Corporation .103 

Honeyman Hardware Co. 79 

Hunt, Helm, Ferris A Co. 28 

Hygrade Lamp Co. 64 

Hyfield Mfg. Co. 65 

Z 

Illinois Pure Aluminum Co. 19 

International Silver Oe. 52 

Imperial Bit A Snap Oo.167 

J 

Jobbers’ Mfg. Co. 98 

X 

F. D. Kees Mfg. Oo.69-191 

King Lock Co.157 

Kingsbury Mfg. Co.100 

M. L. Kline Co.193 

L 

Lalance A Grosjesn Mfg. Co. 96 

Lane Bros. Oo. 72 

Will B. Lane Unique Tool Co.169 

Lawson Mf$. Co. 31 

Leyse Aluminum Oo. 87 

Lindemann, O. A Oo. 93 

Ludlow-Saylor Wire Oo. 57 

Lufkin Rule Co. 81 

M 

Maine Mfg. Co. 92 

Mangrum A Otter. 82 

Marshalltown Trowel Co.191 

Massasoit Mfg. Oo. 39 

Maydole Hammer Oo. 61 

Mayhew Steel Products, Inc. 59 

McCaffrey File Oo. 70 

McKee Glass Oo. 53 

McKinney Mfg. Co. 12 

M. H. Merchant Corp.161 

Meyers Mfg. Co., Fred J . 90 

F. E. Myers A Bro. 68 

Monarch Refrigerator Works. 50 

Montauk Paint Mfg. Oo. 98 

Chas. Morrill & Co. 72 

Motor Mercantile Co.171 

Michigan Wire Goods Co. 78 

Milbradt Mfg. Co. 74 

Edward Miller A Co . 83 

L. J. Mueller Furnace Co. 23 

N 

Nash Hardware Oo.157 

National Cash Register Co. 47 

New England Mills Oo.161 

New Era Spring A Specialty Oo.161 

New Haven Clock Co. 83 

New York Stamping Oo. 48 

Nicholson File Co. 45 

C. S. Norcross A Sons. 69 

North Bros. Mfg. Co. 64 

North A Judd Mfg. Oo. 30 

Northland Ski Mfg. Co. 99 

Northwestern Steel A Iron Works.... 92 

Novelty Stropper Oo. 89 

The Nye Tool A Machine Works.204 

O 

Ohlen-Bishop Oo. 71 

Ontario Knife Oo. 94 

Wm. Ottemiller Co. 67 

P 

Pacific Pumn A Supply Co. 81 

Packham Crimper Oo. 69 

Peck.Stow A Wilcox. 41 

H. W. Peabody A Oo.83-84 

Pennsylvania Lawn Mower Works. ... 51 

Peters Cartridge Oo. 89 

Perfection Mfg. Oo. 98 

Philadelphia Lawn Mower Oo. 95 


Phoenix Horse Shoe Oo. 54 

Pittsburgh Steel Oo. 59 

Porter, H. K. 58 

Portland Cordage Co. 76 

Prairie Du Chien Tool Oo.183 

Precision Machine A Tool Co. 67 

Prentiss-Wabers Stove Co.153 

Progressive Mfg. Co. 81 

Q 

Quaker City Rubber Co.147 

Quick Meal Stove Oo. 88 

& 

Reed A Prince Mfg. Oo. 73 

Reinhold-Sharp A Co.99 

Remington Arms Co., Inc. 13 

Richards-Wilcox Mfg. Co. 63 

Ritter Can A Specialty Co. 97 

H. Roth A Sons. 77 

Rochester Can Co. 49 

Myer S. Reubens Stove A Furnace 

Repair Works . 90 

Royal Self-Heating Iron Co. 94 

A. C. Rulofson Oo.58-59 

Russell Mfg. Oo.151 

Rutenber Electric Oo. 98 
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Salt Lake Hardware Co. 78 

J. Sand A Sons. 67 

Samson Cordage Works. 71 

Sargent A Company . 9 

Savage Arms Corp. 65 

Save Electric Corp.141 

Savills Sons, Thomas.200 

Wm. B. Scaife A Sons.202 

Schaw-Batcher Co.82 

R. F. Sedgley, Inc.157 

Segal Lock Ck>. 6 

Shelby Spring Hinge Oo. 66 

Simonds Mfg. Oo... . .. 55 

Slaymaker Lock Company. 70 

Smith Mfg. Co., F. H. 58 

Specialty Mfg. Co. 68 

Spokane Stove A Furnace Repair Wks. 78 

Spring Leaf Lubricator Oo.171 

Standard Brass Casting Oo. 77 

Standard Four Tire Oo.148 

Standard Electric Tool Ob.149 

Stanley Works . 24 

Star Expansion Bolt Oo. 71 

Star Heel Plate Co. 60 

Stark Rolling Mill Oo. 27 

Starrett, L. S. A Co. 6 

E. C. Stearns A Co. 71 

Sterling Tire Corp.Oover 

Stine Screw Holes Oo.177 

Strevell-Paterson Hardware Oo. 79 

Superior Laboratories. 77 

Superior Spring Hinge Cb. 62 

Jas. Swan Co. 54 

Sweetnam Mfg. Oo.26 


T 

Thompson Mfg. Oo. . . 
Thomson-Diggs Co. . . 

Topping Mfg. Co. 

Trimont Mfg. Co. . . . 
Triner Scale Mfg. Oo 
Tritch Hardware Co. 
Turner Asbestos Co. . 
Turner Brass Works . 
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Union Tool Chest Oo.178 

United Auto Supply Oo.189 

United Royalties Corp. 60 

Universal Equipment A Supply Oo...l71 

IT. S. Steel Products Co. 26 

Utility Trailer Sales Oo.177 

V 

Vaughan A Bushnell Mfg. Co. 78 

Voss Bros. Mfg. Oo.102 

W 

Wagner Mfg. Co. 96 

Warren Axe A Tool Oo. 72 

Washington Hardware A Implement 

Underwriters . 80 

Wausau Abrasives Oo.101 

Wellston Mfg. Oo.21 

Joe Welsh . 89 

West Bend Aluminum Oo.181 

Western Brass Mfg. Oo. 80 

Western States Cutlery A Mfg. Oo. .. . 91 

Whitlock Cordage Co. 1 

W. H. Wilburn . 94 

Geo. H. Wilkins Co . 98 

Wills Sprinkler Oo. 70 

Woclwine Metal Products Co.162 

Wolverine Brass Works.201 

Wrought Washer Mf|r. Oo. 59 

Yakima Hardware Co. 80 

Yost Gearless Motor Co. 75 
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desirable quality in metal used for cooking 
utensils. It is also an excellent conductor of 
heat, and takes a permanently smooth finish. 
Aluminum utensils, therefore, grow constantly 
in favor. 

With the merchant, the question of stocking 
aluminum ware centers largely around the line. 
He must have a line that lends itself to modem 
merchandising methods; that encourages the 
quick taking of profits; and brings repeat busi¬ 
ness. VIKO, The Popular Aluminum, is just 
such a line as this. Viko utensils give perfect 
satisfaction to the customer, and sell profit¬ 
ably at a popular price. For full information 
about the Viko line— 

c Ask Your Jobber 

Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wisconsin, U. S. A. 
Makers of Everything in Aluminum 
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The Popular Aluminum 
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E VERY month during 1921, 2,350,000 advertise¬ 
ments will tell American Motorists sound 
reasons for using Converse Tires. 

Every month the Saturday Evening Post, Motor 
Life and Vanity Fair will carry the Converse 
message. 

In those pages will be told tlie story of the Con¬ 
verse “Compression Tread.” Motorists will learn 
that the astonishing mileage delivered by Converse 
Tires is explained by this “Compression Tread”— 
that the concentrated elasticity of this unique tread 
is the sound scientific reason for its exceptional 
resistance to wear and cuts. 

And these readers will also learn that these super¬ 
wear tires, of “fadeless” ebony black rubber, are 
also strikingly better looking. 

They will be told truthfully that exhaustive tests 
show Converse Tires way ahead as efficient anti- 
skids—that the tough oversize Converse “Compres¬ 
sion Tread,” armed with sturdy, never failing, suc¬ 
tion grips, hold fast to the slipperiest road surface. 

This advertising, telling the story of a distinct advance in 
tire construction, will do just one thing for Converse Dealers. 
It will create a big, lively demand for Converse Tires, even 
bigger than in 1920. 

You should know more about Converse Tires and the Converse 
“Dealer First" sales policy. 

Write to us for that interestingly different Converse book, 
“Dealer Dividends . 11 

Converse Rubber Shoe Company. Maiden. Mass. 

Service Branches : 

New York—300 Amsterdam Avenue 
Chicago—618-626 W. Jackson Boulevard 
Boston—801 Boylston Street 

Exclusive Distributors: 

Nash Hardware Co., Fort Worth, Texas, Wichita Falls, Texas 
McGowin-Lyons Hardware and Supply Co., Mobile, Ala. 

Sloss & Brittain. 77 Beale Street, San Francisco, Cal. 

Stauffer, Eshleman & Co.. New Orleans, La. 

Failing, McCalman Co.. Portland. Ore. 

Stowe-Shaw Rubber Co., 1319 S. Figueroa St., 

Los Angeles, Cal. 

Charles A. Shaeffer, 7 West 19th Street, 

Kansas City, Mo. 
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Bull Dog - Good Luck - Milo 



BVERY LENGTH 
WRAPPED LIKE 
AN AUTO TIRE 


Our three well-known brands of standardized 
>yths Garden Hose afford the dealer a line 
which meets all ordinary demands with the 
minimum tie-up of capital and the minimum 
cost for care of stock and depreciation. 


BOSTON WOVEN HOSE AND RUBBER CO. 

CAMBRIDGE, MASS. 
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AMERICAN INDUSTRY MUST 
LOWER ITS OPERATION AND PRO- 
DUCTION COSTS. THEREFORE 
BUYERS OF ROPE FOR FACTORIES, 
FARMS AND STEAMSHIP LINES ARE 
DEMANDING WHITLOCK CORD¬ 
AGE. THEY KNOW IT IS STRONGER, 
LASTS LONGER, AND ACTUALLY 
COSTS LESS BECAUSE IT HAS 
GREATER LENGTH PER POUND. 
THEY VISIT THE DEALER WHO 
CAN SUPPLY THEIR NEEDS. 



''U-MANV'^ 

Let us tell you rope facts you should know. 

Whitlock Cordage Company 

46 South Street, New York 

Factory and Warehouses: Jersey City, N. J. 

( The Salt Lake Hardware Go., Salt Lake City, Utah. 

Western j Townley Metal k Hardware Oo., Kansas City, Mo. 

Distributors J The Hendrle k Bolthoff Mfg. k Supply Co., Denver, Colo. 

( Hackett, Oates, Hurty Co., St. Pan£ Minn. 
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DISSTON 

PROFIT PLANS 

Published Monthly in the Interest of Merchants Selling Disston Tools 


Where Are the Saws 
You Sold Last Year? 

A BE your records of saw sales handy! Can 
they be reached easily enough to make 
up a mailing list! If not, we think it 
would be worth while for you to make up such 
a list. Here's why. 

The saws you sold last year have been out on 
the job long enough for many things to 
happen. 

In some instances these saws are out of serv¬ 
ice, due to various causes, as for instance, the 
saw owned by the householder who, not 
knowing how to sharpen his saw, has stopped 
using it. In other instances, they are used 
often, but the owner realizes that another type 
of saw is necessary for new kinds of work he 
has to do. And, in some cases, the saws have 
been definitely discarded because they did not 
render service. 

These are three of many possibilities but, for 
the time, consider these three only. In the 
first instance the owner of the saw “out of 
service” is either a good prospect for a new 
saw or, with a little assistance on your part, a 
better prospect for a file and saw-set. 

Those saws that, for some reason, do not fill 
every requirement—perhaps because they are 
rip saws and cannot cut across grain—have 
made their owners realize, forcibly, the need 
of another saw. 

And the saws that have “crossed the river,” 
due to poor quality most likely, have made for 
you your best prospects for Disston Saw sales. 

What has become of those 1920 saws! Do their 
owners want a saw-set, file, and filing guide, 
or another and different style saw, or have 
they come to realize that the “five and ten” 
saw was a poor buy! Are they ready to buy 
Disston quality! 

Won 't it pay to look up last year's saw buyers 
now! 


The Reason For a 

Good Pruning Saw 

iinpiREES probably don't feel like we 
I humans do,”—the old fruitgrower said 
A this doubtfully, as if he only half be¬ 
lieved it. 

“But there's one thing I'm sure of. A fast, 
clean cut with a sharp saw is best for the 
trees. I would as soon have a surgeon use a 
blunt knife on me as use a dull saw on my 
trees.” 

There are hundreds of men—farmers, horti¬ 
culturists, and just dabblers in forestry—who 
feel that same way. And because they do feel 



that way, hundreds of them buy Disston 
Pruning Saws. 

And they would mighty quickly throw those 
saws away if they were not good. But they 
are good. The same perfect steel as in the 
hand saw; the same expert workmanship: 
styles that have been proved bv tests, and 
years of use, to be correct and efficient. 

In addition to those illustrated, a pruning saw 
for every purpose can be found in the Disston 
line. Disston Pruning Saws are made in every 
practical style and cize for every use we know 
of. 

HOW MANY? 

The House of Disston will be glad to furnish 
you, free of cost, attractive envelope slips 
imprinted with your name, illustrating any 
Disston product you wish to feature. They go 
out in your regular mail and are business- 
getters. Which ones may we send you—and 
how many! 
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DISSTON 

PROFIT PLANS 


A Sales Boosting Week in March 

A Real Booster and Window Trim to be given 
Disston Dealers without cost 

To be Used from March 10, 1921, with Special Disston National 

Advertising Reaching About 10,000,000 People. | 


In the Saturday Evening Post, of March 19th, there 
will be a two-page Disston advertisement. This same 
advertisement will appear in full page space in The 
Farm Journal, Country Gentlemen, Successful Farming, 
American Boy, Popular Mechanics, Popular Science 
Monthly, and other magazines—reaching approximately 
10,000,000 people. 

All these advertisements are of particular benefit to 
Disston dealers because they will tell readers what 
Disston makes,—will feature a list of Disston products, 
something like the small list in the last column of this 
page. 

We have worked to find a plan that will go along 
with these advertisements and bring real business into 
Disston stores. In order to be sure our idea is a good 
one for the dealer, we submitted it to several live 
hardware men. Working with them—and we were glad to 
get the advice of the fellows who know the game from 
behind the counter—we have developed a plan that 
they say is a 1 * humdinger. ” 

It is suggested that every Disston dealer run a sales 
boosting week (or for whatever time he desires) begin¬ 
ning March tenth. The window is to be trimmed with 
saws and tools—any kind of saws and any kind of tools. 
We will supply display and advertising material for the 
window to announce and carry out the plan. We believe 
that this will attract a great deal of attention, and— 
what is more important—bring many people into the 
dealers 1 stores. 

The greatest value in the plan, for each store, will 
be the fact that dealers from New York to San Fran¬ 
cisco will be doing the same thing at the same time. 

Every dealer of whom we have a record will receive 
a letter soon giving the plan in detail and containing 
a return post-card for his request for the material. 

Watch for the letter! Head it! See if you do not 
agree that it is a real chance for you to have a sales 
boosting week in March! 


HENRY DISSTON & SONS, Inc. 

Philadelphia, U. S. A. 


In Addition to 

The Saw Most 
Carpenters Use 
Disston Makes 

Back Saws 

Band Saws for Wood and Metal 

Bevels 

Buck Saws 

Butcher Saws and Blades 
Circular Saws for Wood, Metal 
and Slate 
Compass Saws 
Cross-cut Saws and Tools 
Cylinder Saws 
Drag Saw Blades 
Files and Rasps 
G auges—Carpenters’ Marking, 
etc. 

Grooving Saws 
Hack Saw Blades 
Hack Saw Frames 
Hand Saws, Cross-cut, Rip, and 
Panel 

Hedge, Grass and Border Shears 
Ice Saws 

Inserted Tooth Circular Saws 
Keyhole Saws 
Kitchen Saws 

Knives—Cane, Corn, Hedge 
Knives — Circular for Cork, 
Cloth, Leather, Paper, etc. 
Knives—Machine 
L ovels—Carpenters’ and Ma¬ 
sons’ 

Machetes 

Mandrels 

Milling Saws for Metal 
Mitre-Box Saws 
Mitre Rods 

On e-man Cross-cut Saws 
Plumber’s Saws 
Pruning Saws 
Re-saws 

Saw Clamps and Filing Guides. 

Saw Bummers 

Saw-sets 

Saw Screws 

Screwdrivers 

Screw-slotting Saws 

Segment Saws 

Shingle Saws 

Squares—Try and Mitre 

Stave Saws 

Sugar Beet Knives 

Swages 

Tools for Repairing Saws 
Tool Steel 

Trowel. — Brick, Pla.terlng. 

Pointing, etc. 

Veneering Saws 

Webs—Turning and Felloe 
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Where do the Profits 


Come from in Your 


Razor Business 


No Stropping-No Honing 


Boston 


Canadian Factory: New York Peris Copenhagen Sydney Constantinople 

73 St. Alexander St. Chicago Madrid Amsterdam Shanghai Port Blixaheth 

Montreal, Quebec San Francisco Milan Genera Singapore Rio de Janeiro 

London Brussels Buenos Aires Caleetta Tokyo 
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Look over your razor returns for last 
year. 


You made as much on Gillette Blades 
as on all razor sales put together ! 


Here is a business that goes on day 
after day. Sales automatic. No selling 
effort. No selling expense. 


Every sale made to a customer who is 
more than satisfied with his purchase. 


You can’t beat the Gillette as a sales- 
getter. Every Gillette you sell starts an 
endless chain of repeat sales. Profits 
coming in as regularly as the tick of a 
clock. 


Special Note .—The dealer who does not find 
Gillette Blades producing at least half the 
profits from his total razor business is not han¬ 
dling his Gillette trade right. Get a real stock 
of Gillettes—up in the front of the store! 
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S TARRETT Books have done 
more to help dealers sell Starrett 
Tools than any other Starrett dealer 
help. 

The apprentice of today is the machinist 
of tomorrow “The Starrett Book for Ma¬ 
chinists’ Apprentices 0 teaches him not only 
how to do his work and how to handle 
his tools. It teaches him, too, how to appre¬ 
ciate the qualities of Starrett Tools. Every 
Starrett Book that goes into the pocket of 
a machinist or an apprentice further paves 
the way for the sale of Starrett Tools. 


THE L. S. STARRETT COMPANY 


Tht World*$ Greatest Toolmakers 
Manufacturers of Hack Saws Unexcelled 

ATHOL, MASS. 
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MARBLE ARMS & MFG. CO. 

Gladstone, Mich 


5380 Delta Ave. 

Pacific Coast Representatives 
McDonald & Linforth, 739 Call Bldg., San Francisco, Cal. 




jjH Outdoor 


Sportsmen’s Specialties 

1921 will be the greatest year in history for MARBLE’S 
dealers. Every newspaper and magazine carries a story of 
better health to the man who goes to woods and stream. 
Every outdoor magazine will contain page and half-page 
Marble’s ads that move Sportsmen’s Specialties from 
the dealer’s shelves. 

Stock each MARBLE’S article—There’s a year round , 
demand for every one of them. Remember every time ^ 
you sell a man MARBLE’S Equipment you gain his 
friendship, for every item satisfies completely and lasts 
for years. They are fully described in the catalog—get your 
copy. Place an order NOW through your jobber—these 
prices are list. Liberal dealer discounts. 


Safety Pocket Axe 

Handiest tool a Bportsman can 
carry—guard folds into handle. 
Blade of finest steel, 2%x4 in.; 11 
in. steel handle, $3.25; 11 in. hick¬ 
ory handle, $2.00. 

Jointed Rifle Rod 

Best general purpose rod—can f t 
wobble, bend, break. 3 brass sec¬ 
tions, 2 steel joints, steel swivel, 
brass or steel. 26, 30, 34 in., cloth 
bag, $1.25. 


Woodcraft Knife 

An all purpose knife — curved 
blade finest steel, checkered at 
back to permit firm grip. Leather 
handle, $2.25. Stag handle, $3.00, 
leather sheath included. 

Flexible Rear Sight 

Known wherever guns are fired, 
perfect rear sight, for target or 
game. Stem is not rigid, w T on’t 
break if Btruck, 2 discs. $4.00. 
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LANTERNS 


'Safe as Sunshine 


LANTERN 

DISPLAYS 


R. E. DIETZ COMPANY 


The Lantern 
Peddler of 
the Year 


NEW YORK 

Largest Makers oj Lanterns in the world. 

Founded 1840 

Your Jobber Stocks DIETZ Lanterns 
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These men have pledged themselves 

to help you 


I T was at the AutoStrop sales convention. 
They were discussing how manufacturers ’ 
salesmen could work with and assist the 
dealer. 

Suddenly one of the men was on his feet. 

“I tell you, men, that what we need is to 
co-operate with the dealer 
100% more than we are doing 
now, and help each other do 
it. 

“I move we pool the 
merchandising ideas we pick 
up in our territories and pass 
them on to our dealers. Let’s 
give every AutoStrop dealer 
a chance to benefit from the 
experience of the whole 
AutoStrop sales force.” 

Before the meeting broke 
up the resolution herewith 
was unanimously passed 

That afternoon man after 
man told the same story. 

Each one reported that in his 
territory the dealers who are 


awake to the best methods of merchandising 
are pushing the AutoStrop Razor. These dealers 
find that they get the greatest profit from 
selling an article that makes the customer a 
friend. 

There is no reason why your razor showcase 
should not become one of the 
most important and prof itable 
in your whole store. Take 
advantage of the practical 
business-building ideas the 
AutoStrop salesmen will be 
glad to contribute. 

Write for our merchandising 
plan, or ask our 
representative when he calls. 

AutoStrop Safety Razor Co. 
New York Toronto London Paris 

0« razors, strops, blades, etc,, 
hereafter Manufactured by us we shall 
apply the trademarb "Valet” lu 
addition to the trademarb "AutoStrop” 
as an additional indication that they 
are the genuine products of the 
A ntoStrop Safety Razor Co,, New York 


Resolution on trade co-operation by the 
AutoStrop Safety Rasor Company sales force 
in convention assembled, January 10, 1021. 

WHEREAS, the consensus of opinion of 
bankers, business men, sales managers and 
salesmen points to a resumption of prosperity 
in the near future, and, 

WHEREAS, we believi it is the duty of every 
AutoStrop salesman to assist and cooperate 
with the retailer, in order that he can take 
advantage to tne fullest extent of the 
returning prosperity now in sight, 

BE IT THEREFORE RESOLVED, that the 
salesmen of the AutoStrop Safety Razor 
Company offer to their trade every possible 
suggestion and recommendation of value that 
will help to increase sales not only of 
Auto8trop Razors, but of other lines as well, 

BE IT FURTHER RESOLVED that any new 
or valuable merchandising and selling ideas 
which are discovered or observed by members 
of this sales force in any territory shall be 
forwarded immediately to the Oeneral Sales 
Promotion Department and distributed by this 
department to all other AutoStrop salesmen, 
whose duty it is to pass on these suggestions 
to every AutoStrop dealer who may desire to 
make use of them. 


VALET 


/4utomrop Razor 


-sharpens itself 
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“A Good Thing 
Is Soon Caught Up” 

—English Proverb. 

Time was when bridges were built of wood— 
now steel is replacing wood for bridges and sky¬ 
scrapers. 

Once no one thought of using steel for our 
great vessels—now modern ocean liners and 
battleships prove the strength and resisting 
power of a steel construction. 

As with bridges, skyscrapers and battleships 
—so with screw wrenches—STEEL is the metal 
and the COES is the wrench which defies wear 
and the elements. 

All of which goes to show that “A good thing 
is soon caught up.” 

Measured by its strength and the SERVICE 
it gives the COES ALL-STEEL WRENCH 
stands alone in its class. 

The sturdy steel constructed COES is giving 
Jobbers and Dealers a grip on wrench sales 
that they have never experienced before. 

Immediate delivery in all seven sizes from 6 to 
21 inches. 

All leading Jobbers handle the Coes. 

COES WRENCH COMPANY 


Established 1841 


WORCESTER, MASSACHUSETTS 




J. C. McCarty & Co. 

29 Murray St., New York 


AGENTS 

Pacific Coast Agents 
John H. Graham A Co. 

268 Market St., San Francisco 


“Cost a trifle more, 
but return the cost 
in SERVICE. ’ * 


John H. Graham A Co. 

113 Chambers St., New York 
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f UFK/N RULES 


POPULAR PROGRESSIVE LINES 
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New Extension Spring Joint Rule 

Made of Genuine Borwood 
No. X-8536—e-foot 

The picture tells the story of its use. Fitted for taking inside measure¬ 
ments of openings, but appeals to mechanics also because it serves per¬ 
fectly as a common rule in ordinary measuring. 

SPRING JOINT 
RULES 

FULL LINE OF COMMON PATTERNS 
Also These Rules With 

Patent Folding End Hook 

Just the thing for measuring out of 
arms reach. 

All Materials Carefully Selected 
Sections Securely Assembled 


BOXWOOD RULES 

Of Superior Quality 

Improved Designs, High Finish and features such as 
Extra Legible Markings, etc. 



t 


: 



oo 

- 


\ 

j] 

- 

2 


a 


"3 

- 

1 


© 

- 

rH 




09 



□ P 



b1. 
r Si 3 t 


Specify /Uffatf Buies 

Stocked by Your Jobber Send for Catalogue 

th e fuFK/N Pule Ho. 

New York SAGINAW, MICHIGAN Windsor, Ont. 
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BALL BEARING 
SUPPORT 



French Doors Hung on 
LAWSON Floor Hinges 
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SILVER 

STEEL 




TWO LEADERS 

These saws are preferred by 
master carpenters. 

The No. 53 has the Damas¬ 
keen Finish, Taper Ground, 
Skew Back with ribbon edge, 
and fitted with our famous 
PERFECTION Handle, em¬ 
bossed and highly polished. 

The No. 51 is finished the 
same as the 53, except the 
handle, which is the Old 
Style Straight pattern. 

Favorites with the best car¬ 
penters. Better get a stock 
to meet the big demand this 
year. This is the time to 
plan ahead for profits. 


Write for “How To Sell a 
Saw, ” and free A dvertising 
Service Catalogue. 


E.C. ATKINS © CO. 

ESTABLISHED IS87 THE SIIVER STEEL SAW PEOPLE 

Homs Office lm! FKctoiy, INDIANAPOLIS.INDIANA 

Ontario 

MmMm Knife Factory. Leivcutsr N.Y« 


Awe*** Crnreyk^ CaempM*. S foci* * The 


Atlente 

Memphis 

CKlcm^o 

Miruvempoli* 


New OrUftM 
New York City 
Portluvd.Oro. 
Sen FVencIsco 


Seattle 
Peri*. France 
Sydney. N. S.W. 
Vancouver « B.C. 
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Cleveland 

\ 

One of America s leaders in the building of steel merchant 
vessels, also in the production of wire nails. Second in 
making of hardware. Iron, steel, foundry and machine 
shop products, automobiles, auto trucks and clothing are 
other important manufactures in factories that employ 
nearly 100,000 workers. 

NICHOLSON FILES 

are firmly established in the favor of Cleveland's great 
army of producers. Metal workers there know them, use 
them, prefer them because of their unvarying quality— 
100% UNIFORMITY—twelve perfect files in every dozen- 

Nicholson File Co. 


PROVIDENCE, R.I., U.S.A. 
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-£^Va»,, 


■garage 

DOOR 

HOLDER 






T HINGES 


Our New Trade Mark / 

^U|Yi 

\S.WJ 


Look for Considerable 
‘House Brightening” this Spring 

Most of the odd jobs around the house have 
had to “go begging” the last several seasons. 
Everything now points to a real old-fash¬ 
ioned spring brightening—gardens, garages, 
screen doors, stoop repairs and everything. 

There will be a big demand for good wrought 
steel hardware and carpenters ’ tools—butts, 
hinges, hasps, planes, rules, hammers, screw 
drivers and chisels. Be ready for it. Carry 
complete stocks. Show the Stanley mark of 
quality on both lines—and sell both. 

Have you a supply of the new Hinge 
and Hasp Booklet? Tell us how 
many you want, mentioning J3. 


Main Offices and Plants: 

New Britain, Conn. 

Branch Offices: 

New York, Chicago, San Francisco, Los Angeles, Seattle, 
Atlanta 






















Meet the Growing Demand for 
AlhSteel Refrigerators with the 
Gunned Athermos 


T-TERE’S an All-Steel line that shows right and is right—a line whose 
**■ attractive appearance creates an instantly favorable impression 
and whose construction is the last word in scientific refrigerator building. 


Athermos refrigerators are made from deep 
drawing steel sheets riveted and seamed together 
so as to make them absolutely water tight. 


finish — pure white and battleship gray—are 
offered. Heavy bronze nickle-plated trimmings 
are used throughout. 

Linings are all enam- 
eled, except for the re- ^ 
movable Ice Chamber, jljr 
which is of galvanized 
iron. The construction 
of the Athermos pro- 

vides unobstructed cir- ^ f\ 

culation of cold dry air 

and our 100% efficient WmJaJimJ \ 

Sanitary Trap is used I 


They are heavily insulated with Flaxlinum 
sheets overlaid with two layers of heavy water¬ 
proof paper with % inch of dead air space pro¬ 
vided to assure complete non-conduction of 
heat. They are not affected by dampness and 
will last a lifetime. Two styles of enamel 


Beside the unequalled 
All-Steel Athermos, we 
manufacture a complete 
line of Wood Case Re¬ 
frigerators in so many 
different styles and sizes 
that no Gurney dealer 
need ever lose a sale 
through inability to offer 
just what the customer 
wants. 


Localized Selling 
Helps That Do 
Get Real Action 


We back Gurney quality 
and Gurney reputation 
by giving Gurney dealers 
advertising aid that 
amounts to something — 
not mere **general pub¬ 
licity," but practical 
sales helps adapted to 
his community and his 
store . These helps will 
increase your refriger¬ 
ator business . Write for 
details . 


Shall we mail you one of our 
new catalogs? 


Gurney Refrigerator Co., Fond du Lac,Wis 
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How We Help You Sell Mirro 


First: We are making, in Mirro, an 
aluminum ware of superior quality and 
uncommon durability. To each article we 
attach a guarantee, which is also your 
assurance of satisfied customers. 

Second: Through heavy Mirro adver¬ 
tising we are continuing a vast education¬ 
al work which familiarizes women with 
Mirro utensils before they enter your 
store. Put them in contact with the 
goods, and Mirro practically sells itself. 

Third: We supply you with direct sales 


helps, which are unusual both in appear¬ 
ance and in persuasion to buy. They 
consist of window and counter displays, 
miniature catalogs, lantern slides, 
and advertisements for your local 
newspapers. 

All Mirro advertising, whether national 
or direct, emphasizes the famous Mirro 
features of convenience—as in this Mirro 
Griddle, for instance. If you are not a 
Mirro dealer, write for our dealer 
proposition. 


1 Extra heavy sheet aluminum 
which takes heat quickly and re¬ 
tains it long. Thickness of metal 
pr ev ents warping. 

2 Shallow, slanting rim keeps batter 
from spreading and facilitates the 
turning of cakes. 


3 Smooth baking surface needs no 
grease, thus eliminating smoke and 
odors. 

Handle socket is welded on. 

5 Ebonised, detachable handle which 
insures comfortable handling. 
i Metal cap p rev en ts splitting. 


7 Bolt with large-sise eye for hanging, 
f Rounded edges, easily cleaned. 

9 Famous Mirro finish. 
i§ Famous Mirro trade-mark stamped 
into the bottom of every piece and 
your guarantee of excellence 
throughout. 


Aluminum Goods Manufacturing Company 

£t*ry Mtrro Uunstl General Offices: Manitowoc, Wis., U. S. A. 


Makers of Eeerytking in Aluminum 



ALUMINUM 

TXeflects 

Qood Housekeeping 
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STAINLESS —The New Cutlery Steel 

“NEITHER RUSTS, STAINS NOR TARNISHES” 

7^ HE steadily increasing demand for Stain- 
^ less cutlery has encouraged manufac¬ 
turers to make the most of the popularity that 
this novel feature has attained. 

Stainless cutlery now on the market includes 
small paring and grape-fruit knives, as well 
as dinner and steak knives, with attractive 
celluloid, rubber, aluminum or “stainless” 
handles. 

It is also possible to secure, as a special feature 
of the various nationally advertised patterns 
of silver and silverplate, the blades that 
“neither rust, stain nor tarnish,” and at no 
great difference in price. 

Stainless is a novel as well as a profitable line 
to handle—as a small introductory order will 
demonstrate. 

Write direct to the companies listed below—it 
will pay you to investigate Stainless. 

If you would turn out work of the highest character, there are two import¬ 
ant things to be considered, QUALITY of MATERIAL and QUALITY 
of WORKMANSHIP. Because it has non-staining qualities, possessed 
by no other high-grade steels, Stainless must be considered a Material of 
Quality. The names of those companies manufacturing Stainless cutlery 
are guarantees of Quahtv of Workmanship. 


Stainless cutlery is “made in America” by the following companies: 

American Cutlery Company.Chicago, Illinois 

American Silver Co.Bristol, Conn. 

Clement Manufacturing Company.Northampton, Mass. 

Failor-Martin Corporation.Bloomfield, New Jersey 

International Silver Company.Meriden, Connecticut 

John Russell Cutlery Company.Turners Falls, Mass. 

Lamson & Goodnow Mfg. Co.Shelburne Falls, Mass. 

Landers, Frary & Clark.New Britain, Conn. 

Meriden Cutlery Company.Meriden, Conn. 

Northampton Cutlery Company.Northampton, Mass. 

Reed and Barton Corporation.Taunton, Mass. 

Rogers, Lunt & Bowlen.Greenfield, Mass. 

Simeon L. and George H. Rogers Co.. .Hartford, Connecticut 

Wm. A. Rogers, Limited.Niagara Falls, New York 

Shelton Tool and Machine Co.Derby, Connecticut 

The Watson Co.Attleboro, Mass. 

R. Wallace & Sons Mfg. Co.Wallingford, Conn. 

Washington Cutlery Company.Watertown, Wisconsin 

Winchester Repeating Arms Co.New Haven, Conn. 

AMERICAN STAINLESS STEEL COMPANY 

1543 Oliver Building, Pittsburgh, Pa. 
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MAKE YOUR SALE A SUCCESS 

Handle 


American Maid Aluminum Ware 

The Popular Price Line 


A 

Good 

Sales 

Feature 

m 



“American Maid” 


A 

Quick 

Profit 

Maker 


H 


For years we have had one main ideal in the manufacture of aluminum cooking utensils 
—“ to produce and sell at a moderate cost a line to meet all demands, coupled with entire 
satisfaction.’* We have attained this in the production of the 


American Maid Line 


Mr. Dealer: You will find every housewife an enthusiastic buyer for 


American Maid Ware 


—she cannot resist the popular prices; your sales will prove a success and your profits 
astonishing. 

Ask Your Jobber for American Maid Aluminum Ware 


Manufacturers 

ILLINOIS PURE ALUMINUM CO. 

LEMONT, ILLINOIS, U. S. A. 
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Write for descriptive circtdar 
No. 200 W 


OR many years Bassick Casters have 
r filled every caster need, from the tiny 
cabinet caster to the 8-inch truck 
caster that permits the easy moving 
of huge loads from place to place in 
the factory or warehouse. 

In many ways, in many industries, 
they have helped to cut costs in han¬ 
dling goods. 

There is a large demand for the well 
known Steel Gem Line, also for the 
Gem and new steel Harvard truck 
casters. 

Are you in a position to meet your 
customers’ wants for this line? 

The Bassick Company 

Which U a co n s ol ida t ion of— 

,Thu Untoanal Caster A Foundry Works 
Thu hi. B. Schunck Company 
Thu Barns A Bassick Company 

General Offices 

BRIDGEPORT CONN. 


■ 

R 


D 


U 

■ 

c 
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THE BUFFUM TOOL CO. 

LOUISIANA, MO. 

High Grade Tools for High Grade Workmen 

“Swastika” Trade Mark Registered U. S. Patent Office 


No. 285-0—Reliable Chisel Set 



These are the 
tools every auto- 
mobile owner 
needs. 

Display them 
and you will make 
sales. 


T 


If your Jobber 
cannot supply 
you, write to us 
or our agents. 


693 Mission Street 


Ford Spindle Bashing Bemover 
No. 2713—14 Tempered Steel. list per dos. $9.00 


C. W. GAUSE COMPANY 

WESTERN SALES AGENTS 
Room No. 605 Williams Building 

>n Street - San Francisco, California 
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Every User Is Your Salesman 



Seattle, Wash.—"Best system we 
have ever had. We have recom¬ 
mended it to all our friends.”— 
John T. Frater. 

Brandywine Summit, Pa. — "We 
take pleasure in recommending it 
to everyone.”—Samuel T. Ritter. 

Port Washington, Wis.—"Since I 
installed the Convector, there are 
three more in my neighborhood.” 
—A. Freier. 


Princeton, Mo. — 
"I recommend 
your Convector to 
everyone.”—B. S. 
Powell, M. D. 


More than 166,000 
Homos and BnildlngB 
Are Moeller Heated 



I N every home in which you install a 
Mueller "Big 3” Convector you have 
made friends who will bring you more 
business. The whole family talk about 
the increased comfort, convenience and 
economy of this remarkable heating sys¬ 
tem. One in a neighborhood soon means 
more. This is the experience of every 
merchant who sells the 

Mueller “Big 3” 

CONVECTOR 

(Pipeless Heating System) 

Extracts from letters on this page are only 
four from thousands. This improved pipe¬ 
less system wins the hearty recommenda¬ 
tion of every user. Its three big exclusive 
features insure better heating, big fuel 
saving, longer life. Sold under a positive 
guarantee to heat every room in the house. 
Consistent national advertising, ex¬ 
cellent jobber distribution and the 
unquestionable reputation and sta¬ 
bility of the L. J. Mueller Furnace 
Company add to the bright outlook 
for Mueller Merchants. 

Send for folio, "A Plan for Profit,” 
giving details of the Mueller Adver¬ 
tising and Dealer Sales Help Plan. 
Learn about the Mueller Guarantee, 
Special Discounts, etc. Be prepared 
to sell the market at your door. 

L. J. Mueller Furnace 

Company 

233 Reed Street, Milwaukee, Wis. 
Established 1857 
Makers of 

Warm Air, Steam, Vapor, Vacuum and Hot 
Water Heating Systems 


Sectional View of “Big 3“ Convector 


DISTRIBUTORS 


The Salt Lake Hdwe. Co., Salt Lake City, Utah, 
and Pocatello, Idaho; Holbrook, Merrill & Stet¬ 
son,, San Francisco and Los Angeles, Calif.; 
Richards & Conover Hardware Co., Kansas City, 
Mo., and Oklahoma, Okla.; The Jackson Hardware 
Co., Aberdeen, So. Dakota. 


Stocks also carried at Brooklyn, Buffalo and 
Syracuse, N. Y.; Pittsburg, Scranton, Lancaster 
and Philadelphia, Pa.; Atlantic City, N. J.; 
Baltimore, Md.; Toledo, Ohio; Nashville, Tenn.; 
Detroit, Mich.; Minneapolis and St. Paul, Minn.; 
Chicago, Ill.; St. Louis, Mo.; Portland. Ore.; 
Wenatchee, Spokane, Seattle, Wash. 
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A CAREFUL reading about how Nesco Perfect Oil Cook 
Stoves are built will acquaint the reader with special 
features and show that the stoves are built for service 
Thus retailers and their salesmen can more surely make sales. 

The feed pipe line is made from 
heavy wrought iron pipe. To 
avoid danger of leaking and 
possibility of breaking at the 
joint, this pipe line is welded 
to the sub-tank. The upright 
branch pipes for each burner 
are welded to the main line. 

There is no solder to crack and 
allow leaks. Then the sub-tank. 

This tank is one piece drawn 
into shape and heavily lead 
coated. Where the pipe line 
enters there are heavy flanges 
that fit around the pipe, one 
inside the tank, the other out¬ 
side. For support a steel brack¬ 
et is fastened to the sub-tank 
and to the stove top. 

The stove itself is very substan¬ 
tial; extra heavy steel is used 
throughout. The stove top is 
reinforced with “U M bars weld¬ 
ed to the underside. The legs are straight, fully supporting without jarring; 
they do not spread out and cause tripping when working around the stove. 


NESCO PERFECT 


OIL COOK STOVES 

Sturdy expresses the impression one gets when looking at the stove. 

Stove tops are 31 inches from the floor—just right for cooking. 17^ is the width, while 
the stove body is 14 inches wide. An extra shelf 8 x 10 sets over the glass supply tank. 
Stove holes are round—so are cooking utensils—so is the flame, a natural shape. 

The Japan finish is beautiful. All the horizontal surfaces are jet black, the uprights, except 
the legs, are a beautiful Nesco Grey with sort of a greenish hue—suggestive of cleanliness, 
the kind that can be cleaned and that looks beautiful. 

Thus you see the stove is built for service. 

Combine these construction features with burning qualities and the exclusive Rockweave 
Wick and you have a stove that sells satisfaction—the sort that helps your reputation and 
profits. 

Such is the NESCO PERFECT OIL COOK STOVE. 

Ask for catalog No. 29 fully illustrated in color. 
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Make Stewart Clipping Machine 

Profits Now 

Horse and cow owners everywhere 
know it pays to clip horses and cows, 
and they will have Stewart Machines, 
regardless of times and conditions. 
They cost little in proportion to results. 

In our experience of thirty years 
Stewart Machines have always sold in 
the spring—the dealer who takes his 
out of the boxes and sets them up in his 
store and window invariably gets the 
business. Don’t hide vour Stewart Ma- 
chines in the basement—get them out 
and let them talk for you. 

Sell the Owners of Dairy Cows 

A big field. Clipping on udders and flanks as an aid to 
clean milk production—now till late in the spring. All 
over spring clipping for summer comfort. Clipping before 
freshening. Clipping to drive out lice and ticks. Every 
use a sales possibility. 

Sell Every Horse and Mule Owner 

Horses and mules can’t deliver 100% service ulesss their 
heavy winter coats are clipped. Every horse owner who 
clips knows this—get after every prospect. Over 23,000,000 
horses in America. 

Mr. Helps U. SeUem Will Help Ton 

Window display material—limited supply—write quickly. 

Cuts for newspaper advertising. 

Folders for your customers. 

Qet some machines in your 
window — they’ll sell them¬ 
selves. And don’t forget that 
stock order to your jobber 
TODAY. 

Chicago Flexible Shaft Company 

5604 Roosevelt Road, Chicago, HL 
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REMINGTON 


A Profitable Line to Handle 


•up] 


1 1 32 S&W 


\ t- 


ifamin gtoq- UMC 
3 8 c o LT 

SPECIAL 


T HERE is a uniform demand for metallic 
cartridges the year ’round. This is 
especially true of the Remington (old 
UMC) Brand which has been oh the market 
for over fifty years. 

Metallics sell every month in the year. Your 
.22’s and popular pistol and revolver calibers 
move over the counter steadily. This is due 
to the activity of small bore rifle, pistol and 
revolver clubs, and to the requirements of 
owners of pocket arms. In the hunting season 
your large caliber metallic sales naturally 
take a jump. 


\ Sn 

38-40 REMINGTON 


j feminQ tQ 

30-30 WINCHt 

SOFT POINT 


R emtn g ton - UMC 
35 R EMIN GTON ® 


/\ Y mi n oton -UMC 

30 SPRINGFIELD 1906 
MLTAL CASED POINTED 


\ R emin gton 

’ ‘ 30 SPRINGFIELD 1906 



fcgmmgtoii 

for Shooting Right 


F ROM coast to coast 
Remington metallics 
have the call for sport¬ 
ing, target and military 
work. Thousands of 
shooters will accept noth¬ 
ing but the Red Ball Brand 
because they have tried it 
out under every conceiv¬ 
able condition and have 
found it dependable and 
accurate. The Remington 
line includes cartridges for 
every standard make of 
rifle, pistol and revolver. 


Remington products are sold exclusively through the wholesale trade 

Remington Arms Company, Inc. 

Woolworth Building, New York City 
(Successor to The Remington Arms Union Metallic Oartridge Co., Inc.) 
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Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


American Steel & Wire Company 

UNITED STATES STEEL PRODUCTS COMPANY 

SELLING AGENTS 

Ban Francisco Los Angeles Portland S e att le 

Awarded the Grand Prize at the Panama-Pacific Exposition 
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Time and Space 


Improved Model Nall Bln 

No. 35. 4 B* wide. 56" 

High. 5 sections, 25 divi¬ 
sions, each division 22 x 




Nail Bin 
will save 
both for you 


Have you ever figured 
the rental value of the prof¬ 
itable display space used by 
your old style counter nail 

bins? 

Do you know how much 
it costs you in waste of time 
to sell nails from counter 
bins when your clerks might 
be occupied in more profit¬ 
able work ? 

Do you know how much 
you lose through giving over 
weight because it’s easier to 
throw in a few extra nails 
than to return same to the 
bin several steps away? 


Important considerations, in these times of high prices and high salaries. 

The Eclipse nail bin eliminates all the waste from the selling of nails. It 
occupies but a few square feet of floor space yet is large enough to hold a keg 
each of all sizes. It saves 10 lineal feet of counter space which can be used for 
displaying other merchandise more profitable than nails. 

The Eclipse Improved Bin is solid all steel construction with sections that 
revolve individually on full metallic ball bearings. Capacity of 100 pounds per 
bin, 5 bins to the section and 5 sections. 

. Spring scales swing in direct line with where you are weighing out. No 
trouble, no waste—just efficiency. 

More than 6,000 concerns are using the Eclipse and not one of them would 
go back to the old style bins. 

If your jobber does not sell the Eclipee , write us direct f 
or just tear out this page and send it in. Full 
information and prices will be forthcoming promptly. 

—THE WELLSTON MANUFACTURING CO.— 

WELLSTON, OHIO, U. S. A. 





Illustrated 
With No. 440 
Cannon Bail 
Hanger 


Cannon Ball Track 


Sectional View 
of Seal-Tite 
Canon Ball Track 

right fitting shed above the 
rack keeps rain, sleet and 
:now from getting behind 
he door; a flange extend- 
ng out from under the 
rack keeps winds from 
>lowing in between the door 
ind the track. 


The reliable, universally known Cannon Ball mechanical 
merit with a storm-proof shed over the top of the door. 
Seal-Tite Cannon Ball Track makes a solid connection with 
the building. The elements can’t get in from above and the 
apron reaches out over the door and makes a tight joint be¬ 
tween the outer edge of the door and the track. Seal-Tite 
Cannon Ball Track in 3,4, 6 and 8 ft. lengths. 

Regular Cannon Ball, Too! 

The most popular tubular track on the market. Cannon Ball still comes in 
compact crates which can be stored under the counter. For barn doors the 
Cannon Ball Line of hangers and track fits every need, taste, desire, 
fad and fancy. 

Cannon Ball Garage Fixtures 

No matter what the shape or size of the garage—no matter where the doors 
have to go, there’s a set of fixtures in our line that will do the work well 
and permanently satisfy the man you sell 'em to. 

Get the Star Catalogs—They're Worth Sending for 


Hunt, Helm, Ferris & Co. 

Harvard, Illinois campuu Ban omtnttm Albany, New York 

Designer* and Manufacturers of 
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CTAR 

LINK 
"Semmthimt to Salt 

tfe YoarAromof' 
Stalls. Stanchion* 
and Pans 
Litter Carriers 
Water Bowls 
Feed Trucks 
"Hanrsttei^ Hay Tool* 
Door Hangers 
Oarage Eauipmsot 
Coaster Wagons 
Tank Heaters 
emf Offer Fane Sfecfctt* 





































































































THE STANDARD SHOTGUN POWDER 


Facts that Every Dealer 
Should Know about 
Du Pont 


It is a fact that the pressure 
generated by “Du Pont ” Powder 
averages 10% tess than any other 
/jowder made, and the velocity 
given to the shot is GREATER 
sthan that obtained from any 
other powder . 


Other reasons why “Du 
Pont 99 has the largest sale of 
any powder made: 


—it gives the closest patterns. 


Get an Extra Turnover This Year 

on Your Stock of Shotgun Shells 


T HE cranks who ask for “special” loads are comparatively 
small in number. Nevertheless many dealers have tied up 
thousands of dollars in slow-moving stock through attempting 
to accede to their whims. 

The Du Pont Company, with the hearty backing of the Load¬ 
ing Companies and the Jobbers, is taking strenuous action to 
remedy this situation. 

We know what loads give the most satisfactory results for 
each kind of shooting. These are contained in the table shown 
below. These are all the loads that any shooter can possibly need 
in any section of the country. 

We are recommending these standard loads to every shooter 
we can reach through the sportsmen’s magazines or in person. 
This campaign which started last year has already had its effect. 
It will bring even greater results in the fall of 1921. 

Get an extra turnover on shotgun shells this year. Put in a 
concentrated stock of Du Pont Standard Loads. Order from this 
table. 


—it is the cleanest burning powder 
made. 


Most Shooters Use Du Pont Shotgun Powders 

STOCK THEM IN THESE STANDARD LOADS 



—it is waterproof, dependable, and 
absolutely uniform year in and 
year out. 


A shell is only as good as the 
powder it contains. 


E. I.du Pont de Nemours Co.. Inc. 

Salt! Dept.: 

Rifle and Shotgun Powders Division 
WILMINGTON. DEL. 


— <mw> — 

Standard Twelve Gauge Loads 


DUPONT BALLISTITE DUPONT 
SMOKELESS SMOKELESS BLACK 
Drams Grains Drams 


OUNCES 

8hot 


SIZES 

Shot 


Large Ducks.. 3. 3Xor3^ 

Small and Medium Ducks 3.3tt or 3% 
Grouse, Partridge; 

Prairie Chicken ... 3 or 3% 

Pheasants. 3 

. 3% 

Wild Turkey ..... 3** 

Squirrel. Rabbits .... 3 

Doves, Pigeon. 3 or 3K 

. 3 or 3)4 

Snipe, Woodcock .... 2 3 4 or 3 

Shore Birds. 2^4 or 3 

Sora Rail. 2^4 or 3 

Trap Loads. 3 or 3*4 


24,26 or 28 
24, 26 or 28 


1*% or 1*4 
lttorlVs 


4. 5,6 or 7 

5. 6. 7 or 8 


6, 7 or 7J4 
3,6, 7 or 7% 
4, 3,2, l.orBB 
4, |,2 or 1 
A or 7 
6. 7 or 8 
7 54; 8 or 9 
8,9 or 10 
8,9 or 10 
8, 9 or 10 
7H or 8 


24 or 26 
24 
28 
28 
24 

24 or 26 
24 or 26 
22 or 24 
22 or 24 
22 or 24 
24 or 25 


1* 
1% 
1 % 
1 % 
1* 
I % 
1 or 1*4 
lor \% 
lor lft 
1 or 1ft 
life or 
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GENUINE 

"PHILADELPHIA 


ff 




LAWN MOWERS 


Most Popular and 
Highest Grade 
Mower in the World 


THE ORIGINAL 
THE OLDEST 
THE BEST 


Plain and Roller Bearings. 
6 bladea. 


Styles "Graham” and “A" All 8tael. 
Practically Indestructible. 


Handle the Lawn Mower that requires the least “push"—both to USE and to SELL 

Since 1869 the name “PHILADELPHIA ’* has been associated with 
the highest grade Lawn Mowers everywhere. All of these Fifty-Two 
years being devoted by the makers to a specialized study of Lawn Mowers 
and nothing else. 


Remember, the sole purpose of a lawn mower is to cut grass. No other 
machine has even been made that cuts grass like “PHILADELPHIA ” 


The most perfect in material and construc¬ 
tion. The famous Vanadium Crucible 
Steel Blades, and the Bearings bored to 
rifle barrel accuracy, being features that 
have made the name “PHILADELPHIA” 
worth remembering when buying Lawn 
Mowers. 

To supply the constantly increasing 
demand, we are making the Genuine 
“PHILADELPHIA 99 Lawn Mowers in 18 
styles of Hand, 3 styles of Horse and 2 
styles of Motor—all Highest Grade. 


A Mower for every purpose 
Are you ready to supply them? 


Send for Catalog and Di»counta NOW 


MOTOR MOWERS are becoming more 



Mowers. 30-inch walking type; 
riding type; combination lawn 
and lawn mower. 


popular each season as great time and 
labor savers for Parks, Cemeteries, Golf 
Courses and large Estates, and 
like our Hand and Horse Mowers, 
the GENUINE “ PHILADEL¬ 
PHIA” are the very finest that 
can be produced. 


Write for 
POLDER 
giving de¬ 
tails. 


The Philadelphia Lawn Mower Co. 

31st and Chestnut Streets, Philadelphia, Pa. 

HAVEN & HAVEN, 508 Mission Street, San Francisco, California, Selling Agents 
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From Maine to California 

—Everywhere 

—and Right to Your Customers 


TN millions of homes throughout the length 
•^and breadth of the United States—right in the homes 
of your community—Coleman Quick-Lite advertise¬ 
ments are telling the story of the most popular portable 
lights ever invented. Each month, each week, these ar¬ 
tistic, forceful messages command attention and create 
the desire for these lamps and lanterns that are safe, 
clean and beautiful—modem to the minute—and give an 
abundance of pure-white light at surprisingly little cost. 


Gei Your Quick-Lite Today! 

P** wmd«rfui (uctu-atM dayliffcf ui yog 


( ojeman Quick-Lite 

Lamps and Lanterns 


The demand for Quick-Lite Lamps and Lanterns is supplied 
through dealers. With a constant national advertising campaign that 
makes an appeal in every community of our land; with dealers’ helps, 
store cards, circulars, slides, booklets, etc., live merchants everywhere 
are making big profits, steadily. 


Special Notice to Dealers: If you are not one of the 20,000 dealers 
who are now selling Coleman Quick-Lite Lamps, Lanterns and Lighting 
Plants, send at once for the latest Quick-Lite catalog Let our Dealer 
Co-operation Department tell you about the Quick-Lite selling stunts that 
attract new customers to your store and help you sell more than your 
quota. Selling Ouick-Lites is a profitable business within itself. Don’t 
delay. Write today! 

The C oleman lamp Company 

Largest Manufacturers of Gasoline Lamps. Lanterns and lighting Plants in the WxW 

Wichita St* Paul Toledo Dallas Los Angeles Atlanta Chicago 


Surts/urw of tAo MqAt 
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RUBBER chair tips 

Furniture Necessities 


of the HousehoM 

Vour^t, . 
1> '— UlM-i.h,,,,, 


Stop! Look! Think! 


OF THE GREAT PROFIT 
IN OUR SPECIAL ASSORTMENT OF 

f> Elastic” Chair Tips 


consisting of the most salable and profitable sizes, 
viz: 

8 Gross Bnbber Head Nalls. 

4 100/144 Grom Bumpers. 

17 Dos. Sotted Screw Tips. 

4 Dos. Wood Peg Tips. 

3 Dos. Patent Booking Chair Tips. 

4 Dos. Stetson’s Combination Cushion 

Chair Tips. 


“Elastic” Chair Tips 


\\\' 


Prevent injury to floor and carpet, stop the nodes, 
nuisance in the home, the schoolroom, the restaurant, 
the public hall—wherever wooden chairs are moved 
about on wooden floors, concrete or tiling. 

Their almost universal usefulness and 
necessity make them most profitable 
sellers—if pushed. 


“Elastic" Chair Tips. 
Order the "Elastic" Assort¬ 
ment now display it—then 
watch the "Elastic" sell! 


ELASTIC TIP CO. 

370 Atlantic Ave., Boston, Mass. 
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Counter 
Displays 
Sell Goods 


A UTOMATICALLY reducing selling costs to the minimum. The experience of 
L many merchants proves this. If you have not already utilized our counter 


display, why not profit by the experience of others. Put the 


DOMES of SILENCE DISPLAY PACKAGE 

on your counter. Sales of these efficient slides are sure to increase. 

ORDER FROM YOUR JOBBER TO-DAY special assortment HI con¬ 
sisting of y* gross sets each of the following sizes: X" Ji" X" l 2". Domes of 
Silence save floors, rugs and furniture. Steady profit earners everywhere. 


Henry W. Peabody & Co. 17 State Street, New York 

"‘ Digitized by Googlccore*) 





























■i Here are the jobbers who already have the NEW j 
I Domes of Silence display package in stock: 


| Low Angeled, Cal. 

I California Hdwe. Co. 

Union Hdwe. & Metal Co. 

Henry P. Hoffman Whol. Hdwe. Co 
| Harper A Reynolds 

j Southwest Hdwe. Co. 

Peerless Products Co. 

San Francldco, Cal. 

Dohrman Commercial Co. 
j Dunham. Carrlgan A Ilayden Co. 
Sloss A Brittain 
Hulse-Hradford Co 
Baker, Hamilton A Pacific Co. 

, D. N. A E. Walter A Co. 

! Hie Heyman Weil Co. 

Sacramento, Cal. 

The Schaw-Batcher Co. 

| Oakland, Cal. 

Maxwell Hdwe. Co. 

C. L. Greeno Co. 

A. Schlucter A Co. 

I San Diego, Cal. 

I Whitney A Co. 

Denver, Colorado 

The Morey Mercantile Co. 

Geo. Trltoh Hdwe. Co. 

Wm. Volker & Co. 

1 Bridgeport, Conn. 

The Basslck Co. 

Hartford, Conn. 

I Clapp A Treat. Inc. 

I The Tracy. Robinson A Williams 

L. S. Knoek A Co. 

, i New Haven, Conn. 

The John E. Bassett A Co. 

I Bronson A TVtwnsend Co. 

New London, Conn. 

G. M. Williams Co. 

I Cairo, Ill. 

I Woodward Hdwe Co. 

Chicago, Illlnold 

Hibbard, Spencer, Bartlett A Co. 

) Carson, Plrle, Scott A Co. 

, Lussky, White A Coolidge. Inc. 
Marshall Field Co. 

S. A. Maxwell A Co. 

E. Silverman Sons 
I Butler Bros. 

1 Rehm Hdwe. Co. 

Fuller Morrison Co. 

Bullard A Gormley Co. 

I Albert Pick A Co. 

| F. A. Rauch A Company 

Decatnr, III. 

Morehouse A Wells Co. 

I Qnlncy, Ill. 

i Tenk Hdwe. Co. 

Evannvllle, Indiana 

Clifford Hdwe. Co. 

, Frank Heyden 

' Boetticker A Kellogg Co. 

Indlanapoll*, Ind. 

Van Camp Hdwe. A Iron Co. 

| Burlington, Iowa 

Drake Hdwe. Co. 

! Davenport, Iowa 

Sickles A Preston Co. 
j Dea Mofne*, Iowa 

Brown-Camp Hdwe. CO. 

L. H. Kurtz A Co. 

| Fort Dodge, Iowa 

! Prusla Hardware Co. 

Keokuk, Iowa 
; A. Weber Co. 

I Ottumwa, Iowa 

Haw Hardware Co. 

! Sioux City, Iowa 

Dymond-Simmons Hdwe. Co. 

I Knapp A Spencer Co. 

I Waterloo, Iowa 

Cutler Hdwe. Co. 

i Atchlnon, Kansas 

I BHsh. Mho A Silllman Hdwe. Co. 

The Kloslermcler Bros. 

Snllna, Kansas 

Lee Hdwe. Co. 

1 Wichita. Kanaas 

Simmons Hdwe. Co. 

LoulHvllle. Ky. 

Belknap Hdwe. A Mfg. Co. 

I Otis Hidden A Co. 

I New Orleana, La. 

1 United Hdvi.-. Co. 

A. Baldwin A Co.. Ltd. 

1 Pltard-Saxton Hdwe. Co.. Inc. 

i Plttafleld, Mass. 

Pierson Hdwe. Co. 

Springfield, Mass, 

Carlisle Hdwe. Co. 


Detroit. Mich. 

Buhl Sons Co. 

Staudart Bros. Co., Ltd. 
Saginaw, Mich. 

Morley Bros. 

Grand Rapid*, Mich. 

Foster. Stevens A Co. 

Michigan Hdwe. To. 

Paul Stekctee A Sons 

Minneapolis Minn. 

Butler Bros. 

Janney, Semple, Ilill A Co. 

Hall Hdwe. Co. 

Simmons Hdwe. Co. 

Dnlnth, Minn. 

Kelly-How-Thomson Co. 
Marshall-Wells Co. 

St. Panl, Minn. 

Adam Decker Hdwe. Co. 

Farwell. Ozum, Kirk A Co. 
Haekett Gates-IIurty Co. 

Q. Sommers A Co. 

Kansas City, Mo. 

Townley Metal A Hdwe. Co. 

S. A. Maxwell A Co. 

Bunting Hdwe. Co. 

Richards & Conover Hdwe. Co. 
Abernathy Furniture Co. 

Wm. Volker A Co. 

Bangor, Maine 
Co. Haynes A Chalmers Co. 
Lewlaton, Maine 
Hal! A Knight Hdwe. Co. 
Portlnnd, Me. 

The Emery Waterhouse Co. 

Talbot. Brooks A Ayer 
Edwards A Walker Co. 
Baltimore, Md. 

Eastern Hdwe. A Supply Co. 

Meyer A Thalmeler 
American Wholesale Corp. 
BoMton, Mass, 
w. T. IHght A Co. 

Burditt A Williams Co. 

Chandler A Farquhar Co. 

Decatur A Hopkins Co. 

Atlantic Coast Hdwe. Co. 

Bigelow A Dowse Co. 

Geo. S. Harrington Co. 

J. J. Richards Co. 

Simmons Hdwe. Co. 

Cambridge, Man. 

J. L. Hammett Co. 

Fltchbnrg, Man. 

Fitchburg Hdwe. Co. 

St. JoMeph, Mo. 

Wyeth Hdwe. A Mfg. Co. 

St. LouIh, Mo. 

Butler Bros. 

Blackwell -Wielandy Book A 
Stationery Co. 

Ely A Walker Dry Goods Co. 
Southern Hdwe. A Supply Co. 
Rubelntan-Lucas Hdwe. Co. 
Simmons Hdwe. Co. 

Geller. Ward A Hasner Hdwe. Co. 
Sbaplelgh Hdwe. Co. 

Witte Hdwe. Co. 

Specialty ndwe. Co. 

Billing*. Montana 
Billings Hdwe. Co. 

Lincoln, Nebraaka 
Pieper Bros. 

Omaha, Neb. 

Wright A Wllhelray Co. 

Keene, N. H. 

Spencer Hdwe. Co. 

Newark, N. J. 

Banister A Polard Co. 

John Glesinper A Co. 

Roy A Conover 
Pnterwon. N. J. 

J. A. Van Winkle A Co. 

Albany. N. Y. 

Albany Hdwe. A Iron Co. 
Hadfton, N. Y. 

J. C. Rogerson A Co. 

New York City 
Mnshsck Hdwe. Co. 

Butler Bros. 

C. n. A F.. S. Goldberg 
Hammacher. Schlemmer A Co. 

Tt. K. Carter Co. 

Chun. Cordts A Co., Inc. 

Hdwe. House of America 
E. Ullman A Sons. Inc. 

Mathews. Richardson A Co. 


W. L. Blum berg A Co. 

R. Christensen 

Benz, Intermann A Granett, Inc. 
Wm. Goldcnhlum & Co. 

Gould Mersereau Co. 

Ohas. Kurzon A Co. 

Neal A Brinker Co. 

Siekels-Loder Co. 

Chas. H. Pratt 
Chas. J. Smith A Co. 

C. A. Baynon 
Benjamin Cillespte Co. 

Ncuss Ilesslein A Co., Inc. 
Underhill. Clinch A Co. 

James S. Barron A Co. 

Rnthhaum A Llnwand 
Semcr Hdwe. Co. 

M. Shiftman A Son 
American Dry Goods Co. of N. 
Simmons Hdwe. Co. 

Hamilton Hdwe. Co. 

Joseph F. McCoy Co. 

Topping Bros. 

Binghamton, N. Y. 

Crocker A Ogden Co. 

Babcock, Hinds A Underwood 

Buffalo, N. Y. 

H. D. Taylor Co. 

Weed A Co. 

Buffalo Wholesale Hdwe. Co. 

Beals, McCarthy A Rogers 

Elmira, N. Y. 

Barker. Rose A Clinton Co. 

Fort Plain, N. Y. 

G. H. McCormick 

Hornell, N. Y. 

The Frank B. Peck Co. 

Ithaca, N. Y. 

Treman. King A Co. 

KlngHton, N. Y. . 

L. 8. Wlnne A Co. 

Malone, N. Y. 

H. D. Thompson A Co. 

Plattnburgh, N. Y. 

M. P. Myers A Co.. Inc. 
Rocheater, N. Y. 

Mathews A Boucher 

Schenectady, N. Y. 

Clark, Wltbeck Co. 

Wallace Armer 

Syrneune, N. Y. 

Burhans A Black. Inc. 

Troy, N. Y. 

J. M. Warren A Co. 

Utica, N. Y. 

Roberts Hdwe. Co. 

David S. Foster Sons A Go. 
Watertown, N. Y. 

W. W. Conde Hdwe. Co. 

Fayetteville, N. C. 

Huske Hdwe. House, Inc. 

Greensboro, N, C. 

Odell Hdwe. Co. 

Barberton, Ohio 

The Welsberger Co. 

Cnnton, Ohio 

Canton Hdwe. Co. 

Chlllieothe, Ohio 

Spetnagel Hdwe. Co. 

Cincinnati, Ohio 
The Kruse A Bahlmann Hdwe. Co. 
The Kuhlmann Hdwe. Co. 

The Kruse Hdwe. Co. 

Cleveland, Ohio 

The W. Binghnm Co. 

The Luetkemeycr Co. 

The Wm. Edwards Co. 

The Geo. Worthington Co. 
CoInmhnM, Ohio 
Smith Bros. ndwe. Co. 

Columbus T’phol. Supply Co. 
Schnedinger-Marr Co. 

Tho Mithoff Hdwe. Co. 

Toledo, Ohio 

The Bostwlrk Rraum Co. 

Simmons Hdwe. Co. 

Marietta, Ohio 
The Union Hdwe. Co. 
Youngstown, Ohio 
Stambaugh-Thompson Co. 
Portland, Oregon 
Marshall Wells Co. 

The Honeyman Hdwe. Co. 

F. S. Harmon A Co. 

Allentown, Pa. 

C. Y. Srhelly A Bro. 

F. Hersh Ildwe. Co. 

Bradford, Pa. 

Emery Hdwe. Co. 


Clearfield, Pa. 

Clearfield Hdwe. Co. 

Erie, Pa. 

Palace Hdwe. Co. 

Huntingdon, Pa. 

C. H. Miller Hdwei Co. 
Lebanon, Pa. 

Geo. Krause Hdwe. Co. 

Lnncanter,. Pa. 

Herr A Co. 

Reilly Bros. A Raut> 

Stelnman Hdwe. Co. 

Philadelphia, Pa. 

Dunn A Eidrldge Co. 

Supplee. Biddle Hdwe. Co. 

W. H. A G. W. Allen 
J. Jacob Shannon A Co. 

Chas. J. Field's Sons 
Simmons Hdwe. Co. 
Plttnbnrgh, Pa. 

James C. Lindsay Hdwa Co. 

Fort Pitt Hdwe. Co. 

Logan Gregg Hdwe. Co. 

The Hnkill-Hunter Co. 

8. A. Maxwell A Co. 

8telner A Voegtly Hdwe. Co. 
Joseph Wpodwell Hdwe. Co. 

J. A. Williams A Co. 

N. S. Pittaburgh, Pa. 

Klein Bros. 

Reading, Pa. 

Bard Hdwe. Co. 

Stichter Hdwe. Co. 

Scranton, Pa. 

Weeks Hdwe. Co. 

Wilke* Barre, Pa. 

Lewis J. Bennett Hdwe. Co. 

York, Pa. 

Fulton. Mehring A Hauser Co. 

Providence, R. I. 

Belcher A Loomis Hdwe. Co. 

Nanhvllle, Tenn. 

Keith Simmons A Co. 

Dalla*, Texa* 

Butler Bros. 

Huey A Philip Hdwe. Co. 
Laredo, Texa* 

A. Dcutz A Bro. 

El Pano, Texas 

Krakauer, Zork, Moyes. Sues. Int 

San Antonio, Texa* 

Geo. Potehernh-k 
Heusinger Hdwe. Co. 

Salt Lake City, Utah 

Strevell Paterson Hdwe. Co. 

The Salt Lake Hardware Co. 

Zion Co-operative Mercantile Inst 

Richmond, Va. 

Virginia Carolina Hdwe. Co. 
Watklns-Cottrell Ca 
Lynchburg, Ya. 

Anslie-Martin Co., Inc. 

Tacoma, Wa*h. 

F. 8. Harmon A Co. 
Bellingham, Wash. 

Morse Hdwe. Co. 

Seattle, Wash. 

Spelger A Hurlhurt, Inc. 

Sch ram A Ware, Bus. 

F. 8. Harmon A Co. 

8eattle Hdwe. Co. 

Rhodes Bros. Co. 

Whiton Hdwe. Ca 

Spokane, Wa«h. 

F. 8. Harmon A Co. 
Jensen-King-Byrd Ca 
Ilolter Hdwe. Co. 

Everett, Wa*h. 

Pacific Hdwe. Co., Inc. 

Wnnhlngton, D. C. 

Barber A Ross 

F. P. May Hdwe. Co. 

Rudolph A West Co. 

Pnrkernburg, Went Va. 

W. H. 8mlth Hdwe. Co. 

Milwaukee, Wla. 

Wm. Frankfurth Hdwe. Ca 
John Prltzlaff Hdwe. Ca 

Green Bay, Wl*. 

Morley. Murphy Hdwei. Co. 

LnCro**e, Wl*. 

V. Tausehe Hdwe. Co. 

Fred Kroner Hardware Co. 


17 STATE STREET 


HENRY W. PEABODY & COMPANY 

Domts of Siltnet Division 


NEW YORK 
(OVER) 


'J 
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“Yes—it’s Tape-Marked Columbian 
Pure Manila Rope” 

"See this Tape with the red, white and blue colors bearing the name 
and trade mark of the Columbian Rope Company, which I have pulled out of 
this strand and untwisted. This Tape-Marker is imbedded in that strand for 
the entire length of the rope and is an absolute guarantee that the Columbian 
Rope Company stands behind its Tape-Marked. Rope as regards durability, 
strength, quality of fibre and workmanship. 

It’s easy to sell this superior rope when the broad guarantee of the 
manufacturer is backed up by this red, white 
and blue marker and signature in every foot 
of it. Each customer benefits by that guar* £ -JB 
antee whether he buys ten feet or ten coils of ^ 

this Columbian Cordage." £ 




COLUMBIAN ROPE COMPANY 

( AUBURN, N. Y. “The Cordage City" 




Branches: ~ 


New York 
Baltimore 


Chicago 

Houston 
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Lets get down to cases on 
this Hack Saw business 


You can’t carry all the differ¬ 
ent saw blades that salesmen 
are trying to force on you. If 
you did, you would have a lot 
of money tied up in stock that 
would take a year or more to 
move. 

Why not do what the leading 
hardware dealers are doing and 
cut down to one or two lines 
and make quick turnover boost 
your profits'? 

Then the question arises: 
“What lines shall I choose if I 
cut down?’’ 

Here is the answer that was 
recently given to that question 
the other day by a New Jersey 
mill supply man. 

He said: 

“Years ago we carried 
seven or eight different 
brands of saws but decided 


to cut out many that were 
hard to sell. Today we 
carry but two brands, Star 
and the X brand. And I 
have noticed this—at times 
when through oversight a 
Star user has been sent an 
order of X blades, he is al¬ 
ways very quick to Register 
a protest and insists upon 
Star. 

“Star users’experience and 
their reading of Star adver¬ 
tising have made them in¬ 
sist on the brand so that we 
simply have to carry Star 
Saws.’’ 

Probably you will agree that 
the merchant makes the great¬ 
est success who doesn’t wait to 
be coerced, but finds the lines 
of least resistance himself 
and takes advantage of them. 


President 


ft. . 

CLEMSON BROS. Inc. 






STAR HACK SAW SIGNS 


Are lithographed on tin and 
show the actual blades. A 
small sign with striking dis¬ 
play value for use of retail and 
mill supply dealers. Sent free 
on request. 

Star quality and Star advertis¬ 
ing make Star hack saws the 
line which is most called for 
and most readily accepted. 


When you carry Star you can 
satisfy every hack saw demand 
as with no other blade. Star 
users are legion and you can 
never make a Star user believe 
another blade is “just as good 
as Star.” 

Don’t buck established de¬ 
mand. Push Star Saws and 
cash in on it. 


Clemson Bros., Inc., - Middletown, N. Y. 


1 




SAW BLADES 
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Plumbers Safety j 

T/r\ A nrlinr 


To Ships'Anchor Chain 


RFlaroest Chain Manufacturers in the World™! 


The Complete Chain Line 

Weldless, Electric Welded, Fire Welded 
All Sizes, All Styles, All Finishes 

American Chain Company, Inc. 

BRIDGEPORT, CONN., U. S. A. 


IN CANADA: DOMINION CHAIN CO„ LTD.. NIAGARA FALLS, ONT, 


General Sales Office, New York City 

District Sales Offices: Chicago, Pittsburgh, Boston, Philadelphia, Portland, Ore., San Francisco 
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Here’s Another Pexto Wrench 


No, 45 Polished No, 045 Semi-Finished 


A n adjustable angle wrench 

that is sure to appeal to mechanics, auto- 
L mobilists, garage-men and the trade in 
general. 

It is a Pexto Product and that alone will 
recommend it to critical buyers of good tools. 

The adaptability of the tool is so evident 
that it will require but a few words to demon¬ 
strate its usefulness and that it will replace a 
number of solid wrenches. 


The finish and general makeup of the 
wrench is such that it will attract attention 
wherever displayed. 

Let your jobber have a generous order, 
they will be rapid sellers. 

If you have not received a copy of our new 
No. 20 Catalog, let us mail you one. You will 
find it interesting and instructive. 



Worth While Tools 



j The Peck . Stow & Wilcox Co. 

L Southington, Connecticut .U.S.Avk 
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T HERE are many doors in every house or 
apartment, shop or store, that should be 
equipped with Sargent Cylinder Day and 
Night Latches, if protection is to be complete. 
Closets, storerooms, basement and attic doors, 
and other places inside as well as out. 

People need this protection but you will be 
amazed at the number that have never thought 
of it. A suggestion will often lead to the sale of 
several latches. 

You build permanent trade when you sell Sar¬ 
gent Latches. They are sturdy and secure and 
will last a lifetime. They inspire confidence in 
Sargent Hardware and in your store. They make 
satisfied customers. 

The handy push-button stop is an exclusive 
Sargent feature. 

SARGENT & COMPANY 

New Haven, Conn. 

New York Chicago 


LOCKS AND HARDWARE 




Press the button to deadlock the 
bolt or to hold it back. 



Pull the button to release the bolt. 
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MASCO 
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A towel, duster, polishing and cleaning cloth all 
in one — that’s c Jkfasco Qloth, the new Masco 
product which is fast becoming such a big 
favorite everywhere. 

fJtCasco Qloth is made on a new principle. The same 
carefully selected yarn that goes into <Jfttasco <JftCops is 
securely woven into this new fabric. The result is a 
soft, absorbent, and durable Surface that picks up all 
kinds of dirt. Wet or dry, it will stand the hardest wear. 
Just what your customers need for every sort of pol¬ 
ishing and cleaning. 

Stock up with tWasco Qloth today. Like other dealers, 
you ’ll find Jftfasco Qloth meets a big demand, sells it¬ 
self and sells quickly. Write us for full particulars. 


MASCO PRODUCTS 


Other Quick Selling Masco Products 


MACHINED COTTON WASTES, MASCO MOTOR WASTE, MOPS AND MOF 
HEADS, CAULKING COTTON, WICK1NG, ROPES AND TWINES. 
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Every Housewife Wants 













fOR RETAIL HARDWARE DEALERS 


M ^lffOXmNG SNAPS 

IDENTIFIED BY THE ANCHOR 


HINGED EYE 

CHAIN SNAPS 

MAKE PERMANENT, 
ON-THE-SPOT REPAIRS 


WHEN YOU SELL THIS— 

“LOXPRING 99 Snaps are the only snaps made 
with the spring locked in. Even if the tongue 
should become spread, the spring would remain 
in place. Extra heavy frames resist the biting 
wear of hard work. 

To horse owners who buy " LOXPRING 99 Snaps 


YOU CAN SELL THIS— 

Because “QUICK-KLOZE” Snaps are needed by 
truckers and farmers. All delay is eliminated 
when “QUICK-KLOZE” are handy. Figure 2 
shows how the hinged section is swung against 
the other half of the eye. The projecting lug is 
struck with a hammer or stone—and the job 
is done. 


CHAIN 

REPAIR LINKS 

SAVE TIME, TROUBLE AND TRIPS 
TO THE BLACKSMITH 


AND THEN THIS- 

Customers who invest in repair snaps will surely 
show a live interest in chain repair links. These 
are quickly substituted for broken or worn links 
and actually improve the chain, easily carrying 
their part of the load under peak strain. 


LEADING JOBBERS 
EVERYWHERE 
SELL 

"ANCHOR BRAND** 
HARDWARE 
PRODUCTS 


NORTH & JUDD MANUFACTURING CO. 


NEW BRITAIN, CONN. 

WHOLESALE ONLY 
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The record of each clerk 


An up-to-date National Cash Register shows 
you exacdy what each one of your clerks does 
every day. Adding counters on the register 
tell: 

How many customers each clerk wait- 
^ ed on. 

(|) The total amount of each clerk's sales. 

These daily records show you which clerks are 
most industrious, which clerks sell the most 
goods, which clerks are most accurate. 

They enable you to fix wages on actual selling 
ability. 

They give you the figures needed for a bonus 
or profit-sharing system. 

These clerks’ records, together with the many 
other printed and added records made by an 
up-to-date National Cash Register, enable you 
to control your business. 



This adding counter, at the 
left side of the register, 
shows that Clerk A took 
in $39.84 during the day. 
Similar counters show what 
the other clerks took in. 



These adding counters, at 
the front of the register just 
above the cash drawers, 
show how many customers 
each clerk waited on, and 
the total number of cue- 


Vk mate cash Rgfcm fir cvoy fine of business-Riced $75andupi 

NATIONAL 

CASH REGISTER CO. 


DAYTON, OHIO. 
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Metalware Needed in 
Practically Every Home 

S PRING months are buying 
months for those various 
items g/ 7 home equipment in¬ 
cluded in the 

IRON HORSE 
METALWARE 

line; carefully designed ancf 
ruggedly constructed items, every 
one g/ 7 them. 

And yet they are only a few 
a wide variety g f metalware goods 
sold under the Iron Horse label. 

4J Garbage Cans, Wash Tubs ancC 
Boilers, Water Pails, Sprinklers, 
etc., by the way, are exceedingly 
timely just now. 

£May we quote you ? 

Rochester Can Co. 

ROCHESTER, N. Y. 
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Mn Punch 


The Hole Maker 



Automatic Drill 

No. 185 


The nationally advertised, nationally 
known tool of real merit, that holds 
its popularity" on account of its 
ability to do one thing excep¬ 
tionally well — Bore Holes. 

This tool is reasonably j 

priced and practically^ 

sells itself. S 

Mr. Punch will be given f 

another boost in the 

leading national / 

publications this 

month. Is your S 


There are over 2000 sizes and 
kinds of Goodell-Pratt Tools 


Automatic 
Screw-Driver 
No. Ill 


For rapidly driv- 
i n g or drawing 
screws. A com¬ 
panion tool to Mr. 
Punch. 


Goodell- 
Pratt Company 


An excellent fol¬ 
low-up sales prop¬ 
osition with an 
Automatic Drill. 


Greenfield, Mass., U. S. A 
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It is a pleasure to own a 

Baldwin Porcelain Lined 
Refrigerator 

It is an equal pleasure to sell one. 

The glossy white porcelain lining of THE BALDWIN 
is in one piece—hard as flint. It cannot crack—it will 
not peel. Clean it as easily as a porcelain plate, and 
when clean it stays clean. 

Baldwin Refrigerators have been manufactured for 
upwards of fifty years and in selling them you are not 
offering to your customers an experiment. 

There should be a good refrigerator in every home. 

BALDWIN REFRIGERATOR COMPANY 
Burlington, Vermont 


There is a stock of Baldwin 
Refrigerators carried in 
San Francisco by Heyman- 
Weil Company. 
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NON-FREEZING 


will not freeze— 
eliminates 
thawing and 
headaches 

:0 below—60 below—the 


Zero—20 below- 
coldest temperature known to man cannot af¬ 
fect Giant Non-Freezing. It does not freeze, 
it will not freeze, it CANNOT freeze. 

Ever since the invention of dynamite, the 
ideal has been a high explosive that would 
work as well in Midwinter as in Summer—that 
would end thawing forever. In Giant Non- 
Freezing the Giant Powder Company, Con., 
has achieved this goal. 

Giant Non-Freezing, the result of years of 
experimental laboratory work, is offered to 
the trade only after exhaustive field tests 
have proved its superiority for every class of 
work in which high explosives are employed. 
It has been used in quarries, pits and mines; 
in rock, earth and ore; at every range of tem¬ 
perature from torrid to below zero. 

Giant has succeeded in producing a non- 
freezing powder that will not explode prema¬ 
turely. 6s use ends headaches from handling 
or fumes; there are no objectionable fumes. 
It insures safety. Use nothing weaker than a 
No. 6 blasting cap to detonate it. It has the 
stability and uniformity that distinguish other 
Giant High Explosives, with the added quality 
of non-freezing. 

Giant Non-Freezing is made in five grades, 
thus meeting all blasting requirements. 

Tell us what explosive you are using. We 
will tell you the grade of Giant Non-Freezing 
for your work. 

THE GIANT POWDER CO., Con. 

First National Bank Building, San Francisco 

Branches: Butte, Mont., 521 Granite Street; Denver, 

Colorado, Ideal Building; Portland, Ore., Selling 
Building; Spokane, Wash., 5 South 8tevens 
Street; Salt Lake City, Utah, Judge 
Building; Seattle, Wash., Colman 
Building; Los Angeles, Cal. 

-—laiigi 


I3*xa 


NO thawing — NO headaches — NO objectionable fumes 
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New Style “ACME” Fry Pans 


ONE PIECE 
COLD HANDLE 

% 

THEY BUILD 
UP YOUR 
TRADE AND 
SATISFY Y OUR 
CUSTOMERS 

% 

INSIST ON THE 
“GENUINE” 
ACME 

SOLD BY ALL 
FIRST - CLASS 
JOBBERS 
THROUGHOUT 
THE WEST 


1 ? 


Pacific Coast 
Representatives 

Wm. P. Horn Co. 

Rialto Bldg. 
San Francisco 

Portland 
Los Angeles 
Seattle 



AC 


NEW YORK STAMPING COMPANY 

Brooklyn, New York 
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THE PYREX POLICY 

IS BUSINESS INSURANCE 

T HE question has been asked, “Why did you 
continue to advertise Pyrex when you could not 
supply the demand?” The reply was, “Business 
insurance for the dealer.” 

The question was also asked, “Why don’t you do as 
others are doing and double the price of Pyrex?” 
The reply was the same, ‘ ‘ Business insurance for the 
dealer.” 

Since 1915 the price of Pyrex was only advanced 20 
per cent. The trade knows it, the people know 
it, and no one is waiting for a “bargain” in Pyrex. 

The Pyrex policy insures the dealer’s investment. 

The Pyrex turnover is the backbone of the houseware 
business. 

PYREX 

Transparent Oven Dishes 

Pyrex Sal** Division 

CORNING GLASSWORKS 

World*$ Largest Maim of Technical Glass 
700 Tioga Avenue, Corning, N. Y. 
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Announcement 

W E take pleasure in announcing that The HOFFMAN 
HARDWARE CO., Los Angeles, California, will distribute 
MONARCH REFRIGERATORS in Southern California and 
Arizona, effective at once. 

We wish to thank the dealers who have handled our Refrigerators in the past 
and solicit for The Hoffman Hardware Co. their future orders. 

The Hoffman Hardware Company is prepared to fill orders for 
Monarch Refrigerators at the present time. It will be our aim 
in the future as in the past to see that dealers are provided with 
Monarch Refrigerators from the large stocks in Los Angeles and 
San Francisco. 

The Monarch Refrigerator Works, Burlington, Vt 

THE HOFFMAN HARDWARE CO. SLOSS A BRITTAIN 

Los Angeles San Francisco 
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The Tritch Hardware Company 

ROCKY MOUNTAIN DISTRIBUTORS OF 


WALLINGFORD 

FARMED garden tools 



Digitized by 


Google 








52 


HARDWARE WORLD 



MAGNETIC CLOTH 

The Most Complete Domestic Help Device Known 

It instantly removes Grease, Burned Foods and all dirts from all 
kitchen ware. ALSO cleans Vegetables, New Potatoes, Sweet Potatoes, 
Carrots, Parsnips and such like. ALSO Tile work, Marble or Brown 
Stone Steps and many other things too numerous to mention. ALSO 
is used extensively for cleaning stained and greasy hands, for instance in 
machine shops, garages, etc. 


These are the days of 
progress and efficiency. 
The woman in the 
kitchen is no longer sat¬ 
isfied with the old-fash¬ 
ioned, back-aching 
methods of cleaning 
greasy pots and pans; 
MAGNETIC CLOTH is 
now the active house¬ 
maid that saves time 
and labor and conserves 
sweetness of disposi¬ 
tion. The kitchen sink 
of the modern house¬ 
wife is no longer com¬ 
plete without a MAG¬ 
NETIC CLOTH hang¬ 
ing on a hook. 


The MAGNETIC CLOTH is as pliable 
as doth, entirely as efficient as the best 
abrasive. Made to slip on the hand like 
a mitten. After using, rinse in warm 
water and hang up by the loop, to dry. 


As a magic wonder this MAGNETIC 
CLOTH is demanded everywhere; its 
market is wide ai*d insistent and it is a 
logical, inevitable profit-maker for the 
merchant who reads and heeds the. mind 
of his trade. 


Retails for 10 Cents 



Retails for 10 Cents 


Send us your jobber's name if he can't supply you with a trial gross. Packed in two 
dozen attractive cartons for show case display. 

MANUFACTURED BY 

JOHN W. GOTTSCHALK MFG. CO. 

LEHIGH AVE. AND MA80HEB ST. PHILADELPHIA, PA. 

MCDONALD A UNFOBTH, Pacific OoMt Representative*, 739 0*11 BriMUnf, San Francisco 
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O NLY one dealer in any city or 
town can sell the White Frost 
Refrigerator. This makes the 
White Frost franchise exceedingly 
attractive and profitable. 

A White Frost on your sales floor or in 
your window will attract women as nothing 
else will. Women instinctively admire any 
thing that radiates cleanliness and which 
in itself is a thing of beauty. They can 
just imagine how this refrigerator will look 
in their kitchen. 

And a closer inspection tells them that the 
White Frost is designed primarily to pro¬ 
tect food. 

The circular construction—the arrangement 
of the interior with its revolving shelves 
provides a simple and efficient way to place 
food in and take it from the refrigerator. 
Quick and easy cleaning is another advan¬ 
tage that women appreciate. 




tfi 


THE REFRIGERATOR THAT SELLS ITSELF 


You Can Be The Exclusive White Frost Dealer In Your 
Community If You Don’t Delay 


HOME PRODUCTS CORPORATION 

IACKSON, MICHIGAN, U. S. A. 


And the business on White Frost Refriger 
ators is not restricted to particular seasons. 

It is a year around business. White Frost 
Refrigerators sell just as readily during the 
winter months as they do when the first 
touch of warm weather approaches. 


The simple operation—the scientific way in 
which the White Frost protects the family 
health and the beauty of the article has 
influenced thousands of women to use their 
refrigerator the year around. 


We believe you can see why the White 
Frost is bound to be a wonderful success in 
your community. Be the dealer to handle 
it exclusively. 


Write or wire for details of our selling plan 
which includes dealer helps. 


You won’t need to overstock. We know 
from experience that the White Frost sells 
itself—so we do not ask our dealers to load 
up or buy in big lots. 


I HHHHH 
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THE JAMES SWAN COMPANY 

SEYMOUR CONNECTICUT 


BITS 

AUGURS 



CHISELS 
DRAW KNIVES 



NAIL SETS 
GIMLETS 


GOUGES 

SCREW DRIVERS 


New York Office: 100 Lafayette Street 

WE WEBB AWABDED THE m™at. qF HONOB ON MECHANICS’ TOOLS AT THE PANAMA/- 

PAOIFIO EXPOSITION 

Sold by THOMSON-DIGGS COMPANY, Sacramento California 


PHOENIX 


HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 


BEST IN THE WORLD 


Phoenix SI 


In Stoek by tbn Following Honooo 


Albuquerque, New Mexico.J. Korber k Oo. 

Boise, Idaho.Northrop Hardware Oo. 

Butte, Montana.Montana Hardware Co. 

Denver, Colorado-Moore Hardware k Iron Co. 

El Paso, Texas.Momsen-Duimegan-Byan Oo. 

Fresno, California.Inland Iron Oo. 

Hamilton, Montana... .The Valley Mercantile Co. 
Los Angeles, Calif.— 

W. T. MoFle Supply Company 
Perdval Iron Company 
Waterhouse k Lester Company 

Ogden, Utah.Geo. A. Lowe Company 

Phoenix, Arizona— 

Palace Hardware k Arms Co. 

Arizona Hardware k Supply Co. 


Portland, Oregon— 

Northwestern Hardware k Steel Oo. 

J. E. Haaeltine Company 

Pocatello, Idaho. .Salt Lake Hardware Company 
San Francisco, Calif.— 

Holt Bros. 

Scovel Iron 8tore Company 
Spotswood-Helfer Company 
Tayior-Spotswood Hardware Company 
Waterhouse k Lester Company 

Salt Lake City, Utah-Salt Lake Hardware Oo. 

Seattle, Washington.Gray Brothers 

Stockton, Calif.Hlckenbotham Brothers 

Tacoma, Washington.West Coast Steel Oo. 

Tucson, Ariz.Albert Steinfeld k Go. 


MANUFACTURED BT 


PHOENIX HORSE SHOE CO. 

Largest Hone Shoe Manufacturers in the World 

ROLLING MILLS AND FACTORIES JOELET, ILL., POUGHKEEPSIE, NEW YOKE 
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Glasbak Dishes 
Are in Demand 


Spring Trade 
will want 


Ovens 


W OMEN who cook and bake are 
realizing more every day the superi¬ 
ority of Glasbak glass baking dishea. 
They appreciate the smooth transparency 
of Glasbak dishes, which affords a clear 
view of the food as it is baking. Then, toa, 
Glasbak dishes absorb oven heat evenly, 
which assures an even baking temperature 
throughout. 

Glasbak dishes are attractive—they can 
be served from right at the table—and they 
are easily washed. 

Because of all this, the demand for 
Glasbak dishes is increasing rapidly. They 
represent an amazingly quick turnover. 
Write for particulars. 


The first warm weather makes 
people think of Elgin Ovens. Farmwives, too, 
will soon be buying and using Oil Cook Stoves, 
and that means a demand for Elgin Ovens. 
. Town people buy these ovens also to save 
^ on gas bills, do any or all cooking and 
baking quickly and with less work. 


No Delay 
No Waiting 


We can fill your orders prompt* V 
ly, and we suggest that in fol- \ 
lowing your conservative buying 
policy you add a few more Elglns 
so you can supply the spring trade 
right off your shelves. We can 
furnish you ovens in any or all 
styles to meet the need of your 
customers. 

An Elgin display in your window 
should bring sales. With its im¬ 
proved system of heat circulation, 
the Elgin is the most economical 
and satisfactory baker on the 
market. j 

FOB CHILLY SPRING DAYS 
your trade will appreciate an 
Elgin Oil heater. Handsome, 
smokeless, very popular. Place 
some on display in your store. 
They sell themselves. a 

Ask your jobber or write 11 
for quotations and details of LA 
our advertising and sales # 
helps. M 

ELGIN STOVE AND 
OVEN CO. 

Elgin, Ill., Manufacturers 

Eastern Distributors: Beh & Co., 
City, N. Y. Warehouses: New 
Pittsburg, Rochester. 
Northwestern Representative: A. 

change, Minneapolis, Minn. 
Chicago Representative: M. S. Ko 




McKEE GLASS COMPANY 
Jeannette, Pa. 
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WeVe Talking for You 

TO 7,000,000 HOUSEWIVES 

F OR the benefit of 1350 dealers we are making the fame of 
National Steam Pressure Cookers known in all the land 
Prominent display advertisements are now placed in such 
national magazines as Ladies Home Journal, Good Housekeep¬ 
ing, Woman’s Home Companion, Modern Priscilla, Delineator. 
Literary Digest. Country Gentleman, etc., thus reaching over 
7,000,000 families each issue. 


'czticmcil 


You Cannot Help Thii method of cooking la com- 

_ ^ mended and urged by your state 

But Sell Them wortaS !*" 1 dom “ tlc ,el • nc, 

National Steam Pressure Cookers will cook an entire meal 
over one burner in 30 minutes. .Saves time and fuel. More 
than 50,000 pressure cookers now in use and the demand is 
growing by leaps and bounds. A woman is interested in 
cooking utensils three times each day, that is why so many 
Nationals are sold each year. Let us co-operate with you in 
selling the NATIONAL line. It makes a nice display. 

Ask your jobber for prices, or write us. 

NORTHWESTERN STEEL & IRON WORKS 
Dept. 603 Eau Claire, Wisconsin 


rfiTALUMINUM 




Faultless Caster Company 

EVANSVILLE - INDIANA 

PACIFIC COAST REPRESENTATIVES 

CHAS. A. DOWD SALES COMPANY, 320 Market St., San Francisco 


CASTERS 
that Sell 

Twenty-five hundred different sizes and 
styles comprise our lines. Faultless 
Casters of today are the result of twen¬ 
ty-five years of consistent effort to 
produce the leading line of these goods. 
Comparative tests in actual service will 
substantiate the reputation for quality 
they have rightfully earned. 

” Send for Catalog “G” 



Full Size Plate 2-8 


‘Move the FAULTLESS Way ’ 
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FACTS 

Worth 

Remembering 

In ordering 
Window or Ply 
Screen Cloth from 

your Jobber don’t 

forget these vital 
facts: 

The amount of 
service and satis¬ 
faction your cus¬ 
tomers get out of 
Screen Cloth de¬ 
pends almost en¬ 
tirely upon the 
materials.used 
and the methods 
employed,in the 
making. The la¬ 
bel whicl^'identi- 
fies every roll of 
the “Perfect” 
Screen Cloth is 
your guarantee of 
the best materi¬ 
als, accurate 
mesh, the'proper 
width ahd a full 
100 lineal feet to 
every roll. 

That’s why dealers buy all of 
our wire products, Screen Cloth, 
Hardware Cloth, Poultry Net¬ 
ting, Fly Traps, etc. 

Please Order Through Your 
Regular Jobber 

Manufactured by ^ 

Tfe LUDLOW SXYLOR 
. WIRE GO. 

ST. LOUIS* >Jjfb. f 


Write for Catalog and Prices 


IMONDS MANUFACTURING CO. 

“The Saw Maker*" 


Portland, Oregon 
Ban Francisco, Calif. 


Seattle, Waan. 
Vancouver, B. C. 



^oegle 
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UNLESS THI 
NAME 

IN FUL 

APPEA 
ON THE 
HANDLE 



YOUR TRADE WANTS 

The Highest Grade Coil A 
/files\ File Made 

m nr a 


NOTA 


'Q' IT’S A TOOL 4S& 


Will Please Your Customers 


Needs Only to be 
Displayed to Make 
Sale 

REMEDY Your IGNITION TROUBLES teiHi 

DELTA COIL FILE 


jv Remedy your Ignition Troubles with a “Deb” Coil File 

ifc CLEAN! ALL CONTACT POINTV - SPARK PLUGS — COILS — MAGNETOS 
Uh SHOULD BE IN THE TOOL KIT ON CVEtXY AUTOMOBILE OR MOTOR BOAT 
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5RAC1NG BETWEEN 
BAR5.lfOH 


This ideal combination is sturdily built easily shifted to bring desired one into play 

for time, money and labor saving on farm, by simply turning the hand wheel. One 

market and large home gardens. The three look at this all-use Triplex gets any gar- 

tools, mounted on a revolving axle, are dener going and every buyer is a booster. 

SELL THE COMPLETE GILSON LINE 

Including the Liberty Cultivator (hand —The Scratch Weeder, the Lawn Edge 
and wheel), the Gilson Weeder (four sizes) Trimmer and the Dandelion Digger—every 
and those handy, quick selling specialties one Gilson made and Gilson guaranteed. 

Write for literature and dealer prices today 


J. E. GILSON CO., Port Washington, Wis. 


The Liberty Cultivator, the Gilson 
Weeder and a strong plow are com¬ 
bined in easily interchangeable 
form in 

The Gilson 

TRIPLEX 


“Pittsburgh Perfect” 

Electrically Welded 

Lawn Fencing 

‘ 1 Pitsburgh Perfect ’' Lawn Fences are ex¬ 
ceptionally strong, durable and beautiful. The 
stiff, electrically welded one-piece fabric is 
easily erected and keeps its shape. Made of 
our own Open Hearth Wire. A Perfected 
fencing; every rod guaranteed. 

Our Lawn Fences are made in Double and Single 
Scroll and Plain Top Styles. Stays 2 % inches 
or 1% inches apart. With styles 1 % inches 
apart the designs are non-climbable. Plain top de¬ 
signs are popular also for parks, tennis courts, 
chicken rnns, barn yards, corn cribs, guards around 
exposed machinery, etc. A distinctive, profitable 
line. 


PITTSBURGH STEEL COMPANY 

General Offices, Pittsburgh, Pa. 

Pacific Coast Office 

359-363 Monadnock Bldg., San Francisco, Cal. 


Distributors of “Pittsburgh Perfect’* and 
Wire Fencing: 

DUNHAM, OARRIGAN * HAYDEN CO. 

San Francisco, Cal. 

Northern California and Nevada 
WHITON HARDWARE COMPANY 
Seattle, Wash. 

Washington and Oregon 


1 Columbia ’ 


Three Tools in One 
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“READ THIS= 

From a Hardware Dealer 

Prom H. W. MILLS & 00. 

Passaic, N. J. 

Gentlemen: 

We looked for a long time for a machinist ; s 
chest such as demanded by first class me- 
chanicB, and as soon as we saw your chests 
we decided that they word' the ones we had 
been looking for. 

We have received three shipments from 
you within the past few months and have had 
no trouble in disposing of them. 

We have had no complaints from any of our 
trade, but have heard several very favorable 
comments in reference to the style and finish 
of these chests. 

.Any dealer desirous of securing a first class 
line of tool chests will make no mistake in 
securing the Union. 

Yours truly, 

UfiUUSiU 


TOOL CHESTS 


Will give you and your customers the same absolute 
satisfaction they gave above dealer. 

Styles and Sixes for all mechanics. Highest quality 
tool chests made and absolutely guaranteed to the 
dealer as well as to the consumer. 

Sold exclusively through good dealers. 



Are the pioneer tool 
chests and more of them 
are in ubo and being sold 
than anv other make on 
the market. 

They are the easiest 
chests to sell because 
they are better chests, 
and widely advertised. 



Write for our Dealer 
Proposition. 


A fair and square 

liberal selling policy, 
backed by National 
Advertising. 


It will interest you. 


UNION TOOL CHEST CO., INC. 

106 Mill St., Rochester, N. 7. 

Branches: 

New York Chicago San Francisco London, Eng. 



Make the Boys Your 
Customers 

Think for a moment how much business 
the boy brings into your store in the course 
of a year. 

The above illustration is used in our gene¬ 
ral consumer advertising for March. The 
boy of today is the man of tomorrow^ and 
if you start the boy-right he’s your friend 
when he grows up. 

Put something in the window to catch his 
eye—then a little attention to his need? 
and his questions will make him your 
friend for life. 

Stevens Rifles are priced within the rangf" 
of practically every boy’s bank. And 
when you sell him a Stevens there are 
many other things in your stock that he 
will want as well. 

Most boys start with a Stevens and they 
will this year, too. Is your store going to 
be the one to get their business? 

STEVENS ASMS CORPORATION 

Chicopee Falls, Mass. 

Executive and Export Offices: 

50 Church 8t., New York 

Owmmd mud Opmrmtmd ky 
Savage Arms Corporation 
50 Church Street, New York 



Rifles - Shotguns - Pistols 

- Digitized-by Google - 
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AlMower for Every Lawn 


>< ELECTRO-ZINCKED AFTER WEAVING 

GALVANOID has won the pre-eminent favor of the trade because it is the most depend¬ 
able zincked screen cloth made. Ton can confidently recommend GALVANOID to yonr 
best trade. 

.ORDER NOW AND T AKE SHIPMENT EARLY 

If yonr Jobber cannot furnish, advise ns and we will see that yon are supplied. 

WE ALSO MANUFACTURE 
BRONZE, COPPER, PAINTED AND GALVANIZED 

AMERICAN WIRE FABRICS CO. 

208 So. La Salle Street, Chicago, Illinois 

FACTORIES: 

Chicago, Illinois Mt. Wolf, Fa. 

_ REPRESENTATIVES: ^ T 


ewi;n'q. lewis 

CO., San Franciaeo and Los Angeles, CaL 


D. L. HERMAN, Seattle. Wash. 


A perfect lawn greatly enhances 
the beauty of any man’s home. 

To bring out that beauty does not 
depend so much on the size of the 
lawn as on the lawn mower. 

For over half a century the name 
Cold well has stood for the highest 
achievements in lawn mower con¬ 
struction. Today, we are making 
over 150 styles of hand, horse and 
motor mowers in different sizes and 
at different prices. In other words, 
Coldwell makes a mower for every 
lawn—at a price you wish to pay. 

If you do not have it, send for our 
illustrated catalog. 

Also, to insure prompt delivery, 
order your spring stock now through 
your Jobber. 


COLDWELL 
LAWN MOWER CO. 

NEWBURGH, NEW YORK, U. 8. A. 


The Largest Lawn Mower Works in the 
World 


“THE RECOGNIZED LEADER” 
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“Sterling” 



Hvd TUNGSTEN STEEL Elnibb 

HACK SAW BLADES 

Many years of personal caretaking attention to manufacturing details have produced 
in STERLING Blades a cutting tool of unquestionable merit. 

We claim Endurance—Dependability—Past cutting — Long Life — Satisfaction to 
Dealers and Consumers. 

Users declare that our slogan—“They don’t Scratch, They Cut”— tells the story. 
SOLD THROUGH JOBBERS ONLY 

CORRESPONDENCE RESPECTFULLY SOLICITED 

DIAMOND SAW & STAMPING WORKS, BUFFALO, NEW YORK 

CALDWELL SALES COMPANY 

lAohwuLn Building, Room 321, 417 Market Street, San Francisco, CaL 

Exclusive Pacific States Representatives 


PORTER’S 

New Easy Bolt Clippers 


Look! 

A New Clipper 



12" long; cuts up to 3/16". 

The low price will sell it over the counter. 
No tool kit complete without it. 


Ask your jobber for 

Porter’s No. 1865 Clipper 

SALES OFFICES: 

Omer Cox, Postal Telegraph Bldg., San Francisco, Oal. 
Sands A Cox, San Fernando Building, Los Angelos, Oal. 
Strimple A Oox, L. O. Smith Building, Seattle, Wash. 
Strimple A Oox, Oorbett Building, Portland, Oregon 
Jones A Oox, Cowhouse Building, Salt Lake Oit7, Utah 
Taylor, Youngs A Oox, Temple Court Bldg., Denver, Oelo. 

H. K. PORTER Everett, Mass. 


The "PONT” 

Is the very best Hand Machine that money 
oan buy, for netting Tubular or 
Bifurcated Rivets 



IT’S GUARANTEED 
SOLD BY J0BBEB8 EVERYWHERE 

Mad* by 

F. H. SMITH MFG. CO. 

CHICAGO, U. A A. 
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MADE IN OHIO* U. S. A. 

ALUMINUM 

“Real Solid” 

The “REAL SOLIS” LINE has been for 20 
years, the Strong, well known, dependable 
Aluminum line of Kitchen Utensils. 

Our Policy is and has been to give the dealer 
goods of such quality that assures him not 
only his PROFIT, but the housewife’s contin¬ 
ued patronage. 

“REAL SOLID” WARE 

This is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in many ways, especially in Rigidness and 
Durability. 



0 


TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—The best on the market. 
PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight— 
bottom of handle is protected with Metal 
Trimmings, so that it will be impossible for 
flames to creep up over bottom and burn off 
handle. 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore. 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers’ Shelves. 

We have added 26 New Items, all prac¬ 
tical This makes the “BEAL SOLID'’ 
Line the most complete on the market 

Write Today and get our New 
Catalog Just off the Press. 

The Buckeye Aluminum Gumpany 

WOOSTER, OHIO 


The Shape of 
the Blade 

is what determines the 
suitability of a knife or 
cleaver for a particular 
use. You use a short, nar¬ 
row, heavy-bladed knife 
for boning, a curved- 
bladed knife for skinning 
and a long-bladed knife 
for cutting steaks. Like¬ 
wise you use a small, light 
knife for paring, and a 
special knife for cutting 
bread. 

It most naturally fol¬ 
lows, then, that the cut¬ 
lery you sell must be cor¬ 
rectly designed, in order 
that your customers may 
get easiest, fastest and cleanest cut¬ 
ting. This perfection of design, found 
in all cutlery of the 

Foster Bros. ® 
Brand 

is one of the reasons why 
it has become the stand¬ 
ard. The shapes of the 
blades now furnished rep¬ 
resents the experience of 
nearly a half-century in 
making cutlery that will 
satisfactorily perform the 
various cutting operations. 

« 

Your jobber can give you 
complete information 
about Foeter Bro*. Brand 


JOrtrt OWillON £ S0f<$ 

New York U.S«Ac 
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Substantial—Sanitary 
—Safe 



WITT 

CORRUGATED 

GARBAGE PAILS 

The heaviest and strongest garbage pails on 
the market. 

Built to hold up under constant hard use. 

Made of heavy corrugated sheet steel with 
; eitra heavy bottoms and lids; “hot-dip ’ 9 gal* 
i vanized after being formed and riveted, thus 
’ closing all seams and joints, making containers 
absolutely water tight. Each pail is given 
water test before leaving the factory. 

Made in four sizes: 5, 6 6-10, 8*4 and 10 
v gallons. 

'* The same quality which has characterized 
the well known Witt-Corrugated Ash Cans is 
found in these Witt-Corrugated Garbage pails. 

FOB $ALE ON THE PACIFIC OOAST BT 


Baker, Hamilton k Pacific Oo.San Francisco 

Dohrmann Commercial Oo.San Francisco 1 

Dunham, Oanlf an k Hayden Co .San Francisco . 

Herman-Well Co.San Francisco ' 

Holbrook, Merrill k Stetson, Inc.... San Francisco 

Mangrum k Otter, Inc.San Francisco 

l Seller Bros, k Co.San Francisco 

Whlton Hardware Co.Seattle , 

Thomson-Diggs Co.. Sacramento' 

M. Seller k Go .Portland, Seattle, Spokane 

Honeyman Hardware Co.Portland 


MANUFACTURED BT 

THE WITT CORNICE CO. 

Cincinnati, Ohio 
Pacific Coast Representatives 

GRIFFITH SALES CO. 

693 Mission St., San Francisco 



LIGHTNING 


Three 

Special 

Reasons 



BLIZZARD 


Why You Should 
Order Your 
.FREEZERS Now 

(1) We can ship 
more promptly now 
than when the big 
demand is on. 


(2) Transportation is better 
now. 


(3) Hot weather is sure to come. 
So will the rush for Freezers all 
along the line, from user to deal¬ 
er—to jobber—ta-u?.. 


But we cannot supply every de¬ 
mand promptly the last minute. 
Be wise in time, get your stock 
now while the getting is good. Be 
ready to supply your customers 
the moment they are in a humor 
to buy.' 


If you hesitate now 
you may lose later. 
We venture to guess 
that your stock is 
low, so there is 
every good business 
reason why you 
should prepare in 
time. Place your 
order with your job¬ 
ber now—you can¬ 
not lose. 

NORTH BROS. 
Mfg. Co. 

PHILADELPHIA, PA. 



' Bigrttzed-by 
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The Giving of Satisfaction fp 

to Tour Customers ll 

is the solid foundation on which to build busi- 
ness success. 

Great care should be taken to determine 
whether the article sold to your customers will pTI li 

give the best possible service. 

Clark Jewel Oil Stoves are stoves of Quality. (f ^ 7 \\ I 

They are the kind of stoves your customers 
want. The excellent operation and durable I 
construction of Clark Jewel Oil Stoves give in¬ 
complete satisfaction to every user. v* 0 

They Save Time — They Save Oil. 

Write for Your Copy of No. 112 Catalog Today 

GEORGE M. CLARK & COMPANY 

Division American Stove Company 

CHICAGO 
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*rk Det 


Dependable Tools 


Dealers! You will find the Buf¬ 
falo Tools a profitable addition to 
your line. 

Buffalo Blacksmith Tools are de¬ 
pendable, accurate and serviceable— 
they represent the product of over 
forty years of experience. 



Our advertising department is at your service. We will be glad to furnish cuts or 
advertising literature and to help you at all times with your catalog or advertising copy. 

Write Dept. 37 for more information. 


1 


BUFFALO FORGE COMPANY 

BUFFALO, N. Y. 




LANE’S 

Superior Quality Hangers 

For Warehouses, Freight Sheds, 
Factories, Etc. 

Send for Catalog and Prices 

LANE BROS. CO. 

Blver Stxeet» Poughkeepsie, N. 7. 



Hardware 

WE ALSO MAKE 

Floor 
H i n g e fl, 
Spring 
Butte, Door 
Cheeks. 
Push and 
Pull Plates, 
Door Hold- 


Bare, Foot 
and Chain 
Bolts, Door 
Bolts. Cap- 
board Toms, 
C u pboard 
C a tehes, 
Card Hold- 
ere, Toilet 

Paper Holders, Garage Door Holders, Cheat Han¬ 
dles, Casement Window Adjusters and Fasteners, 
Sash Locks, Sash Lifts, Mortise Locks and 
Latches, Basement Window Sets, Wire. Coat and 
Hat Hooks, Ceiling Hooks, Hall Hooks, Screen 
Window Hangers, Door Braces, large line of 
Screen Door Hinges and a number of items not 
mentioned. Ask for catalog today. 

The SHELBY SPRING HINGE CO. 

SHELBY, OHIO, V. & A. 

COA8T REPRESENTATIVES 
POND HARDWARE 0O„ D. L. HERMAN, 
Lm Angeles, Cal. Bea tt i e, XTiA 


Mortise 

Screen 

Latch 

Sets 
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"£v«ry Mow of 

r$ZJtu?UHi” At your jobber’s —or 

MAYHEW STEEL PRODUCTS, Inc. 

291 Broadway, Now York 
80 S Mission Strsmt, Son Prmncisco 

MAYHEW-TOOLS 

ARE RIGHT 


Stock this Mayhew 
Bit Extension 

Your customers need this 
Mayhew Bit Extension — the 
most nearly perfect on the 
market. 

The forged steel jaws com¬ 
pletely close on the shank of the 
bit. A flexible connection be¬ 
tween jaws and shank of the 
extension insures centering the 
bit. Sleeve runs on a quick¬ 
acting multiple thread. Exten¬ 
sion will follow a % " hole. Made 
in all lengths from 12" to 36". 

Regular Mayhew quality. 
Meets a definite demand. It 
should be in your store. 


The Segal Rectifying Key Cutter 

1. Cuts both fist steel and grooved or para¬ 
centric keys. 

2. It does not cut one make of grooved key 
only, but all makes—Yale, Sargent, Cor¬ 
bin, Russwin, offset keys and even the 
freak keys the dealer meets now and then. 

3. You do not have to change cutters or 
guides. 

4. It enables you to cut from the lowest 
groove as the manufacturer does or from 
the back of the key, as you prefer. 

5. Our unit-vise holds the key in place with¬ 
out slipping. 

6. It enables you to gage the key from the 
upper shoulder. 

7. The cutting operation takes less than a 
minute. 

8. It will often make an accurate duplicate 
out of an inaccurate blank. That is why 
it is called the Rectifying Key Cutter. 

9. It can be operated by hand or power. 


Then Is a Difference in Washers 


Just aa In any other eommodity. Our Weaken are 
made of the Beet Material and with the utmost earn. 
That's why the largest users of Washers prefer those 
of our make. 

We also make 

Hii ■■ MIaaLam -■ AmA ■- mj i , 

HwMPI ifMRs SMI WSI III nUMn 

-■ S JL_■ ew..a— Mi I 

wiwgii mm SMi ran w ifiBri 

ef all descriptions. Round and Square, Plain or 
Galvanised. 

MMMfl IIVII DOTS wmmm rWBS 

9MTO0 M rKM rUW 

PROMPT 8HXPMBHT8 

Wrought Washer Mfg. Co. 

MIIwmIcm, Wto. 

Coast Representatives, 

HUGHSOV h MBRTOK, Xno. 

San Francisco, CaL; Los Angeles, CaL; Portland, On.; 
Seattle, Wash.; Danrar, Colo. 
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MR. DEALER 

Have yon placed your Sprayer order for 
19211 We want your business, and your 
trade wants our Sprayers. 


There is no other line of Sprayers so simply 
made or that gives better satisfaction to 
Dealer or user than 

THE UTILITY LINE 



No. 40 Portable Outfit 

Write for 
Catalog and Prices 

ALBERT LEA SPRAYER 

ALBEBT LEA, MINN. 



TOU ABE BXBHT IV 


: * -1*10 I • s 1 


“WORLD'S KIT** 

IV MAKE AMD PA0T 

World’s Bust 
Tubular Trick 

Bam, Factory 
and 

Warehouse 
Door Hanger 


EXCLUSIVE FEATURES 
Frame it beat grade malleable iron. 

Wheel underneath track prevents derailment. 

Wide bearing of the wheel distributes weight and 
makes it the Easiest Running Hanger on the market. 

Packed one pair in box eomplete with bolts; one- 
half dosen pairs in a ease. 

Track has Slidable Bracket, which has made the 
World's Best Hangers so popular with the building 
trade. 

If your jobber can't supply you. we will. 

THE TOPPING MFG. CO. 

For 18 Years Safety Door Hanger Co. 
ASHLAND, OHIO, U. S. A. 


“EASY EMPTYING ' 1 

Grass Catchers 

“Favorably known the 
world over’ 1 now made 
with 

Re-hforced A 



Durable 

Many exclusive 
patented f e a- 
tures and strong 
selling points 
explained in 
Gatalog No. 20. 

Write for U 

80MB OF OUR PACIFIC C0A8T JOBBERS 
California Hdwe. Co. Baker, Hamilton A Pacific 

Union Hardware A Metal Co. 

Co. Honeyman Hdwe. Co. 

Hoffman Hdwe. Go. Jensen, King, Bird A Co. 

Harper A Reynolds Oo. The Sehaw-Batcher Oo. 

Failing-McCelman Oo. Schwsbscher Hdwe. Oo. 

Marsh all-Wei Is Hdwe. Oo. Seattle Hardware Co. 
Holley-Mason Hdwe. Oo. The Thomson-Diggs Co. 


Thompson “Junior” 
Revolving Sprinkler 



Dunham, Carrigan A Hayden Oo. 

THE SPECIALTY MFG. C0„ St PmL Mhn_U.S.JL 


The “Dollar-Seller” 

The embodiment of simplicity has been the 
watch-word in the construction of this 
Sprinkler. For service and durability we 
recommend its use. 

We solicit your inquiries on the problems 
of sprinkling. 


Thompson Masnfactmisg Compaq 

East Eighth and Santa Fa Ave. 

LOS ANGELES 
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GOLD MEDAL 

£Gives Comfort Everywhere 


Comfortable, neat appearing, durable—these 
are the things that have led campers to make 
Gold Medal Folding Furniture an essential 
part of their home as well as camp equipment. 
Get G. M. catalog. Jobbers everywhere. 
Gold Modal Camp Furniture Mfg. Co. 
Baclne, Wisconsin 
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Add to Sales and Profits 

D EALERS sell more Sturges Milk Cans and make 
bigger profits because Sturges cans have so 
many superior values which dairymen want. 

Guaranteed Capacity— hold just so much and no 
more. Made of highest quality steel. Designed to 
give longest lived and most economical service. 
Inside heavily tinned and all seams soldered smooth 
makes them easy to clean and keep sanitary to 
the highest degree. 

Sturges cans will bring to you the trade seeking reliable dairy 
equipment and help increase your sales and profits. Write 
for complete information and Catalog No. 29X 

Sturges & Burn 
Mfg. Co. 

Makers of Starves Guaranteed 
Capacity Milk Cans 
Chicago. Illinois 


Qt urges 
tJMCans 


Next, invite the 
Painters to a 
Wausau “Pow- 
Wow” in Your 
Store. 


Tell them that old “Chief Ruff- 
Stuff* ’ is holding a painter *s pow¬ 
wow in your store and has some in¬ 
teresting things to tell, about— 

Wausau Flint Paper 

Fix up your window with a display 
of Wausau sandpaper and all other 
painters* supplies you sell. 

Put the striking “Chief Ruff- 
Stuff** poster in the center, and use 
our catchy “Snappy Sayings** cards, 
changing the cards each day during 
the pow-wow. 

_—-w 

Such an 
event, properly 
advertised in 
your windows, 
in your news¬ 
paper ads, and 
by mail, to all 
the painters in 
town — will 
crowd your 
store with 
these men and 
their families. 

Our Book— 

S andpaper 
Sales Tips— 
will give you 
and your 

clerks valuable tips on making 
“Ruff-Stuff** a trade pulling mag¬ 
net. Ask us for free copies or all your 
salesmen. 

WAUSAU ABRASIVES COMPANY 

116 So. Clinton St., Chicago 
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NORCROSS mmer 

in 03 CULTIVATORS 




Growing in Demand 
Every Day 

Sell one to a customer—and 
you get his next door neigh¬ 
bor. 

Gomes in (3) sizes, 5- 
PRONG, 3 PRONG and MID 
GET, suited to both Men and 
Women. 

The “NORCROSS” is Dis¬ 
tinctively a “Quality” Line. 

Handsome in appearance 
and built to rive long Berries 
and Satisfaction. 

Ton'll enjoy selling them 
because of their wonderful 
efficiency—and because you 
can confidently reoommend 
them. 

More than 300 Jobbers carry the 
'NORCROSS" Line 


Manufactured by 

C. S. NORCROSS & SONS 

Busline 11, ni 
Distributed by 

LEADING HARDWARE 
JOBBERS 
EVERYWHERE 



ARE YOU SELLING* 

,-THIS ARMY?-1 


Complete COBBLER OUTFITS appeal 
to thrifty people. Tell them about the 
army of home shoe repairers and they'll 
be glad to join. A display of COMBI¬ 
NATION No. 1 COBBLER OUTFIT will 
be sufficient to enlist many. 

For greater profit ask you jobber about 
the Star line or write for catalogue. 

m 

STAR HEEL PLATE CO. 

857-391 Wilson Avenue 
NEWARK, N. J. 



Superior 

Casement Adjuster 

For windows that open out 
Operates without disturbing the screen 

Superior Casement Adjuster is the mov 
convenient to operate because all that is rt 
quired to unlock and move the window is « 
simply move the handle; when you let go tk 
handle the window is locked automatically- 

Superior Casement Adjuster is the stroaf 
est because it locks on the rod fastened to 
the window and thus combines the strea|ti 
of the two rods. 

Superior Casement Adjuster holds the via 
dow firmly at any angle and does not alls* 
the window to rattle. 

SUPERIOR SPRING HINGE CO 


Handle Detached. Cnt shows Right Hand Casement Adjuster 


136 W. Lake Street, Chicago 




Door Hangers and Tracks f 


Quality hangers and tracks designed 
of eheap* 


to overcome all the troubles and 
draw-backs of eheaply built hangers - and tracks that are made merely to sell 
at a price. Wagner Hangers have roller-bearing wheels, tandem trolley with 
bumper on end to protect wheels, a very simple and practical cam vertical 
adjustment and other features that put them out of the ordinary class. Tracks 
are self-cleaning, bird-proof and much heavier than ordinary tracks. They 
please customers and build trade Writs for catalog showing entire line. 



Roller Beefing* 


Complete stock cerrlojf oi Tl gnfd, Oregon, Brenck 


WAGNBB MFG. CO., Dept. T, Cedar Falls S’* 
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THE NAME 

‘ ‘ Marshalltown ’ ’ 

ISA 

Nationally Known 
Quality Guarantee 

FOB 

TROWELS 


MARSHALLTOWN TROWEL CO. 
Marshalltown, Iowa 



Make Sharpening Machines 
Pay Your Store Rent Every 
Season Thro* the Year 



Hatfield 

Complete Sharpening Machines 


Hatfield Complete 
Sharpening Machines 
(which sharpen all 
makes of Safety Ra¬ 
zor Blades) are doing 
even more than that 
for some stores—they 
are paying their en¬ 
tire living expenses, 
office rent, etc. 

We have just issued 
a New Booklet which 
gives complete infor- 
m a t i o n — tells all 
about 


and how one N. Y. customer is making over $5,000 a 
year. The Hatfield is the only machine in the World 
that sharpens with a Lateral Motion. 


World. Send for the Booklet now 


HYFIELD MFG. COMPANY 


21 Walker Street - • - New York City 




WM. H. OTTEMILLER CO., York, Pa. 
Maufactinrs of Gap aad Sit Serova, Sirov Martin Work 


Omer Oo 
Banda A 


REPRESENTATIVES 


a. Postal Telegraph Bldg., San Franeleeo, Oal. 
Oojl San Fernando Bldg., Los Angeles, Oal. 

A Oox, L. 0. Smith Bldg., Seattle, Wash. 


8 trim pie A Oox. L. 0. Smith Bldg., Seattle, Was 
Jonea A Oox, Newhouse Bldg., Salt Lake City, 
Taylor, Young. A Oox, Temple Court Building, Dei 
Strimple A Oox, Corbett Bldg„ Portland, Ore. 


Utah, 
mver Colorado 



ROLLER'S CRANK MOP WRINGERS 

Can Bo Usod Kvorywhoro 

Large Openings, Long Leverages and Cranks to 
turn out the Mops. No pulling or tearing the 
Mops to pieces. For QUALITY MOP WRINGERS, 
where one sale means repeat orders, stock our line 

PETER BOILER MACHINE WORKS, 122-124 N. Cartis St, Chicago, IH. 

Pacific Coast and Inter-Mountain Representatives 
, THAYER A BOWER 

845 Monadnock Bldg., San Francisco, 820 Story Bldg., Los Angelas 
Seattle and Denver 



Digitized by 


Google 






















72 


HARDWARE WORLD 



AMERICAN SEAL 

PAINTS and CEMENTS 

44 MAKE GOOD" 

WITH YOU AMD YOUB CUSTOMERS 

STAND FOB 

QUALITY and DURABILITY 



WRI T E US FOR DEADER’S PROPOSITION 
MANUFACTURED BY 

The Wm. Connors Paint Mfg. Co. 

1862 TROY, N. Y. 1921 


Ears, Handles, Etc. 

FOR TINWARE MAKERS 



Bargar'a Bar 



Guard Handle 


B. B. Tnmbuckle 

Highest quality, finest fin* 
ish, largest stock of all 
sises and kinds to be found 
anywhere. Send for our No. 
9 Catalog showing a com¬ 
plete line of Handles, Bars, 
etc.. Pipe Gutter Hangers, 
Hooks and a complete line 
of TINNERS' and ROOF¬ 
ERS’ SUPPLIES. 


BERGER BROS. CO. 

Office, 229-281 Arch Street 
Store, 237 Arch Street 

W&rerooms and Factory, 110-114 Broad Street 
PHILADELPHIA. 
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“I Want to Get a Hatchet” 


THE 


WHEN A CUSTOMER SAYS THAT— 
. DO YOU Sell HIM A Good HATCHET? 

m ALL STEEL HATCHET 


Write at for Special 
Advertising Plane 
on Bur-Nor Hatch• 
ete, to help you 


IS EASY TO SELL 

Moderate Price: 

So priced to you that you can undersell 
wood handled hatchets and make more 
profit. 

Unbreakable: 

The reinforced steel handle that cannot 
break or come off appeals to every man. 
To show it, is to sell it. 

Oil Tempered Blade: 

And hardened head mean good service. 
Displays Double Sales : 

Make a big window display of BUR-NOBS 
—you ’ll be amazed at the excellent results. 

Soles Service Department 

BURGESS-NORTON MFG. CO. 

503 Peyton Street, Geneve, Illinois 


HAY-BUDDEN 


Solid 

Forgod 




MANUFACTURING CO. 
^ooklyn.^* 


YOtra JOBBER WILL SUPPLY YOU WITH 

the old bbliapub 

GENUINE 
Hay-Budden Anvil 

Hundreds of thousands in use and giving 
perfect satisfaction. 

A LOOSE FACE IMPOSSIBLE 

FULLY GUARANTEED 

WESTERN SALES REPRESENTATIVES 
Omer Ooz, Postal Telegraph Bldg., San Francisco, OaL 
Banda A Coz. San Fernando Building, Los Angelas, OaL 
Stzimple A Ooz, L. 0. Smith Building, Seattle, wash. 
Strlmple A Ooz, Corbett Building, Portland. Oregon 
Jones A Ooz, Newhonse Building, Salt Lake City* Utah 
Taylor, Youngs A Ooz, Temple Court Bldg., Denver, Colo. 


Vaughan’s Dependable 
Quality Tools 



Vaughan's Vanadium Supersteel Brace No. 222 

Poor Number*, 8 to 14-inch Sweeps 

Many dealers are undoubtedly carrying more 
brands of tools than they would ordinarily. Re¬ 
adjustment dictates cutting down these lines. 
They will wisely concentrate on quality tools. 

Vaughan’s Vanadium Supersteel Tools have a 
strong quality appeal. The Nail Hammer has 
been shown; the patented Braee is here pictured. 
Every tool represents a development which reme¬ 
dies imperfections or objections in ordinary tools. 
The patented key socket attachment of this Braee 
obviates troubles inseparable from end serew 
construction. 

VAUQHAN ft BUSHNELL MFG. 00. 

2114-2138 Carroll Ave., Chicago 
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Slaymaker Padlock 

FOR AUTOMOBILE TIRE CARRIERS 

The Universal Tire 
Carrier Lock 

Adapted for use 
on ALL ears. The 
only lock that will 
completely protect 
tires on the new 
tire carrier on the 
Buick, Overland, 
Oakland, Chevro¬ 
let, Dort, Nash, 
Wo. 1098 Haynes, Pord, etc. 

Size across case 1% inches. 

Inside measurement of shackle is % of an 
inch. Adjustable to 1% inches, insuring a perfect 
fit of the lock on the tire-carrier. Diameter of 
shackle is l A of an inch. 

Case —Heavy, east brass, polished. 

8hackle —Formed nickeled steel rod. 

Spring lever tumblers. In many key changes. 
Two corrugated, nickeled steel keys with each 
lock. Packed, each lock in an individual box. 
One dozen in a container. 

Made only by 

SLAYMAKER LOCK COMPANY 

Lancaster, Pa., U. 8. A. 

A O. RIDDELL Western Sales Manager 
Higgins Bldg., Los Angelos 


“Forstner” Brace and Machine Bits 

For Fine Carpenter, Cabinet and Pattern Work 

SPECIALLY ADAPTED FOB 3ABDWOOD WORKING 
jg. m The Foster Labor Saving Auger Bit, unlike other bits, is guided 

by its Circular Him instead of its center; consequently it will bore 
™ ~ any are of a circle and can be guided in any direction regardless of 

_ grain or knots, leaving a true polished surface. It is preferable and 

more expeditions than chisel, gouge.' scroll-saw, or lathe tool com¬ 
bined, for core-boxes, fine ana delieate patterns, veneers, sereen 
work, scalloping, faney scroll twist columns, newels, ribbon mould¬ 
ing and mortising, etc. 

Mamifaotarad by THE PE0GBE8SIVE MFC. 00., Dept. “A,” Torrington, Conn. 

Bands* of Tear Hardware Jobbers, or WMlo Vs Dima Supplied la Sals Wilts for Oalalsgas 




HANGER 


The large openings in the 
“eyes” ana the guide flanges 
make it easy to slip the screens 
into place. These are exclusive 
features. 

Our location enables ns to 
give western trade especially 
good service. Direct or through 
most wholesalers. 

F. D. KEES MFG. 00. 

Beatrice, Nebr. 

Makers of Skates and 
Hardware 



Harvest King 


Sharpen it on a 
Cleveland 

Dull tools are sharpened 
much quicker and easier 
on a power stone. The 
cost of the stone is not 
much, the work is excel¬ 
lent and the man who has 
much grinding — after 
once using a power 
driven grindstone — will 
never go back to the old 
method. 

The Cleveland Stone Cc. 

Cleveland Ohio 
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McCaffrey 
FILE CO. 
Philadelphia 



mr “PRODUCTSPTHAT 
P£ Give SATISFACTION” 

THE SLOTS ON OUR 
SCREWS AND BOLTS 
ARE CLEAN. UNIFORM 
AND FREE FROM 
BURRS 


WOOD 


?Y? 


OTHER PRODUCTS 


SCREWS 


MACHINE SCREWS 
CAP AND SET SCREWS 
BOLTS, NUTS, RIVETS, BURRS 
SPECIALTIES 


Reed & Prince Mfg. 
Company 

WORCESTER. MASS.. U. S. A. 


* 


MAYDOLE HAMMERS 

THE WORLD’S STANDARD 

Highest Quality Steel Handled Hammers 
Guaranteed First-Class in Every Respect 


The David May dole Hammer Co. 

NOBWIOH, N. Y, XT. 8. A. 


“STAR” Expansion Bolts 

ALL the name implies 

Also: Sebco Screw Anchors 
Sebco Toggle Bolts 
8obco Concrete Inserts 
Sebco Star Drills 
Sebco Cold Chisels 
Sebco Gable Clamps 

STAR EXPANSION BOLT CO. 

Trad* “SBCO” Marti 

STOCKS AT 

147 Cadar Straat 120 Wert Laka Straat 

New York Chieafo 


OHLEN-BISHOP 

O A H7C HAMB 

CROSSCUT rn. /a yy W COMPASS 
BAND KJJr V If ij BUTCHEB 

TOOLS AND TROWELS 

—Made by— 

THE OHLEN-BISHOP CO. 

The Master Saw Makers 

Lawrenceburg, Ind. Columbus, Ohio, 17. 8. A. 

Western Trade Supplied Thru Branches at 
San Francisco, Gal. Portland, Ore. 
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Amhihmi 

ucmimv 

Cannes Pump 
Oilers 

Force the oil 
anywhere re¬ 
gardless of po¬ 
sition of can. 

1 pt., 1% pt., 

1 qt. 

Write for 
Catalog. 

CANNON 
OILER CO. 

Kelthsburg, HI. 


THE 

CANNON 

OILER” 


FORCES 
THE OIL 
ANYWHERE 


CARRIAGE CLAMP 

(QUICK SALE) 


All - Steel Trowel 

Made from one piece of heavy gauge 
steel with handle shaped to fit the hand. 
Sharpened point makes digging easy. Very 
strong and substantial yet light to handle. 
Florists and home gardeners will find it 
far superior to any trowel on the market. 

Entire length 11in.; blade 6^ in.; 
weight 6 oz. Each Trowel packed in at¬ 
tractive lithographed box. 

Bend for Complete Catalog of Garden Sets 

KINGSBURY MANUFACTURING 00. 

Keene, New Hampshire 

Now York Office and Salesroom 
11-15 Union Square, West, New York 

Represented by RIEMANN, SEARREY 00. 

Largest Manufacturers of Automobile Toys in America 


nm mL-m* 


This is a strong, durable, convenient 
general purpose Clamp. 

Send for our new catalog showing complete line 
of up-to-date Clamps, and many other “HAR¬ 
GRAVE QUALITY” TOOLS, for which you 
would have a ready market. 

THE CINCINNATI TOOL CO. 

Montgomery and Waverly Ave., Cincinnati, Ohio 

A. 0. RIDDELL, Pacific Coast Representative 
Higgins Bldg., Los Angeles. Marvin Bldg., San Francises 


Other Myers Lines: 
Pumps for Every 
Purpose—Door Hangers 


Myers Hay Tools 

» J Maximum unloading service with a mini- 

mum of time and labor is assured to users 
of MYERS Extra Long Truck, Large Ca- 
pacity, Easy Operating, UNLOADERS. Un¬ 
excelled in design, material, workmanship 
and finish—known and used wherever hay 
or grain of any kind is a crop—styles and 
sizes to meet all needs, and a complete line 
of FORK8, SLINGS, PULLEYS, TRACKS 
l and FIXTURES, enable Myers dealers to 

sell and install uniform and proven com- 
I plete Myers Hay and Grain Unloading 

Equipment. 

Catalog and Prices to the Trade 
Ask your Jobber or Write Us Direct 

MYERS & BRO. Ashland, Ohio 

Ashland Pump and Hay Tool Works 


THE BRAINERD LINE 

MOOT COMPLETE LINE OP CABINET 
HARDWARE ON THE MARKET 

■— _ LET US 

— HAVE 

IH TOUR 

B| | H ORDERS 


[•>1 


•'! 

iJ 

\ ^A 

y 

y 


A 

No. 1170 


No. 099 No. 698 No. 1170 

THE BRAINERD MFC. CO., East Rochester, N.Y,U.S.A 
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Works Clean 
Fast, and 
Saves Money 


The World’s Standards 

“SPECIAL” and “No. 1” Sawsets for 
hand saws not over 16 gauge. 

No. 3 Sawset for Cross-cut and Circular 
saws 14-20 gauge. 

No. 4 Sawset for “Champion,” “M” and 
double toothed saws 14 to 20 gauge. 

No. 5 Sawset for timber and board saws 
6 to 14 gauge. 

Nail Puller—the longest lived and easiest 
operated made. 

Bench Stops, Hand Punches, Lead Seal 
Presses, Box Openers and Liquid 
Soap Dispensers 

CHAS. MORRILL 

104 Lafayette St., New York, N. Y. 


Large surfaces Jl! 

are easily and ^_ lT ^ 
quickly kept 
smooth and 
even by the 

Stearns 
Floor Scraper 

Wheel tracks, wary effects, ruts, gouges disappear when 
this sturdy and economical machine becomes the "boss 
of the floor.’* It gets into the nooks and crannies, elose 
to the wall. Rubber tirea, movable handle. Double- 
edged, high grade, carbon-tempered steel scraper knife— 
a sharp edge always. Fine floors, profit and greatest 
satisfaction come from the use of the Steams Floor 
Scraper. 

E. C. STEARNS & COMPANY 

155 Oneida Street Syracuse, New York 



- IB- i 

ft 

• 

ft 

i r 

1 

ft 1 

i; ® 
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! 1 

- 
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SPRING HINGES 


1 


STANDARD FOR OVER 45 YEARS, and steadily improved, retaining superiority 
over all others. In universal demand. QUICKEST TO SELL. Easiest to apply. 

BOMMER SPRING HINGE COMPANY, Manufacturers, Brooklyn, N.Y. 


The Only Wrought Iron Anvil Manufac¬ 
tured in the United State* 


SAMSON SPOT SASH COR 




1 


The body is made of wrought iron, the face of 
highest grade crucible oast steel. 

The COLUMBUS ANVIL & FORGING 00. 

Columbus, Ohio 


Extra quality, guaranteed free from all imperfection*. 
Can be distinguished at a glance by the Oolored Spoil. 
Specified by architects and builders everywhere. 

We manufacture braided cord in all sixes and oolors, for 
all purposes. Carried by all jobbers. 

Sash Cord Shade Cord 

Clothes Lines Masons’ Lines 

Solid Braided Bope Chalk Lines 

Send for catalogue and samples 

SAMSON CORDAGE WORKS - BoetonlMaee. 

JOHN T. ROWNTREE, XNO„ Sep. 

San Francisco, Los Angeles, Seattle, 

Denver, Salt Lake City 
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Clover Leaf Manila Rope ^1 


* 

Trad* If ark 


The same careful attention is always given to the 
production of this staple commodity. 

Rope, or any other manufactured article is judged, 
like people, by service rendered. 

It is always a pleasure to advertise good goods, be¬ 
cause when people are never deceived, the next ad. 
attracts thoughtful attention. 

No better Pure Manila Rope made than 

CLOVER LEAF 


Trad* Hark 


Manufactured by 

’ The Portland Cordage Company 

Portland, Oregon-Seattle, Washington 


GARDEN HOSE 



WHITE FOB CATALOGUE AMD PBICE8 


Goodyear Rubber Company 

B. H. PEASE, Preet. J. A. 8HEPPABD, Viea-Prert. H. B. PEASE, JB., Treaa. 0. P. BUNYON, Secy. 
5S9 Mission Street Nos. 61, 63, 65, 67 Fourth St. A Pine St. 

SAN FRANCISCO, CAL. PORTLAND, OREGON 

GOODS SOLD TO THE TRADE ONLY 
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BIG GAME CARTRIDGES 

Semi-Smokeless powder being used in all metallic 
ammunition has set a World standard for accuracy— 
penetration—cleanliness and uniformity. 

Special Priming compositions controlled by basic patents, 
have been developed by The Peters Cartridge Company 
Scientists and used for all cartridges, most notably—Rim 
Fire ammunition, give results never before attained. 

Greatest care in making primers for Metallics as in Shot Shells, 
guarantee the sure fire, lightning like efficiency of all cartridges. 
Great care is given to bullet compositions to secure mixtures which give most 
satisfactory results in mushrooming or penetration as the case may be. 

Bullets "themselves are made by a PETERS process which guarantees a true lateral 
axis spin, absolutely necessary to attain the wonderful accuracy of red (g) cartridges. 

The Peters Cartridge Company, Cincinnati, Ohio 

BRANCHES: NEW YORK—SAN FRANCISCO 
Pacific Coast Branch—585-87 Howard St., San Francisco 

MARSH ALL-WELLS CO, Portland-Spokane-Duluth-Winnipeg-Edmon ton 
HIBBARD, SPENCER, BARTLETT & CO., Chicago. 

SLOSS & BRITTAIN, Inc., San Francisco 


r£ 




Dick’s Famous Feed Cutters 

Hand and Power 

On the Market 47 Years Many First Models in Daily Use 


Dick's ‘‘Famous'' and 44 Blizzard" Ensil¬ 
age Cutters are light running, durable and 
strong. 

Will cut any kind of material from fine 
blue grass to the coarsest dry or green 
forage. Cuts any length from %-inch to 
1%-inch. 

Knives are easily and accurately adjusted, 
easy to sharpen and made of the best steel 
obtainable. 

If you have feed to cut or a silo to fill no 
matter how high or low, a Dick's Cutter 
will do it for you with the least power. 

We solicit dealers from open territory as 
agents. Write for catalogue and prices. 



PACIFIC PUMP & SUPPLY CO, 851-853 Folsom Street, San Francisco 
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Hardware Specialists 

IN ALL THAT THE TERM 
IMPLIES 

P 

We solicit your patronage and assure you of 
two things which will assist you in developing your 
business—SERVICE, Equal to the Best, and DE¬ 
PENDABLE QUALITY MERCHANDISE 

EVERYTHING IN HARDWARE 


Salt Lake Cfity, 
Utah 


The5\all Lake 
r- J cHardware Go. 


Pocatello, 

Idaho 


A Word About 

STOVE REPAIRS 

Established over 20 years in this section has enabled us to carry 
a stock of STOVE REPAIRS unequaled in this great 
Northwest. 

We have gone beyond this— 

Our ever increasing demand for STOVE REPAIRS has made 
it necessary for us to build and operate an adequate manu¬ 
facturing plant, resulting in SUPERIOR CASTINGS, IN¬ 
CREASED EFFICIENCY and BETTER SERVICE. 

We solicit orders thru Dealers and cater to the Jobbing Trade. 

Spokane Stove & Furnace Repair Works 


Max Rubens 


Incorporated 

M. M. Rubens 

SPOKANE, WASHINGTON 


J. I. Rubens 
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Push VERIBEST Lines 


HONEYMAN 

For VERIBEST Results 


Hardware Company 

Hardware of Guaranteed Merit, from a 


Fourth at Alder Parte at Glisan 

House Famous for Its Service. 


GARDEN TOOLS 

Tools 


Rakes, Hoes, Spades, Tree Pruners, 

General Hardware 


Pruning Shears, Hand and Tank 

Automobile Accessories 


Sprayers, Garden Barrows 

House Furnishings 


GREAT AMERICAN LAWN 

Sporting Goods 


MOWERS 

Cutlery 


Grass Hooks, Grass Shears, 

Phonographs 


Garden Trowels 

Phonograph Records 


REACH 



Base Ball Supplies and 



Uniforms 



High Grade Fishing Tackle 

Wholesalers—J obbera 


Outing Clothing 

Strevell - Paterson Hardware Go. 


Guns and Ammunition 

SALT LAKE CITY 


Builders’ Hardware 



A. M. HOLTER 


HOLTER 

Hardware Company 


Hardware Company 

Helena, Montana 


Spokane, Wash. 

Established 1867 


WHOLESALE 

ONLY 

WHOLESALE 


Shelf and Heavy Hardware 


l Auto Accessories 


Monarch Ranges Peninsular Line 

Plymouth Rope Furnaces, Ranges 


Blacksmith Supplies 


Automatic Washers Haata™ 

Sargent Hardware _ 

Acme Paints Schuttier Wagons 

Sporting Goods 


Rawlings Sporting Mill, Mining and 
Goods Logging Supplies 

Automobile Accessories 


Prompt, Courteous Service 
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YAKIMA 

Hardware Company 

YAKIMA, WASH. 

Jobbers of Standard Lines of Hardware 

Wholesale 


BUILDERS’ HARDWARE, ROOFING, 
STOVES, TIN AND ENAMELED WARE, 
IRON, STEEL, PIPE AND FITTINGS, 
BLACKSMITH AND WOOL GROWERS’ 
SUPPLIES, HOP AND FRUIT GROW. 
ER8’ SUPPLIES, SPORTING GOODS 
AND CUTLERY, AUTOMOTIVE 
EQUIPMENT 


Oidm fined 
eeme day 



Prompt 

Ooorteone 

Service 


a 



Makes Stoves Look Like New 

KILLS RUST; PREVENTS RUST* 
INO; CLEANS AND POLISHES. 
Write for Wholesale Prices 
SUPERIOR LABORATORIES 
General Offices. Dept. 26 


GENERAL 8ALES CORPORATION 
Pacifie Coast Representatives 
718 Mission 8t., 737 Terminal St. 

San Francisco Los Angeles 
Seattle, Wash. 


WASHINGTON 

Hardware and Implement Underwriters 


SPOKANE, WASHINGTON 

IS CONDUCTED BY HARDWARE AND IMPLEMENT 
DEALERS FOR THEIR SOLE BENEFIT 
AND PROTECTION 

INSURES Stocks of Merchandise, Store and Warehouse Build¬ 
ings, Dwellings and Household Goods for Hardware 
and Implement Dealers. 

SAVINGS FOR 1920 

50-7o OF PREMIUMS 

This is for yon if a member of your State Hardware or Implement Association. 


An inquiry addressed to 


E. E. LUCAS, Secretary 

will bring fall particulars by return mail. 
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Mr. Jobber 


Larger Prices 


1921 


are ready 


Miller 

Heaters 


(Price 

LOW< Oil Con- 
{ sumption 


+ 

OuaUty 

Efficiency 


SATISFACTION 


YOUR SAMPLE IS BEADY. May Wo Bond It? 

EDWARD MILLER & CO. 

M onad n ock Bldg., San Frandaoo 
A. T. LLOYD, Padfle Coast Sales Boproaeatettv* 


THERE ARE MANY REASONS 


For the Costnaed aid tacreased Growth of Oar Trade 


If yea are cm of 
cert—art yea 


If yeo are eet mm 


EVERYTHING IN HARDWARB, IRON, PIPB AND HOUSE¬ 
HOLD UTBNSILS, SPORTING GOODS AND CUTLBRY 

THE THOMSON-DIGGS COMPANY, SACRAMENTO, CAL. 


HARDWARE 


Time Saving Freight Saving 

Buy in the West 


MANUFACTURERS OP 

Builders’ Hard- Brass Castings 


Lavatory Hard¬ 


ship Hardware 

Kick and Push 
Plates 

Door Guards 


Oast Brass Vent 
Plates 

Railings and 
Fittings 

Special Brass 
Work 

Floor Casings 


Brass, Nickel and Brass Tubing 


Silver Plating 


and Ban 


WESTERN BRASS MFC. CO. 

217-210 Tehama Street 

SAN FRANCISCO - - - CALIFORNIA 
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Favorite Stoves and Ranges 

BEST IN THE WORLD 

BUILT IN THE MOST COMPLETE AND 
SCIENTIFICALLY CONSTRUCTED 
FOUNDRY IN THE WORLD 




A big line to choose from, 
consisting of poscl gray 
and royal blue porcelain. 
Gas, coal and gas combi¬ 
nations. 



rj2U! 


Also regular line of Gas Ranges, with Poroelain Lined 
Ovens; fall line of Coal and Wood Ranges in all finishes. 

This line should appeal to live dealers who are looking for 
a line that is right up-to-the-minnte in modern construc¬ 
tion and finish. 

EXCLUSIVE AGENTS 

MANGRUM & OTTER,Jnc. 

827-831 Mission St, San Francisco 


The 

Schaw-Batcher Co. 

SACRAMENTO, CAL 

WHOLESALE 

HARDWARE 


Pipe asd Fitthgs 
Caitea Steel 
Aemnutioa 
Sporting Goods 


Sargeet & Ce. 

MOOTS IMIUSil 


Seppfies 

SunoBos 

•TP"'* 



“There’s a Reason Why This Business 
Increased 100 Per Cent in 1919.” 

Three Superior Qualities 
Durability—Efficiency—Cheapness 

Made of steel galvanized pipe. Saves 25% on Water 
Bills. Covers 25% more snrface with same water. No 
Rust—No Leake—Solid Standards—securely attached. 
No bending or breaking. Hoae connection BEST made. 

The Spray ia distributed equally, covering every 
space and corner. 

Made in all Lengths, and to suit any pressure. 

Guaranteed for 10 years' service if properly cared for. 

Ask your Jobber or send direct to the Factory for 
our descriptive folder. 

WILLS SPRINKLER CO. 


2110 FLORENCE AVE. 


LOS ANGELES 
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BEAR BRAND 

Garden Valves 


ARE MADE OP 

RED METAL, PERFECTLY MACHINED 
PROPERLY PACKED 
REMOVABLE HANDLE 
SMOOTH SEATS 

Valves that will stand the hardest usage 

ORDER 

BEAR BRAND 

GARDEN VALVES 
FROM YOUR JOBBER 
MADE ON THE PACIFIC COAST 


Standard Brass Casting Co. 

Main Office and Factory, Oakland, Calif. 

Salea Office, 823 Monadnock Bldg., San Francisco 

M. W. WUESTHOFF, Sales Manager 


Get the Exclusive Agency for 
this New Spark Range 




T 




! ! 

_ , 

■II 



?, ,ii I, 


\ 




Large Profits Through Selling This 
3-SERVICE 

Spark Range 

(Burns Coal, Wood or Gas, Separately 
or together) 

A quick seller—gives great satisfaction—baa 
three independent ovens (operate singly or 
together at different temperatures)—built to 
win trade and does. Only takes space of two 
kitchen chairs. 

This never-a-complaint Spark Range 
is only 38 inches wide, 26 inches deep 
—- made of rust-resisting steel — has 
Nickel, Glass and Enamel Trimmings, 

Oven Thermometer. 

Special Feature: Two Overhead 
Ovens 

One will hold 18-lb. turkey. The other 
(closed) broils or boils without fumes. 

A Range that instantly attracts buyers and 
wins their approval on unique merit. Guaran¬ 
teed for five years. 


If your locality is not rep¬ 
resented write for the Ex¬ 
clusive Agency for this 
Spark Range—The Stove of 
the Future. 

MAMOfACTUMO ft/ ' 





iriAii 


Oukluitd Cali 




In a Daylight Plant—the finest stove plant in the west 

Portland Seattle Los Angeles 

B. L. Markee F. L. Green Co. D. D. Adams 

624 Tillamook St. 42 Pike St. 332 South Spring 
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H. Roth & Sons 
Company 


SPECIALTY 

HARDWARE 

JOBBERS 


942<44<<46 Mission Street 
San Francisco 
California 

PP 

We carry factory brands only under factory 
labels and numbers 

WHOLESALE ONLY 


The New “Liberty” 

Postal Scale 

A TRINER, OF COURSE 

Jj* 1 * iudi* 

_ ^ I town postage—as 

m/L ^ | I rect local postage. 

ity | W0 p 0a Sds. 

Finished in gold bronse or oxidised copper. 

Order this TRINER scale now. It’s a quick seller, 
with a good profit. 

TRINER SCALE & MFG. CO. 

Wert Twenty-Firrt Street CHICAGO. ILLINOIS 


Los Angeles 


W. P. HORN * CO. 

Pacific Coast Representatives 

Rialto Building, San Francisco, Oal. _ 

les Portland, Ore. Seattle, Wash. 


WRITE FOR CATALOG NO. 128 


We now have a Large Stock and Assortment 

of Oil Stoves 


SEND TOUR ORDERS TO 


QUICK MEAL STOVE CO.JDIV. 

OF AMERICAN STOVE COMPANY 


We also carry a large 
line of 

GOAL RANGES 


0. H. SCHXECK 

Pacific Coast Agent 
715 Indiana St., near 19th St., 
San Francisco, Cal. 


We also carry a large 
line of 

GAS RANGES 


Short Chimney Oil Stove 


Cupola Burner Oil Stove 
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1 Jiettr 1 


1880 


FORTY YEARS 

EXCLUSIVE AGENTS TO THE WESTERN TRADE 


1920 


ARROW 


BRAND 


CUTLERY 


ADOLPH BLAICH, Inc. 

Wholesale Only 


- 693 ’Mission Street, San Francisco, Cal. 

Samples and Prices on Request 


HARRINGTON CUTLERY COMPANY 


80TJTHBIUDGE, MASS. 


Manufacturer s 


3 DEXTER Brand 


HIGHE8T QUALITY MADE 
Western Sales Representatives 
W. H. WILBURN 

602 Williams Building Sea Frandseo 


HERCULES COLD SODER 

THE METAL MENDER 


Mondfl any leak la any matal quickly and permanently, 
without heat or aeid. Just apply Heroulea Gold Soder, 
a semi-liquid, from tube, covering hole or creek. Fixes 
household utensils, brass, granite, aluminum-ware, pipes, 
gasoline tanks, auto radiators or oylinders. Finds pop¬ 
ular sale. National advertieing is intensifying demand. 
Ask your jobber. Write for booklet. 


HERCULES PRODUCTS CO. 


OOUNOXL BLUFFS, LA. 


AMERICAN MERCANTILE OO., 510 Battery Street, 
San Francisoo, Calif., Export Representatives 


Big Reduction in Typewriters 

We have made the greatest reduetion in prices 
ever known in the history of typewriters, on ac¬ 
count of accumulated stock purchased from manu¬ 
facturers. 

Remingtons No. 10 $66.00 

Olivers No. 9 $46.00 

Underwoods No. 4 $66.00 

Oraywood Envelope Sealing Machine—New. 
Cost $36.00—Sell for $20.00 
I Brand New MacRae’s Bine Book of American 
Manufacturers 

Cost $10.00—Never Used—Sell for $7.50 

Many Other Bargains Sand for List 

H. S. HARTZMAN, 1125 13th Ave^ MoBm, HMs 


DIXONS 

TiconderoAa 

FLAKE/ 

GRAPHITE 

CPtCMT 


DIXON’S 

Ticonderoga 
Flake Graphite 


is recognized the world over as the stand¬ 
ard lubricating graphite. 

It has many applications as a lubricant 
for cylinders and valves. Also used for 
coating gaskets and packing. 

Thousands of dealers consider Dixon's 
Ticonderoga Flake Graphite indispensable 
to their stock—a 90 year reputation has 
built up a steady demand for it. 

Can you supply your customers when 
they ask for it? 

Write for Booklet No. 230C and prices. 


Made in JERSEY CITY, N. J., by the 
JOSEPH DIXON CRUCIBLE COMPANY 

Established 1827 
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YOU GET THE CREAM 
of the SEPARATOR BUSINESS if 



BAKER, HAMILTON & PACIFIC CO, San Franduo 
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FIRELESS COOKERS 

Don’t wait for the warm weather before laying in a stock 
of the best Fireless Cooker on the market 

THE CALORIC 

Is the original fireless cooker, with exclusive patented features, but lower in price than 
most other cookers. Insulation fireproof and will retain cooking heat. Seamless alumi¬ 
num compartments and utensils. Automatic ventilating valve releases excess steam but 
retains the heat. Will save 75 per cent of the fuel bill. Are sold without stands. 

ONE COMPARTMENT TWO COMPARTMENTS 

On Stand 

One Compartment 

Capacity: One 12-quart com¬ 
partment. Equipment: One 12- 
quart pure seamless aluminum 
kettle; two large radiators, one 2- 
inch and one 5-inch baking rack; 
one radiator rack; one pair tongs; 
one ‘ 4 Caloric” book of recipes. Di¬ 
mensions: 16% in. high; 16% in. 
wide; 15 in. long. 

No. 56 Seamless Aluminum Linings. 

Each, $28.25 

Two Compartments 

Capacity: Two 8-quart compartments. Equipment: One 8-quart double boiler; one 8-quart 
kettle, all pure seamless aluminum; one 2-inch and one 5-inch baking rack; one pair tongs; four large 
radiators; two radiator racks; one “Caloric” book of recipes. Dimensions: 15 in. high; 15 in. wide; 
29 in. long. 

No. 61 Seamless Aluminum Linings.Each $46.25 

Capacity: One 8-quart and one 12-quart compartment. Equipment: One 8-quart double boiler 
and one 12-quart kettle, all pure seamless aluminum; one 12-quart kettle, all pure seamless aluminum; 
one 2-inch and one 5-inch baking rack; one pair tongs; four radiators; two radiator racks; one “Calo¬ 
ric” book of recipes. Dimensions: 16*4 in. high; 16*4 in* wide; 32 in. long. 

No. 62 8eamless Aluminum Linings.Each $49.00 

Capacity: Two 12-quart compartments. Equipment: Two 12-quart pure seamless aluminum 
kettles; one 2-inch and one 5-inch baking rack; one pair tongs; four large radiators; two radiator 
racks; one “Caloric” book of recipes. Dimensions: Same as No. 62. 

No. 63 'Seamless Aluminum Linings.Each $50.00 

Three Compartments 

Capacity: Three 12-quart compartments. Equipment: Two 12-quart kettles and one set double 
nesting utensils, all pure seamless aluminum; six large radiators; one 2-inch and one 5-inch baking 
racks; two radiator hooks; two radiator racks; one “Caloric” book of recipes. Dimensions: 17 in. 


high; 17 in. wide; 49 in. long. 

No. 60 Seamless Aluminum Linings.Each $74.50 

Tin lining. Two 8-quart compartments 

No. 11 Competitive—otherwise same as No. 61. Each $32.50 

Tin lining. Two 12-quart compartments 

No. 12 Competitive—otherwise same as No. 63. Each 34.50 

Bxtra Radiators .Each $1.00 


EXCLUSIVE WHOLESALE DISTRIBUTORS 

DUNHAM, CARRIGAN & HAYDEN CO. 

SAN FRANCISCO, CALIFORNIA, U. S. A. 
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YOUR CUSTOMERS WANT THE BOOMER 

XF YOU ONLY SHOW XT TO THEM 

BOOMER CANNON 

Adapted for every nee. Suitable for Faetoriea, Store or School Rooms. It is the strongest and meat 
durable Cannon Stove made. Constructed so that a sheet iron drum may be attached, and thus in cr eas e 

the heating capacity. 

Made in six sizes— 1 2 8 4 5 6 

Diameter of Fire Pots 18 W' 1«" 18* 20* 22* 24*** 

Weights 182 240 800 885 585 575 

OUR LOW PRICES WILL S U R P R ISE YOU—Write for tfamn. 

THE HESS-SNYDER CO* Manufacturers - MASSILLON, OHIO 

Trad* Mark “Beamr” Rogiatand— No. 58388 


The Brldt sSKJLl?S» ,Kg 0< " p I I O. LINDEMANN & CO. 


Matchless Screw Drivers 
Tempered Blade Runs Clear Through the Handle. 
Red Varnished Handle 



Hercules Knife Handle Screw Driver 
Forged Steel Handle Plate, High Carbon Steel Tempered 
Blade, Hardwood Handle 



Challenge Plain Handle Smew Driver 

Red Varnished Handle 


Full Tempered 

No. 83 Meehan ice* .2 to 13 inches 

No. 84 Cabinet.1-4x8% to 12% inches 

Ne. 86 Electricians' .8-16 x 2% to 12% inches 

No. 87 .8-16x1% inches 

Write your Jobber for prieea. 

0. W. GAU8B 00. J. 0. MeOABTT 

Western Sties Agents Eastern Salas Agents 
608 Mission SL, New York Olty, K. Y. 

San Francisco, OsL 


35 and 37 Wooster St, New York EtUMUhmd 1863 



ps of JAPANNED. BRASS i 
TINNED WIRE 


Bird Cages and Cage Sundries 


A. L. Conger Oo., 708 Marks! S tr ee t , San Fr and aoe, Oat 
Rep r ese ntativ e for California 
T. D. McLoan, L. 0. Smith Building. Seattle Weak* 
Representative for Washington, Oregon, Idaho. 
Utah, Montana and British Columbia 


STOVE & FURNACE REPAIRS 


WeMMc for All Makes 


Repairs and Wicks for New Perfection and Puritan OH Stovoa and Heaton 


MYER S. RUBENS 

ni ATCD C Gold, Silver, Nickel, Bronae, Copper, D| AHTETOQ 
[LAI Ll\0 Braes, Bine and Qnn Metal Oxidizing i LAI Ll\J 

GALVANIZING RESILVERING RETINNING 

Demountable Rims, Etc. Head and Spot Lights Milk and Ice Cream Cans, Etc. 

Silver Ware Refinished 

1009 W. FI RS T AVE. Also Rented for Weddings, Banquets, Etc. SPOKANE, WASH. 
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ASBESTOS 

WHAT DO YOU KNOW ABOUT ASBESTOS? 

WE MANUFACTURE THE FAMOUS 

“BUNKER HILL” 

Brand of Asbostos Table Protectors and Table Mats 

THEY ARE HEAT-PROOF and PROTECT THE FINEST 
DINING ROOM TABLES 

Inter-Mountain and Pacific Coast Representatives 
THAYER & BOWER 
845 Monadnock Bldg., San Francisco, Cal. 

320 Story Bldg., Los Angeles, Cal. 

TURNER ASBESTOS COMPANY, Exeter, New Hampshire 



Cap Cnriee HolilfAra rincu Your Ordor Ahead, Mr. Doolor. 
rWl opnng ueilverj B , R#a4y to Moot an Early DomaiMl 

The most popular Ice Cream Freezer is the 

ACME Freezer 

Easy to Soil and to Demonstrate 

All you have to do is to show this handy freezer to your 
customers. Uses little ice, compact, fits in refrigerator. 
Freezes cream or sherbet in five minutes. 

Sanitary, Easy to Clean. 2-Quart Size Retails for $1.60 


4-Quart Size Retails for $2.50 wan teed to Last as 

Long as Any Freezer 

Also ACME Pantry Canisters 

Made of heavy tin, white enameled and attractively 
lithographed in Delft blue. 

4 pieces, nested—7-lb. Flour, 5-lb. Sugar, 2-lb. Coffee, 
1-lb. Tea. Betail for $1.50 per Set 

Order from vovr Jobber or write at for price* 

_ MANUFACTURED BY 

RITTER CAN & SPECIALTY COMPANY - Philadelphia, Pa. 

Factory Selling Agents BEH A OO. 106 Franklin St, New York 


ACME” 

PANTRY 

SETSfS 


DECORATE 


UH^DUTCH 

CHARACTERS 


Sells to Every 
Belt User 


^ ^ ^ for Blue Ribbon 

^ Bolt Dreasing ia Urn- 

Bod only by the number 
\X\\ ^ of belt naera ia your ricin- 

\\\* ity. The quality of the Dressing 

is high enough to auit the moat die- 
criminating purchaser. Aak your whole¬ 
saler for it or write for prioee and aamplee. 

THE JOBBER’S MFC. CO. 


CHICAGO 




The eomplete, compact. dietinctiYe line in handy house¬ 
hold cans—full-size, full-measure. RETAILS 85 OBITS 
—no larger eizee. Big Value for user; Big Profit for 
You. A popular seller with Hardware trade. Assort¬ 
ments contain all 29 colors; display matter ineluded. 

Dealer’s Assortment (SO dos.).$54.00 

Jobber’s Assortment (12 dos.).21.60 

Open Stock, all colors, per gross. 21.60 

2% Freight allowance, 7.O.B. N. Y., 2% Osah. 

Write for Color Card, Circular and Booklet 


169-173 Second Ays., BROOKLYN—NEW YORK 
Townley Metal A Hdwe. Co., Kansas City, Mo. 
Pacific Wooden Ware A Paper Oo. t Oakland, Gal. 


























92 


HARDWARE WORLD 



Cut Your 

Gauge Glasses 

The Sore and Easy Way 

A alight thumb pressure does the triek—with 
Wilkins Gauge Glass Cutter 

fiGO. N. WILKINS COMPANY, 186 N. Market St,CUeage 

SPEAKE SALES CO., ZHO. 
Representatives 

Los Angslss San Francisco Portland Denver 


The BIG FOUR Strapper 


For Gillette Blades 



Manufactured by 

The Novelty St ra pp e r Co. 

Yew Text 

For Sale by year Jobber 

Best for customers 
Beet for your profits 


W. H. WILBUBJT 
60S Williams Building 
San Francisco 


POCKET KNIVES 
B 

PARING KNTVE8 
RAZORS 
RAZOR STROPS 



MANIGTJRB GOODS 
FLASHLIGHTS 
FISHING TACKLE 


Writ* t*r Samples and Price* 


California Stock Pattern 

We specialize in Stock and Ranch Knives for the Western trade. 
WESTERN STATES CUTLERY A MFO. CO. 


Mffn. of Cutlery and Cutlery Products 


BOULDER, COLO. 


ATLAS 

10 Cent 
Fly Swatter 

This swatter has an 
extra long handle —10 
Inches. It Is very neatly 
and securely bound with 
soft green felt — cannot 
mar the finest furniture. 
Especially adapted for 
parlor or drawing room 
use. We have made it 
extra strong and flexible 
—will outlast any now 
on the market. 

Our 5 cent swatter is 
the best ever sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
insertion of your ad. if 
you desire. 

Now 1 s the time to 
place stock orders. We'll 
gladly quote prices and 
terms. 

Mbs Mfg. Co. 


EU6X80V ft YSBTOH 

Pacific Coast Agents 
Ban Francisco, Los Angeles 
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Utilities 


Dealers, Atteatfea! 

JOE WELSH 
OmalM Leaders 
Knotless, strong, in¬ 
visible, ean be had 
from your jobbers in 
Fishing Tackle. 

Good in Fresh or 
Salt water—a size for 
every fish. Send for 
sample cards of the 
6 sizes free on appli¬ 
cation. 


JOE WELSH 


PASADENA 


CALIFORNIA 


Exclusive Agent U. 8. and 

Canada 


Folding 

Brass 

Doll 

Beds 

Champion 

Wire 

Scoops 

Wire 

Flesh 

Forks 


Beddick 
i Mole 
Traps 

Sholder 

Wire 

Goods 

Champion 

Ash 

Sifters 


Specify Beddick Nationally Advertised 
Wire Specialties 

From your jobber or direct from us. 

MICHIGAN WIBE GOODS COMPANY 

302 Second St., Niles, Mich. 


FOR OVER FIFTY YEARS THE NAME E. A. BERG HAS STOOD FOR 

Highest Quality on Tools and Razors 

We are the Western States Representatives for this HIGH GRADE LINE. We can now 
make prompt shipment of Pliers, Plane Irons, Chisels and Razors. 

We are also sole American Representatives for the famous (KRON SAGER) SWEDISH HACK SAW 
BLADES, the HIGHEST QUALITY BLADES MADE, AT PRICES NO 
HIGHER THAN ORDINARY BLADES. 


BENSON IMPORTING CO. 


Write for Price* 

620 South Hill Street, Los Angelas, California 


A WESTERN PRODUCT 


Metal Farts: Electro 

Galvanised or the 
Modem "Parkerized” 

Boat-Proof Finish 


DESCRIPTION OF PARTS 
A A —Handle, Select Wood. 

B—Head, Angle Steel. 

C—Lever Bar, Steel. 

D —Chain, 900 lbs. strength. 

E—Hook, Adjusting Mop. 

F—Nail. Barbed, Strong. 

G—Furl, Sheet Steel. 


H—Bolt] Holding Head 
I—Wing Nut, Holding 


Lever Bar. 


MANUFACTURERS OF 

Chain Mop Handles 

and 

Janitorial Utilities 

••THE ONE-BETER” 

Guaranteed to out-last three 
of any other type. 

Superior to any other on the 
market. 

Mop easily placed. 

No wires to rust. 

No screws to strip or bind. 

No clamps to get out of repair 
All metal parts Malleable 
Steel. 

Sample Handle sent on re¬ 
quest to Jobbers or Dealers. 

Write for trade prices. 

If your Jobber cannot supply 
you, let us know. 

June Freeman Mfg. Co. 

Manufacturers and Sole Owners 
of Patent Rights 

San Francisco, California 


Three Styles — ‘ 'Professional' ’ 
Janitor, four lengths, 4%. 5, 
5%, 6 ft.; “Regular” Janitor, 
length 57 inch only; “House¬ 
hold," length 51 inch only. 
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The Greatest of 
Modern Conveniences 


WHITE MOUNTAIN REFRIGERATORS 


“The Chest With the Chill in It” 


T HE vacuum sweeper, the washing machine, 
the electric iron have all helped to make 
housework a great deal easier. But at the 
most, they are used only once or twice a week. 


DURHAM MFG. CO. 

MUNCIE, IND. 

HBW YORK OFFICE: 108 CHAMBERS STREET 

LOS ANGELES OFFICE: 3718y, W. PICO STREET 


The story of Duplex convenience and economy 
is being carried to thousands of women thru 
national advertising. Many of these women are 
right in your community. 

“Cash in” on the value of this advertising. 
Write today for our new dealer’s proposition. 


The name “WHITE MOUNTAIN” for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Effort, 
Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow - White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN¬ 
TAIN” Refrigerators you should 
send for our finely illustrated 
catalogues and booklets. 

Maine Manufacturing Company - Nashua, N. H M U. S. A 

BRANCH OFFICES: 

New York City Boston, Maas. Atlanta, Ga. Dallas, Texas San Francisco, Cal. Denver, Colo. Melbourne, Ana. 

PACIFIC COAST DISTRIBUTORS: 

San Francisco.Dunham, Carrlgan ft Hayden Co. Portland.Honeyman Hardware Co. 

Sacramento.Millsr-Enwiight Co. Seattle .8chwabacher Hardware Co. 


Think then, what a Duplex Fireless Stove 
means. Time, labor and money saved three times 
a day. The Duplex Fireless Stove is the greatest 
of modern conveniences and more, it is a house¬ 
hold necessity. 





















HARDWARE WORLD 


95 



NORTHLAND SKIS 


Ar« Paying lallart That Mova Fast 

-OitUr NOW— Don't Lose Any Sales- 


See our exhibits at Minnesota, Wisconsin and Michigan Hardware Shows. Write for Catalog. 
NORTHLAND SKI MPO. CO., 2330 Hampden Ave M St. Paul, Minn. 


Yours for Mutual Profit 


n NCREASE your profits and build up 
friendship and good-will by handling 
the Aseptic Home Capping Machine. It is 
packed for your convenience in individual 
boxes, thus saving space, preventing loss of 
parts, and reducing your expense. 

For our third year of bottle cappers we are 
prepared to double last year’s out-put and 
sincerely hope that we will double our circle 
of business friends. “Yours for Mutual 
Profit” is the way we sign our letters and we 
mean it. 

Write today for sample and prices. 

Reinhold- Sharp & Company | 

615 Harrison St. Davenport, Iowa 
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Hidden Hardwire Won’t Sell Itself Milbradt Ladders 




Don’t keep your hardware out of sight, in odd 
shapes and sizes of boxes. Get it out where 
people can see it. If you do this you will sell 
more, because your customers will then be re* 
minded of their needs. 

Put “Duluth” Hardware fixtures to work for 
you, and they will pay for themselves in extra 
sales made. 

DULUTH SHOW CASE GO. 

DULUTH, MINNESOTA 



Will pay for them¬ 
selves in a short time 
by enabling you to 
wait on more trade, 
save the wear and 
tear on your fixtures 
and goods, as well as 
bring the appear¬ 
ance of your store up 
to date. 


Write for catalogue 
showing a large num¬ 
ber of styles suitable 
for all kinds of shelv- 


MILBRADT MFG. CO. 


2416 No. Tenth St. 


St. Iaonia, Mo. 


The Ontario Knife Company, Franklinville, N. Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If you are a wholesale dealer and have not our catalog and prices, you should write for them at once. 



BU T CHE R 

SKINNING 

S T ICKIN G 

BONING 

SHEATH 

SLICING 

CORN 

SHOE 


KNIVES 


KI T CHE N 

CANNING 

FISH 

VEGETA BLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a largo variety 
of Knives with improved Sanitary Al uminum Handles 


We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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“ATLAS” 

Shears and Scissors 

should be in the stock of 

BVEBT JOBBER IN AMERICA 

The wonderful Atlas Brandi are the best valoes 
in popular prieed cutlery. Tears of experience, 
with improved machinery and methods, now 
enable ns to offer the wholesale trade a wonder¬ 
fully complete and np-to-date line of 8hears and 
Scissors in all styles and sixes. 

Our Counter Display Carded Assor tm e nts 
sell Scissors for dealers very quickly. 



8end for New 19 Catalog 
We are prepared to make prompt shipments. 

THE ATLAS SHEAS COMPANY 

250 North At., Bridgeport, Conn. 

Represented by 
JOHN T. BOWNTBBB, Inc. 

Sen Frenciaeo, Los Angeles. Seattle. Salt Lake City. 
Denver. Mexico, D. F. Mexico 




GENUINE 

HUNTER’S SIFTER 

Standard of the World 
Since 1880 


Seotlonal View Order from your jobber. 
8howlng Construction 

Combines strength, beauty, useful ness and dura¬ 
bility. Cleanliness always possible. Made in one 
piece of extra heavy tin plate, nickel trimmings. 
Handle swedged to body. No soldered joints to 
come loose. Easy to remove all parts for cleansing. 

THE FRED J. METERS MFO. CO. 
Bender Street Hamilton, Ohio 


“C-B-CO.” Bottle Capper 


COMPLETE IN ITSELF 



light 

Compact \ 
Durable \ 

Nickeled Steel \ 
Rasy to Operate ' 


Prompt ship¬ 
ment. Good 
profits. Quick 
turnover. 


/ Doable Lever* 
' Automatic Plunges 
Releases Bottle 
and Perfects 
Doable Seal 


Write for 
Prices. 


No Adjustments! No 8tanda! No Blocks! 

No Grasping Bottle with the Hand! 

No Set Screws! No Keys! No Springs! 

Jnst esp the bottles ss they stand! 


"CATS THEM ALL” 


ifi 



CO M STOCK-BO LTON COMPANY 

Manufacturers Household Specialties 
1925 E. 16th St. Kansas City. Mb. 


City. Mb. 


Tumblers 

PLAIN AND CUT 
OPTIC AND 
DECORATED 

Everyone Buys a Few 

TRY OUR ASSORTED 
BARREL 

SELLS ON ABBIVAL 

The BELMONT TUMBLER CO., BeUaire, Ohio 



A SHAVING HARDWARE MAN 

I P you are a self-shaving Hardware or Cutlery Dealer, Jobber or Salesman, mail this ad 
with your name and address to the AMERI CAN HONE COMPANY, OLEAN, N. Y., and 
you will receive, without charge or obligation, a new shell horse hide strop and a new hone 
in combination. 

The best proof is the proof by test. We believe we have the best razor sharpener in the 
world and shall welcome the opportunity to have you see what it does. 


IMPORT! 

We can offer for immediate shipment a very attractive line of 

Wire Products, Tools, Saws, Cutlery, Household Utensils, Etc. 


896 BROADWAY 


SPIEGEL BROTHERS 

Direct Mill Bepreeentatives 


NEW TOBK OITT 
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The COOK PHONOGRAPH 


“The Cook Phonograph is concentrated 
perfection of tone and tone-control so 
crystal-clear that no carefully interpreted 
theme is lost. 

“Its completeness in every detail is 
incomparable. The Reproducer, and its 
adjacent parts and the motor, with its 
marvelous smoothness, combine to make the 
Cook the peer of phonographic attainments 
—the cynosure of all eyes—‘the observed of 
all observers.’ 99 

WE WANT JOBBERS FOR AGENTS 

ERNEST C. COOK COMPANY 

Manufacturer* of the COOK PHONOGRAPH 
"The Instrument of Quality” 

Main Office, 116 S. Michigan Ave., Chicago 


“ANSONIA” NAIL CLIP 


Mad« by the mak¬ 
ers of the "Gem" 
Nall Clipper. 
Twelve In a box or 
IS on a display 
card. 

Write 

H. C. COOK CO. 



ANSONIA, CONNECTICUT 


EYELET TOOL CO. 

Manufacturers of Punches and Sets 
(hand drive and foot power) for 
Leather, doth and Metal. Punch 
Tubes, Punches and Dies. All kinds 
and sites made to order. Write jobber. 
Booklets free. Established 1858. 

190 Dorchester Awe. 
BOSTON, MASS. 


Lalance & Grosjean Mfg. Go. 

Manufacturers of the Celebrated Lines of 

Agate ( Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 

New York Chicago Boston San Francisco 


Digitized by v^ooQle 
































HARDWARE WORLD 




The Complete dm Hardware Man 


SKI 


Made in 100 and 200 watts 
and sold in case lots only. 

The DUALITE is a lamp with 
a double filament, regulated by 
a screw cap in the base to keep 
them burning one at a time, 
making the one lamp serve as 
long as any two lamps. 


SAVES: 50% In lamp outlay 
100% In freight 
100% in storage 

Carries a full line of nitrogen 
lamps, and foremost amongst 
these is the DUALITE, the 
latest achievement in lamp 
construction, introduced by 
WHITELITE ELECTRIC 
COMPANY. 



(Fully protected by U. 8. Patents) 


WHITELITE ELECTRIC CO. 
Sole Makers 


Write to ns for 
prospectus. 


368-370 Broome St. 
New York City 


Sell New Sweepers to Old Users 

Special effort along this line is worth while, as Bissell sweepers wear out slowly. 
Many owners of very old machines tell you they sweep as good as ever, and 
only by being told about it or trying one in your store will they realize the 
easy-running efficiency of the modem “Cyco M Ball Bearing Bissell. The old 
sweeper has already paid for itself in the saving of brooms at the rate of four 
to six per year at least. 


Sell a Bissell With Every Bug Sell a Sweeper With Every Home 

For then a woman’s mind is receptive to sug- • „ ' Worts Saver • 

gestions for its best daily care. And carpet Including washing machines, kitchen, cabinets, etc. 
specialists recommend that new rugs be swept Every purchaser of home work saving devices is 
only with a Bissell sweeper for a while. receptive to the suggestion of others. Increase the 


only with a tsisseii sweeper for a while. 

Sell a Carpet Sweeper With Every 
Electric Cleaner 

While the customer’s mind is on floor cleanliness. 
The carpet sweeper is needed every day. 


sale by adding a Bissell to the larger bill. 

Always Keep Sweepers on Display 

Because they are usually purchased when one is shop- 
ing and is reminded of her need. Have a Bissell’s 
“Silent Salesman” price card on the handle. 


BISSELL’S “BLUEBIRD” DISPLAY WITH SPRING ORDERS 

BISSELL CARPET SWEEPER CO. 


New Yoik, 26 Warren St. 


Oldest and Largest Sweeper Makers 
GRAND RAPIDS, MICH. 


Niagara Falla, Ont. (Factory) 
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MAKE 1921 A BANNER YEAR 

Saturn Stationary 
Can Opener 

It’s surprising the great number of accidents daily 
occurring through the use of old-style can openers. 
Last week a live man 35 yean old called upon us 
to see this article. We asked him why so much 
' interested. He showed us his right hand, which 
had a bad flesh wound, made in opening a can 
and though well treated, it was a bad wound in¬ 
deed. OLD STYLE CAN OPENERS ARE DAN¬ 
GEROUS, INEFFICIENT: they PROVIDE NO 
PROFIT TO DISTRIBUTORS. HERE IS SOME¬ 
THING ENTIRELY NEW AND DIFFERENT. 


OPENS CANS OF ANY SIZE OR SHAPE 

Ladd AO-Steel Beaters 

3 Sizes—For All Requirements 

At the beginning of new and vigorous up-lift 
in business, dealers must be thoroughly alive 
to the requirements of their trade. This 
country has not gone back to knick-knacks 
and NEVER WILL. These BEATERS, CAN¬ 
DIDATES FOR EVERY HOME, are HEAD 
AND SHOULDERS in QUALITY above any¬ 
thing for these pur pose s made anywhere in 
the world. So PROFITS must be LIBERAL 
and THEY ARE. SATISFACTION MUST 
RESULT from their use and IT DOES. Your 
BEST SERVICE goes along with their sale 
and DUE TO THEM, you are always remem¬ 
bered. 





LADD MIXER CHURNS—1 qt.—2 qts. 

▲ little lower now—Are superior to anything yet made for 
their purposes, being 3 ARTICLES IN 1; in fact, the 
KITCHEN’S MOSTUSEFUL UTENSIL. 

SATURN REELS (Clothes-line) 

Every house wants these and LOOKS TO YOU (we don’t 
want mail orders) TO SUPPLY THEM. As nandy as 
can be. 

NOT IN 10c STORES 
JOBBERS the world over and US 

WBSTSBIT BALES BBPRBSBBTATTVB8 
Omer Oox, Postal Telegraph Building, San Frandaoo, OaL 
Sands k Cox, San Fernando Building, Los Angelos. OaL. 
Stzlmple k Oox, L. 0. Smith Building, S ea ttle, W amn gt on 
Jones k Oox, Mewhouse Building; Salt Lake City, Utah 
Taylor, Youngs k Cox, Tomplo Court Bldg., Denver. Colorado 
Strlmple k Oox, Corbett Building, Portland, Oregon 



SATURN 

Bools 

Olothea-Ltse 


UNITED ROYALTIES CORPORATION 


1183 Broadway, Now York 

Digitized by Google 
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Dealers Earn the Advertising Appropriation 

$1.00 Gem Safety Razor Set 


FREE 


Look for thf Cocoa Butter Cede? 


FREE 


FREE 



SOAP 

r °R uhttraloR 5 


WITH 

Every dozen Safetee Shaving Cream at 
$2.96 per dozen 

or Safetee Cocoa-Butter Center 

Shaving Stick at $2.96 per 
dozen 

or Safetee Shaving Powder at 

$2.96 per dozen 


Two dozen Safetee After-Shave Talc at 
$2.40 per dozen. 


THESOAPl 
for SAfHYRAi 


*>AP CORPOftATf 


EXAMPLE 

Oort 

1 Dozen Safetee Shaving Cream.$2.96 

1 Gem Razor Set. Free 


Ml at 

$4.20 

1.00 


Profit 

$1.24 

1.00 


Profit.$2.24 


Push “THE LINE THAT PAYS” 




"LENOX 


HACK SAWS 




BAND SAW 



American Saw & Manufacturing Co 

SPRINGFIELD . MASSACHUSETTS U.S.A. 


4 
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THE NEW ELECTRIC IRON 


NO MORE WORRYING 
WHETHER YOU HAVE 
| TURNED OFF THE CUR¬ 
RENT OR NOT. IT DOES 
IT FOR YOU WHEN YOU 
FORGET 


YOU CAN NEITHER 
BURN UP YOUR 
HOMENORBURNOUT 
YOUR IRON. BOTH 
ARE SAFE 


THE CHEAPEST AND 
BEST FIRE PROTEC¬ 
TION YOU CAN BUY. 
AND IT PROTECTS 



AT A GIVEN TEMPERA. 
TURE THE CORD IS 
AUTOMATICALLY DIS- 
CONNECTED 100 DE- 
GREESBEFORE REACH* 
ING THE DANGER POINT I 


THE ELEMENTARY 
PARTS CARRY THE 
SAME GUARANTEES 
AS OTHER GOOD 
IRONS BESIDES BE¬ 
ING SAFE 


A PROTECTION THAT 
SATISFIES THE MIND 
AS NOTHING ELSE HAS | 
EVER DONE 


Fire Prevention Bureau of the Pacific 

•OW MERCHANTS CXCHANOI 0UILDINO 
wot KAN FRANCISCO. CALIFORNIA 


THE PERFECTING OF THIS DE* 
VICE REPRESENTS AN EXPEND¬ 
ITURE OF OVER $10,000 AND 
SEVERAL YEARS’ WORK. OVER 
100 OF THESE IRONS HAVE 
BEEN IN CONSTANT USE FOR 
MORE THAN TWO YEARS TO 
PROVE TO OUR SATISFACTION 
ITS FULL MERITS BEFORE 
PUTTING IT ON THE MARKET. 


V.J.Murphy, 

1095 Market St. 

San Pranolsco, Calif. 


Sen Francisco, Cal.,JUly 18.1919. 


THE IRON NEEDED IN EVERY 
HOME. EVERY WOMAN WANTS 
ONE. 


AM you may readily understand from my position ae manager 
'of the Fire Prevention Bureau of the Paolflo I have given considerable 
attention to every feature of fire prevention coming to my attention 
vhloh gives promise of reduolng the excessive and largely 
unnecessary fire waste of the nation. In this oonnectlon It was with 
great pleasure that I examined the eleotrlo pressing iron with the 
fusible pin attachment.exhibited at the rocent convention 
of the fire chiefs of the Paolflo* 

I have had my attention called to many endeavors to 
eliminate the haaard of the eleotrlo pressing Iron, but the 
fusible pin attaohment to the iron which was exhibited is the 
only devloe I have seen whloh I can fully endorse. I hope that 
It beoonos possible to plaoe this iron In every hone and In all 
tailor ahope and elsewhere where pressing irons are used. This 
would be a great step towards reducing the number of fires 
arising from this prollflo oause of numerous fires. 

Very truly yours. 

-a-. 


EVERY ONE SOLD SELLS AS 
MANY MORE AS THAT USER 
HAS FRIENDS. 


OVER 2000 SOLD THE FIRST 10 
DAYS TO THE DEALERS IN AND 
AROUND SAN FRANCISCO. 
MANY OF THEM WATCHED IT 
THRU THE PROVING PERIOD. 


THIS DEVICE DOES NOT INTER¬ 
FERE WITH THE USE OF THE 
IRON, AS THE FUSE PIN DOES 
NOT BREAK UNTIL THE HEAT 
HAS PASSED THE HIGHEST 
DEGREE USED TO PRESS THE 
HEAVIEST MATERIALS — 100 
DEGREES. 


STOCK CARRIED IN SAN FRANCISCO, CAL. 


In addition to givin 
them one o: 


oar customer a Fire Proof Iron yoa are giving 
is very best irons for service to be had. 


PERCENTAGE OF PROFIT THE SAME AS ON ALL HIGH-GRADE 
ELECTRIC IRONS 

SEND ALL ORDERS AND CORRESPONDENCE TO 

[si h. j. gute & co. pr 

6 160 Post St. 1 

LBS BEST 

SAN FRANCISCO, CALIF. _ 


RETAIL PRICE 


9 


.50 


THE BEST BUY YOU CAN 
GIVE YOUR CUSTOMERS 
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SpeMks tor If self 



This Round (self-basting) Roaster is Another New Item 
Just Added to Our Line of “Priscilla Ware” 

The designs and pleasing shapes of 4 ‘Priscilla Ware” are in keeping with the 
quality of workmanship and finish and in no line of aluminum ware has there 
been worked out such “harmony” and uniformity in the different sizes. 

“Priscilla Ware” is made of heavy gauge aluminum and v is sold direct to the 
retail trade only at prices that make the line highly profitable to the dealer. 

kysft Aluminum Co. 

KEWAUNEE, WISCONSIN 

Western Representatives, H. J. CUTE A CO., 160 Post Street, San Francisco, Oal. 




ROCK-A-BYE 

NURSERY ACCESSORIES 


SWING NO.I 


JUMPER NO. 1 7 


Jk 



4 

SPECIAL NO.7 


^ 0 - < 0 $ 

ROADSTER NO.IO 

Perfection Manufacturing Co, st.louis.missouri. 

Leffingwell ave and Montgomery Street. 


WALKER NO.18 
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WHEN YOU BUY 
THEM 

YOU WILL WANT 
THEM AT SOME 
TIME 

ORDER NOW! 



I '//////////////' 


For Prompt Attention Communicate with the Nearest 

HOUSE OF SERVICE 


♦E. F. REINHARDT A COMPANY 
13 South 4th St., St. Louis, Mo. 
♦MINNEAPOLIS ELECTRIC 
LAMP COMPANY 
706 1st Are. N., Minneapolis, Minn. 
SOUTHERN JOBBERS SUPPLY 
COMPANY 

534 Bienville St., New Orleans, La. 
SAMUEL TOOLE 

336 Burgess Avenue, Indianapolis 
MICHIGAN LAMP COMPANY 
109 Michigan Are. N. W., 
Grand Rapids, Mich. 

W. J. KATTREIN 
29 No. Pearl St., Albany, N. Y. 
♦MID WEST LAMP COMPANY 
189 West Madison St., Chicago, HI. 


HASKELL ELECTRIC LAMP AND 
SUPPLY CO. 

1001 Chestnut St.. Philadelphia, Pa. 
♦J. R. O’DONNELL A COMPANY 
171 2nd 8t., San Francisco, Cal. 
W. W. BOLZ 

614 Fulton Bldg.. Pittsburgh, Pa. 

D. A. THURSTON 
117 Trowbridge Ave., Detroit, Mich. 
LOUIS SHIRO 
50 High St., Boston, Mass. 

H. L. WILLIAMS 
Augusta, Georgia 
O. J. DYKE MAN 
117 No. 8th St., Reading, Pa. 
NULITE ELECTRIC COMPANY 
220 West 42nd St., New York City 


Jl 

Jmi 
wmm\ 

Wmmm/y I 


♦Warehouse Stock. 



When You Use Them 


Digitized by 


boogie 








































HARDWARE WORLD 


1847 ROGERS BROS. 

SILVERWARE 



The Silver Treasure Chest 


A new case holding 1847 Rogers Bros. Silver¬ 
ware; leatherette, handsomely lined with blue 
velvet; removable tray. The front drops down 
when the cover is opened. 

Attractive way to display silver. Case is espe¬ 
cially convenient in traveling. 

Write for illustrated folder to Advertising 
Department, International Silver Co., Meriden, 
Conn. (Pacific Coast Warerooms, 150 Post St., 
San Francisco, Cal.). 


£f: I \ TI. I v \. \T 1 ( ) \ A I. SILYI'U CO. S3 
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The live hardware 
dealer says: 


“ I Don’t Mind Suspicious 
Customers 


BOSTON 

WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 

The largest hose manufac¬ 
turers in the world. Makers 
of the famous BULL DOG, 
GOOD LUCK and MILO 
brands. 


“I like to see a man take the trouble to 
identify the goods he is buying. I don’t 
keep anything in this store that won’t 
stand looking at. 

“But finding the mark on an ordinary 
length of garden hose is quite a job. It’s 
always at the other end. You have to 
turn the coil over and over or sometimes 
run through the whole length. 

“With package hose it is different. He 
who runs may read. It saves time in 
selling as well as time in handling. 
That’s one of the reasons I enjoy selling 
the 3 standard %th brands—BULL 
DOG, GOOD LUCK and MILO.” 
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MARCH :: 1921 




Number S 


New Homes Help Destroy Radicalism 



HOSE who have studied the matter closely tell us that a million 
homes are needed now in the United States simply to meet the 
demand, not to provide a surplus. 


The home is the greatest stabilizer known. It stands as a bulwark 
against radicalism, no matter in what guise it may appear. The man 
who owns a home or the land on which to build a home, or even who 
has through his industry and thrift acquired an equity in a home, will 
not be an advocate of communism—unless he is mentally unbalanced. 
And the fact that he has a home or is striving to get one argues 
against an abnormal mentality. 

If the people of the United States should do their full duty this 
year and build the urgently needed new homes, the end of the year 
would see one million new votes against communism, or any other 
“ism” running counter to the approved rules and regulations of our 
free institutions. 

Just as a land-owning peasantry in Russia will eventually banish 
communism from that country, so a land-owning and home-owning 
citizenry in the United States will keep communism from getting a 
foot-hold in this country. 

Thus we have a double incentive toward homebuilding: We need 
the houses to live in, and we need them as permanent, substantial votes 
against radicalism of all sorts. In its insane efforts to “conquer the 
world” Bolshevism will find its Waterloo wherever it encounters a 
home-building, home-owning people. 
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SLOW-PAYING CUSTOMERS AND SLOW- 
MOVING STOCKS 

There isn’t much difference between slow- 
paying customers and slow-moving stock, when 
the question of increased profits are concerned. 
Both are in the same boat. Money absorbed 
in a great number of charge accounts that come 
in slowly, or not at all, decreases a merchant’s 
income just the same as money tied up in slow- 
moving stock or stock that does not move at all. 

In both instances the merchant’s dollars that 
should be working all the time are relieved of 
their full profit earning power. That of course 
means a loss the full length of time the money 
is kept from the duties intended for it—that 
of making more money. 

It is possible then for $100 in ready cash to 
make three or four $10 profits in a given period, 
while another $100 tied up in credit may make 
only one, none at all, or become a total loss. 

It’s a Plain Business Proposition 

It works out just the same when merchan¬ 
dise is considered. 

One thing is quite certain then, a merchant 
can’t grant credit, buy stock or do anything 
else that concerns his business, on a hit-or-miss 
plan, or a plan that is obscure and incomplete. 
Thousand^ J^ve tried it and other thousands 
still are trying it, but it never yet has worked. 
Sooner or lat6r they come to the end of their 
rope. ; i 

It certainly is to a merchant’s advantage 
then to prevent his money from slowing down 
by granting too much credit or investing in 
stock that dqep not move. 

Knows Just What He Is Doing 

In order to do this successfully a merchant 
must know constantly just what he is doing. 
The most Successful ones insist on accurate 
figure records that tell them from day to day, 
how much they have outstanding, the amount 
paid, and much other information, all arranged 
in such a way that they can tell when it is 
advisable to curtail credit and when to push 
collections. They don’t have to wait until the 
situation gets away from them. And that’s the 
way it should be with every merchant who hopes 
for success. 

Knowledge' of His Business Helps in Every Way 

Then agfcin it is about the same when it 
comes to buying merchandise. The successful 
merchant knows the lines that are selling the 
best and those that are not. His figures point 
out everything to him. With such information 
always at; band he can regulate his buying in 
such a way as to avoid the merchandise that 
does not sell. Thus he increases his turnover 
many fold, which, of course, means new profits 
and a constantly increasing bank account. 

And that is what everyone is striving for. 


Customers are always right — they decide 
what you can sell. 


STICK-TO-ITIVENESS EXERCISED BY BIG 
MEN 

Diamonds are chunks of coal that stuck to 
their job. 

If it has taken millions of years to develop 
mankind, must we fret if it takes us a few years 
to rise above the rank and file of mankind! 

Must we quit if we don’t get there quickly? 

Note this: There is not one major figure 
in American financial, industrial or commercial 
life today under forty. Not one. 

And what of the past! 

The original J. P. Morgan, though born rich 
and reared as an international banker, was sixty 
before he did his greatest work and nearer 
seventy before Wall Street, in its hour of trou¬ 
ble, acknowledged him as its undisputed leader. 

Harriman at fifty was an obscure broker 
with a penchant for railroading. 

Hill’s hair was gray before he became Em¬ 
pire Builder of the Northwest. 

Charles M. Schwab was president of the 
world’8 first billion-dollar corporation before 
he was thirty-five, lost his steel throne, dropped 
from the limelight for a decade, but during this 
time he redoubled his efforts and he has done 
his greatest work since he crossed the half-cen¬ 
tury mark. He did not quit. He stuck. 

The three bankers who were the most influ¬ 
ential in America—James Stillman, Jacob H. 
Schiff and George P. Baker—averaged seventy 
years of age, when the first two died; while 
the three dealers of the “younger school”— 
Henry P. Davison, Prank A. Vanderlip and 
Otto H. Kahn—have all lived half-a-hundred 
years or more. 

There is not a leading railroad president in 
the whole land not old enough to be a grand¬ 
father. 

Employers today shun shifters. 

There is no market for rolling-stones. 

Life is so specialized that jack-of-aU-trades 
are wanted by none. 

To last, a man must stick to his last—he 
cannot hope to be a good shoemaker today and 
a capable plumber tomorrow. 

The pace today calls for men of red blood, 
not white livers, men of grit, not grouch. 

Stickers, not sticklers, are wanted. 

, Is it not the literal truth that America, as we 
know it, owed its discovery by Christopher Co¬ 
lumbus to this very virtue of stick-to-itiveness? 

Without stick-to-itiveness no man is likely to 
climb to the top of the ladder—and stick there. 


Any man is wealthy who has good health, 
a happy home life, a business or profession in 
which he is interested and successful, a passion 
for growth, and the ambition to be of service 
to his fellow-men. 

With these he has all he needs, if not all he 
wants, and he could not get any more out of 
life if he had a billion dollars. 
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SUCCESS A MATTER OF RECORD 

A famous banker counseled a hardware deal¬ 
er to hire competent specialists to conduct the 
different departments of his store. When the 
dealer complained that he could not afford the 
expense of such employes, the banker showed 
him how he could procure the services of these 
experts at a cost per year of less than one day’s 
wages. 

“My dear fellow,” he said, “don’t you real¬ 
ize that the experience of the brainiest men in 
the business world has been reduced to a matter 
of paper and ink? 

“What man has done is a matter of record. 
His failures, his successes, his experiences, his 
discoveries he has put on paper. These experi¬ 
ences cover every state—every country and 
town—while your personal experience has never 
crawled over the boundary of the town of your 
birth. 

“Take your own trade paper. What does 
it mean to you? Do you know how to read it? 
Do you know what it is? A magazine? Yes, 
it is merely a magazine to the man who does not 
use it. 

“It is very much like a mirror held up to 
the entire hardware field, in which he can see 
at a glance what the world is doing—not in one 
town, but in store and factory the world over. 

“It is a sales manager, handing him monthly 
a written report of the most efficient and ef¬ 
fective selling methods, selling ideas, and sales 
management. 

“It is a sales manager that never sleeps—an 
employe that works everywhere and is always 
on the job. 

“It is an advertising manager, a credit man¬ 
ager, an agent helping him to find and train 
employes. 

“It is a market barometer forecasting 
storms—predicting prosperity. 

“It is a secretary that sorts the best from 
every line of activity and picks out the big news 
items and brings them to his desk. 

“In fact, no secretary could equal that serv¬ 
ice at ten times his salary and at a thousand 
times the subscription price and get the news 
so accurately, so promptly, and half so interest¬ 
ingly presented. Did you ever get that slant on 
the situation, my friend? 

. “Your trade journal is departmentalized 
and covers every phase of your business. You 
can turn to any department and get in a few 
words and fewer minutes information that you 
could not get personally in a year. And all this 
information is the sifted gold of a thousand 


dealers’ experiences. Do you use it? If you 
did, every issue would come to you like an army 
of experts. 

“Because I am a banker and have no direct 
interest in hardware, don’t discount what I am 
telling you. We bankers do other things than 
count change. If we did not, a wooden Indian 
could hold down my job as efficiently as I do 
myself. 

“We get that broad outside angle that you 
fellows with your noses down to your desks very 
often miss.” 


THE MOTTO OF JUDGE GARY 

Judge Gary has in his private office a novel 
device, different from anything I have ever 
seen in any other big man’s office. Raised 
several feet, on a neat stand, are arranged large 
transparent letters which read: 

It can be done; 

Can’t must be overcome. 

By pressing a button on his desk, Judge 
Gary can illuminate the letters very brightly 
by electricity. The judge makes very effective 
use of this contrivance by instantly pressing 
the button when anyone begins to speak pessi¬ 
mistically and complain that a difficulty can’t 
be overcome. Within the last few weeks he has 
placed prominently in his office another motto, 
reading: 

Success comes in cans, 

Failures in Can’ts. 

The “Can’t must be overcome” motto has 
worked in the case of the man who has risen 
to be head of the largest enterprise in the world. 
Why shouldn’t it work with the rest of us? 


You can put your overcoat, your best shoes 
or your watch in pawn. You can get them back 
for a little money; or if you never redeem them, 
you can replace them. But once you put your 
character in pawn, it is a different matter— 
entirely different. 


Develop strength of character by doing one 
thing you ought to do, but do not like to do, 
every day in the week. After awhile you’H 
like the feeling of strength and independence 
which will become yours. 

You will never fail because you are too well 
posted, but you are mighty likely to fail if you 
are not thoroughly informed. 


Genius: A man who can make a million or 
understand a woman. 


For the convenience of our subscribers and advertisers, we maintain offices and our representatives will be 
found at any of the addresses mentioned below. Correspondence will receive prompt attention by addressing the 
office nearest home. 

Boatman's Bank Building 481 First Nat Bank Bldg. 70 Fifth Are. Phelan Bldg 1808 Toung 8t. 

Broadway and Olive, 8t Louis Chicago New Tork San Franoisco Dallas, Texas 

888 Taylor St. 424 Higgins Bldg. 607 Pioneer Bldg. 804 8eott Bldg. 880 Pacific Bids. 

Portland, Om, Los Angeles Seattle Salt Lake Vancouver, B. 0., Can. 
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DOES IT PAY TO ADVERTISE PRICES? 


t Not long ago a merchant in Wis¬ 
consin complained that every time he 
advertised prices his competitor cut 
below him. He expressed a serious 
doubt as to the advisability of ad¬ 
vertising prices at all. 

So we asked the general manager of one very 
prosperous store for his opinion on the subject. 

‘ ‘The answer to the question, ‘Does it Pay 
to Advertise Prices 7 / 7 he said, “depends entire¬ 
ly upon several things I will bring out. 

“No merchant should overlook the fact that 
there are times when the price will be the sole 
incentive for the person reading the advertise¬ 
ment. 

“Many merchants advertise merely as a mat¬ 
ter of form. They wait until the last minute 
to write their copy, hastily bunch together a 
little material and send it on to the printer. If 
a merchant expects to get results from adver¬ 
tising, a desire must be created for what is to 
be sold. Just read through several pages of any 
mail order catalog to see how cleverly the writer 
attempts to make the customer want the com¬ 
modity. Practically every description is so 
worded as to bring out the four points of a 
sale—attracting attention, arousing interest, 
creating desire and closing the sale. 

“Many people are appealed to through price. 
Education has a tendency to cause people to 
want to know something about the quality of 
the commodity. Again there is a class of people 
in each community, the so-called ‘Elite, 7 who 
will not purchase wearing apparel or furnishing 
for their homes when prices are known to their 
friends. 

An niastration 


“For example, a store in a medium-size city 
sold a customer a three-hundred-dollar Hudson 
seal coat, trimmed with dyed skunk. The cus¬ 
tomer had priced coats in both New York City 
and Chicago some weeks previous. She had 
found that nothing could be had under four 
hundred and fifty dollars. On her return to the 
city she asked that a special order be made for 
her. Exactly what was wanted was procured 
at a wholesale cost of two hundred and seventy- 
five dollars. This customer told all of her 
friends that she had purchased the coat of one 
of the best-known Fifth Avenue shops in New 
York City at a price of five hundred dollars. 

“I take it that the merchant in question is 
situated in a small town, surrounded by a 
thrifty farming community. What he has to 
say regarding the cut price methods of his com¬ 
petitors proves that much of the population is 
interested in price. 

“Were I this merchant, I would write chatty 
little ads, pounding on a few articles at a time. 
I would talk quality alone; one week out of each 
month, forgetting all about the prices of the 
commodities advertised. The bther three weeks 


I would strive to make the customer want what 
is advertised. Then I would run a half page 
every three months, making use of three or four 
leaders to top off the advertisement. Place a 
limit on the amount sold to each customer. 
These specials can be sold at actual cost price. 

Teaching Your Competitor 

“The loss of profit on the specials will be 
more than made up by the profit on additional 
merchandise. And, should the obnoxious com¬ 
petitor attempt to undersell on these articles. I 
would let him do it. But I would send all of my 
salespeople and friends down to purchase some 
for me. These I would place in my window 
with a card, ‘While they last/ giving the same 
price as his. This will soon cure him of at¬ 
tempting to undersell. And the quality talks 
will soon place this merchant out of the reach 
of his competitors. 


WHAT IS EFFICIENCY? 

(By “An Old Fogy”) 

“Efficiency is Acquired Information/ 7 Or¬ 
dinarily I would read no further than that. I 
would assume that a statement so loose and 
inaccurate at the beginning would be followed 
by statements even less dependable. 

I might even be under the impression that 
the authors of the books of reference had writ¬ 
ten the advertisement, and so would incline 
toward the warrantable inference that the 
books themselves might be doubtful guides in 
my research work. 

Efficiency is not acquired knowledge. It 
is applied knowledge. 

Efficiency is knowledge in action, not 
knowledge in storage. The brain absorbs, soaks 
in knowledge as a sponge soaks in water. 

Efficiency squeezes the sponge, brings the 
knowledge out and makes it useful. 

A man may acquire all of the knowledge that 
is is possible for a human brain to hold, yet be 
so inefficient that he is practically useless to 
himself and his fellows; while another man may 
have acquired—that is, come into possession of 
—comparatively little knowledge, yet be un¬ 
commonly efficient because he applies his 
knowledge in his every-day thinking and work¬ 
ing. 

Practically speaking, efficiency has nothing 
to do with the acquirement of knowledge hut 
only with its application. But as knowledge to 
be used must first be acquired, efficiency is 
dependent upon the acquisition. If the expres¬ 
sion under scrutiny had read: “Efficiency is 
Applied Knowledge/ 7 it would have been com¬ 
plete and in no sense misleading, for the ap¬ 
plication of knowledge presupposes its posses¬ 
sion. 

Acquire knowledge by all means, then be¬ 
come efficient by using that knowledge to the 
best possible advantage. 
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GETTING THE MERCHANT TO STOCK A 
NEW ARTICLE 

r Don’t get excited and fire your fa- 
orite clerk just because you happen to 
find in stock an article of which you 
have no record, and about which no¬ 
body seems to know anything. Perhaps 
it was left there by a “smart aleck” 
salesman who selected that particular method 
of introducing his line and creating an impres¬ 
sion in your mind which would make it easier 
for him to sell you when he called upon you 
later. 

At least, that is the method used by a toy 
salesman who has found it to work out satisfac¬ 
torily in department stores. He recently had a 
new toy to put on the market and did not find 
the toy buyers sufficiently receptive. He de¬ 
cided on an entirely new method of approach. 

Going into the toy department he dropped 
one of the toys on the counter and watched 
developments. Within a very short while, one 
of the customers, attracted by the highly col¬ 
ored carton in which the toy was enclosed, 
picked it up and inquired its price. The sales¬ 
clerk was completely at a loss, and sought out 
the buyer for an explanation of the mystery. 
The buyer was equally dumbfounded and an 
investigation was immediartely started to find 
out where the toy came from, and naturally, it 
failed. 

A day or two later, the salesman nonchalant¬ 
ly walked into the buyer’s office and without a 
word regarding the ruse he had played, offered 
the toy in question as an entirely new proposi¬ 
tion. As the buyer had already taken the toy 
apart and examined it thoroughly in an effort 
to locate its origin, the selling was made con¬ 
siderably easier for the salesman and he got a 
good sized order. 

If this idea was copied by other salesmen, 
storekeepers may find on their counters con¬ 
siderable merchandise for which they will never 
be billed and which they will be unable to ac¬ 
count for. 

A Good Policy 

“When I put in a new article, and it sells 
well, I am never backward in admitting to the 
salesman the success his line has proved,” de¬ 
clared a Savannah merchant. “Some merchants 
feel they are losing ground when they concede 
that a certain line of goods has made good with 
them, but it has not worked out that way with 
me. 

“A jobber’s salesman once told me that he 
would rather have an order for one case and 
know that the purchaser was a booster for the 
line, than an order for five cases from a mer¬ 
chant who would just carry the stuff in stock 
and let it sell itself. 

“With that in mind, I make no attempt to 
conceal my enthusiasm with regard to a line 
which sells well, and it has paid me big divi¬ 


dends. When a manufacturer or a jobber rea¬ 
lizes that I am a booster for his goods, even 
though I buy only in small quantities, he makes 
every effort to develop the line in my store. He 
sends me also the dealer helps he issues, and 
sometimes goes out of his way to put on exten¬ 
sive displays in my store, and thus increase my 
sales. 

“Because I am only a small buyar, they 
would not devote so much attention to me if it 
were not for the enthusiasm I display in regard 
to their goods.” 


SOUND ADVICE TO YOUNG MEN 


Edwin M. Herr, president of the Westing- 
house Electric & Manufacturing Company, when 
asked to give out of his ripe experience practi¬ 
cal, commonsense pointers to young Americans 
ambitious to make something of themselves, re¬ 
plied : 

“There never was a time when so many op¬ 
portunities were open to ambitious young men 
as at present. 

“This is especially true of technically edu¬ 
cated men. Instead of these men having to 
seek jobs, employers are keen to offer them at¬ 
tractive salaries on graduation. All this is bad 
for the young men, as it gives them wrong ideas 
of the necessity of effort to achieve success. No 
real success comes in this world except through 
intelligent effort. ‘In the sweat of thy face, 
shalt thou eat bread’ is as true today as in 
Biblical times. 

“Make no mistake, young man, for while 
opportunities are here in unprecedented num¬ 
bers, they cannot be grasped and mastered ex¬ 
cept through earnest, faithful and laborious 
work. 

“The world is moving forward with con¬ 
stantly increasing pace, and he who would mas¬ 
ter any of the opportunities constantly offering 
must be no laggard, but one who is not only 
willing to work but who has also been trained 
in the severe school of overcoming difficulties. 

It is only by this training that one develops 
strength, courage and character patiently and 
gradually to achieve success. 

“Beware of the easy job and the place with 
short hours and big money. Nothing will so 
surely ruin a young man. Look rather for the 
place full of difficulties but with a worthy end 
to be attained when they are overcome. 

Be unselfish in your work. Help your fel¬ 
lows freely. Give to others of your knowledge 
and experience. You will gain more than you 
give, and thus broaden and deepen your own 
understanding. 

“Remember this is not an individual world. 
Learn to cooperate with others. Work with 
men cordially and they will readily work for 


you. 

“Let your work and dealings with men al 
ways "be guided by the Gulden Rule.” 
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Frankness Begets Confidence 


Treat Your Customers as You Would Be Treated 
if Position Was Reversed 


t “There are many little points to 
watch,’’ exclaimed Ed Miller, “espe¬ 
cially in the hardware business.” 

“That sounds interesting, Ed,” 
smiled Joe Bates, genial traveling sales¬ 
man and friend of hardware store 
clerks. “I’d like to hear more details.” 

Young Miller laughed. “Well, a while ago 
Mr. Tipton called up for a pane of glass four¬ 
teen by thirty inches. I happened to remember 
that the last one of that size was sold yesterday. 
So I knew the nearest thing we had to the size 
wanted was fourteen by thirty-six.” 

“Did you tell him this was the nearest size 
you had!” asked Bates. 

“No, I did not. I played safe; if I had told 
him we would have to cut down a large glass, 
he might have refused to take it. So I didn’t 
say anything. The order was taken in the regu¬ 
lar way and then I cut the bigger glass down to 
size.” 

“How about the difference in cost?” Bates 
showed increased interest. 

“Oh, I charged the little glass up at the 
price of the bigger one. I figure I made a sale 
that otherwise might have been canceled.” 

Ed Miller expected the approval of his 
friend, but it was not forthcoming. Instead, 
Bates offered a criticism of such tactics. 

“You are mistaken, Ed. No doubt you 
thought you were doing the firm a good turn 
when you made this transaction. But every 
deal that is not simon pure invariably proves 
harmful in the end. 

“For instance, you boast that you sold a 
small glass at the price of a larger one. The 
customer was ignorant of the conditions of that 
sale, and it follows that you were not fair with 
him. You should have told him about the larger 
glass.” 

“But I was afraid he would refuse to take 
it,” defended Ed. 

“Even so,” continued the traveling man, 
“the profit on one piece of glass is nothing 
when y#u stop to figure the total business of 
each customer during the year. Each cus¬ 
tomer is an asset to the store just as long as you 
keep the good will of a buyer. But you see, you 
charged this man for more than what he re¬ 
ceived. Maybe he will think your price is too 
high; and suppose he calls up another store 
for a price on a glass fourteen by thirty; that 
is the size he asked for, and that is what he is 
charged with; he doesn’t know it was cut from 
a larger glass. If he calls another store, their 
price will cover the size asked for and naturally 
it will be less. In such a case, who would blame 


Mr. Tipton if he bought his glass elsewhere in 
the future? 

“Of course, you didn’t wish to lose a sale. 
But it would be better to lose this one purchase 
than to suffer the loss of all his future patron¬ 
age. I really think he wouldn’t have refused if 
you had explained conditions. At any rate, he 
would have appreciated your frankness. That 
is the greatest thing to build confidence, and 
remember once a customer loses confidence in 
a store or salesman, that customer goes else¬ 
where.” 

Burt Evans, another store salesman, joined 
the discussion. 

“Did you see how I handled that customer 
that bought glass from me?” he asked. “He 
wanted me to throw in enough putty; but I told 
him what’8 what.” 

“Yes, I heard you,” smiled Bates. “But it 
wasn’t good business, Burt. You were too 
harsh. Many stores do put in putty with the 
glass they sell. And this man may have been 
accustomed to this practice. You openly con¬ 
tradicted him when he mentioned the fact. In¬ 
stead of opposing his statement you could have 
partly agreed with him. In this way a customer 
will listen more readily and you hold his good 
will. You could tell such a customer that many 
stores may include putty, but the cost is added 
to the price of the glass. On the other hand, 
you could show him that this store prefers to 
sell glass as low as possible, and the purchaser 
is allowed to pay separately for each item. 

“Such talk would appeal to him as reason¬ 
able and you impress him with the policy of the 
store. If a point is made clear, few people will 
remain obstinate. That is why I advise frank¬ 
ness in every instance.” 

“I guess you’re right, Joe,” agreed Burt. 
“I should have been more careful with the 
man.” 

“Yes, but there is a point in your favor, 
Burt. You showed the courage to refuse. I 
detest a clerk who will curry the favor of a 
customer at the expense of an employer. He is 
the chap who throws in a few extra nails, or 
sticks a brush in with a can of paint. He 
thinks it brings him more trade, but it is a 
fatal error. Such practice lowers the custom¬ 
er’s opinion of the salesman; he loses confidence 
and in the future he will be skeptical of any¬ 
thing this clerk says. 

“A firm stand for honesty with the boss as 
well as with the buyer is the only course to 
follow. For your record as a clerk must prove 
solid later when you become proprietor of your 
own store.” 
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“That’s good advice, Joe,” said Ed Miller, 
showing signs of contrition. i ‘I’m quite sure 
I should have explained things to Mr. Tipton. 
I am going to ring him up and let him know 
why we had to charge more for the glass he 
bought.” 

“That’s the idea, Ed. I’m glad you decided 
to do that; it will prove the best thing in the 
long run.” 

A few minutes later Ed returned smiling. 
“Say,” he exclaimed, “it worked fine. Mr. 
Tipton was very reasonable. He told me he 
was glad to know the facts, and since we 
didn’t have the smaller size he said everything 
would be all right.” 

“Fine! You see, Ed, I was sure he would 
appreciate frankness. And you have placed 
yourself in a better position in his eyes. Just 
as I said a while ago, customers always prefer 
frankness—it is the greatest builder of confi¬ 
dence.” 


ORIGIN OF “ PENNY” AS APPLIED TO 
NAILS 

The origin of the terms “six-penny,” “ten- 
penny,” etc., as applied to nails, though not 
commonly known, is involved in no mystery 
whatever. 

Nails have been made a certain number of 
pounds to the thousand for many years and are 
still reckoned in that way in England, a ten- 
penny being a thousand nails to ten pounds; a 
six-penny one thousand nails to six pounds; a 
twenty-penny weighing twenty pounds to the 
thousand; and, in ordering, buyers call for the 
three-pound, six-pound, or ten-pound variety, 
etc., until by the Englishman’s abbreviation of 
“pun” for “pound,” the abbreviation has been 
made to stand for penny, instead of pound, as 
originally intended. 


THE THREE SWEETEST WORDS 

There are three words, the sweetest words, 
In all of human speech— 

More sweet than are all songs of birds 
Or pages poets preach. 

This life may be a vale of tears, 

A sad and dreary thing— 

Three words, and trouble disappears 
And birds begin to sing. 

Three words, and all the roses bloom, 

The sun begins to shine. 

Three words will dissipate the gloom 
And water turn to wine. 

Three words will cheer the saddest days— 
“I love you!” Wrong, by heck! 

It is another, sweeter phrase: 

“Enclosed find check.” 


How about it! Without doubt you have a 
good aim in life, but do you pull the trigger, 
and keep on pulling itf 


PROPER RECOGNITION LACKING 

Not a single business man is represented in 
the Hall of Fame. 

Why? 

One hundred and thirty-six years ago Bos¬ 
well asked Dr. Samuel Johnson “What is the 
reason we are angry at a trader’s having opu¬ 
lence?” and the latter answered: 

“Why, sir, the reason is (though I don’t 
undertake to prove that there is a reason) we 
see no qualities in trade that should entitle a 
man to superiority. We are not angry at a 
soldier’s getting riches because we see that he 
possesses qualities that we have got. 

“ If a man returned from battle having lost 
one hand and with the other full of gold, we 
feel that he deserved the gold; but we cannot 
think that a fellow sitting all day at his desk 
is entitled to get above us. A merchant may 
perhaps be a man of enlarged mind, but there 
is nothing in trade connected with an enlarged 
mind.” 

The same feeling still lurks in the popular 
mind today. 

It’s surprising how little regard the average 
man on the street has for the qualities which 
make for success in business. 

A man like James J. Hill may build a rail¬ 
road and open up thousands of miles of country; 
Cecil Rhodes may develop a continent; Marshall 
Field may create the greatest retail merchandis¬ 
ing institution in the world; F. W. Wool worth 
may dot a thousand cities with his five-and-ten- 
cent stores; John D. Rockefeller may carry 
American oil to every part of the world— 

But— 

Their names do not live after them. 

The impression persists that business is a 
dignified form of thievery. Profits are regard¬ 
ed as so much loot taken from the other fellow. 

The daily newspapers as a rule and social¬ 
istic magazines and would-be high “intellec¬ 
tual” journals foster and encourage this idea. 

Possibly at one time there was a reason for 
this attitude, but the ethics of trade are today 
as honorable as those of any other calling. 

One cannot imagine modem business being 
conducted along the lines of the old-time horse 
trade, where it was a case of each party schem¬ 
ing to make the other fellow lose. 

That the public is so lacking in appreciation 
of the service of business men is due to a failure 
to understand the principles of business. 

We can look for a change when the practices 
of business become more standardized and when 
the schools and universities begin earnestly to 
train young men and women for business ca¬ 
reers. 

In the meantime, business men must go 
ahead, doing the jobs which should be done, and 
letting the credit or discredit fall where it will. 


Cheerfulness aids work as well as digestion. 
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Drawing the Farmer’s Tool Trade 


You Have Perhaps This Opportunity to Increase 
Your Sales 


r Hardware dealers consider tools as 
valuable leaders, and through systematic 
stock arrangements and attractive dis¬ 
play awaken interest in high grade tools 
among their customers. 

The up-to-date farmer is a good tool 
customer. He readily appreciates the advan¬ 
tage of owning a complete tool outfit, which 
permits him to mend breaks in implements and 
machines, sharpen disk plows and disk harrows 
and keep a keen edge on lister and plow shares. 
He also has need of effective fence building 
tools. It isn’t difficult to convince a farmer 
that the possession of an assortment of tools 
will conserve his time and save money. It is 
is advisable to show farmers the advantages of 
fitting up repair shops on their farms; this 
plant assists in increasing the volume of sales. 

The farmer doesn’t require so complete an 
outfit as a blacksmith; but he can make good 
use of a forge, disk sharpener, drill, tire setter, 
a couple of vises of different sizes, a set of tools 
for raising and repairing pump cylinders and a 
set of screw plates. He also requires tongs, a 
carpenter’s hammer, a blacksmith’s hammer, 
wood chisel, cold chisel and numerous small 
tools. He has frequent use for a brace and set 
of bits, saws hammers, axes, and can use an 
assortment of bolts, washers and nuts to ad¬ 
vantage. 

Investigation of the matter shows that the 
uses for farm tool outfits are so numerous that 
interest is easily awakened in the minds of 
farmers. 

Most of the tools mentioned in the assort¬ 
ment will pay for themselves in a short time by 


saving the expense of hiring repair work done. 
Pump repair tools, in particular, give efficient 
service. The average pump gets out of fix at 
the most inopportune time. A pebble in the 
valve, a broken pump rod, etc., are sufficient 
to put a pump out of commission. It isn’t 
always easy to hire a man to come and fix the 
pump. The farmer who has his own tools soon 
remedies the trouble, and at the same time 
saves the expense of hiring a mechanic. 

A set of pump tools permits a cylinder to be 
taken apart, rods spliced, etc. 

Power Fanning Increases Need of Many win a * 

Owing to the growing popularity of power 
farming equipment, and the increasing use of 
motor trucks, the demand for efficient tools is 
increasing. The monkey wrench met the needs 
of the farmer who used two or three walking 
implements, and considered himself blessed with 
good equipment. 

The modem farmer requires a double end 
adjustable wrench, a complete socket wrench 
set, cap screw wrench and can make good use 
of a triple end socket wrench. He needs a tap 
and drill set for removing broken cylinder head 
bolts without removing cylinder head from mo¬ 
tor. He needs an efficient valve grinding tool 
and carbon scrapers, as he is obliged to keep 
gas motors in good running order. 

When a farmer isn’t tearing down an old 
fence, he is planning to build a new one. Wire 
stretchers, pliers, post augers, post mauls, hatch¬ 
ets, etc., are tools which facilitate the work of 
building and repairing fences. Wire stretchers 
made for stretching woven wire fencing are 
valuable leaders, as the popularity of woven 
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wire fencing has created a strong demand for 
efficient stretchers. 

Tools are well adapted for window display. 
The trade of mechanics, farmers and customers 
who need tools for odd jobs is secured through 
attractive window display. The main essential 
is to let prospective customers see that you 
carry a complete assortment of up-to-date tools. 
It is a decided advantage to advertise your 
store as headquarters for all kinds of tools. 

“Smooth” selling talk won’t convince the 
experienced farmer or mechanic. The best way 
to sell tools is to take one article at a time and 
accurately describe it in as few words as possi¬ 
ble, placing stress upon its practical nature. 
Quality and design are more important than 
price in the minds of farmers and mechanics. 

It pays to specialize on the sale of quality 
tools—which carry a guarantee, and can be de¬ 
pended upon to give efficient service under ad¬ 
verse conditions. Farmers require the best 
grade tools procurable. Most farmers need ad¬ 
ditional tools to make their outfits complete. 
The tool trade is worthy of close attention, and 
is considered a profitable issue by many dealers. 

Neat folders illustrating the tools especially 
adapted to the farmer’s use would help to bring 
this increased business to you. 


JOT IT DOWN 

If you’re going to meet a man, 

Jot it down. 

If you’ve got a little plan, 

Jot it down. 

If you never can remember 
Your requirements for September, 

Till October or November, 

Jot ’em down. 
If you’ve got a note to pay, 

Jot it down. 

If it’s due the first of May, 

Jot it down. 

If collections are slow 

That to meet the note you know 

You must dun Old Richard Roe, 

Jot it down. 

If you have a happy thought, 

Jot it down. 

If there’s something to be bought, 

Jot it down. 

Whether duty calls or pleasure, 

If you’re busy or at leisure, 

It will help you beyond measure; 

. Jot it down. 

If there are facts that you’d retain, 

Jot ’em down. 

If you’ve got to meet a train, 

Jot it down. 

If at work or only play, 

If at home or far away, 

In the night or in the day— 

Jot it down 


THE WELDING OF ALUMINUM 

Provided it is all done in the thousandth 
part of a second, exactly as if by lightning, 
aluminum can be welded perfectly. This late 
discovery of an American research laboratory 
has a wide practical value, most of all in the 
electrical industry, where aluminum is adopted 
as a substitute for copper, and has manufac¬ 
turing possibilities ranging from jewelry to 
cutlery, because the idea applies to the welding 
of almost any kind of metal. 

Aluminum welds are an old story, scores 
being announced every year, but the experts 
have not conceded complete success to any of 
them. Usually these welds have seemed fine at 
first, but have displayed weakness after a few 
months. Aluminum in air forms almost in¬ 
stantly a thin coat of what may be called rust, 
and the presence of this rust surface blocks the 
complete welding of two pieces of the metal. 
The new welding idea is to have the operation 
all over before the air can get in and do the 
damage. 

Under this new system the two aluminum 
pieces—wire, for instance—are placed in a drop 
hammer. One wire end is held stationary at 
the base of the hammer and the other wire is 
attached to the drop, so that when the hammer 
drops the two ends will jam together. 

An electrical apparatus is attached which 
will send through the wires a very heavy charge 
of electricity exactly at the instant they touch, 
but which will not last much more than one 
ten-thousandth part of a second. This is a close 
imitation of ordinary lightning. 

Thus when the hammer drops the wires come 
together with a bang, the electricity shoots 
through, and the ends of the two wires are 
melted instantly into a vapor. The melting, 
however applies only to the very ends of the 
wires, and as the current does not continue the 
melting stops in a fraction of a second. 


AFRICAN HARDWARE MARKETS 

South Africa ordinarily imports about $12,- 
000,000 worth of hardware per year, according 
to a report on the subject prepared by American 
•Trade Commissioners Lundquist and Williams, 
and published by the Bureau of Foreign and 
Domestic Commerce of the Department of Com¬ 
merce. 1 

More than $2,000,000 worth of this business 
now comes to the United States. The territory 
involved includes British South Africa and the 
neighboring colony of Portugese East Africa. 

Since 1914 the United States has made sub¬ 
stantial progress in supplying hardware to this 
territory, and the bureau’s investigators are of 
the opinion that, with proper care and attention 
to special requirements, much of the present 
trade can be retained, and new and profitable 
lines developed 
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THE HUGE WASTE IN TAX-GATHERING 

The statement has been made that for every 
dollar that reaches the United States Treasury 
now in the way of excess profits taxes, four or 
five dollars are collected from “you and me 
and the man in the street.” That is, the Ameri¬ 
can people as a whole, rich and poor alike, are 
paying a bulk sum of four or five times as large 
as the government is receiving for the purpose 
of meeting our public obligations. 

The collection of income and excess profits 
taxes is an enormously costly thing. The ma¬ 
chinery is vast and cumbersome that the gov¬ 
ernment uses to determine and collect these 
taxes. Thousands of men and women are taken 
from productive employment to man this ma¬ 
chinery. 

But this is only a part of the waste. There 
must be added the time and expense of the tax¬ 
payers in making out reports, reports so de¬ 
tailed, intricate and manifold that they call 
throughout the nation for the services of many 
thousands of clerks, accountants and lawyers 
and for many hours of the time and thought of 
business men. 

All these things mean increased prices to 
the community in many ways. First: The ac¬ 
tual cost of clerk hire, accountants, lawyers, 
etc., is added to the cost of the product. Sec¬ 
ond: National production is diminished. To 
quote a nationally recoguized authority on this 
subject: “If to the actual cost, direct and in¬ 
direct, incurred by the government in the col¬ 
lection of the income and excess profits taxes 
there were added the incidental expense to in¬ 
dividuals, firms and corporations, the aggregate 
would be nothing less than staggering in its 
magnitude.” 

The thing to be borne in mind is that the 
ultimate consumer pays practically all of the 
taxes imposed in any way that affects the cost 
of production. We may cry “tax the rich” as 
loudly and insistently as we please, but when 
we tax the rich unjustly or out of proportion 
to the public charge they should be called upon 
to bear, we tax the poor also, in the way of 
added cost for the necessaries of living. 

But when we contemplate a system of taxa¬ 
tion that aims to raise a billion dollars for gov¬ 
ernment use, and which costs the people of this 
country five billions of dollars before the gov¬ 
ernment uses it, it is time that we were raising 
an insistent and unanimous cry for something 
in the way of taxation more in keeping with 
reasonableness, fairness and justice. 

A turnover tax, or tax on sales, offers a way 
out. The cost of collection would be compara¬ 
tively small. The tax itself would be compara¬ 
tively insignificant. The aggregate collected 
would be ample. The quickest and surest way 
to reduce the cost of living is to adopt better 
methods of taxation, cut out the tremendous 
waste and inequality of the present system, pay 


our taxes as we transact our daily business, and 
free thousands of at present non-productive 
workers for our urgently needed increase in 
production. 

i i . .. _ 

“PAY YOUR BILLS” DRIVE SUGGESTED 
Editor Hardware World: 

We believe merchants as well as manufac¬ 
turers will have to pursue a conservative policy 
based on their own financial condition. We feel 
that it will not be long before there will be a 
shortage in a great many lines. The question 
of how soon we get back to such a condition of 
prosperity will depend upon how soon our gov¬ 
ernment adopts a policy of reducing govern¬ 
ment expenditures to the last limit. 

It can also be hastened by a more intensive 
drive on everybody paying their bills. A nation 
wide campaign of “Pay Your Bills,” if it is 
only a small payment on a bill if, carried 
on throughout the country would start the 
money in the country moving at a faster rate 
and would tend to have the effect of developing 
confidence, which is necessary for a revival 
of business. 

Yours truly, 

HARVEY SPRING & FORGING CO. 

E. J. Harvey, President 

“THE RECIPE” 

(By Berton Braley) 

It’s doing your job the best you can 
And being just to your fellow-man; 

It’s making money—but holding friends. 

And striving true to your aims and ends; 

It *8 figuring how and learning why, 

And looking forward and thinking high, 

And dreaming a little and doing much; 

It’s keeping always in closest touch 
With what is finest in word and deed; 

It’s being thorough, yet making speed; 

It’s daring blithely the field of chance 
While making labor a brave romance; 

It's going onward despite defeat, 

And fighting staunchly whate'er you meet; 

It’s being clean and playing fair; 

It’s laughing lightly at Dame Despair; 

It’s looking up at the stars above, 

And drinking deeply of life and love; 

It's struggling on with the will to win, 

But taking loss with a cheerful grin; 

It's sharing sorrow and work and mirth, 

And making better this good old earth; 

It’s serving, striving through strain and stress; 
It’s doing your Noblest—that's Success. 


The man who always retains his head can 
usually retain a goodly share of other things. 


Happy are those who knowing they are sub¬ 
ject to uncertain changes, are prepared and 
armed for either fortune; a rare principle, and 
with much labor learned in wisdom's school. 
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THE HAMP WILLIAMS SPIRIT 
Editor Hardware World : 

I have attended several retail hardware con¬ 
ventions. The present, past and future was 
discussed at length by some very able speakers, 
and they discussed freely the future outlook for 
better business and lower prices, and they all 
come out at the same hole they started in at. 

What’s the Use to Wait? 

We all believe prices on hardware and imple¬ 
ments are coming down. Some have declined 
already, but just how much the decline will be 
and when it will come, nobody knows, but 
what’s the use to wait! We will starve to 
death while waiting. 

My firm is not going to wait. We are keep¬ 
ing up our stock assortment, but down on vol¬ 
ume. We are buying from our local jobbers 
more than ever. We always buy from them. 
They are mighty good fellows to fall back on 
when you need a small assortment right quick, 
and especially right now when we are expecting 
a decline. 

Somebody asked us when we thought trade 
would begin to pick up. Here is our answer: 
When the farmers are through planting their 
crops and the corn, cotton and other farm 
products begin to come up; when the hens begin 
to lay and the birds begin to sing, and the young 
calves begin to scamper over the grass meadows 
and fruit trees begin to bloom and garden sass 
is on the table. We will all begin to look to the 
future and as ffer as possible forget the past. 
Trade will then begin to pick up, and confidence 
once more will be partially restored and we will 
all join hands for another promenade. 

What Ton Now Have Counts 

Suppose you lost last year. What did you 
do with the profits made the year before! It 
isn’t what you lost; it is what you make and 
save that counts. It isn’t what you want that 
does you good. It is what you have. We burned 
out twice, each time we started back into busi¬ 
ness with what we had and not with what we 
lost. We hear men lamenting their awful con¬ 
dition every day who have a thousand times as 
much as they had when they came into the 
world. 

If you are in debt and can’t pay, pass it on. 
Just be honest and do you best and stop “belly¬ 
aching.” and everybody will come out alright. 
If you are broke, you know it. Confess it and 
start all over again. If you haven’t any come¬ 
back take the shortest route out of it and don’t 
hang around bothering everybody that’s trying 
to do something. 

Baby Crop Never Falls 

All we need is a poor memory of the past 
and another good crop of babies to make us 
happy. Money and cotton will be plentiful in 
this old world after we are laid beneath the sod. 
Forget everything but wife and babies and dig. 


Then this country, the greatest on earth, will 
prosper and grow and grow as never before. 

Forget the past and use the present to pre¬ 
pare for the future, and hurry along, as time 
will not wait. 1921 is here and one sixth is 
gone. Have we done anything worth while al¬ 
ready this year! Not many of us. Let’s go. 
Yours truly, 

Hot Springs. HAMP WILLIAMS. 


ARMS DEMAND CONSTANT—PRICE 
STEADY 

Editor Hardware World : 


According to a story appearing in the press 
recently, there are at the present time in the 
neighborhood of 7,000,000 shooters in the United 
States. These men buy annually loaded shells 
and metallic cartridges in varying quantities 
for their regular hunting trips, as well as for 
general use, throughout the year. We believe 
that these men will continue to hunt as hereto¬ 
fore and that the consumption of loaded shells 
and metallics will be normal. 

We suggest, therefore, that orders be placed 
ahead of requirements so that manufacturers 
may have some knowledge as to what the de¬ 
mand will be and can prepare in advance for 
taking care of the requirements of the trade. 
If orders are not placed ahead of requirements 
there is a likelihood that those who wait until 
late in the year will experience the same diffi¬ 
culty in securing these goods as in years past. 

As to prices, we wish to state that our prices 
on loaded shells and metallic cartridges have 
been announced for 1921 and that they are 
guaranteed against decline throughout the year. 
For more than three years past we have not 
followed the example of manufacturers in gen¬ 
eral in advancing prices. Our prices on shot- 
shells and metallic cartridges have not advanced 
since early December, 1917, more than three 
years ago, through which period manufacturing 
costs continued to increase month by month, 
thus making the business, from the manufactur¬ 
ing point of view, less profitable than ever be¬ 
fore. 

If orders are placed ahead of requirements, 
as outlined above, we will be in a position to 
satisfy all of the demands of the trade for 1921. 

Very truly yours, 

REMINGTON ARMS OO., INC., 


New York. 


John 8. Barlow. 


Timidity and fear come from a lack of 
knowledge. A lack of knowledge makes for 
waste efficiency and loss of opportunity. Thrift 
and intelligence go hand in hand. 


Any person who permits himself to make 
another uncomfortable by assuming a superior 
manner is a poor salesman, whether that person 
is a society dame seeking to convince of her 
position and charm, or a salesman of goods or 
service. 
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The New Salesmanship 


Vital Factor of Retail Success Will Be Sales 
Ability and Sales Punch 


(By Harry Newman Tolies) 


W E have just emerged from the greatest 
order-taking era the world has ever seen. 
The new era of salesmanship is here. 
Salesmanship begins where order-taking stops. 

A lady goes to your store to purchase half 
a dozen articles. If that lady’s mind was made 
up to purchase before she arrived, you have not 
sold her anything; but if you have called her 
attention to something she did not expect to 
buy or thought she would defer buying, you 
have then, and only then, made a sale. 

Real salesmanship will now have its inning. 
There will be one grand scramble for business. 

Let us consider salesmanship’s place in com¬ 
mercial activities. It is illustrated by three cir¬ 
cles, the outer one of which represents business 
building, which is defined as the power to make 
permanent and profitable patrons. The obvious 
objective in every business—permanent patrons 
and each patron profitable. 

Permanency of patronage in some lines, due 
to the nature of the article can only be secured 
by making each patron the first link in an end¬ 
less chain to bring others. In any business the 
best place to paint an advertisement is on the 
wagging tongue of a satisfied patron. 

There are certain lines of business where, 
when you make a sale once to a certain patron, 
you have little chance of selling the same kind 
of article to that person again, then you must 
make that patron the first link in an endless 
chain to bring more patrons to the institution. 
Definitions of Up-to-Date Salesmanship 
The second circle represents salesmanship. 
Here is a definition of salesmanship, of which 
I am quite fond. It has its limitations, but in 
this case it will serve the purpose: 

11 Salesmanship is the power to persuade peo¬ 
ple to purchase at a profit that which is for 
sale.” It is the power to make the other fellow 
think in the way you want him to think of your 
proposition. 

I had a class of insurance men in Philadel¬ 
phia a number of years ago and I told them they 
could add a couple of more Ps to this pod, by 
saying that salesmanship is the power to per¬ 
suade plenty of people to pleasurably .purchase 
your products at a profit. One of the insurance 
men said: “In the insurance business, sales¬ 
manship is the power to persuade plenty of 
people to pleasurably purchase policies at a 
profit.” 

In Joplin, Missouri, when talking to a crowd 
of dynamite salesmen, I told them of this experi¬ 
ence and they applied it this way; “Salesman¬ 


ship is the power to persuade plenty of people 
to pleasurably purchase powder at a profit.” 

The California Fruit Canners’ Association, 
in San Francisco, evolved the longest definition, 
made up of a pod of Ps, that I have yet found 
when they said: “In the canning business, sales¬ 
manship is the power to persuade plenty of 
people to persistently and pleasurably purchase 
preserved peaches, pears, plums, prunes, pine¬ 
apples and peanuts at a profit.” 

All Progress Is by Salesmanship 

Salesmanship is a universal principle. We 
do not have to argue that point any more; we 
generally recognize it. Take salesmanship from 
the practice of law and you have a defeated at¬ 
torney every time; take salesmanship from the 
preaching of the gospel and you have empty 
pews. 

If you want my opinion as to why there are 
so many empty pews in our churches today, I 
would answer by saying, because there is not 
enough salesmanship in the pulpit. Take sales¬ 
manship from the practice of medicine and yon 
have a physician without patijnts. 

Why, matrimony itself is a sales game. I 
know, because I have tried it. I am like the 
fellow that said about honesty: “Honesty is 
the best policy. I know, because I have tried 
both ways.” I often say that if I had known 
one-half as much about salesmanship during my 
courting days as I know now, I could have 
landed my prospect in half the time. It took 
me ten years to consummate that transaction. 

The Central Circle: Service and Satisfaction 


The body of your business (the outer circle) 
is business building; the life blood (the second 
circle) is salesmanship, but the heart that pumps 
the blood of salesmanship into the body of 
business building is “service”; the central cir¬ 
cle represents service. 

No man has a right to offer for sale an 
article unless he knows that the transaction is 
going to be profitable to the other fellow. 

Therefore, our definition of salesmanship is 
not entirely sound unless we keep in mind the 
thought of mutuality. 

Mr. Wanamaker used to speak a great deal 
about mutuality; that no transaction is a good 
transaction unless it is mutually advantageous 
to all parties concerned in the transaction. 

I maintain if you have something to sell to 
me on which you can make a dollar profit and 
I can make a ten cjollar profit, that you have 
every legitimate right under heaven to use all 
the power the Lord Almighty endowed you with 
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to get me to buy. Why? Because it is going 
to be more profitable to me than it is to you. 

I believe that there is the crux of the trouble 
that has brought many phases of salesmanship 
and many salesmen into disrepute—they have 
had the thought that salesmanship means slip¬ 
ping it over the other fellow. 

Three Elements in Every Sale 

There are three elements in every sales trans¬ 
action. First, there is the salesman, the party 
of the first part, the party that negotiates the 
transaction. Second, there is the customer, or 
the prospect, the party with whom you nego¬ 
tiate the transaction. Third, there is the article, 
the goods, or the idea that you want to get the 
customer to accept. 

Now if there is anything doing it is when the 
salesman’s mind meets the customer’s mind 
over the proposition. There the sale is made 
(the speaker represented the three factors by 
three parallel lines, the center one being the 
goods). 

Parallel lines will never meet. You may 
have the best salesman in the world, you may 
have the best article, you may have the best of 
a prospect, but unless there is a bending, a meet¬ 
ing of the minds, there never can be a sale. 
So salesmanship is really the meeting of minds. 

First, SeU Yourself 

The first party to whom a man must sell his 
proposition is himself. As Elbert Hubbard used 
to say, “Do you believe in the goods you are 
handing out?” That is the first test. The 
second is, you must sell yourself to the pros¬ 
pective purchaser. Now don’t you see when the 
salesman believes in his proposition and the cus¬ 
tomer believes in the salesman, how easy it* is 
to get the customer to believe what the sales¬ 
man believes? 

Just keep this classification in mind, and we 
will center our thoughts upon the sale itself, the 
stages through which the mind passes when a 
decision is reached. I shall only hit the high 
spots of the sale in the steps. 

There are four distinct steps. In order to 
get at this, think of something that you have 
purchased, some article which was really sold to 
you. You did not “purchase” the article be¬ 
fore you “desired” it; you did not desire it 
until you were interested in it, and you were 
not interested in it until your attention was 
called to it. Reverse that and you have an ab¬ 
solute law of sale. I care not whether you are 
selling ribbons or railroads, hardware, automo¬ 
biles or flying machines, the mind—not some¬ 
times but always—passes through those four 
distinct stages. 

First Step In Making a Sale 

The first is “favorable attention.” If a 
glass is full of water you cannot get any more 
water in the glass until the water is spilled; 
and if that prospect’s mind is full of other 
things you can’t get your ideas into his mind 


until his mind is spilled. Therefore, the suc¬ 
cessful salesman is the one who knows how to 
spill tactfully the mind of the other fellow. 

The next thing is to get his “interest”; and 
that is nothing more than favorable attention 
plus. His mind is spilled; he is mentally leaning 
forward. He is ready to listen to what you have 
to say. Then you must get him to “desire,” 
and that is favorable attention and interest 
plus. 

Two Wrong Ways to Close a Sato 

There are two evils in closing business, or 
getting “action.” One is that you talk the 
fellow up, up and get him almost to the last 
step and then his mind falls back into the abyss 
of indifference. 

The other one is that you talk him up, up 
and then you turn right around and talk him 
out again. There are more sales lost through 
overtalking than undertalking, a great many 
times over. I am more and more impressed as 
I study the subject that salesmanship is more 
of deeds and less of words. 

The day of the verbal cyclone, the human 
wind-mill and the veritable talking machine in 
salesmanship is over. This is a “know why” 
age. The prospect wants to know why he should 
purchase, and it is points that he wants rather 
than words. 

You will remember the three factors of the 
sale, the salesman, the goods and the customer. 
Next to the quality of the goods, the subject 
that helps us most is commercial logic in its two 
branches, analysis and synthesis. First, analyze 
your proposition into its selling points, and then 
construct a logical presentation. When you 
analyze your proposition you will find there are 
points that are suited for favorable attention, 
there are points that arouse interest, there are 
points that create desire and still others that 
impel action. 

The Basic Cement of Confidence 

In order to make the steps of the sale stand 
up you must cement them together with the 
cement of “confidence.” 

You will remember that I said the salesman 
must believe in his proposition. That is confi¬ 
dence. 

He must get the customer to believe in him. 
That is confidence. 

Confidence permeates every step of the 
transaction. 

You have never bought anything in your 
life unless you had confidence in the salesman 
or in the reputation of the house, or in the 
goods. 

But confidence only gets business. It doesn’t 
keep it. 

Therefore we must build the pillars of sup¬ 
port. and those pillars are “satisfaction.” Con¬ 
fidence gets business and satisfaction keeps it. 
Now in order to make this sale stand up real 
well we need a foundation, and that foundation 
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is the heart of the institution about which we 
were speaking a few moments ago. 

Clinching the Sale 

The foundation of the sale is the service that 
is rendered in quality, plus quantity, plus mode 
of conduct. The sub-foundation is the total of 
all the individuals in the institution. Show me 
that institution where everyone from porter to 
president is rendering service, doing his full 
share in serving the public, and I will show you 
where your sales stand up and where satisfac¬ 
tion must be the result. It can be no other. 
Then when satisfaction is rendered, confidence 
is maintained, and that fellow’s mind is on the 
purchase point of your proposition at all times. 

Coming back to the glass of water, illus¬ 
trating the customer’s mind. If you want to 
fix that customer’s mind so your competitor 
cannot get his favorable attention on his propo¬ 
sition, competitive to yours, then fill his mind 
full of an appreciation of your services, and seal 
it tight with satisfaction. Satisfaction is the 
seal that keeps the customer’s mind closed 
against the competitive proposition. 

Consciously or unconsciously this law of sale 
operates in every successful transaction. 

AdvertiMng 

Advertising is salesmanship by the printed 
route. 

The bold face and the illustrations or pic¬ 
tures are calculated to get the attention of the 
reader; the secondary captions or large print 
arouse interest by telling a little more of the 
story. 

There is a difference between the spoken and 
printed salesmanship in that in most instances, 
all that the advertisements can do is to get 
attention, interest and create a certain amount 
of desire—sometimes more, sometimes less. It 
prepares the way and makes it easier for your 
salesman or your jobber’s salesman to get the 
order. But the action part has to wait until the 
prospect is in the presence of the merchandise, 
or until he has a contract in hand when the 
real decision and action take place. 

So there are only three things a man needs 
to know and one thing to do in order to be 
successful in selling. 

First, he must know himself, and develop 
those qualities and capacities which give him 
the power to persuade. 

Second, he must know his business from the 
raw material to the finished product. He must 
be able to discern what are those salient selling 
features, 4 ‘points,” if you please, which are 
best suited to create the four mental steps 
which the mind must go through. 

Third, he must know human nature. In per¬ 
sonal salesmanship he must size up his prospect 
individually, being able to determine instantly 
what are the avenues of least resistance in get¬ 
ting his ideas across. 


But a man may know himself, know the 
other fellow and still fail unless he applies this 
knowledge. It is applied knowledge that is 
power. 

A Philadelphia Quaker said to his son: 

“Nathan, it is not what thee eats that makes 
thee fat, but that which thee digests; it is not 
what thee reads that makes thee wise, but what 
thee remembers.” 

We can extend this by saying it is not what 
you know but what you do with what you know 
that really makes for success in business. 

I believe that the biggest job that you and 
I have is to promote understandings. My prob¬ 
lem is to understand you and get you to under¬ 
stand me. As soon as misunderstanding comes 
between the man and his wife the divorce court 
starts its work. As soon as misunderstandings 
come between the employer and the employe 
the employe is on a toboggan and that toboggan 
is greased. As soon as misunderstandings come 
between the house and the customer, the cus¬ 
tomer hunts for another house. 


CUTLERY IN THE PHILIPPINES 

According to Bureau of Foreign and Domes¬ 
tic Commerce information, Japanese competi¬ 
tion is expected to increase in Asia in the near 
future. For several years Japanese cutlery 
makers have made great efforts to get a footing 
in the Asiatic East and other markets, including 
the United States and the American possessions 
in Asia. American-made cutlery, however, has 
found more appreciation in the Philippine mar¬ 
ket and the Japanese imports have decreased to 
23,000 dozen costing $29,000 during the past 
year. 

American cutlery is well received by the 
Filipinos and during the year 1919 American 
cutlery exports to the Philippines amounted to 
$181,000 in value, $46,000 of which was the 
value of the table cutlery, while $14,000 were 
spent by the Filipinos for American razors. The 
bulk of the shipments valued at $120,000 con¬ 
sisted of American pocket knives, tool cutlery 
and others. For a while Japanese competition 
was also felt in the Hawaiian Islands, but the 
market is now supplied practically entirely by 
American cutlery of which $74,000 were im¬ 
ported into Hawaii during the last year. 


No one can keep you down but yourself. 
Obstacles and difficulties actually are boosts to 
an individual of the right kind of spirit. The 
other kind are of the fraid-cat and cry-baby 
variety, always ready with excuses, explana¬ 
tions and laments. Don’t tolerate self-pity. It 
is desperately weakening. 


It is astonishing to see how much some 
people will spend on foolish show without re¬ 
alizing that the mind needs vastly more than 
the body. 
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Practical Points for Progressive Proprietors 

A. C. Moline, the writer of this article, has had unusual opportunities to study retail hardware 
merchandising. At present he is manager for the Lowell-Meservey Co., at Colorado Springs, and is a 
close student of hardware conditions. 


T HE hardware merchant has just closed his 
books on the most successful year in the 
history of the country, owing to increased 
market conditions and scarcity of merchandise 
brought about by the war, which made it possi¬ 
ble for the merchant to enjoy a profit never 
before known to him. The old saying says that 
almost anj r one can make money on the increas¬ 
ing market; but it is certainly a different story 
on the declining market. 

There is one thing certain: The merchant 
who wants to show an increase from now on 
must employ all together different methods of 
merchandising in his place of business. 

Conditions are continually changing and 
more modern methods are being used to mer¬ 
chandise in all other lines, and it stands to 
reason that it applies to the hardware store as 
well. The buying public is being educated day 
by day in these modern methods. 

Samples and Description Displayed 
The old method of having merchandise in 
the original boxes in shelves is a thing of the 
past The buying public wants the merchandise 


out where it is easily seen. The most practical 
way is to have the many small items sampled on 
panel doors with price tags, giving all informa¬ 
tion regarding the article plainly marked so 
that the customer can practically wait on him¬ 
self. Also to have the merchandise located as 
near as possible to where the samples are, there¬ 
by producing the article in a short time, which 
adds to the service. 

The small articles in the household lines 
should be carried on pyramid tables, plainly 
marked, where the customer can walk around 
and make his or her selections. In other words, 
this might almost be termed a cafeteria hard¬ 
ware store. 

If you will go to some of the large depart¬ 
ment stores in the big cities you will readily 
notice how they apply these methods. You will 
find the same method applied in every depart¬ 
ment. If they use it successfully, why cannot 
the hardware merchant? 

Profit on Turnover, Not Volume 

The profits at the end of the year are de¬ 
rived, not from the volume of business done, but 



If more merchants realized the value of suggestio n in making sales and displaying their goods in a neat 
and attractive manner undoubtedly sales would increase. The dry goods stores and druggists apparently under¬ 
stand this principle of human nature to a far greater extent than do hardware merchants. 

“Out or sight, out of mind,” applies equally to merchandising in every line. 
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from the turnovers of stock. Therefore, it is 
necessary to carry stock records, showing just 
what merchandise is moving and enabling a 
merchant to discontinue the slow moving lines. 
Every merchant is in business to make money, 
and it is absolutely impossible to carry every¬ 
thing that belongs to the hardware store. With 
stock records you eliminate buying goods by 
guesswork, because your record shows just 
what lines are moving. When a salesman calls, 
you do not guess but you actually have the facts 
and figures to show what you want, as figures 
do not lie. 

Another very important thing that stock 
records show is that it is foolish to carry lines 
which are practically duplicates. Standardize 
your lines and carry just one line of a certain 
kind of merchandise. This allows a merchant 
to reduce his inventory almost 25 per cent. Now 
certainly is the time to start standardizing. 
Therefore you can very easily see by having 
records that show facts, it is only a short time 
before you are reducing your stock and carry¬ 
ing only fast selling lines and discontinuing the 
dead stock which fills so many stores. 

Capitalize Tour Service 

It must also be remembered that service 
plays a very important part in your business 
and can be based as a valuable asset. Make 
yoilr windows attractive, changing them week¬ 
ly and tie them up with your advertising. 

By applying these simple methods in the 
store and a record to show you facts regarding 
the merchandise, you will be greatly surprised 
at the end of the year, when you look over your 
profits. Just try them. 


SMILES 

Years ago, I remember being caught by the 
old riddle in connection with this word. 

Why is smiles the longest word in the En¬ 
glish language? 

Because, there is a “mile” between the first 
and last letter. 

The further I go in business, the more I like 
to think about the mile of goodness in the word 
smiles. It means so much. How much further 
a man can travel in a day with a smile, than he 
can with a grouch. How much further a man 
can see along the road of opportunity with a 
smile, than he can with a grouch. Start up that 
mountain of business success, that mountain of 
good deeds, that mountain of accomplishments 
or that mountain of hopes for the future. Notice 
those who have the smiles and see how many 
miles they are in advance of those with the 
grouch. 

With the man who smiles, darkness creeps 
into dawn, the dawn blossoms into the full day, 
and the full day fades into a glorious starlit 
night. There seems to be no more darkness, 
anywhere, once the smile is real. And so, time 
hv. mile after mile of it, in happy content 


with the man who can smile honestly. Mean¬ 
while the man with the grouch is groping hope¬ 
lessly in the dark. 

If I were asked what should be the sixth 
sense, and most valuable of all to the general 
welfare of mankind, I believe I would answer— 
smiling. 


DUTY, RIGHT AND PRIVILEGE 

There has been, is, and still will be, much 
talk about ‘ 4 rights ’’ and “privileges,” but not 
so much talk about “duties” and “obligations.” 
Some of this talk has been reasonable and wise, 
but by far the great bulk of it has been loose, 
irrational and most distinctly unwise, says 
the Valve World. 

In determining what are our rights and priv¬ 
ileges and duties and obligations as citizens of 
this republic, most of us go at the matter from 
the wrong end of the line. We first try to find 
out what are our rights and privileges, leaving 
till some future day the consideration of our 
duties and obligations. 

The immigrant who lands on our shores is 
not here many hours until someone—and usual¬ 
ly one of his own tongue—has informed him in 
glowing terms that he is now the direct and 
immediate heir to certain “natural and inalien¬ 
able” rights. Among them may be mentioned 
the right to happiness, the right to a living, the 
right to his full share of the “good things of 
life,” the right to organize so that he may get 
a job, and the right to strike on that job for any 
reason or for no reason at all. 

Later, perhaps, after he has been here long 
enough to secure the right to vote, he may hear 
a few vague remarks about the duties and ob¬ 
ligations which are supposed to go before his 
rights and privileges, but often by that time he 
has come to feel himself so strongly entrenched 
in his rights and privileges that he does not 
deem it essential to pay any attention to his 
duties and obligations. 

Our methods of teaching citizenship to the 
alien have been, and still are in large part, on 
the cart-before-the-horse order. Whether or not 
we have “natural” rights and privileges, there 
can be no question that we do have natural and 
fundamental duties and obligations, and any 
methods of teaching citizenship that does not 
first of all make these clear and insist upon their 
observance, preaches rights and privileges on a 
very shaky and unsubstantial foundation, or on 
no foundation at all. 

Let us be concerned about our duties and 
obligations as citizens and about discharging 
them faithfully, and our rights and privileges 
will come to us automatically and will abide 
with us, because of the firm foundation we have 
builded for them. 


Ability, stability, reliability are a combina¬ 
tion that will open most doors. 
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Nail Bin Barometer for Paint Sales 


Western Firm's Paint Department Grew 
_ Through Sale of Nails 


W HAT a heading for an article on how to 
sell paint! Sounds like, “Why Does a 
Hen Cross a Road ? ’ ’ But there's method 
in the madness, for a live hardware department 
in a Portland, Oregon, retail store, makes the 
splendid paint turnover of twelve times a year, 
by merely keeping a close watch on the nail 
bins. 

Raleigh Coffey, general manager, reasons 
this way: ‘ 1 This customer is buying nails. Why ? 
To fasten boards or other wooden surfaces. 
What will he need to complete the job ? Paint 
— 1 -of course!” It's really a simple matter, after 
aU. 

Six years ago the management of this pro¬ 
gressive store,which today employs 150 people, 
and closed the books for 1920 with a total of 
$1,500,000 cash sales on its books, had no idea 
in the world of ever engaging in the retail 
merchandising business. The present proprie¬ 
tors were engaged in the second hand machin¬ 
ery business. A chance buy of salvage from 
a fire-damaged ship resulted in their renting 
a salesroom and putting a man in charge, to 
remain in their employ as long as the stuff 
lasted out. The evolution of this salvage sale 
to the present great retail store is a story in 
itself. Suffice it to say that people began calling 
for things that were not included in the dam¬ 
aged stock. So the stock was filled in accord¬ 
ing to demand. 

The question, “What do people ask for?” 
might be answered by these progressive mer¬ 
chants' stock. The large store covers over half 
a block of ground floor space, in addition to 
basement, stockroom, offices and warehouse 


space, is stocked only with merchandise that 
people have asked for—things that were added 
gradually to the little damaged salvage goods— 
until the present state of business development 
has been reached. 

During the first few years that they began 
including paints in their hardware department, 
the turnover was about four times a year. The 
management thought it not so bad. However, 
when young Raleigh Coffey was installed as 
chief of the hardware department, his first con¬ 
clusion was that “paints are not moving fast 
enough.” His first move was to make a thor¬ 
ough study and complete investigation of the 
first essential of success in any line—right buy¬ 
ing. 

Special discounts were being obtained by' 
placing large orders for paints with eastern 
manufacturers. Going through the shelves he 
found that there was shortage of some colors, 
and overstock of others. The aging stock was 
eating away the profits of discounts, etc. A 
new policy was instituted whereby all paints 
were purchased from local manufacturers, not 
only saving transportation charges, but also 
eliminating the necessity of laying in heavy 
stocks. Paints began moving a little faster. 

Bight Buying and Bight Selling 

After right buying comes right selling, and 
here is where young Coffey put in some real 
business licks. It is a custom of the store to 
hold departmental get-together meetings once 
a week, where the welfare of the business is 
discussed, and kinks, if any exist, are ironed out. 
Coffey began to talk paints at these weekly 
meetings. Trade journals and all literature 
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that accompanies mixed paints was handed 
about for reading and discussion. The funda¬ 
mentals of mixing and applying paints were 
talked about, until there is not a man in the 
hardware department who does not know as 
much as the expert paint salesman. 

“Goods must move, but stocks must not 
dwindle,’’ is a rule that Raleigh Coffey en¬ 
forces. ‘ ‘ Sell paints but never run out of colors. 
Check and reeheck, and keep your stock com¬ 
plete at all times.” 

He Who Builds Must Paint 
But what has all this got to do with the nail 
bins ? Young Coffey explains: 

“We do not wait for a paint customer to 
come and ask for paint,” he tells us. “We 
watch our nail bins.” A customer for nails is 
almost a sure prospect for builders’ hardware 
and paint, and when a man buys nails, we talk 
these two things to him. By getting acquainted 
with him and explaining the quality of our 
merchandise we find that sooner or later an 
average of 20 per cent of these prospects de¬ 
velop into paint customers. 

The salesman opens up sample cans of paint 
to demonstrate their quality and makes every 
possible test. He tells what color and grade 
of paint to use for the particular job in question 
and how to use it. He explains that ready 
mixed paints are ground by scientific ma¬ 
chinery and thus far superior to the old hand 
mixed lead and oil. Each paint salesman has 
his personal business card and in closing a sale 
he tells the customer to phone him upon any 
question of doubt and his prompt and personal 
attention shall be given. 

Salesmen Study Paint Lines 
Nearly every paint salesman came into the 
store with no knowledge whatever of this line. 
It is requested of them to read and memorize 
all pamphlets with reference to various lines of 
paints, as well as the various trade journals. 

Ninety per cent of the hardware stores do 
not have even one clerk who really understands 
the paint business. Nine cases out of ten they 
shove a can of paint at the customer with the 
glib formula, “This is Blank’s paint, and the 
best paint made,” which mean’s little or noth¬ 
ing to the customer. 

Satisfied Customer Above All 
To make satisfied customers, each salesman 
must know thoroughly each line he handles. If 
the average hardware salesman would give to 
paints the study and attention that he gives 
to sporting goods, he would find the sales much 
larger and more profitable than by concentrat¬ 
ing on sporting goods alone. The paint line is 
very interesting, once you know it, and is de¬ 
serving of as much study as such items as 
fishing rods and fly bait. 

A short time ago a man came into the store 
just “to look around.” One of the paint men 
started a friendly conversation with him. Be¬ 


fore he left the store he had purchased over $50 
worth of paints. Upon his return to his home, 
100 miles out of the city, the house received 
mail orders from seven of his neighbors, the 
smallest order for $20 worth of paint. This man 
came from a town of about 10,000 population. 
There are three hardware stores in that town, 
all handling paint. If they had been on the job 
they certainly would have received the paint 
business from this group of citizens. 

So harken to your nail bins, and “Mind the 
Paint” sales! 


GETTING VALUABLE FREE ADVERTISING 

You believe in advertising. 

Every day of your life you are selling ad¬ 
vertised goods. 

But are you using the mothers and children 
of your neighborhood as you ought tot Are 
you making them work for you? 

You couldn’t afford to hire them all? 

You don’t have to. 

It isn’t the people you hire that work for 
you; it’s the people you don’t hire. 

That little girl who came in for ten cents’ 
worth of carpet tacks yesterday—she’s working 
for you, but she’s not being paid for it. She 
doesn’t even know she’s working for you, but 
she is. 

She went straight home to her mother and 
told her all about you and your store. She told 
how polite you were and what nice things you 
have in your store. 

Perhaps you thought she was only thinking 
of tacks and that she didn’t see anything else. 

And then that mother who comes into your 
store to buy a go-cart—she can be made to work 
for you with greater results than you could 
possibly trace. 

First of all, one sale makes another, as you 
know. And the woman who buys her baby a 
go-cart at your store will buy her kitchen sup¬ 
plies there, too, and her paints, electric goods, 
garden implements, galvanized and granite 
ware, even her toys and furniture if you have 
them. One sale creates another. It’s an endless 
chain. 

Knowing all this to be true, you will be 
interested in the great number of customers 
for nationally advertised goods, even though 
in many cases the initial profit is small. 


A HAPPY THOUGHT 

There is nothing in life but the joy of the 
minute. 

There is nothing in love that we do not put 
in it. 

There is nothing can happen unless we begin it. 

There is nothing worth winning but what we 
can win it. 


What if it isn’t your task—if it needs to be 
done, do it! 
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Steam Pressure Cookery 

Facts Every Merchant and Salesman Should 
Know 


(By W. H. Kostin, Sales Manager, Northwestern Steel and Iron Works, Baa Claire, Wis.) 



T HE domestic kitchen has gone to school to 
the factory and cooking with steam is be¬ 
coming a general practice in many house¬ 
holds. Tough meat may no longer increase the 
fuel bill in cooking, tax the patience of father 
in carving or the teeth of the family in eating. 
Dinner of meat, vegetables and dessert may be 
placed in a steam pressure cooker at 11:30 a. 
m. and appear on the dining table thoroughly 
cooked, nutritious and tasty at 12 o’clock sharp. 
This justifies the use of the phrase, “An entire 
meal prepared in 30 minutes.” 

How Does It Happen? 

The explanation is simple enough, because 
the cooking is done in a steam tight vessel. 
Whenever steam is not allowed to escape as it 
forms, i t creates pressure and this pressure 
raises the temperature. This means that food 
can be made much hotter in a steam pressure 
cooker than in an ordinary kettle with a loose 
fitting lid. There is no burning nor scorching 
of the food. When the temperature rises the 
time required for cooking is shortened. For 
example, dry beans which require nearly three 
hours of boiling in an ordinary pot may be 
thoroughly cooked in 40 minutes in a steam 
pressure cooker. 

This means not only a great saving of fuel, 
but a wonderful saving of time as well, since it 
is not necessary to “watch the pot,” and no 
stirring or replenishing of liquid is necessary 
as with long cooking in an open kettle. The 
heat necessary to make steam for cooking is 
obtained by placing the cooker over a gas, kero¬ 
sene or electric burner or on a wood or coal 
range. 

Steam pressure for cooking food was first 
used by the fish packers about 30 years ago. 
Later it was adopted by the meat packers for 
putting up various by-products in their estab¬ 
lishments and by commercial fruit and vege¬ 
table packers. 


In 1907 small steam pressure retorts made 
of steel began to be sold to farmers and or- 
chardists for home canning and from this small 
beginning has developed the home usage of 
steam pressure cookery. A few years ago when 
aluminum first made its appearance for com¬ 
mon dishware, the manufacturers of domestic 
canning machinery saw their opportunity to 
place on the market a convenient, light-weight 
and steam tight kettle, which when adequately 
protected from explosion or accidents would be 
available for use in every home. This in short 
is a brief history of the development of the 
steam pressure cooker. 

The manufacturers maintain that it has a 
mission to every home where well cooked vege¬ 
tables and tender meats are desired. Certain it 
is that tough meats are unknown in the house¬ 
holds where steam pressure cookery is used. 

So popular has this method of cookery be¬ 
come that it is included in the regular domestic 
science course at Columbia University, New 
York City, and in all the domestic science de¬ 
partments or our state universities throughout 
the country. The popular women’s magazines 
have also taken it up because of its daily avail¬ 
ability and because as it was expressed by one 
of the readers, “The poorer we are, the more we 
need it.” There is little doubt that it will rival 
in demand other well known household utilities. 

Outlining the real service offered to house¬ 
keepers in the daily use of the steam pressure 
cooker, the following comparative cooking 
time table will prove interesting: 


Open Pot Steam Pressure 
Article Cooking Cookery 

Potatoes .30 minutes 10 minutes 

Cabbage ..40 minutes 10 minutes 

String Beans .50 minutes 15 minutes 

Oatmeal .90 minutes 30 minutes 

Chicken .90 minutes 30 minutes 

Pot Roast.120 minutes 50 minutes 

Pork and Beans.180 minutes 40 minutes 

Ham.240 minutes 50 minutes 


Few cooks will believe that an open dish 
of veal stew with onions, another of creamed 
carrots or cabbage, and a third containing a 
milk pudding can all be cooked in a steam pres¬ 
sure cooker at the same time without the flavors 
blending in any way. It is true, nevertheless. 

For this up-to-the-minute system of cook¬ 
ery there must be national advertising in order 
to make it known to the housekeepers in Ameri¬ 
ca. In these times of shrinking pocket books, 
while gas bills and taxes have the swelling habit, 
and system of cookery which will reduce food 
and fuel bills while making all meat tender and 
the humble potato a mealy ball of flakiness, has 
certainly earned the right hand of fellowship. 
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Efficiency As Is 


The Why and Wherefore of Some Men’s 
Success 


I Went into an office and it was at the noon 
hour, and at a desk was a youth and a girl, 
and they were busy discussing the intrica¬ 
cies of the typewriter. 

“For,” said the youth, “if you push down 
on this button it prints red and if on this one 
it prints black. But you cannot print black and 
red at the same time.” For which wisdom the 
girl was glad, and I waited. 

And a young lady came in and asked if I 
wanted anything and I said, 

“No, I was only admiring the 
office and was curious to see 
how long I was able to wait 
the pleasure of the youthful 
couple.” And I waited, while 
the barometer declined rap¬ 
idly. 

And the boss came out of 
his private office, where he 
had another business caller, 
and he had his hands full of 
papers and he said, “Hello, I 
thought I heard the door open 
and no one greet you. Come 
right in,” and his desk was 
full of papers and he was busy 
and the dictaphone was run¬ 
ning and he was running in 
high, but he, heard the door 
open and he lost no time in 
seeing who it was. 

That’s why he’s boss! 

Information—Minus 
And I went into another 
office and the office was that 
of-a big firm, one of the larg¬ 
est in the United States, and 
there were forty or fifty clerks 
who saw me stand at the desk labeled “Informa¬ 
tion,” but no one came to ask what I wanted, 
but looked up at me with silly grins and at one 
another, deeming it funny to see a cowman 
stand at the desk where no one was. And on 
the top of the desk was a large sign “Informa¬ 
tion,” and it was heavy, and after I waited 
twelve minutes by the clock, I picked up the 
sign and crashed it down on top of the desk. 

And, lo, clerks came running from many 
directions and they asked me, “Did I want 
something?” and I said, “No, I knew they were 
brainless automatons and only waited to see if 
they could move as well as grin.” And the 
boss came out of his den and apologized, saying 
that “Miss Information” was absent today, and 


these clerks had known it and thought it funny 
to see intelligence waiting on ignorance. 

That’s why they are clerks. 

And me, I am a boomer and where I go 
trade follows and my shekels are not many, for, 
lo, these many years ever have I been a pioneer 
and have traveled ahead of the others. Even 
in far Cathay and the Antipodes, and for many 
months have I spread the truth regarding the 
usefulness of the horse and have increased his 
productivity and use. 

And I went into the office 
of a firm which sells hay for 
the horse and the boss was too 
busy to see the man who had 
nothing to sell him, but was 
making trade for him. And I 
came back again and lo, the 
boss was still busy and turned 
me over to his chief scribe, 
who had a head liken unto a 
pea-nut. The interior rattled 
when he talked. And a third 
time I went away and I came 
back and talked with the chief 
scribe and while in converse 
the boss came out of his office 
and as he passed me he ducked 
his head and looked at the 
floor, scuttling back into his 
den even as the noisome taran¬ 
tula. And I went away dis¬ 
gusted and his name shall be 
Anathema evermore. He is as 
the dust before the wind. He 
dieth of the dry rot and shall 
perish from off the face of the 
land. 

And I went and journeyed 
into a far land, yea, even unto Chicago and left 
the west far behind me. And wherever I went 
I found welcome for trade followed in my foot¬ 
steps and I came back toward the sunset by the 
City of Angels and I had forgiven the hay men 
and in my traveling I went into the office of 
another hay man and his name was Nicholls. 

And as I tarried in the outer sanctum there 
came galloping past me a big man and both his 
hands were full of papers and there was a pen 
in his mouth and fire in his eye and he stopped 
and asked me if anyone had attended to my 
wants and I said, “No, I had just come into the 
marble portals and could I see the man Nicholls, 
who is the big noise,” and he said I could and 
would I rest on the chair while he hunted him 



HAMILTON BASSETT 
is a' keen observer and knows bow to apply 
what he observes. The facts related in 
this article actually occurred. Are any of 
your own associates in business like those 
he mentions f 
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up and the big noise came and took me into the 
inner sanctum and brought out my knowledge 
with many questions and besought my company 
to lunch. 

But I could not tarry, for I must even jour¬ 
ney many miles to gaze at a ranch that was to 
the minute up. Even a horseless ranch. And 
behold this man, who was so busy, took me into 
his speed buggy and we went as the wind many 
miles and he talked with me for many hours and 
his talk was all for the good of the business. 
And from me much wisdom did he secure, for 
had I not traveled many weeks in many lands T 

And we came to the horseless ranch, and lo, 
it was horseless no longer, but many and strong 
were the teams that were plowing up the soil on 
the many thousand acres and the owner told us 
that it was true he had made the experiment to 
farm without horses but it was as Hamlet with 
Hamlet left out, and the experiment had been 
costly and prolific of much worry. 

And the hay man carried me back to the 
City of the Angels and urged me to come again 
and dismissed me with many kind expressions, 
and wherefore that man, ever keen to acquire 
wisdom, is from nothing become as the green 
bay tree and in all the coast there is not one 
such as he in his own business. Ever he maketh 
stronger and stronger, and of the City of Angels 
are many such as he. 

And to the city man by the bay will I rec¬ 
ommend the aphorism of Epictetus: ** Many a 
man would have attained wisdom had he not 
thought that he already possessed it.” 


SHARP USE OF A DULL AX 

The next time you have a price reduction 
through your store, you can bring the reduc¬ 
tion to a more forcible attention by the use of 
a humorous stroke of advertising. 

Obtain an old ax—one that is dulled and 
nicked—so that it is easily seen to have had 
much use. Put it in your window with a large 
placard lettered : 

“This ax has seen hard use in cutting prices 
for this sale.” 


Some people have a wrong opinion of them¬ 
selves. They are too humble or too conceited. 
And here is the funny part of it. What you 
think—is what you really are! It's mighty 
important to think straight, and strong, and 
true. None of us want to give out a false im¬ 
pression of ourselves or our ability. Straight¬ 
forward honesty is what counts. 


Your deeds actually tell the world what you 
think of yourself. It’s up to you to give the 
world a first-class estimate of your ideals and 
ambitions. Don’t let people get a wrong im¬ 
pression. You have the matter in your own 
hands. 


YOU DECIDE YOUR OWN HAPPINESS 

There are two classes of people in the world. 
Workers and Shirkers. 

There are those who recognize their respon¬ 
sibilities, take them on like honest folk, and do 
their bit. 

And there are those who slide out of every¬ 
thing they can. 

The shirkers flatter themselves that they are 
having an easy time, because they “let George 
do it.” They are not. They are simply saving 
up contempt and trouble for themselves. 

For every conscientious person who is doing 
the square thing and carrying his share of the 
world’s burden there are probably half a dozen 
who are hanging onto his coat-tails. 

But he has the satisfaction of not being 
ashamed of himself when he looks into the 
glass. Self-respect and the knowledge that you 
are earning your salt is worth more than all 
the prizes of luck and favor. 

The small retailer need not remain small. 
No one can hold him down but himself. If he 
is not growing, there is a reason and it is up to 
him to find out what it is. 


PRACTICAL WINDOW IDEA 
An eastern merchant showed a square yard 
of well-worn linoleum in his window, one-half 
of which had been carefully painted with a 
floor enamel. A sign over this display read: 
“Try this on your old worn floors. You will 
experience satisfaction.” Arranged about the 
exhibit were different sized cans of floor enam¬ 
el, brushes to apply it and cards showing the 
colors that could be furnished. 


FELLOWSHIP 


When a man ain’t got a cent, and he’s feeling 
kind of blue, 

An’ the clouds hang dark and heavy an’ won’t 
let the sunshine through, 

It’s a great thing, 0 my brethren, for a fellow 
just to lay 

His hand upon your shoulder in a friendly sort 
of way! 

It makes a man feel queerish, it makes the tear¬ 
drops start. 

And you sort o’ feel a flutter in the region of 
your heart; 

You can’t look up an’ meet his eyes; you don’t 
know what to say, 

When his hand is on your shoulder in a friendly 
sort of way. 

0, the world is a curious compound, with its 
honey and its gall, 

With its care and bitter crosses, but a good 
world after all, 

An’ a good God must of made it—least-wise, 
that is what I say, 

When a hand is on your shoulder in a friendly 
sort of way.—Riley. 
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Do You Make the Same Error? 


How Duncan McCan Discovered His Mistake in 
Figuring Profits 


W HEN Duncan McCan engaged in business 
in a mid-western town some time ago, he 
made up his mind he would sell his mer¬ 
chandise on a close but safe margin. He had 
seen so many other merchants who never had 
any definite knowledge about their business 
that he was determined to be sure about every¬ 
thing he did. There was to be no haphazard 
guess-work with him. 

Duncan McCan’s ambition was all right, but 
in actual practice he made the same mistake 
that so many others have made before him. But 
to Duncan’s good credit it is well to say that 
before he had been in business long he was able 
to set himself right. He had been in business 
hardly six months when he discovered that he 
was not making the profit he had expected. The 
reason for his profit shortage was revealed to 
him in an unexpected way. 

Figured His Percentages Wrong 
One day he found that certain articles in 
stock were not selling as fast as they should. 
They had cost him $2 each and he had marked 
them up 35 per cent a few months before, 25 
per cent as expense of doing business and 10 
per cent as profit, making the sale price $2.70. 
To move them he decided to sell them at a re¬ 
duced price. So he cut the price 25 per cent 
and offered the salesman a commission of 10 
per cent, making the total cut of 35 per cent, 
just the same as the mark-up. But right here is 
where he made his mistake, and this is how he 
did it: 

The original selling price of these articles, 
as we have shown, had been $2.70. So he marked 
this price down 25 per cent, making the selling 
price $2.02%. Then to this he added the sales¬ 
man’s commission of 10 per cent, which made 
his net receipt from the sale of each article 
exactly $1.82%. 

Actually Lost on Each Sale 
To his surprise Duncan found that he would 
lose 17% cents on each article and he couldn’t 
understand it at first, as he believed that all 
the time he had been working on a 35 per cent 
margin of profit, and had only cut his sale 25 
per cent, plus 10 per cent commission. But had 
he really been working on a 35 per cent margin ? 
He certainly had not if he had figured his mark¬ 
up the right way, and that was the error that 
misled him into marking down those articles 
17% cents below cost when he had intended to 
sell them at exactly cost price. 

What he really did was to mark those arti¬ 
cles up on the cost price and then marked them 
down on the selling price. In other words, he 


used a different base in figuring the mark-down 
than he did in figuring the mark-up. This ac¬ 
counted for his loss of 17% cents on each of these 
articles when he came to force their sale by 
marking them down. He discovered then why 
it was he had not been making the profit he 
had expected on the rest of the stock. 

How He Should Have Figured 

What he should have done in determining 
his original mark-up percentage was this: 

Let 100% equal selling price. 

35% equal expense and profit. 

65% (of selling price) equalB cost. 

Then $2, the cost of one of the articles, 
would be 65% of the selling price. Consequent¬ 
ly, as $2 divided by .65 equals $3.08, this figure 
should have been the first selling price of each 
article. 

Here is the proof: 

Expense .25% of $3.08 equals $ .77 

Profit .10% of $3.08 equals .31 

Cost .65% of $3.08 equals 2.00 

Selling price 100%.. .equals $3.08 

Reducing the problem back we have— 

$3.08 Selling Price. 

.35 Percentage (including 25% cost and 
and 10% profit) 

1540 

924 


1.078 Gross Profits. 

$3.08 Selling Price. 

1.08 Gross Profit. 

$2.00 

This experience was enough to convince 
Duncan McCan that to figure his mark-up at 
25% plus 10%, or $2.70, was really less than 
cost plus expense or $2.77. 

He saw at once why it was that so many 
merchants have failed. 


HOW’S THIS FOR A STORE GREETING? 

“To you who enter this place, we give hearty 
greeting. 

“We would rather see your face coming 
in than your back going out. 

“This is not a refrigerator plant, but a Hu¬ 
man Store, where warmth of cordiality is ex¬ 
tended to all. 

“This is your store, conducted by us. Come 
as often as you wish, stay as long as you can, 
whether it be for a purchase or a look around. ” 


A man with push can get there, but it takes 
the man with character to stay there. 
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EGAL SUGGESTIONS 
U5INE55 MEN 


A MOST IMPORTANT INCOME TAX 
DECISION 

(Copyright by Elton J. Buckley) 

A most important decision has been handed 
down by the United States Court for the Dis¬ 
trict of Connecticut, which probably affects a 
large majority of all the people, particularly 
business men, who pay income taxes. The deci¬ 
sion in a nutshell is that when the owner of 
property which he is not a dealer in, sells it at 
a profit, he need not treat the profit as income. 
The government has always insisted that he 
must. The decision applies both to real and 
personal property. 

The law imposing a tax on incomes provides 
that taxable incomes shall include gains, profits 
and income derived from • • • sales or deal¬ 
ings in property. And the constitutional amend¬ 
ment giving congress the right to levy an in¬ 
come tax provides that the tax shall be laid on 
incomes “from whatever source derived.” 

This language was rather broad, and the 
government has taken the position that if a man 
sold anything he owned, and made a profit on 
it, he must class that profit as income and pay 
a tax on it. That included his house, or his 
store building, or any other real estate, or 
stocks, or bonds, or mortgages, or even his busi¬ 
ness if sold as a whole. It made no difference 
that he was not a dealer in the property sold, 
the government said he had made a profit on 
it, which was part of his income. And on its 
face that looked plausible. 

My own view, however, which I have ex¬ 
pressed whenever I could get anybody to listen 
to me, was that a profit so made was not income 
at all, but simply an accretion or increase of 
capital. When a man owns a store building 
which he rents, the rent is income, of course. 
But when he sells the building for $3000 more 
than it cost him, he has simply increased his 
capital to that extent Up to the case which has 
now been decided, however, nobody seemed to 
care to go to law about it, and the question 
has never before been raised. 

The case which I have referred to was 
brought against the government in Connecticut 
by a man named Brewster, who had sold certain 
bonds which he owned, at a profit of $17,000. 
The government as usual said that he must class 
that $17,000 as income and pay a tax on it And 
he did pay it, but only under protest. Immedi¬ 
ately afterward he sued the government to get 
it back. His contention was the one I have 


outlined, viz.: that he was not a dealer in bonds 
and the mere sale of property which he owned 
privately, at a profit, did not produce any 
“income” at all, but only an increase in capital. 

The court, in one of the best considered opin¬ 
ions I ever read, upheld his contention and or¬ 
dered the government to give him back his 
money. I shall reproduce enough of the deci¬ 
sion to make readers hereof clear on the point, 
for it is highly important: 

It is the contention of the plaintiff that the statute 
is unconstitutional in so far as it taxes as income the 
increased value of investments when realized by sale, 
and that such a tax is a direct tax upon capital or 
property not authorized by the Sixteenth Amendment 
and not a tax upon income. In other words, that such 
gains do not come within the definition of income as 
the word is used in the Sixteenth Amendment. 

On the other hand it is the contention of the govern¬ 
ment that such gains do constitute income properly 
taxable under the Income Tax Law of 1916. 

The question presented is whether the advance in 
the value of the bonds, during the period of four years, 
over their cost, realized by their sale, was subject to 
taxation as gains, profits or income of the plaintiff for 
the year in which the bonds were sold. The answer 
which should be given to this question does not, in 
our judgment, admit of any doubt. The advance in the 
value of property during a series of years can, in no 
just sense, be considered the gains, profits or income 
of any on particular year of the series, although the 
entire amount of the advance be at one time turned 
into money by a sale of the property. The statute 
looks, with some exceptions, for subjects of taxation 
only to annual gains, profits and income. 

The mere fact that property has advanced in value 
between the date of its acquisition and sale does not 
authorize the imposition of the tax on the amount of 
the advance. Mere advances in value in no sense con¬ 
stitutes the gains, profits or income specified by the 
statute. It constitutes and can be treated merely as 
increase of capital. 

The exact question presented in this ease has not 
been before the Supreme Court since its decision in 
Gray vs. Darlington, supra, nor did it arise in Eisner 
vs. Maeomber, supra. Notwithstanding certain passages 
in the opinion of the court in the Maeomber case 
stating that when dividend stock is sold at a profit the 
profit is taxable like other income—which I consider 
in view of all that has been written by the 8upreme 
Court in a long line of income tax aecisions, must 
mean that the profit derived from such transactions, 
if it is income, applies in the case of a trader and not 
in the case of an individual who merely changes his 
investments. 

Therefore, under authority of Gray vs. Darlington, 
which is approved in Lynch vs. Turrish, supra, I feel 
constrained to hold that the appreciation in value of 
the plaintiff’s bonds, even though realized by sale, is 
not income taxable as such, and in reaching this con¬ 
clusion I find support for it in the Maeomber case, 
where Mr. Justice Pitney says: “Enrichment through 
increase in value of capital investment is not income 
in any proper meaning of the term.” 
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Millions of men all over the United States 
have paid income tax on the profit when they 
sold stocks they owned at a profit, or when they 
sold a piece of real estate at a profit, or when 
they sold their entire business at a profit. And 
they were preparing to do it again this year. 
Every one of the taxpayers who has paid tax on 
that principle will be entitled to a refund if this 
decision is upheld. Naturally the government 
will appeal and the case will eventually got to 
the United States Supreme Court. 


CAPITALIZE YOUR TOWN GOSSIP 
Value of a Prospect Book to Fight the Mail Order House 

The Jules Rozier Mercantile Co., of Perry- 
ville, Mo., are strong believers in the possibil¬ 
ities of business resulting from ascertaining the 
future needs of their customers. To do this they 
keep a book of prospects in which they set 
down all the information about people in their 
vicinity they pick up in conversation with other 
customers each day. 

For instance, Mrs. Smith, in making some 
purchases, casually remarks that she heard Mrs. 
Thompson is going to buy a sewing machine 
when Thompson sells his wheat; Mrs. Ray gives 
out the information that Willie Walker and 
Dorothy Grey are going to be married and wilj 
start to buying their household effects next 
week; then Mrs. Jones, “the lady who likes to 
tell,” while buying the proverbial spool of 
thread, imparts the information that Mrs. Mur¬ 
phy is going to buy a new incubator; that the 
Jenkins couple, who were married last year, are 
going to buy a baby buggy for the new addition 
to the family, that Tom Roberts has bought 
three new cows and will have to have a cream 
separator, and last but not least, that Si. Hop¬ 
kins has finally decided to paint his old house, 
which hasn’t been painted “since Lord knows 
when, and certainly needs it.” 

As soon as the customer leaves this informa¬ 
tion is jotted down in the prospect book, and at 
the proper time literature is mailed these pros¬ 
pective customers, and sales effort is directed 
towards selling them the things they need. 

Here is a splendid system with which to 
fight the mail order houses. It possesses an 
alertness in forecasting the needs of customers 
that gives those who employ it a decided ad¬ 
vantage over their competitors. 

No doubt hundreds of other business men 
have sensed the importance of keeping just such 
a record, and doubtless some are doing it, but 
there is a large number of others who can profit 
by the system. It is certainly a live one. 


Do not watch your competitor enviously. 
Give him full credit. If his business is larger 
than yours, then he is worthy of your esteem. 
You can learn from him. 

The fear of ill is always greater than the ill 
we fear. 


FIRE LOSSES MUST BE PROVED 

“How many of you have your last inventory 
in a fire-proof safe?” 

“How many of you have your unpaid bills 
for stock bought since your last inventory in a 
fire-proof safe?” 

“How many of you have your paid bills for 
stock bought since your last inventory in a fire¬ 
proof safe?” 

With this brief catechism, C. E. Davidson 
introduced a brief talk to dealers. 

Proof of ZiOsb Is EasontisI 

“A good many business men have the idea,” 
Mr. Davidson said, “that a five or ten thpusand 
dollar insurance policy on a store means that 
five or ten thousand dollars will be paid in 
event of a fire loss. 

“Now there was never a greater fallacy than 
this idea. 

“An insurance policy guarantees payment 
of actual loss not exceeding the face value of 
the policy. 

“It is the loss you are insured against—and 
the insurance company puts it up to you to 
prove that loss. 

“Essential to proof of any loss that is sus¬ 
tained are: 

11 Your inventory. 

“Your unpaid bills since inventory. 

“Your paid bills since inventory. 

“Record of your sales since inventory. 

“With these in hand, you can settle your 
claim with an insurance adjuster in fifteen min¬ 
utes’ time. Without them, you are unable to 
prove your loss. 

Neglect Is Criminal 

“I say to you, that if you are neglecting the 
proper care of these vitally important records, 
you are guilty of criminal negligence to yourself 
and your family. There is no single feature of 
your business that is of greater importance nor 
that deserves closer personal attention on your 
part.” 

Illustrating the necessity of personal atten¬ 
tion to detail, Mr. Davidson related that, though 
he was well aware of the importance of these 
precautions, he recently found that the paid 
invoices in his own store were, “for conveni¬ 
ence of reference,” being kept in a paper 
backed file, outside the safe. In correcting 
this, the suggestion that other dealers have 
probably overlooked this precaution occurred to 
him. 


KEEP ON KEEPIN’ ON 


If the day looks kinder gloomy, 
And your chances kinder slim, 
If the situation’s puzzlin’ 

And the prospect’s awful grim, 
And perplexities keep passin’ 

Till all hope is nearly gone, 

Just bristle up and grit your teeth, 
And keep on keepin’ on. 
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COLONEL CAPPER COMSTOCK! 

While “Colonel Capper" Comstock of Kan¬ 
sas City did not thus decorate himself before 
this photo was taken, yet in the process of de¬ 
velopment for our use it “materialized'' as it 
now appears. 

This can perhaps be explained by the process 
of thought transference for so enthusiastic a 
Capper is he that he cannot long separate him¬ 
self from his “bottles." 

Colonel Comstock is not only a “Capper." 
He is likewise a “Poacher," for be it understood 
that the Comstock-Bolton Co. of Kansas City, 
of which he is a worthy half, are makers of a 
bottle capping machine as well as a patent egg 
poaching device. 

Seriously speaking, he boasts as his initials 
“H. P.," standing we presume for “horse 
power"—not a mere one horse, for one cannot 
know him long without being impressed by his 
optimism and enthusiasm such as can only be 
generated by a 100 horse power dynamo. His 
fine American home-loving parents bestowed 
upon him the name of “Howard Payne," after 
John Howard Payne, the author of “Home, 
Sweet Home." 

His name might also account for the fact 
that in helping to make a harmonious, happy 
home, the Comstock bottle capper and egg 
poacher are essential. At least that is the testi¬ 
mony of every housewife who uses them. 

Mr. Comstock recently visited their jobbing 
and sales connections throughout the West, 
spreading the fame of their products. He began 
his business career as a clerk in a retail store 
in Indiana, worked his way through college, 
incidentally selling aluminum ware during his 
vacation. His ability as a salesman was recog¬ 


nized to such an extent that he was made west¬ 
ern sales manager for a large aluminum ware 
manufacturer. 

He recognized the opportunity for labor- 
saving devices in the home. The Comstock-Bol¬ 
ton Company was formed, of which he is the 
active head and manager. Their policy is to 
thoroughly try out every article before placing 
it on the market. Their products include the 
bottle capping machine illustrated elsewhere in 
our pages, which is something entirely different 
from any other bottle capper, and possesses 
merits not found in any other. It needs only to 
be demonstrated to make sales and their repre¬ 
sentatives and jobbers are most enthusiastic. 

The field for bottle cappers is unlimited. 
They are needed by every housewife for home 
canning and preserving. Other fields where it 
is most popular and used most successfully are 
druggists, who put up various preparations, and 
even church officials, who “bottle their own," 
of course, for sacramental purposes. 

Another of their popular sellers is the Mc¬ 
Guire Egg Poacher, which finds a large sale in 
homes and hotels. As an evidence of its use and 
popularity, a merchant in Hutchinson, Kansas, 
recently sold 400 from a single demonstration. 
Their products are distributed by jobbing trade 
throughout the West, and many live merchants 
are finding in them an opportunity to attract 
more of the trade of the women to their stores. 

THIS METHOD INCREASED BUSINESS 

To bring people into the store a Buffalo 
merchant draws from the bank every Saturday 
twenty-five new one dollar bills, and keeps a 
record of their numbers. On Saturday night 
these bills are given out in change in the regular 
course of business. A week from the following 
Monday he advertises: “Have you one of these 
dollar bills? These twenty-five one dollar bills 
are in circulation around the city. If you have 
one of them bring it to our store next Saturday 
and receive $1.50 for it." Then follows a list 
of the numbers of the bills. 

Because of the universal desire to get some¬ 
thing for nothing, this inexpensive stunt will 
be repaid a thousand times in the shape of word 
and mouth advertising because many a dollar 
bill will be examined in the course of the week 
to ascertain whether it bears one of the winning 
numbers, and the name of the store will natural¬ 
ly be repeated. _ 

SELLING IS LIKE PRAYING 

There are two ways of selling goods, just as 
there are two ways of praying. The difference 
between the methods is well explained in old 
Aunt Mandy's experience: 

“W'enebber I pray de lo'd to sen’ one o' 
Massa Peyton's fat chickens fo' de ol' man, 
dere is no notice took ob de partition; but w'en 
I pray dat he sen' de ol' man fo' de chickens, 
de t'ing is 'tended to befo' sunup nex' mo'nin’ 
dead sartin.” 
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WHAT TO SUE FOR WHEN A BUYER 
REFUSES TO TAKE HIS GOODS 

(Copyright by Elton J. Buckley) 

This inquiry, which comes to me from a 
wholesaler in Cincinnati, Ohio, ought to be both 
timely and interesting to wholesalers and re¬ 
tailers in about all fields: 

Cincinnati, Ohio. 

We have had a number of cancellations like every¬ 
body else, and are thinking of suing a number of our 
customers to make them take their contracts. Unlike 
most lines, our cancellations have not come because 
prices have declined, as we have a controlled trade- 
marked line which has not changed. Our merchandise 
have come because our buyers did not have the money 
to take in the goods, and because the orders are for 
three or four months ahead, and they believe that our 
principals will reduce prices before they can sell out. 
I have studied commercial law and one thing is not 
clear. What is a buyer who throws down his contract 
responsible for—can we sue him for the full price of 
the goods, as if we had delivered the goods to him, or 
are we compelled to sue him for the difference between 
the price in the order, and the price that the market has 
declined tof You can see that if we cannot sue for the 
full price, but only for the difference in prices, and 
there has not been any difference in prices, we cannot 
get much and it would not pay us to sue. I know you 
are in touch with these questions and will answer. 

P. L. ARMSTRONG & BRO. 

These cases where buyers refuse to take 
goods which they have bought divide them¬ 
selves into two classes. 

1. Where title to the goods, though not the 
possession, has in some way passed to the buyer. 
In these cases you can sue for the full purchase 
price, because the goods in a legal sense have 
been delivered and the buyer must pay for them. 

2. Where title has not passed to the buyer. 
In these cases, if the buyer serves notice on you 
that he wants to cancel, you can only sue for 
your damages. Usually that is the difference 
between the order price and the price to which 
the market has dropped. If there has been no 
drop, there is practically no damage. You still 
have an action for breach of contract, but can 
collect only nominal damages. It doesn’t pay 
to sue in such cases. 

Consider under the first class of cases how 
title can pass to the buyer. Title often passes 
without possession passing. For instance, in 
sales made in Chicago, f. o. b. California. Under 
the law delivery of those goods to the railroad 
in California is delivery to the buyer. He 
hasn’t possession of them and he may not get 


possession until he pays for them, nevertheless 
title has passed and if he fails to take the goods 
you can sue him for the full purchase price. 

The terms of the contract determine where 
title passes, and each case has to stand on its 
own contract. Where a sale is made f. o. b. at 
a point, unless a contrary intention appears, 
“the property in the goods (in other words the 
title) will pass as between the parties, although 
the goods remain in the custody of the seller 
as bailee of the buyer and notwithstanding the 
seller has a right to retain possession until the 
price is paid.” 

Anybody who has the uniform sales act in 
his state has no particular trouble with these 
questions, if the contract is to be performed in 
the state wherein it is made. The uniform sales 
act, as some readers hereof know, is a model 
code of law to be applied to the sale of goods. 
It has been adopted by most of the states, but 
a few, notably California, where an enormous 
number of contracts for the sale of goods are 
made, are still without it. The sales act con¬ 
tains the following sections, which make it 
possible in most cases to sue a defaulting buyer 
for the full purchase price on the theory that 
title has passed: 

Second—Where goods are shipped and by the bill 
of lading the goods are delivered to the seller or his 
agent, or to the order of the seller or his agent, the 
seller thereby reserves the property in the goods. But 
if except for the form of the bill of lading, the prtoperty 
would have passed to the buyer on shipment of the 
goods, the seller’s property in the goods so shipped and 
deliverable shall be deemed to be only for the purpose 
of securing performance by the buyer of his obligations 
under the contract. 

• • « 

Where in pursuance of a contract to sell the seller 
delivers the goods to the buyer, or to a carrier or other 
bailee (whether named by the buyer or not) for the 
purpose of transmission to or holding for the buyer, he 
is presumed to have unconditionally appropriated the 
goods to the contract, except in the cases provided for 
in the next rule, and in Section 20. This presumption 
is applicable, although by the terms of the contract the 
buyer is to pay the price before receiving delivery of 
the goods, and the goods are marked with the words 
“collect on delivery” or their equivalents. 

Under these sections you could sue for full 
purchase price on almost all sales made f. o. b. 
shipping points. But you can’t always use the 
uniform sales act. Take a contract made by a 
Philadelphia buyer for California goods. The 
contract is really made in California, because 
the seller signs it there. Pennsylvania has the 
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uniform sales act, California has not, therefore 
you have to rest on the general or common law 
as it is administered in California. The case is 
the same as between many other states. Where 
this is the case, the general observations I have 
made above will be found correct. 

In the case submitted to me from Cincin¬ 
nati, if nothing has been done about shipping 
or delivering, the seller can merely sue for 
damages, in other words, the difference between 
order price and market price on the day the 
buyer cancelled. As the correspondent himself 
points out, this in his case is an empty remedy. 

YOU MUST MAKE AN INVENTORY 

(Copyright by Elton J. Buckley) 

A merchant from New York writes to me to 
know how he shall make up his income tax 
report without an inventory. He says it is not 
customary for him, or for other people in his 
line, to make up inventories every year. He 
wants to get the benefit in his report of the 
declines in value, but doesn’t know how he can 
do it unless the government will permit him to 
estimate the declines and strike an average. 

I have told him that the government expects 
every merchant or manufacturer to make regu¬ 
lar inventories, at least once every year—for the 
purpose of the income tax report if not for any 
other—and that assuredly he will not be excused 
from doing it, except on the plea of illness, when 
an extension will be given him. Nor will he be 
allowed to 4 ‘estimate” the effect of the price 
declines upon the value of his stock. 

If there is one thing the government is insist¬ 
ent about, it is that anybody using stocks ot 
merchandise, from which sales or manufactures 
are made, and which are replaced and added to 
from time to time, shall make an inventory at 
least once a year. As a matter of fact, it is not 
possible to prepare an income tax report that 
will hold water without one. 

The following is from the income tax act: 

Sec. 203. That whenever in the opinion of the com¬ 
missioner the use of inventories is necessary in order 
clearly to determine the income of any taxpayer, inven¬ 
tories shall be taken by such taxpayer upon such basis 
as the commissioner, with the approval of the secretary, 
may prescribe as conforming as nearly aB may be to the 
best accounting practice in the trade or business and 
as most clearly reflecting the income. 

And the commissioner, believing inventories 
to be necessary, prescribed the following regu¬ 
lation : 

Art. 1581.—Need of Inventories.—In order to reflect 
the net income correctly, inventories at the beginning 
and ending of each year are necessary in every case in 
which the production, purchase or sale of merchandise 
is an income-producing factor. The inventory should 
include raw materials and supplies on hand that have 
been acquired for sale, consumption or use in productive 
processes, together with all finished or partly finished 
goods. Title to the merchandise included in the inven¬ 
tory should be vested in the taxpayer and goods merely 
ordered for future delivery and for which no transfer 
of title has been effected, should be excluded. The 
inventory should include merchandise sold but not 


shipped to the customer at the date of the inventory, 
together with any merchandise out upon consignment, 
but if such goods have been included in the sales of the 
taxable year they should not be taken in the inventory. 
It should also include merchandise purchased although 
not actually received, to which title has passed to the 
purchaser. In this regard care should be exercised to 
take into the accounts all invoices or other charges in 
respect of merchandise properly included in the inven¬ 
tory, but which is in transit or for other reasons has 
not been reduced to physical possession. 

There have also been some other regulations 
regarding the taking of inventories. For exam¬ 
ple, that which allows a merchant to inventory 
at cost or market, whichever is lower. Then 
there is regulation No. 33, Par. 354, which says 
that gross income shall consist of the total 
sales plus the inventory at the end of the year 
less the sum of cost of goods purchased during 
the year and the inventory at the beginning of 
the year. 

There are undoubtedly cases where business 
men have made merely a stab at an inventory 
and have framed their income tax reports ac¬ 
cordingly. And they feel that they have gotten 
away with it since they have not heard from the 
government up to this time about it. Let them 
not take too much comfort from that, however, 
for the government is still fiddling with the re¬ 
ports for 1917. 


ARE YOU GOOD AT EXCUSES? 

“The man who is good at excuses isn’t good 
at anything else,” so ran the little old saying 
that even grandfather can recall. 

Now Roger Babson says: 

“Whether rich or poor, employer or em¬ 
ploye, we seldom are honest in our excuses. We 
are continually putting the blame where it does 
not belong. In nine cases out of ten, our trou¬ 
bles are due to our own faults. We should stop 
looking for other people or things to blame. It 
is mostly our own fault that we are not making 
more.” 


When a good deed has been done, don’t 
stop to brag about it. Start right in to do 
another and your day will be a happy one. 


One lawyer in a town would starve, but with 
two lawyers, there is enough business for both. 


FROM COVER TO COVER 

If the retail merchant would cut out two thirds 
of the trash that comes to his store and read such 
trade papers as the Hardware World and other 
similar publications, it would be far better for him. 
There is no doubt about this. 

I am in this class and know whereof I speak. 
The monthly publications cover our business suffi¬ 
ciently. The weekly only reiterates what has been 
read the previous week. 

Although I take other trade papers, I want to 
tell you that the Hardware World is the publica¬ 
tion I go through from cover to cover. 

M. J. MANNING- & SONS. 
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Hardware ConventionfThrough 
Feminine Eyes 

Sometimes it is of distinct advantage to get a glance at ourselves from a point of perspective, or 
through the eyes of someone who is not so close to the trade. Here are some interesting impressions of 
the recent northwestern conventions as they occurred to one of our good friends among the feminine 
delegation present. 


Dear Friend: 

No doubt you will be surprised to hear that 
Tin visiting the Northwest, and even more so 
to find that I’ve actu¬ 
ally attended a real 
live hardware conven¬ 
tion, even to the dis¬ 
tinction of being the 
only lady present on 
several occasions. 

You remember how 
we have often won¬ 
dered what these con¬ 
ventions were like, 
what they discussed, 
etc., etc. Well, I was 
sorry you were not 
with me, for it was 
most interesting, and 
I’m afraid this at¬ 
tempt to give you my 
impressions will not 
do the actual conven¬ 
tion justice. 

As I meekly waited 
in the lobby of the 
building in which the 
convention was held, I 
thought I had never 
seen so many men and 
such big men, all busi¬ 
ly going somewhere. 

When we entered the 
convention hall, I rec¬ 
ognized many of them 
as having attracted 
my attention in the 
lobby below. 

The room was well 
filled—with men and 
smoke — and through 
the haze I tried to get 
a definite idea of just 
how many were pres¬ 
ent. That morning I 
judged there were 250, 
and at least 500 cigars 
blazed full blast. I 
understand that the 
jobbers were responsi¬ 
ble for most of these cigars, but they must have 
been overlooking quality to buy quantity. They 
say that where there’s smoke there must be fire. 
If this were literally true, the convention would 
have been consumed that first morning. 


It certainly was a mighty fine aggregation 
of good-looking, business-like, good-natured, 
mutually helpful men, even if bald heads did 

prevail. And of course 
we mustn’t overlook 
the one woman. 

I found that the 
very good - looking, 
earnest, non-smoking 
man standing up in 
front with beautiful 
dark hair and glasses 
(both eye and water), 
was Mr. Fred Ernst, 
head of one of the 
largest hardware 
stores in Seattle and 
also president of the 
association. He had 
such a keen way of 
drawing the men out 
and leading the vari¬ 
ous discussions that at 
times he seemed to 
make the members feel 
obliged to talk. 

This first morning, 
for instance, they dis¬ 
cussed the matter of 
toys in the hardware 
business, whether they 
should be a year-round 
proposition or only a 
holiday department. 
This whole subject was 
very absorbing to me, 
and I know that if I 
was a hardware dealer 
I’d only handle a few 
hammers and some 
nails and devote the 
rest of my store to 
toys. 

Profits From Child’s 
Play 

Some of the dealers 
had only handled toys 
for a year or two and 
were not entirely en¬ 
thusiastic as to the re¬ 
sults. One man had a big stock left over 
after Christmas. However, it was brought out 
that no matter what the actual profit on toys, 
new customers were brought to the store, par¬ 
ticularly women and children. 
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One delegate told 
the convention he 
had found it neces¬ 
sary to instruct his 
clerks, especially 
in the successful 
selling of toys. One 
must attract and in¬ 
terest the children 
and their mothers. 
Other merchants 
had found women 
clerks successful in 
the toy department 
especially at Christ¬ 
mas time. 

It happens that 
Mr. Chas. Robert¬ 
son of Bremerton has been one of the most suc¬ 
cessful members handling toys, and he told the 
convention how he sold $1000 worth of dolls 
last Christmas, and how his toy business in the 
off season amounts to an average of $100 a 
month. 

We were glad it came our way to visit Mr. 
Robertson’s store at Bremerton. We noticed 
that one side of his large store was devoted to 
toys and household goods. They were attract¬ 
ively displayed on tables and shelves. The 
clerks work from behind the hardware counter 
on the other side of the store and allow the 
customers to choose for themselves and look 
over the toys. Of course the entire sales force 
is keeping a weather eye ill that direction, and 
is ready to wait on customers and finish sales 
if the customer’s interest has been aroused. 

But getting back to the convention. The 
consensus of opinion in regard to toys seemed 
to be that no merchant could lose in handling 
toys if he put his heart in them, together with 
a complete stock. Especially the steel and me¬ 
chanical toys are successful, for the merchant 
already has half a toy stock in his sporting and 
wheel goods departments. To make toys pay 
they must be given a fair chance with an ade¬ 
quate investment in stock and enthusiasm. Good 
advertising in the holiday season and the sym¬ 
pathy of the proprietor and his force will put 
toys over. 

Well. I certainly didn’t intend to enlarge on 
the toy subject to this extent, and I must at 
least assure you that the convention considered 
other matters of interest. 

Down on Bill to Arm Thugs 

There was quite a lively talk on the pending 
firearms bill, brought to the attention of the 
convention by Mr. Welborn, the energetic presi¬ 
dent of the Whiton Hardware Co. This bill 
proposes to make it so hard to buy arms and 
ammunition and so complicated to sell them 
that none but pawn shops will handle them, and 
none but the thuggiest thugs and desperadoes 
will wear themselves out getting the same. 



Needless to say the 
convention adopted 
resolutions opposing 
the bill. 

Another subject 
very interesting to me 
was the discussion of 
show window displays 
and how often they 
should b e changed; 
likewise counter,show¬ 
case and wall-board 
displays inside the 
store. Several speakers 
seemed to agree on a 
change every two 
weeks, but Mr. Jame¬ 
son, president of the 
Oregon Association said he knew for a dead 
certainty that there were some present who 
believed in changing at least once a year and 
he would like to hear from them. There was 
not a stir, so Mr. Jameson concluded the dis¬ 
cussion by opining that once a w r eek was none 
too often. 

Personally, I agree with the gentleman who 
told about changing his windows often. He 
showed how the power of suggestion was re¬ 
sponsible for a most decided increase in the 
sale of certain articles which had lain dormant 
on the shelves for a long time. When they 
were put on display in the windows they began 
to be sold almost immediately. Variety is the 
spice of life, and I don’t see why the rule 
shouldn’t apply to hardware windows as well 
as to the shops where the latest in up-to-date 
modes are to be seen. 



Sharp Aspect of a Dull Point 

Then one afternoon they discussed their 
insurance, which is really the backbone of the 
associations, I understand. But I’m afraid I’m 
a little hazy oh the subject. The room was very 
warm and smoky and it was just after lunch, 
and although I gathered that they have $5,000,- 
000 insurance in force, I had to force myself to 
gather it 

Instead, my eye traveled about the room and 
I grew curious as to who several especially dis¬ 
tinguished looking gentlemen might be. I 
learned that many of them represented big 
hardware concerns in the city and throughout 
the territory. There were besides several uni¬ 
versity men who gave splendid talks on theo¬ 
retical economies and high ideals in business. 
By the time I had attended several meetings I 
found there were a great many interesting, nat¬ 
ural and easy-speaking men present. 

Nicest Pink Man Tou Ever Saw 


For instance, Dr. Hindley of Spokane, the 
nicest pink man you ever saw, with a beautiful¬ 
ly modulated voice, spoke at several meetings, 
and I for one was always delighted when he 
rose to his feet. 
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Then there was Mr. Sheets from Indiana, represent¬ 
ing the national association as its secretary. He was 
enjoying his first visit to the Northwest, though he 
didn’t look overflowing with joy at times. He is a very 
meticulous-appearing gentleman who was most faithful 
in attendance and did much to encourage discussion 
among the visiting dealers. 

The sales manager of the Seattle Hardware Co., Mr. 
Bilger, spoke so pleasantly and assured everyone he 
was always at the services of the convention. 

A Pew of the Bean Brmnmels 

Only space prevents more than mention of such 
interesting men as: John Smith, kindly leader at Walla 
Walla; S. Cavanaugh, twinkling-eyed vice president 
elect from Auburn; tall, methodical Z. Y. Coleman of 
Toppenish; impulsive Jack Nehrbas of West Seattle, 
the association’s chief fire-fighter; helpful R. S. Erb 
of Lewiston, Idaho; A. Z. Wells, the doughty apple 
king of Wenatchee, A. L. Callow and Geo. W. Schmidt, 
the faithful pair from Elma—and so many more. Rep¬ 
resenting out-of-town jobbers, always the good friends 
of the association, were Roy Gill, I. S. Jensen and Si 
Corbett of Spokane, and A. E. Darling of the Yakima 
Hardware Co. 

I enjoyed meeting the secretary of the association, 
Colonel Lucas. He was more or less quiet when it 
came to discussions, but you could easily see that the 
whole detailed plan of the convention and the arrange¬ 
ment of the program was due to his strenuous efforts 
beforehand. He deserves a great deal of credit for his 
share in making it all run off so smoothly and success¬ 
fully. 

One of the king pins of both conventions was good 
John Riaymer of Reardon, Washington, a fine gentleman 
who moves and talks slowly. Yet he rarely spoke with¬ 
out a touch of droll humor, and you could Bee that what 
he had to say carried weight with it. I’m sure he 
enjoys a prestige all his own at the conventions. 

The president of the Oregon convention was Mr. 
Jameson of McMinnville. He is a gentleman of dis¬ 
tinguished appearance and quite an orator. My, such 
dressy metaphors wafted through the room when he 
talked! Inwardly he must enjoy holding the attention 
and confidence of the association members so complete¬ 
ly. Just to prove their feeling, they rewarded him 
with the ”ermine of office” for a third term. 

The meetings were never too deadly business-like, 
but interspersed with good wholesome levity. In fact, 
one of the most notable points was the fine fellowship 
existing and the many advantages and opportunties in 
belonging to these hardware and implement associa¬ 
tions. 

And How They Did Dine! 

Before I end this already too long discourse, I must 
mention the big banquets tendered to the delegates by 
the jobbers. Of course I can speak more warmly of 
the Seattle banquet, for I was there. It seems that the 
committee at Portland arranged a program so choice 
that they only chose the men to attend. The Seattle 
banquet was a huge affair in the Masonic Temple and 
the menu was as long as your arm, including the best 
celery I ever tasted. The entertainment was excellently 
selected and as fine as could be heard anywhere. The 
mayor of Seattle was there and about four hundred 
others. The speeches were all good and short, and the 
whole evening was great fun. 

In fact, I have every enthusiasm for these conven¬ 
tions and in meeting so many pleasant people. From 
now on I shall be right on hand to attend them as often 
as an opportunity is provided. 

Yours very sincerely, 

MARY ANN HARDWARE. 


The Builders Hardware & Supply Co.. 353 Ankeny 
Street, Portland, are adding to their stock of builders’ 
hardware and supplies of all kinds. E. S. Minchen is 
president; O. A. Spliid. vice president, and V. C. Crum, 
secretary. They anticipate considerable building in 
Portland this season. 



SOL FRIEDENTHAL RESIGNS 

While presiding at the Seattle convention 
banquet, Sol Friedenthal, vice president and 
treasurer of the Schwabacher Hardware Co., 
announced his resignation, to retire from the 
hardware business after forty years of active 
service. 

Born in Louisiana in 1861, he did not wait 
for his tenth birthday before starting to work. 
When he was 14 he moved to the West and for 
two years was a newsboy and a messenger in 
San Francisco. In 1880 he joined M. Seller & 
Co., at Portland, and in 1895 he became secre¬ 
tary of the Seattle branch. 

In 1907 he identified himself with the 
Schwabacher Hardware Company. He has been 
an important member of the hardware trade in 
Seattle for the last twenty-five years and one of 
its leading executives. 

Although Mr. Friedenthal will spend his 
days in rest and with outside financial interests, 
his name and his work in the hardware business 
of the Pacific Northwest will not soon be for¬ 
gotten. 


STICK TO IT 

Plan for more than you can do, 
Then do it. 

Bite off more than you can chew, 
Then chew it. 

Hitch your wagon to a star, 

Keep your seat, and there you are. 


“STILL, STILL WITH THEE” 

The sick man had just come oat of a long 
delirium. “Where am I?” he said feebly, as 
he felt the loving hands making him comforta¬ 
ble. “Where am I? In heaven?” 

“No, dear,” cooed his loving wife, “I am 
still with you.” 
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World Wobbles in Wind of Words 


Welborn’s Prophesy of Two Tears Ago Ful¬ 
filled; General Declines Have Not Come— 
Situation Demands Counsel and Confidence 


(Address of John F. Welbora, President Whlton Hardware Oo.) 


A T the annual convention of the Northwest 
Hardware & Implement Dealers Associa¬ 
tion, January. 1919, there was a question 
raised as to the future price level. Fortunately 
the membership refused to be stampeded and 
left that convention feeling there was some ques¬ 
tion as to the advisability of following the ad- 
viee of those who were so extremely pessimistic. 

Last year the demand for goods was so pro¬ 
nounced that this matter did not come up for 
attention, but some of the wiser ones of the 
fraternity did have an eagle eye cast to leeward 
covering the situation, with the result that the 
very men who previously were “gloom spread¬ 
ers,” possibly were assisted in avoiding a catas¬ 
trophe concerning their general policy, by har¬ 
monizing their interests with those who were 
in a position to give advice and who have taken 
that advice and applied it to their business. 

For the past five months we have had at 
work again some of the most artistic gloom 
spreaders in the history of the world. The 
whole nation has been engaged in the art of 
talking—the world wobbles in a wind of words 
—and what we need is organization for the 
conservation of talk, in order that we may apply 
the energy which apparently so many are anx¬ 
ious to apply to the destruction of their business 
—to concerted effort of rehabilitating business 
to conform with the new conditions. 

This time could well be spent by the average 
merchant in cleaning his shelves of unprofitable 
merchandise—and giving some thought to the 
length of time required to transport merchan¬ 
dise from the eastern market in quantities and 
put it onto his shelves; also to the present high 
interest rate he is obliged to pay in order to 
purchase merchandise in the East. 

If the merchant would give more thought 
and attention to collecting bad accounts which 
are on his books, and if everyone would spend 
his time attending strictly to his own business, 
feeling if commodities are too high they will 
come down, if they are not too high they will 
stay where they are, and that come what may, 
the individual and the business man must abide 
by the consequences which are set for the gen¬ 
eral average of business. 

If the merchant would quit talking about 
calamities which are liable to befall him, and 
take heed of the daily happenings which are 
about him, applying judgment to his business, 
he would remove his institution from the gloom 
with which he, himself, has enshrouded it, and 


would ultimately bask in the sunshine of his 
own endeavors. 

Declines Have Affected Small Lines 


Let us analyze and classify the declines 
which have occurred: 

Sash cord, carpenter aprons, hose, rope, 
wooden ware, brooms, step ladders, wringers 
and all items governed by the cotton and lutnber 
market has declined, but they comprise a very 
small portion of your total investment. 

On the other hand, small tools such as drills, 
reamers, braces, chisels and the staple commodi¬ 
ties, such as files, axes, hatchets, wrenches, gar¬ 
den tools, lawn mowers, builders’ hardware, 
barn door hangers, guns, ammunition, which 
comprise the large volume of your investment, 
have not declined one cent. 

Copper and brass have declined and as you 
know are at a very low point. Any commodities 
made of copper or brass, bought upon the basis 
of the present market, are a good buy. 

Commodities such as nails, wire products, 
pipe, chain and bar iron have not declined upon 
the Pittsburgh market, and the only decline 
which has affected these commodities is the re¬ 
cession of price of the independent mills to the 
price as promulgated by the Steel Corporation, 
coupled with the new water rate, which is less 
than the rail rate. These are adjustments 
which are bound to come with the return of 
business to normal conditions. 

On the other hand, we find that paint, owing 
to the decline in linseed oil, has been reduced 
15 per cent on an average covering the entire 
line. Oil itself has been reduced 50 per cent. 

We find that cutlery manufacturers have 
accepted orders in some cases covering the year 
1921 with the understanding that the jobber is 
to pay the price he paid during 1920, or 5 per 
cent higher if the manufacturer chooses to as¬ 
sess it against him. 

Lanterns have advanced 10 per cent. 

In the final analysis we must admit to our¬ 
selves that we have done a tremendous amount 
of talking and that very little has occurred. 

Administration’s Short-sightedness Upsets Market 


We must recognize also that during the war 
period the farmer was the only man who was 
guaranteed a certain price for all he could 
produce of his commodities, and the prices of 
farm products have been reduced on account of 
the laws of supply and demand, and on account 
of the inefficiency of the government in allow¬ 
ing the entire Canadian wheat crop to be 
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dumped in this country before our own crop was 
sold—that our condition as regards wheat and 
other farm products is partly the result of a 
free trade policy instead of one of protection. 

On the other hand, from 1907 to 1911 the 
average weekly wage of men in factories in the 
East was $9.00 per week. This advanced in 
1914 to $12.00 per week and during the early 
months of 1919 had advanced to a weekly aver¬ 
age of $35.75. 

Labor Cost is 80 Per Cent of Value 

Taking into consideration that 80 per cent 
of the cost of all manufactured products is 
labor, you can readily see that even though 
labor is reduced on an average of 22% per cent, 
which is the readjustment being made in the 
wage scale in the East—that the new base price 
of labor will be about $28.00 per week, or more 
than three times the wage scale of 1911. There¬ 
fore the price of merchandise cannot recede to 
the pre-war level unless wages decline also to 
that level. 

There is one outstanding characteristic of 
the present situation which is being overlooked 
by men in every capacity: If the price does 
recede beyond the level which made it, it does 
not mean a lower wage scale so much as unem¬ 
ployment; and any precipitous action on the 
part of manufacturers to lower the price of com¬ 
modities out of proportion to the reduction in 
wages, can but result in unemployment and still 
further distress. When everybody gets over 
thinking that he can enjoy low prices at the 
expense of others and high wages for himself, 
the situation will begin to improve. 

Under the Clear Sky of Confidence 

We feel quite sure that any jobber who ex¬ 
pects to make a success of his business must 
continue to buy merchandise. Our advice to 
dealers would be to take a careful inventory of 
your merchandise, a careful inventory of your 
notes receivable, and lastly and most important 
of all, take an inventory of yourself, of your 
state of mind, and get yourself in a happy mood. 

Feel as I feel—that we will bring our busi¬ 
ness out from under the period of pyramiding 
inflation, through the period of disallusionment 
and deflation, into the clear sky of sanity; and 
speaking to you and of you, we feel that your 
interests and ours are now interlinked more 
closely than ever. You must understand, we 
must understand, and we must bring those who 
are within our organizations to understand that 
they must produce more—we must have better 
service and more constructive ability. 

Do you not think that it would be better if 
we entered into close communion with ourselves 
and when we desire an analysis of our own con¬ 
dition, that we go to some friend in the business 
who is known to be stalwart in the faith and 
who has weathered the storms of adversity with 
us, and make him our friend and our guide to 
success ? 


YOU CAN’T LOSE SELLING PAINT 

There always is one solid and satisfying fact 
about the paint and varnish business: It’s like 
the famous coon trap that “catches ’em coming 
or going”—for if general conditions encourage 
building and improvement activities, paint and 
varnish are demanded in big volume, while if 
price, or labor, or any other conditions prevent 
building, paint and varnish are in sharp de¬ 
mand for the existing buildings, to make them 
do and new until the building program is re¬ 
sumed. 

Anybody who will look about in his own 
town and vicinity will now r see more places that 
need paint than he ever saw before. 

That is the common report of dealers and 
painters and travelers everywhere. 

Even the magazine writers mention this ne¬ 
glected painting as a visible, ugly part of the 
waste of the war and its aftermath. 

Therefore, there will be plenty of painting 
in every town this spring, for this reason alone 
—if the dealers will promptly stock and push 
the goods. And, if there also is the general re¬ 
sumption of building that is being predicted. 
1921 should be the biggest paint and varnish 
year ever known. 

HOW SHELLAC IS MADE 

Shellac is the product of a tiny insect which 
infests certain trees in the East Indies. The 
term lac is the same as the Hindu numeral lac 
—a hundred thousand—and indicates the count¬ 
less myriads of insects which make their appear¬ 
ance each spring on the young, tender shoots of 
the infested trees. These feed upon the sap in 
the bark, and after passing it through their 
bodies exude it in the form of a crimson-colored 
resin, which in course of time hardens into a 
tiny semi-transparent cocoon or shell. 

It is these cocoons which, after being melted 
in boiling water and poured out on a cold sur¬ 
face, constitute the shellac of commerce. 

Shellac has many uses. Sealing wax is 
practically all shellac. It is the principal in¬ 
gredient in most varnishes. Hat manufacturers 
cannot make hats without it, a shellac solution 
being essential for the stiffening process. Pho¬ 
tographers find it absolutely necessary in their 
business, a similar solution entering into the 
composition of all films, while it is, of course, 
the main essential in all kinds of lacquer work. 
In fact, there is hardly any substance that is so 
generally used in so many widely different 
tiades and manufactures. 

Nor has any real substitute for it ever been 
found. Yet but for the fact of a tiny insect 
desiring to keep itself warm and comfortable 
the world would have none of it. 

George O. Keck has entered into partnership with 
his father, A. G. Keck, at Elisnore, Cal., having pur 
chased half interest in thehiisyiesH. 
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60% to 80% PROFIT 

ON YOUR INVESTMENT 


ABSORENE IS A PERFECT, EASY 
WORKING, NON-STICKY 
WALL PAPER CLEANER 



THIRTY YEARS experience in manufacturing and perfecting Absorene has produced 
1 the most efficient Wall Paper Cleaner in the world, selling into millions of cans per year 


We have always aimed to eduCkte the public to the use of 
better wall paper—higher priced decorations—which they can 
preserve for a number of years through our process of cleaning. 


IT’S HIGH TIME 
yon got In line with ns if you axe 
one of the few who are not selling 


\ “ISN’T IT A GRAND AND GLORIOUS FEELIN’?” 

! (With apology to Harry Lauder) 

t To know, when you see them coming down the street—walking 
£ into your store—in Springtime—that, you’re on the RIGHT 
CLEANER—that sells—that satisfies. 




f 

| 

I- 


Absorene Cleans Easy! 

Advertised throughout the entire 
Spring Season in all the leading Daily 
Newspapers of the Central and Western 
States. 

The Leading JOBBERS in every 
City of the CENTRAL and WESTERN 
STATES, All Sell ABSORENE—All 
others should write us for our liberal 
Jobber’s proposition, backed up with 
local advertising. 

THE ABSORENE MFG. CO. 

ABSORENE BUILDING 

1609 to 1617 North 14th Street, St Louis, U. S. A 


WINDOW TBIMS, 
Counter Display 
Signs,, Fiber Signs 
(12x42 in.). Folders 
and Dealer* a Helps 
of various kinds will 
be supplied to all 
upon request 

THE PACKAGE 
Absorene Is put up In 
14 - ounce Cans, 
Packed 3 Dozen Cans 
to Fiber Case. Also 
Packed In 20-os. Cans 
and 10-lb. Palls. 
Lithographed Show 
Cards are packed In 
each quarter gross 
Case. 



ABSORENE. 


'"THE ONLY PATENTED 
1 READY MIXED 
WALL /^*1 

paper Cleaner 
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“BARGAIN” TIRES AND ACCESSORIES 

I sometimes wonder that people will believe 
so many things they hear. Some of us seem to 
be so constituted that we fall easy victims to 
the schemes of fakirs, however archaic they 
may be. 

Take, for example, the “bargain” automo¬ 
bile tire. 

There are many tricks in the business of 
selling “bargains” in automobile tires and ac¬ 
cessories. 

Occasionally, such dealers carry a few stand¬ 
ard tires and sell them as “loss leaders”—when 
the customer persists long enough in his deter¬ 
mination to buy the real thing and does not 
allow himself to be “switched.” But still of- 
tener, the few standard tires such dealers have 
are “out sizes,” and since 95 per cent of those 
who call require “popular” sizes, they become 
prospects for a piece of “rag and rubber.” 

More frequently, advertisements of cut 
prices are based on stocks of ‘ 4 seconds . 19 Legit¬ 
imate tire manufacturers always try to obliter¬ 
ate identification marks from “second” tires, 
but when the brand has a distinctive tread, this 
is not possible. 

In some cases they are plainly branded on 
the side walls with the word “second.” If a 
casing carries a spot where the name, number 
or anything else has been removed, it is in all 
probability a “second.” 

“Second” tires are those which show a pat¬ 
ent defect on inspection at the factory. It may 
only be a blemish or it may be a defect so 
serious that the tire will blow out on inflation. 
“Second” tires are in a sense a gamble; they 
may give you the mileage of a “first”; they 
may give nothing. For that reason, the factory 
does not stand behind them. 

Occasionally, bankrupt stock of standard 
tires are offered. In many cases, these have re¬ 
mained in storage while the machinery of the 
law has been grinding, and when offered to the 
public are dried out and lack resiliency. In 
that condition, they will not be offered for sale 
as “firsts” by a reputable dealer. 

A cut price tire merits suspicion on the sin¬ 
gle ground that it is a cut price tire, for no 
legitimate manufacturer could profitably pre¬ 
fer one customer to another in the same class, 
in the matter of prices quoted. Such a course 
would as a natural consequence develop price 
cutting—price cutting would destroy profits, 
and the destruction of profits would make the 
account unprofitable to the agent, thereby de¬ 
stroying the sales organization of the manufac¬ 
turer. 

It would seem easy even for a person with 
no experience in business to understand and 
believe that no manufacturer makes a different 
price to his customers, and it should be appar¬ 
ent, also, that all dealers have fixed operating 
expenses, so that when prices are cut, something 
must be the matter. 


If you were a manufacturer, would you stock 
up your regular dealers, upon whom you must 
depend to get your goods to the motorist, and 
then turn around and sell tires of the same 
grade to another man at a lower price, so that 
he could drive your regular dealer out of busi¬ 
ness ? I do not believe you would, and of course 
the manufacturer knows more than that. His 
regular dealer’s good will is an asset worth a 
great deal of money to him. He values it just 
as he values the good will of the buying public. 


SAMPLE OF GOVERNMENT BUSINESS 

A sample of “government as she is gov¬ 
erned” under the inefficiency experts is fur¬ 
nished by a New York manufacturer who sends 
a copy of a “proposal for supplies” issued by 
the supply department of the navy on Novem¬ 
ber 12 from the Philadelphia supply depot- The 
blank proposal and instructions fill two large 
sheets with fine type, and the bidders are in¬ 
structed to execute the proposals in triplicate. 
A fourth blank with a fifth document giving 
detailed instruction is thrown in for good meas¬ 
ure. The mailing list from which this request 
for proposals i$ sent out carries 300 names of 
firms supplying the kind of article wanted. 

Under the usual practice, the manufacturer 
states, he will later receive a tabulation of the 
bids, with information as to who the lucky 
bidder is. The article asked for is one copper 
gasket, not special, the price of which, right off 
the shelf, in any city in the country, is 58 cents. 

No Wonder Taxes Are High 

In clerical work, paper, cost of carriage by 
mail, etc., not to mention wear and tear on the 
recipients of the proposal, the government is 
spending probably $50 to get this 58-cent arti¬ 
cle. 14 Certainly , 9 9 writes this manufacturer, 4 ‘ it 
is about time for the government to revise its 
business methods. Perhaps President-elect 
Harding will get into it—unless the thing is all 
bound round with a tape of precedent until 
you could not break it with a jimmy and bur¬ 
glar tools. ’ 9 Certainly so much technicality in 
connection with a 58-cent purchase, accom¬ 
panied by so much prodigality in expending hun¬ 
dreds of millions, as illustrated in the opera¬ 
tions of the U. S. Shipping Board ‘now being 
revealed to the public eye, would be amusing— 
if it were not tragic. 


F. J. COAKLEY HONORED US, TOO 


An interesting recent visitor in the western 
field was F. J. Coakley, secretary and manager 
of sales for the Samson Cordage Works of Bos¬ 
ton, Mass. 

Mr. Coakley is a keenly anticipated periodi¬ 
cal visitor to the West, and he conferred with 
the buyers in all the centers as well as at all 
offices of John T. Rowntree, Inc., representa¬ 
tives of the Samson Cordage Works in the west¬ 
ern territory. 
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“Compression T read; 
what’s that?” 


The rounded tread of the ordinary tire spreads 
and stretches under the weight of the ear. 
Stretched rubber is easily cut and worn away. 

The flat tread of the Converse tire is so con¬ 
structed that under car-weight the rubber is 
compressed from the sides in toward the center 
of the tread. This gives it extra toughness and 
concentrated elasticity better to resist road 
wear. This explains the extra mileage of the 
Converse “Compression Tread . 19 

Every month motorists are reading, in the Sat¬ 
urday Evening Post, Motor Life and Vanity 
Fair the convincing story of the Converse 
“Compression Tread”—they are learning the 
sound, scientific reasons for its exceptional re¬ 
sistance to wear and cuts. 

You will find us a comfortable house-to-do-busi- 
ness-with. Our “Dealer-first” sales policy will 
appeal to you. Send for free booklet—“Divi¬ 
dends for Dealers.” 

Converse Rubber Shoe Company, Maiden, Mass. 

Service Branch**: 

New York—300 Amsterdam Avenue 
Chicago—618-626 W. Jackson Boulevard 
Boston—801 Boylston Street 


Nash Hardware Co., Fort Worth, 
Texas 


Co., New 


McOowln-Lyons Hardware ft Sup¬ 
ply Co., Mobile, Ala. 

Biota ft Brittain, 77 Beale Street, 
San Frandaco, Cal. 


Charles A ShaeCfer, 7 West 19th 
St., Kansas City, MO. 


Stauffer, Bshleman ft 
Orleans, La. 

Falling, McCalman Co., Portland, 
Oregon 

Stowe-Shaw Rubber Co., 1319 8. 
Figueroa St., Los Angeles, CaL 



r 




















142 


HARDWARE WORLD 


CAN YOU THINK AHEAD OF THE BOSS? 

A young man who has made a most spec¬ 
tacular success in less than a dozen years, and 
who is holding one of the most responsible posi¬ 
tions in the country, says he always tried to fig¬ 
ure out in advance what the boss was going to 
want so as to have it ready for him when he 
asked for it. 

After all, isn’t that a pretty good principle 
for all of us to work on? 

To do our work without being told—to do 
more than we are told to do, or even more than 
we are supposed to do—these are the fruits of 
initiative, and business always has a prize for 
the man who brings imagination and initiative 
to his work. 

This is just as true whether you are working 
for a corporation under the immediate super¬ 
vision of a superior officer or if you are work¬ 
ing for the only real boss, the public. 

The successful merchant must anticipate the 
wants of the public and have everything ready 
for them when they ask for it. Many of them 
fail to recognize these wants even after they 
are fully developed, but to such the public 
gives small heed, which is their just due. 

Thinking ahead sometimes results in mis¬ 
takes, but after all, a mistake isn’t such an 
awful calamity. It at least shows that you have 
tried, and it is often a mighty good lesson, and 
cheap at half the price. The only folks who 
don’t make mistakes are those who don’t do 
anything or attempt anything. 

No employer fails to appreciate and reward 
the young man who thinks for himself. He 
knows that nothing can be accomplished that 
has not first been born in a man’s imagination 
and thought. It seems to me that we could 
accomplish more if we only dared to think that 
we could. We can never exceed the mental 
limitations we have placed upon ourselves. 

The young mrfn who takes himself and his 
work seriously enough to think about them is 
one of the best assets of any industry. He isn’t 
handicapped by any self-imposed limitations 
and he isn’t afraid to work too hard or too 
long, for he is impelled by an overpowering 
ambition to succeed. 

Almost as deplorable as the other extreme 
of self-conceit is self-disparagement, and more 
surely derogatory and hampering it is to per¬ 
sonal success. Never, neither openly nor se¬ 
cretly, derogate your own powers or abilities. 
Learn, on the contrary, to think well of your¬ 
self, to believe in your own latent capacities, 
and to respect your individual, God-given rights 
and titles to success and happiness in life and 
all the good things which these two terms sug¬ 
gest. Thus only can you become as a magnet 
toward the things you desire; thus only will 
you cease to be dull and inefficient in your ef¬ 
forts and become capable—able to achieve and 
accomplish the cherished desires of your heart. 


Be kind to yourself—cultivate confidence in 
your own ability to win. If you have no confi¬ 
dence in yourself, how in the world can you 
reasonably expect other to have? 


TAKE YOUR CAR ON BROADWAY 

For thirty-five years Patrick O’Conner 
served in the dual capacity of driver and con¬ 
ductor on one of the quaint little horse cars 
that lingered on one of the cross streets of 
lower New York long after electricity had su¬ 
perseded both horses and cable on the main 
lines. Pat’s route was on Chambers Street, 
where traffic was never heavy and for many 
years his daily receipts never varied more than 
a few nickles above or below three dollars. 

One day Pat was retired on a pension and 
a green man, Ike Levinsky by name, was given 
the same old horse car and the same old run. 

The first day Levinsky’s receipts were $3.25. 

The second day he turned in $6.85. 

The third day receipts totaled $14.90. and 
the fourth day, $19.20. 

The superintendent had been watching the 
daily report sheet with growing amazement. 

“For the luvva Mike,” he exclaimed when 
he saw the $19.20 figure, “send Levinsky here.” 

With a sheepish grin, standing first on one 
foot and then on the other, Levinsky appeared 
before him. “Where did you get all this money, 
Levinsky?” he asked. 

“Vull, Ol tell ya,” said Levinsky. “On de 
Chembers Strit few mens rides,” he explained 
apologetically, “ven busnitz iss badit I dakes 
mine gar on de Brodevay.” 

Levinsky had the right idea. If he remained 
in the street car business he probably owns a 
line of his own. 

The Way to Get Business Is to Go After It 

It won’t come to you. You may say that a 
store is not as easy to move as a street car. Don’t 
you believe it! You can move your place of 
business all over the map until every man, 
woman and child knows you, and your service 
sees them right in their homes, at their offices, 
and at the movies. 


There Is No Secret of Success in Modem Business 


Unless it may be advertising and then it 
can’t very well be called a secret because it’s 
a widely known and acknowledged fact. But 
you must remember that real advertising means 
much more than an occasional formal notice in 
the newspapers. 

It means live, interesting copy frequently 
changed. It means attractive lanterns slides at 
the movies, circularizing your prospects and 
attractive window displays. 

Some auto accessories are bought, more 
are sold, and the man whose business is increas¬ 
ing is usually the man who is selling his goods. 
He “takes his car over on Broadway.” 
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CLAIMING THE BRIDE 


According to Indian tradition, the choice of a bride is final 
and irrevocable. Both lives are united for all time. Fre¬ 
quently buried alive with the warrior’s weapons, the squaw 
passes on with her brave to the Happy Hunting Ground. 


Every successful business enterprise must be likewise whole 
hearted. The tire you choose to handle must be worthy of 
your faith. And it must be yours to keep. 


Particularly significant is the Standard 
Four guarantee of exclusive and per¬ 
manent distributor and dealer terri¬ 
torial rights, free from factory domina¬ 
tion. Your business is permanently 
yours. And Standard Four field sales 
and advertising co-operation is excep¬ 
tionally thorough gmng. 


Write for details. 


Dept. T STANDARD FOUR TIRE CO. Keokuk, Iowa 


BRANCHES AT 

Indianapolis, Ind. Los Angeles, Cal. Atlanta, Ga. Denver, Col. 


245 N. Penn St. 342 W. Pico St. 2 Courtland St. 1700 15th St. 

Standard Four Tires 


"Chief of the Tire Thbe M 
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Training for Efficiency—A Hard Job 


S EVERAL years ago when I had just been 
promoted to my first real job, I called on 
a business friend of mine. He is a wise 
and experienced handler of men; I asked him 
what suggestion he could make about executive 
responsibility, writes Bruce Barton. 

“You are about to make a great disco very/* 
he said. “Within a week or two you will know 
why it is that executives grow gray and die 
before their time. You will have learned the 
bitter truth that there are no efficient people 
in the world/’ 

I am still very far from admitting that he 
was right, but I know well enough what he 
meant. Every man knows who has ever been 
responsible for a piece of work, or had to meet 
a pay-roll. 

Recently another friend of mine built a 
house. The money to build it represented a 
difficult period of savings on the part of himself 
and his wife; it meant overtime work and self- 
denial, and extra effort in behalf of a long cher¬ 
ished dream. 

One day when the work was well along, he 
visited it, and saw a workman climbing a ladder 
to the roof with a little bunch of shingles in 
his hands. 

“Look here,” the foreman cried, “can’t you 
carry a whole bunch of shingles?” 

The workman regarded him sullenly. 

“I suppose I could,” he answered, “if I 
wanted to bull the job.” 

By “bull the job” he meant “do an honest 
day’s work.” 

At ten o’clock one morning I met still 
another man in his office in New York. He was 
munching a sandwich and gulping a cup of 
coffee which his secretary had brought him. 

“I had to work late last night,” he said, 
“and meet a very early appointment this morn¬ 
ing. My wife asked our maid to have breakfast 
a half hour early so that I might have a bite 
and still be here in time. When I came down to 
breakfast, the maid was still in bed.” 

She lives in his home, and eats, and is 
clothed by means of money which his brain 
provides; but she has no interest in his success, 
no care whatever except to do the minimum of 
work. 

“The real trouble with the world today is a 
moral trouble,” said a thoughtful man recently. 
“A large proportion of its people have lost all 
conception of what it means to render an ade¬ 
quate service in return for the wages they are 
paid.” 

He is a generous man. On almost any sort 
of question his sympathies are likely to be with 
labor, and so are mine. I am glad that men 
work shorter hours than they used to, and in 
certain instances I think the hours should be 


even shorter. I am glad they are paid higher 
wages, and hope they may earn still more. 

But there are times when my sympathy goes 
out to those in whose behalf no voice is ever 
raised—to the executives in the world, whose 
hours are limited only by the limit of their 
physical and mental endurance, who carry not 
merely the load of their own work, but the 
heart-breaking load of carelessness and stolid 
indifference in so many of the folks whom they 
employ. 

Perhaps the most successful executive in 
history was the centurion of the Bible. 

“For I am a man under authority, having 
soldiers under me,” he said. “And I say to 
this man, go, and he goeth; and to another, 
come, and he cometh; and to my servant, do 
this, and he doeth it.” 

Marvelous man! 

The modem executive also says “Go,” and 
too often the man who should have gone will 
appear a day or two later and explain, “I didn’t 
understand what you meant.” He says “Come,” 
and at the appointed time his telephone rings 
and a voice speaks saying: “I overslept and 
will be there in about three quarters of an 

hour.” _ 

A SOAPORIFEROUS WHEEZE 

Someone perpetrated the following gem at 
a gathering of hardware men: 

“Soap is an article used at the present day 
with water, by some people. There was a time 
when we could use whiskey with water, but 
why revive sad memories? Soap was discovered 
by a man, whose wife’s first name was ‘Sofia.’ 

“There are two kinds of soap, namely, laun¬ 
dry and toilet soap, the former being used in 
some laundries. Adam and Eve used toilet 
soap, but had no use whatever for laundry soap. 
Had a hardware dealer lived during the time 
of Adam and Eve he would in all probability 
have a rotten idea of the laundry possibilities. 

“Soap is considered very useful while tak¬ 
ing a bath; that is, by those who take baths. 

“As the old saying is, ‘You can lead a Bol¬ 
shevik to water, but you can’t make him take 
a bath.’ 

“One of the principal ingredients of soap 
is ‘lye.’ Lie is also another thing used by mar¬ 
ried men quite frequent for the purpose of mis¬ 
informing their wives. 

“A by-product of soap is the soapbox orator, 
the box and the lie being the only thing they 
use. 

“Some people say, ‘While there’s life, 
there’s hope,’ but I say, ‘While there’s lye, 
there’s soap.’ 

“Soft soap is another article used when you 
desire a personal favor from someone. 

“Cleanliness is next to godliness, so long 
live soap, at least let us soap so.” 
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Selling 




Two Burner Kit Open 




Two Burner Kit Closed 


The two burner kit. Illustrated, including 
coffee pot. fry pan, condiment can, pump 
and funnel, for $17.50. 

Made also in one burner else at $10.00 
Four party suitcase outfit, including com¬ 
plete equipment of cups, plates, knives, 
etc., for four persons, packed in handsome 
suitcase, retails at $46.00. Six party 
outfit, $47.60. 


mm 


^11 HERE is no closed season for this 
v' popular camp stove. In summer 
the campers and motorists buy it. In 
winter the hunters and trappers buy 
it. Truly it is an all-year-round spe¬ 
cialty. 

Auto-Kamp-Kook-Kit bums gasoline 
—same grade you use in your car— 
gives steady hot blue flame that a 
thirty-mile wind will not blow out. 
Folds up like a suitcase with all 
equipment inside. Light, compact, 
and efficient. 

If your stock is depleted, reorder at 
once. Display them prominently. 

Get the business that is rightfully 
yours. 

Write today for complete description 
and discounts 

Prentiss -Waber* Stove Co. 

18 Spring St., Wisconsin Rapids, Wisconsin 
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BUY WHEN THE MARKET FAVORS YOU! 

Special For March Delivery Only 

TIRE COVERS UNLINED BRAKE ROUND COPPER KW LOCKSWITCH 


For Ford 

No. 28H, each.$ 4 .s» 

BOUND HEAD STOVE 
BOLTS AND NUTS 


No. 18H, Tool Stool, 

hundred .. .$10.00 No. 2695, Bight, ea., $1.05 

SPEEDOMETER DASH LAMPS 


HEBCfU LES JUNTOS 
No. 12H, y 8 only, ea., 30c 

“WAXTr** AUTO BODY 
POLISH 


No. 10H Flush Type, each.. 
No. 20H Dash Type, each.. 

FLEXIBLE SPRING 

- BUMPERS 
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MERCHANDISE YOU NEED AT PRICES YOU CANNOT DUPLICATE! 


Special For March Delivery Only 


BEVEL MIBROB8 



PLAT MIRRORS 


Each 

No. 31H 5" Bevel Shield .. .$1.20 
No. 32H 6" Bevel Pender.. .$1.10 
No. 3SH 5" Dim. Pender .. .$ .75 
No. 34H 6" Flat Truck.$1.10 



OVAL AND SQUARE MIRRORS 



Each 

No. 39H 4" Flat .$ .38 

No. 40H 5" Plat . 


.$ .58 


Each 

No. 46H 4x6 Oval.$1.25 

No. 47H 4x6 Square.$1.25 

No. 48H 15x12V* Ulterior . .$1.25 


OLAMERT LENS 


EG RUNNING BOARD MAT 


PAN BELTS FOR FORDS 





Vs" size 
Fig. 000 
No. 56H, 
ea., $.04 
Plain Steel 


PISTON RINGS 


Novial or Amber Glass 
No. 36H, all sizes, pr., 95c 

E. G. CHANNEL 
BUMPERS 


For Ford 

No. 45H, each, 10c, 

hundred .... $9. 

BALL CUP RACES 


Adjustable Type 

Each 

No. 37H, 2" Chan.. .$4.75 
No. 38H, 21 / 2 " Chan. 5.25 


For Ford 

_, ,_No. 3023H, 33 / 4 x 1 / 4 " 

No. 2805H, per C... $9.50 No. 55H y all sizes, ea., 67c ea., 10c; C.. .$8.50 


Write for illustrated 
bulletin of 1000 Spe¬ 
cial Values. 


House 


250 W. 54th St. 
NEW YORK, U. S. A. 
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No. 41H, each 40c; 100_$35.00 

WOVEN CLUTCH FACINGS 


No. 49H Chrome Leather, 

1916, per hundred .. .$13.00 
No. 50H Chrome Leather, 

1917, per hundred.. .$15.00 
No. 51H Fabric, 1916, hun.. $11.00 
No. 52H Fabric, 1917, hun.$13.00 
No. 53H Latego and Fabric, 

1916, per hundred.. $12.50 

1 *BAER’’ TOP BOW REST 
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Economy in Handling Paint and Oil 

(By F. A. Bean, Consulting Engineer, Wayne Oil Tank and Pomp Company) 


The handling of paint oils by the 
hardware merchant has become as much 
a part of his business as that of selling 
nails, hammers and the various other 
articles which go to make up his stock. 

Considered from a standpoint of turnover, 
there is probably few other commodities carried 
by him which when properly handled will show 
a greater profit and there is probably no other 
item, which, in the majority of cases, is handled 
by him as inefficiently, in such a wasteful man¬ 
ner and with such complete disregard for all 
laws of safety. 

This department of the hardware store— 
and it is a department—should be operated as 
systematically and be as clean and safe as any 
of the other departments. The reverse condi¬ 
tions, however, generally prevail. 

Paint oils are usually to be found in barrels 
(often of wood) in a shed back of the store or 
in the darkest corner of the cellar. The oils 
themselves are drawn by running up and down 
the stairs or out of doors every time a sale is 
made. This loss of labor is not less than 2%. 
The old-time spigot or a cheap faucet is used 
and the leakage of these devices alone will in 
some instances pay the interest on a modern 
storage system. 

For example a faucet leaking two drops a 
minute will cause a loss of 16% gallons a year. 
At 50 cents per gallon it amounts to $8.25. As¬ 
suming the selling price to be 75 cents per gal¬ 
lon it represents the profits on 33 gallons of 
this oil. 

If this leakage was a continuous stream 1-32 
of an inch in diameter, the loss in a year from 
the most viscous of our paint oils would be more 
than 2000 times as great, or over $16,000.00. 

The evaporation causing the formation of 
“foots and fats” and congealing of the liquid 
from open bungs will cause a loss equally as 
great as the faucet that leaks two drops a min¬ 
ute. 

Another source of loss is the return of the 
containers not completely drained. Some en¬ 
gineers place this loss as high as 3%. 

The average loss from leakage of wooden 
barrels has been ascertained to be about 4%. 

Another source of loss is that from spillage 
due to serving in open measures. Again these 
measures are often inaccurate. This, of course, 
involves another loss which in some cases falls 
upon the dealer and in others upon the cus¬ 
tomer. A hardware man will place sawdust 
around the barrels to take up the spillage and 
then tell you it is there for the purpose of 
cleanliness alone, forgetting about the waste. 

It can be readily seen that these losses alone 
will amount to from 12 to 15%. Very little oil 


is bought by the retailer in such a way that the 
price includes the barrel. Nearly all of the large 
marketing companies demand that these barrels 
be returned within a certain period of time 
(usually 30 days), after which a penalty is 
imposed. Practically every retailer suffers 
another loss through the non-return of these 
barrels. 

It is a positively known fact that with some 
hardware concerns this department has been 
known to have made money and at the same 
time the losses from the above causes have been 
greater than the profits. 

Some hardware merchants have suffered 
losses to such an extent that they have given up 
the handling of paint oils in bulk; and carry 
this stock in sealed cans only. These containers 
must be paid for and of course add to the price 
of the oil. 

This method means another loss to the mer¬ 
chant. The householder is not going to buy a 
gallon when he wants a quart or a small bottle 
full. Neither is the painter or contractor going 
to buy in this manner and pay for the con¬ 
tainers. 

Paint oils in their containers waiting to be 
sold are worth a certain amount of money and 
should be just as carefully watched and checked 
as an equal amount of money in the cash 
drawer. 

The present slip-shod methods of handling 
give no check on sales or accurate method of 
inventory. 

If a customer wants a pound of nails, costing 
15 cents a pound, they are carefully weighed, 
but if he wants a gallon of paint oil, valued at 
75 cents, it is sold to him by a method that is 
largely guess work. 

Fifty cents missing from the cash register 
will cause several hours 1 checking and recheck¬ 
ing to locate the error, but several gallons of 
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Why Harvey Springs 
Insure Your Profits 


T HE Harvey Sales Plan protects 
you against overstock of replace* 
ment springs, minimizes your in¬ 
vestment and Guarantees Your Profits. 

Why? Because it eliminates dead stock 
and insures quick turnover by keeping 
you supplied with replacement springs 
that are in demand in your territory. 

Harvey, quality brings repeat orders 
and builds good will. 

The Harvey Sales Plan is as sound as 
Harvey Springs. It protects your profits 
just as surely as Harvey quality and the 
broad Harvey guarantee protect your 
customer and you. 

For your own satisfaction and an un¬ 
equalled opportunity for bigger profits 
in replacement springs, investigate the 
Harvey Plan Today. 


A postal cord or lotto# will br in g yon 
loll details and tho Harvey Book—a 
complete guide lor ordering any of 
the 19## Harvey Boldest Springs. 

Harvey Spring & Forging Co. 

1183 17th Street Racine, Wit. 
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AUTOMOBILE 


SPRINGS 

Easy Riding — Guaranteed 
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paint oil with a value of many dollars lost 
through spillage, evaporation and by being re¬ 
turned in the containers is not considered. 

Hammers, screw drivers, chisels, etc., are 
kept so that they will not tarnish or otherwise 
deteriorate in sales value, but thq paint oil is 
allowed to suffer a maximum of deterioration. 

All of the above articles are carefully 
counted for inventory, but the amount of paint 
oils on hand is guessed at. 

Nor are these all of the losses, suffered by 
these slip-shod methods. 

The fire insurance business of today has re¬ 
solved itself largely into a series of merits and 
demerits which are based on how the business 
to be insured is conducted and these merits and 
demerits govern the rate to be paid by the in¬ 
sured. 

It is a well known fact that the barrel meth¬ 
od of storing and dispensing paint oils very 
materially raises the rate. 

There is another angle to this fire hazard 
which is given little or no consideration by the 
merchant. 

To better illustrate this, the writer wishes to 
quote as nearly as his memory will serve, the 
remarks recently made to him by one of the 
best known fire chiefs in the country. 

What he said was in substance as follows: 

4 ‘People must realize that the old days of 
firemen being employed merely to fight fires 
that have started are rapidly passing. Our prin¬ 
cipal duty today is to inspect properties and 
eliminate in so far as possible such hazards as 
might start the fire. It has been proven to 
fire prevention officials and the insurance men 
that this method will preserve more property 
and save more lives than the old tactics. 

“When we inspect a store and find paint 
oils or other volatile liquids kept in wooden 
barrels or even steel barrels and sold from tin 
measures, we warn the merchant and try to 
get him to change his manner or place of stor¬ 
age and we make a record of the matter at 
headquarters. Unfortunately, we have no or¬ 
dinance under which we can compel this man 
to change. 

“However, if a fire breaks out in one of 
the$e stores, we will not send our men into the 
building, knowing that one of these barrels 
may explode and kill or injure them. 

“You can see how these merchants deprive 
themselves of the protection which they believe 
they are entitled to, believe they are getting 
and are probably paying for. They also work a 
great injustice on their neighbor, for if the fire 
on their property gets beyond immediate con¬ 
trol, the neighbor’s property is also in danger.” 

It seems strange that a successful hardware 
merchant will pay taxes for the support of a 
fire department, pay a large premium for his 
fire insurance policy, equip his store with fire 
extinguishers and then deliberately create and 


maintain a hazard of this type in his cellar or 
at his back door. 

It would seem that one of the strongest ar¬ 
guments against the prevailing method is that 
large manufacturing plants, and railroads who 
have the engineering talent and the opportunity 
to investigate the losses and hazards connected 
with the handling of these commodities are an¬ 
nually spending large sums for the construction 
of oil and paint houses equipped with modern 
storage and handling systems, or are installing 
the systems in such parts of the plant as are 
most practical. 

The modern system consists of an air tight 
properly vented tank, which may be installed 
either in the basement or in the sales room. 

There is no leakage, evaporation, oxidation 
or other deterioration by formation of “foots 
and fats” to paint oils kept in this class of con¬ 
tainer. They are approved by insurance men 
and fire chiefs. 

They are equipped with a manhole, barrel 
track and barrel hoist by means of which a 
barrel can be completely emptied with compara 
tively no labor and the barrel returned imme 
diately for full credit. 

The paint oils are dispensed through a self 
measuring pump located either on the tank in 
the salesroom or on the floor of the salesroom, 
if the storage is in the basement. 

These pumps measure accurately just the 
quantity that the customer wants directly into 
the customer’s container. They will measure 
accurately either a predetermined quantity or 
a container may be filled and the value in 
money determined immediately from the com¬ 
puting chart on the pump. There is no dirt and 
no waste from spillage. 

Every drop drawn is accurately recorded 
on a meter and the gage is a perpetual inven¬ 
tory of what is in stock and a check on the 
amount received in new barrels. 

There is positively no guess work, no waste 
of stock or labor and no fire hazard. At the 
same time valuable floor space is actually con¬ 
served by the installation of this equipment. 

The argument of merchants handling paint 
oils is that their volume of this business will 
not warrant the expense of purchasing this 
equipment. 

This is because they do not realize their 
losses. The equipment is not costly and the 
losses retrieved will pay for the equipment in 
a short time. 

It is never an expense, it is an investment 
which will return an extremely high rate of 
interest. 


An auto driver, of all men, should blow his 
own horn. _ 


Harris & Curtis of Taft. Cal., have moved their 
stock into a new building, and are now materially 
adding to their line of hardware, sporting goods, house- 
furnishings, etc. 
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RUSCO 


CLUTCH FACINGS 



on a famous clutch 


Here is a clutch noted for its simplicity, ease of adjustment and ability to do 
its work all the time. 

Of course, the makers’ good judgment tells them that only clutch facings of 
recognized stamina and endurance are suitable for their product. So they 
chose RUSCO Clutch Facings, because the weave, density and unformitv give 
maximum resistance,to wear, heat and oil. 

RUSCO is a fins clutch facing that nets you a 
real profit. Recommend it with confidence 

THE BUSSELL MANUFACTURING COMPANY 

519 Russell Avenue, Middletown, Conn. 

New York, 349 Broadway > J Chicago, 1438 Michigan Ave. 

Atlanta, 60 S. Forsyth St. \ Branch Offices: Detroit, 162 Jefferson Ave. E. 

Western Representative: JOHN T. ROWNTREE, INC., Los Angeles, Cal. 

San Francisco Seattle Salt Lake City Denver Portland, Ore. Mexico City 
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HUNDRED PER CENTERS LEARN HOW 

UXIT E are optimistic, but we are going to 
ww back up that optimism with safe, 
v v sound, business judgment. 77 
This statement, made by J. H. Barringer, 
first vice president of The National Cash Regis¬ 
ter Company, sounded the key note of the con¬ 
vention of the Hundred Per Cent Club of that 
organization. More than 800 sales representa¬ 
tives from every big town and city in the 
United States and Canada were in attendance. 

“Things are getting back to normal, 77 con¬ 
tinued Mr. Barringer. “Good, hard work is 
needed to bring about better business. 77 B. C. 
Forbes, in his talk on business conditions, said, 
“Almost every fundamental condition in this 
country is making for sound, healthy, solid 
prosperity. 77 Mr. Forbes predicted that money 
will very shortly get cheaper, and that ninety 
per cent of our financial and industrial troubles 
have passed. 

The convention was called to study the prob¬ 
lems of merchants, and how to meet them. Con¬ 
siderable time was devoted to discussions on 
store systems and service to merchants. Rep¬ 
resentatives from several large stores were 
present, and told of systems used in their es¬ 
tablishments, and the results obtained. Many 
valuable things were learned at the meeting 
that will enable the salesmen to be of greater 
service to merchants than ever before. Two 
new models of cash registers were also an¬ 
nounced. 

C. E. Steffey, general sales manager, de¬ 
clared that “the changing conditions which we 
have been passing through are like an acid test. 
We will be all the better for having passed 
through them. Business in 1921 will be better 
than it was in 1920. All that is necessary is to 
be on the job earlier, work longer, and produce 
more. 77 


Although John H. Patterson, president oi 
the company, was in Europe studying condi¬ 
tions, his ideals and methods were in evidence 
throughout the week. This was the first impor¬ 
tant meeting of sales representatives that Mr. 
Patterson has missed. However, the following 
cablegram was received from him, and read to 
the convention at the final session: 

“The world's business is in trouble. Some 
nations cannot sell their surplus of agriculture, 
industries and minerals. Other nations greatly 
need them. Plenty of idle ships to carry them. 
Millions of people out of employment. Nations 
are still spending money for war, like drunken 
sailors. The world's business has no directing 
head. It needs an association of nations whose 
object is to do good to all people; to stop war 
and fight with brains, not with bullets; to stop 
bolshevism; to extend international credit; to 
prevent disease. Civilization is at stake. Wake 
up, America, before it is too late! 77 

F. B. Patterson, third vice president and sec¬ 
retary of the company, enthused his hearers by 
stating his father's ideas and policies would 
always be carried out. He urged the convention 
members to take for themselves the motto: “I 
will not fail!" 


Behold, the Brilliant, Shining Bootblack 


One of the greatest object lessons of the 
entire week was given when J. H. Barringer 
used the company's bootblack to distinctly em¬ 
phasize a big selling idea to the men. 

Several salesmen had complained it was im¬ 
possible to secure their quota of business from 
their territories—that they needed new ones. 
Then Mr. Barringer leaped to the stage. 

“I'm going to stop this convention to get a 
shoe shine," he shouted. “Call in the boot- 
black." 

Everyone gasped in astonishment. It had 
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Patented 
Feb. 17. 1914 
Feb. 26. 1918 


S ][ OH X 
REAMER 

For accurate, quick work in re-seat- 
ing valves, there is none better than 
the Sioux Reamer. 

All Sioux Tools 
are Standard 

The Sioux Standard of Tool 
excellence has come to be a 
shop byword. 

If you want the best demand 
the Sioux. 

Sioux merit and Sioux guaran¬ 
tee backs up every Sioux tool. 

Sold by All Live Jobbers 
Albertson & Company 

Sioux City, Iowa 
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previously been stated that the convention was 
costing the company $250 per minute. 

When the busy little shine artist had fin¬ 
ished his work, Barringer told the story of three 
bootblacks. Two of them had been hired before 
the present man came on the job. They failed 
to make the $4.00 per day guaranteed by the 
company. 

“But this bootblack,” he continued, “with 
no more prospective customers than the others 
had, with no more territory to cover, makes 
more sales—and earns three times as much 
money as the others did. 

“Gentlemen,” he concluded, “it’s not the 
territory that counts—it’s the man!” 

Ideas in Dramatic Form 

The meetings are unusual, in that all ideas 
were dramatized and presented in the form of 
plays and pageants. President John H. Patter¬ 
son has always been an earnest advocate of 
teaching through the eye. The most spectacular 
feature was reserved for the close of the con¬ 
vention. When the curtain on the stage rolled 
back for the last time, the stage setting showed 
a stream representing the readjustment period. 

“How are we going to get across in 1921?” 
asked Mr. Barringer. 

“Ill show you how,” replied F. B. Patter¬ 
son, as he leaped to the stage and pulled a lever. 
Immediately the leaves of a draw-span bridge 
were lowered, the bridge representing the 
things learned at the convention. 

NEEDED BY FORD OWNERS 

Attention is directed to the announcement of the 
Tungsten Mfg. Co., who are now placing on the market 
their All-In-One Radius Rod ana Support, which fits 
all models of Fords, both passenger cars and trucks. 

This radius rod and support is made of four pieces 
of heavy steel tubing, welded into one solid piece, the 
ball being forged out of the tubing, making an abso¬ 
lutely rigid one-piece support for the front axle, keeping 
it at the proper angle, making it easier to steer and 
steadying the steering wheel itself. 

It absolutely prevents danger of accident through 
breakage, a frequent occurence with the ordinary rod. 

The only replacement rod and support that will 
work with equal satisfaction on all models. It holds 
the car in the road, prevents axle from buckling in 
making short, quick turns. Prevents excessive we lr on 
front bearings and bushings. 

The Tungsten Mfg. Co. will be glad to give full 
information to any of our readers upon request. 

CHICAGO FLEXIBLE SHAFT’S TORONTO 
FACTORY 

The manufacturing possibilities of the northern part 
of the North American continent as well as the promis¬ 
ing trade conditions in Canada have led the Chicago 
Flexible Shaft Co. to open a factory in Toronto, where 
they will manufacture their flexible shaft products as 
well as their gas and oil furnaces and general hardware 
and heating specialties. 

The main factory will continue at Roosevelt and 
Central Avenue, Chicago, with sales offices in New 
York, London and Sydney. In charge of the new To¬ 
ronto factory will be L. F. Fitzpatrick, for a number 
of years associated with the Chicago factory and thus 
adequately prepared and endowed to assume his new 
responsibilities, 



G. H. “LUBRIKO” GORING 

There must be something contagious in handling 
lubricants. Grease on the axles has made many journey 
easier. So the man who spends his life distributing 
lubricants is in a way affected—he himself is easy¬ 
going and perfect in his movements. 

Such a man is G. H. Goring, Pacific coast manager 
for the Lubriko Co., of Philadelphia, in charge of the 
western distribution of one of the highest grade lubri 
cants on the market. 

Of course we are not strictly accurate in hailing 
Mr. Goring with his own product as his middle name. 
Since we are at a loss for further information, we 
believe that our statement is not far from the truth. 
If we should guess at Mr. Goring *s first name, we 
would say the * * G. H . 9 ’ stood for * ‘ Good Hearted ’ 1 or 
* * Great Hustler . 11 Either of these titles would be 
equally applicable. 

Mr. Goring does not go before the western trade as 
a novice. For many years he was with the Westing 
house Co., in their Canadian office, and he thoroughly 
knows the trade, the buyers, and the salesmen of the 
West. 

As the trade well knows, the Lubriko greases are 
made to resist temperatures of over 200 degrees and are 
among the highest grade non mineral greases on the 
market. The very fact that such institutions as the 
Baker, Hamilton & Pacific Co. and the Ernst Hardware 
Co. handle the line is recommendation enough for the 
products. 

Mr. Goring maintains offices in the L. C. Smith 
Building, Seattle, and branch offices in the London 
Building, Vancouver, B. C., and the Haslett Warehouse 
in San Francisco. _ 

Harry G. Cormick, a well known hardware merchant 
and who served as president of the Illinois Retail 
Hardware Dealers Association, as well as the National 
Hardware Association, passed away at his home in 
Centralia, Illinois, recently. 

Mr. Cormick was prominent in every' movement 
which made, not only for the upbuilding of the hard 
ware trade, but contributed to the welfare of his 
community generally. His passing will be learned with 
regret by his many friends in Illinois and the adjoining 
states, with whom he was personally acquainted. 


The Central Hardware Co., Hollywood, Cal., report 
an excellent business thus far, and are adding to their 
line of hardware, housefurnishings, electrical appliances, 
accessories and toys, in anticipation of a busy 7 year. 
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Needed by Every Ford Owner 



Both Passenger Car and Truck 


Made from four pieces of heavy steel tubing, welded 
into one solid piece, the ball being forged out of the 
tubing, making an absolutely rigid one-piece support 
for the front axle, keeping it at the proper angle, 
making it easier to steer and steadying the steering 
wheel itself. 

The Only Replacement Rod and Support That Will 
Work With Equal Satisfaction on ALL Models 

Holds the Car in the Road and Pre¬ 
vents the Axle From Buckling 
When Making Short, Quick Turns 

Prevents excessive wear on front bearings and 
’ bushings. 

If you want to be convinced 

Ask Your Jobber — He Knows 

tungsten manufacturing company 

Automobile Specialties 

MARSHALLTOWN .... IOWA 
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SELLING HARDWARE IN THREE 
LANGUAGES 

C. B. Williams & Sons at Calexico, doubtless en 
counter a problem that is unique to hardware merchants 
in the world. Calexico is situated on the boundary line 
with Mexico and merges into the town of Mexicali, 
Mexico. Half the store is in Mexico and the other half 
in the United States. 

Since the Chinese on Mexican ranches in Lower 


and Mexican population in securing diplomatic privi¬ 
leges for them in their travels and labors. Paul E. 
Williams, son of the founder, has charge of the cotton 
selling end of the business and handles many thousands 
of bales of cotton for the Williams customers. Another 
son, Zar I. Williams, is in charge of the hardware and 
implement department. 

An interesting feature of the business is of course 
the Chinese sales force, catering to their Chinese cus¬ 
tomers. Three Chinese clerks are employed, Frank 



California cannot cross the boundary line, C. B. Wil¬ 
liams & Sons fitted their building to give proper light 
and advantages for display of cotton samples and they 
have the only cotton selling sample room in Mexicali. 

C. B. Williams, founder of the business, spends much 
of his time among his good friends and customers, and 
Chinese and Mexicans. He is looked upon as a father; 
in fact he is the official representative of the Chinese 


Chong, Gee Kai and Ng Sing. Mr. Chong has been 
with the company for several years and is chief assist¬ 
ant. He explains to the Chinese ranchers the grades of 
cotton they have for sale, and the prices offered for 
same. In case they desire to sell at the bid, he must 
get a signed permission of the growers. Mr. Chong’s 
assistants are especially occupied in the hardware and 
implement department. 


HOW TO HANDLE THE DISSATISFIED 
CUSTOMER 

When a customer flies off the handle, be¬ 
comes unreasonable, sarcastic, peeved, and 
downright mean—listen patiently to his tale of 
woe. 

At this particular point, opposition is the 
worst thing in the world. 

After he has had his say—and not until after 
—show sympathy by the tactful appreciation 
of his troubles. 

Put yourself in his place. Try to see the 
matter as he sees it. Talk to him from his 
viewpoint. 

YouTl be surprised to see how quickly he 
ceases to look upon you as an enemy and sees 
in you—a friend. 

You’ll be surprised to see how quickly he 
regrets his grouch and apologizes to you for his 
hasty words. 

Truly, ‘‘the soft answer turneth away 
wrath”! 

Nothing will disarm an angry person quick¬ 
er than a spirit of sympathetic understanding. 
Try it! 


THINKING 

If you think you are beaten, yon are; 

If you think you dare not, you don’t; 
If you’d like to win, but think you can’t 
It’s almost a cinch you won’t. 

If you think you’ll lose, you’re lost, 

For out of the world we find 
Success begins with a fellow’s will— 

It’s all in the state of mind. 

If you think you are outclassed, you are; 

You’ve got to think high to rise; 
You’ve got to be sure of yourself before 
You can ever win a prize. 

Life’s battles don’t always go 
To the stronger or faster man, 

But sooner or later the man who wins 
Is the one who THINKS he can. 


The Mine Supply & Hardware Co. of Globe, Arir.. 
have elected the following officers: F. A. Woodward, 
president; H. H. Pratt, vice president: W. A. Sullivan, 
secretary and treasurer, and J. J. Keengan and P. P. 
Greer, directors. 
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Bear Brand Canteens 


Perfectly 
balanced 
on the 
carrying 
strap. 

Heavy 

blanket 

cover. 


(Patented 1918) 


Double 

bottom 

forms 

legs. 

Invisible 

stitches. 


The Perfect Canteen 

Those who have sold BEAR BRAND Canteens will handle no 
other. Those who have not are expressing their appreciation of 
a superior article by specifying them this year. 

Carried by leading jobbers. The cost is no more. 


No. 50 “First Aid” Set 


No B ‘‘Combination’ 


Look at the all steel Carrier—No “give”—No rattle—No wear- 
out. Yet easy to operate. Lift the latch and the front bar drops 
down. 

Send for folder and see the full line. 

Woolwine Metal Products Company 

Eighth Street & Santa Fe Ave., Los Angeles, California 


SALES OFFICES 

Oner Cox. Postal Telegraph Building, San Francisco Taylor, Youngs A Cox, 426 Temple Court Building, 

Strlmple A Cox. JL C. Smith Building, Seattle Denver 

Strimple A Cox. .Corbett Building, Portland, Oregon Sands A Cox.. .San Fernando Building, Lot Angeles 
Jones A Cox.Nrwhouse Building, Salt Lake Aty Dan 11 Bell, 222 Slaughter Building, Dallas, Texas 
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EARL JONES VISITING FACTORIES 

Earl Jones, vice president and congenial, en¬ 
terprising representative of the A. C. Riddell 
Co., is on a three months’ tour of the East, cov¬ 
ering the entire western territory for the Rid¬ 
dell organization en route. 

During his visit Mr. Jones will call on the 
factories the Riddell Co. represent as manufac¬ 
turers’ agents. He will at the same time make 
a general survey of manufacturing and trans¬ 
portation conditions so that he may have the 
latest news from centers of production for his 
customers among the buyers throughout the 
West. 

At a recent meeting of the A. C. Riddell or¬ 
ganization. Mr. Jones was elected vice president 
and A. C. Riddell, president. Permanent offices 
have been established at 413 Marvin Bldg., San 
Francisco, where Mr. Jones will make his head¬ 
quarters. 

The accounts and the interests of the A. C. 
Riddell Co. are growing rapidly both in number 
and in strength in just recognition of the enter¬ 
prise and the thorough competence of the mem¬ 
bers of the organization. 


GOODRICH GOLDEN ANNIVERSARY 

This year is the golden anniversary of the 
establishment of the B. F. Goodrich Company 
at Akron, Ohio. 

Fifty years ago Dr. Benjamin Franklin 
Goodrich built a small two-story factory in 
Akron on the banks of the Ohio Canal. At that 
time they called him a visionary, but above all 
he was a worker, trying to make his visions a 
reality, in fact wholly unlike many of our 
visionaries of today, he wanted to give value 
received and to make goods destined for service, 
this principle being ingrained into every part 
and everyone of this institution. 

Living up to this creed made possible the 
Goodrich institution of the present day, which 
is an industrial city whose name everywhere 
stands for quality in products and good faith 
in dealings. Dr. Goodrich’s aim has been fully 
justified and lived up to. It is everywhere 
apparent and recognized by all who have had 
dealings with this institution. 


DISTRICT MEETING AT LEWISTON 

Supplementing the recent hardware convention at 
Seattle as well as the Oregon convention at Portland, 
the enterprising merchants in the vicinity of Lewiston 
met around their own fireside, February 14-15. Since 
the Washington meeting has hitherto been held at 
Spokane and some of the Panhandle dealers could not 
take the long trip across the mountains to the coast, 
those members who did attend Seattle meeting thought 
the least they could do would be to pass on the good 
word to their fellows at a local meeting. 

R. S. Erb of the Erb Hardware Co., was in general 
charge and expected over 200 merchants to attend the 
meeting. The outcome of this meeting should be that 
similar local meetings will be held at sucn points as 
Yakima, Wenatchee, Walla Walla, Boise, Tacoma, Ba¬ 
ker, Eugene and Marshfield. 


THE PETRY PUMP 

America’s BEST Tire Pump 


HANDLE LOCK an; s 

facilitates carry^su 
I ing or handling. ™ 


17' or 20'xlVi f 
diameter, highest 
grade rolled steel 
tubing, threaded 
and soldered into 
base. 

PISTON 

convex shape to 
divert oil and to 
give greater air 
pressure on 
leather cup 
washer. 


HANDLE 

shaped to fit 
your hand. 

CAP 

heavy cast brass 
with long piston 
rod bearing. 


HOSE 

5-ply, highest 
grade.27" long. 



BASE. 

spreads and 
allows natural 
pumping posi 
tion without losing 
balance—pump op¬ 
erated in front of. 
not under you. 
Freedom for full 
stroke of piston 
with minimum ef¬ 
fort and maximum 
results. Base, high- 
grade malleable 
Iron, closes into 
space of ordinary 
size pump base, 
fastened by a Wing 
Nut which cannot 
come off. 


LOX-ON 
CONNECTION 
with tire valve 
deflating pin, 
considerably 
lessening pump¬ 
ing effort. Its use 
impractical on 
any pump not 
having an ab¬ 
solutely tight 
check valve. 

Price, $5.00 

17" or 20” Barrel 


" Stands by Itself " 

THESE SPECIAL FEATURES not found in any other 
pump. Finish, baked black enamel, with all brass 
parts polished and lacquered. PETRY design, quality 
and workmanship throughout Guaranteed to make 
good. Patents applied for. 

N. A. PETRY COMPANY, Inc. 

Maker* of the Petry Cut-Out, Pedal, and Ventilator 

345 N. Randolph St., Philadelphia 
West era Distributor. Norman Cowan Co.. 445-451 Rialto Bid*. San Frnadsca, Cal. 
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S WpTH/NG DO MG ' X 

f WE oeZi&Eo AS I d/VC TOM GARDJN£r\ 

* The Whip Mam " /s selling his 

LINE'S, WE W/LL BUY THEM. 

DURING HIGH PRICED TIMES .HE WIRED US 
PROTECTED C/S PREVIOUS TO ADVANCE 
IN PRICES - WORKED TOR OUR, i 

\ /AI TERES TS-GAVE US GO OD SEP VICE - / 

v "HE GETS OUR ORDERS." J 


Demand These Brands 
“THEN YOU WIN” 


The Modem Up to Date Jobber Catalogs and Sells These Lines 


BOYLE MTO. CO., Makers, Boyco Brand 
Canteens, Automobile Service Unite (Oil, 


Water, Gasoline), Luggage Carriers (with end 
gates), Camp Grids, Auto Creepers, Galvanized 
Tubs, Buckets and Pails, Sheet Steel Products. 

BUDKE STAMPING CO., Makers, Budke 
O. K. or Acme Lock Stove Pipe, Elbows, Drip¬ 
ping Pans. 

ABEGG A REINHOLD CO., INC., Makers, 
Nickel Alloy Sockets, Cold Chisels, Small Edge 
Cutting Tools. 

F. O. BERG CO., Makers, “From Imported 
Scotch Woven Flax Duck” the Australian 
Kangaroo Brand Water Bags. 


UNION TOOL CHEST CO., Makers, Car¬ 
penters’ Machinists’, Garage Tool Chests. 

LUTHER GRINDER MFG. CO., Makers, 
Luther Tool Grinders, Abrasive Stones, Vises. 

PLANET CO., Makers, Water-Tight Fold¬ 
ing Canvas Automobile Pails, Buckets, Fishing 
Creels, Handy Baskets. 

J. E. GILSON CO., Makers, Gilson Garden 
Tools, Hand Wheel Cultivators. 

CONSOLIDATED WHIP CO., Makers, 
Buggy and Binder Whips, Stocks and cLashes. 

O’KEEFE A MERRITT, Makers, Wire 
Camp Grids, Sheet Steel Camp Stovea 


If your Jobber cannot supply you, mail his name and address with your order to 


THOS. M. GARDINER 

“The Whip Man” 

21 Sutter St., San Francisco, CaL, or 711 Walker Ave., Oakland, Cal. 
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Manufacturer given first honors at Chicago Automobile Accessory Show. 



THOMAS M. GARDINER 


The automobile world was brought face to 
face with the fact that the West is fast becom¬ 
ing a center for automobile accessory manufac¬ 
turers, when the Boyle Manufacturing Co., of 
21 Sutter St., San Francisco and Los Angeles, 
was given unanimous approval and highest 
praise by many exhibitors for the large and 


artistic exhibit of their products, considered by 
many the prize-winner of the Automotive 
Equipment Association National Show, recently 
held in the Coliseum, Chicago. 

The Boyle Manufacturing Co.’s exhibit was 
in charge of L. M. Boyle, vice president, Thomas 
M. Gardiner, San Francisco manager, Frank L. 
James, technical engineer, and Mrs. L. M. 
Boyle, hostess. _ 

“PEP” 

Vigor, vitality, vim and punch— 

That’s pep! 

The courage to act on a sudden hunch— 
That’s pep! 

The nerve to tackle the hardest thing. 

With feet that climb, and hands that cling, 
And a heart that never forgets to sing— 

That’s pep! 

Sand and grit in a concrete base-- 
That’s pep! 

Friendly smile on an honest face— 

That’s pep! 

The spirit that helps when another’s down, 
That knows how to scatter the blackest frown, 
That loves its neighbor, and loves its town— 
That’s pep! 

To say “I will”—for you know you can— 
That’s pep! 

To look for the best in every man— 

That’s pep! 

To meet each thundering knockout blow, 

And come back with a laugh, because you know 
You’ll get the best of the whole darned show— 
That’s pep! 
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The BEACON 
Flexible Spout 
Line 


Carried by Jobbers 
Everywhere 


7 


Special 

Announcement 

In response to numerous de¬ 
mands from the trade, we have 
just brought out an additional 
BEACON LINE of plain spout measure- 
funnels and measures. 

Write for complete information. 

MOOERS-WRIGHT CO., 1400 Broadway, New York 

Represented by SPRAKE SALES CO.. Inc. Offices it: 

Los Angeles.822 Higgins Bldg. Portland . .. .633 Ry. Exchange Bldg. 


San Francisco.525 Market 


Portland 

Denver.304 Charles Bldg. 


PETRY TIRE PUMP ON MARKET 

The new Petry Tire Pump has 
just been placed on the market by 
the H. A. Petry Co., Inc., of Phil¬ 
adelphia. 

The Petry Pump is radically dif¬ 
ferent from any other hand tire 
pump. It has been designed to 
pump easier and to fill a tire quick¬ 
er tnan any other pump, and its 
graceful lines and high finish give 
it a most stylish appearance, which 
will appeal to the motorist and 
trade alike. 

Of the five distinct features— 
the spreading foot base has aroused 
the most interest. This places the 
pump sufficiently away from the 
motorist to allow a natural pump¬ 
ing position. A full long stroke is 
possible without touching the body. 

Equally important is the exclu¬ 
sive Petry valve. It is not merely 
* 1 commerically 9 9 air tight—but is 
guaranteed to be absolutely air 
tight. This valve must resist fac¬ 
tory test of an air pressure of 100 
pounds under water. It has with¬ 
stood a pressure of 150 pounds per 
inch. 

The handle is especially designed for comfort and 
firmness in pumping and a lock holds the handle tee 
and plunger conveniently for packing and handling. 

The piston is convex shaped to divert the lubricat¬ 
ing oil to the sides of barrel. 

The lox-on connection at the end of the hose with a 
tire valve deflating pin also lessens pumping effort and 
can be used only on a pump having an absolutely tight 



check valve. The deflating pin keeps the tire valve 
open and saves the pumper the efiort necessary to 
unset the tire valve with each stroke. (Usually a 20-lb. 
pressure is required.) 

The Petry pump is made complete at 328-334 Ran¬ 
dolph Street, Philadelphia, and carries the usual Petry 
guarantee to make good. List price is $5.00 for 17-inch 
or 20-inch barrel, with attractive prices to the trade. 

The Norman Cowan Co., San Francisco, and J. W. 
Vandegrift, Denver, are western representatives for 
Petry products. 


PROFITS ON RAZOR BLADES 

The Gillette Safety Razor Company of Boston is 
making a special appeal to the hardware trade to 
capitalize the possible profits involved in handling 
safety razors. It is pointed out that the dealer who 
sells safety razors can count on at least half his profit 
in steady repeat orders on blades. 

We would call our readers 1 attention to the Gillette 
announcement elsewhere in this issue. 


MY SLOGAN—“THE USE OF TRADE 
RHYMES, BRING YOUR PRODUCTS UP TO 
THE TIMES!” FOUR FOUR-LINE RHYMES 
$1.00—REEG-H.-THE-S.-RHYMER-GEER. 209 
DYCKMAN ST., N. Y. CITY. 


Martin Iverson and E. I. Perry are preparing to 
engage in the hardware and housefurnishing business 
at Tonasket, Wash. 


The Cosner Hardware Co. is the new name of the 
Reinhard Hardware Co., Missoula, Mont., the change 
being only in name. 
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THE EMPIRE RUBBER & TIRE COMPANY 

Trenton, N. J. 
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WATCH YOUR STATE LEGISLATION 

It is the duty of every retail merchant to be 
on the alert, to keep informed as to what legis¬ 
lation is planned in your respective states. 

Politicians under the guise of reformers and 
the much overworked word of “idealists” are 
extremely concerned in enacting what they term 
“progressive legislation” along such matters as 
firearms which would divert all the trade in 
firearms to the catalog and mail order houses. 
Matters affecting fish and game commissions 
are also of vital interest to retail merchants. 

Much legislation on similar lines is pending 
in various states. This legislation generally has 
to do with providing “soft” jobs for “deserv¬ 
ing” politicians. Merchants should keep alert 
and should make it their business to keep in¬ 
formed as to the laws about to be enacted in 
their respective states. It may concern them 
vitally. 


FLORIDA JOBBERS ENTERPRISE 

The Tampa Daily Times recently had a 20-page 
advertising section wholly devoted to the history and 
growth and advertising the products handled by the 
Tampa Hardware Co., exclusive jobbers, Tampa, Flori¬ 
da, of which Peter O. Knight is president; J. L. Law¬ 
rence, assistant manager; W. C. Thomas, treasurer and 
general manager. 

The business grew out of a retail hardware business 
in 1900, with little capital, but within a short time 
they decided upon a strictly wholesale policy. That 
this was a wise policy has been seen by toe growth of 
their business, which is the only exclusively wholesale 
hardware house in Florida, having the hearty support 
of the retail hardware dealers of the state. 

The object of this state-wide advertising campaign 
has been to stimulate hardware buyers in Florida, and 
to encourage the hardware retailers for the readjust¬ 
ment pariod. 

This 20-page section was the final broadside of their 
campaign to stimulate buying among the hardware 
retailers, for the Tampa Hardware Co. are not in any 
way in the retail business, and are not interested in 
any retail stores as such, except as far as their various 
customers scattered throughout the state are benefited. 

They tell us they obtained splendid results from this 
campaign, which fully justified the expense. They gave 
consumers and retailers the real facts in the hardware 
situation, and inspired confidence which caused both 
the consumer and the dealers to buy. 

Their business has never been better than during 
the past three months. It is certainly an innovation 
for a hardware jobbing house to cooperate with the 
retail merchants in this way, and they commend this 
plan to other jobbers as worthy of their consideration. 

The Tampa Hardware Co. has had a phenomenal 
growth since they have been established, and this is 
typical of the spirit which is pervading the South. 

Abong the lines advertised of which they are dis¬ 
tributors are the products of: The Clyde Cutlery Co., 
Blair Mfg. Co., Hercules Powder Co., Hirschberg Paint 
Co., Racine Auto Tire Co., Barrett Company, Standard 
Varnish Works, Glidden Co., Parkersburg Iron & Steel 
Co., Gendron Wheel Co., F. R. Myers & Bros.. The Stan¬ 
ley Works Products, Lockwood Mfg. Co., King Stove 
k Range Co., E. C. Atkins k Co., Inc., and National 
Stamping k Enameling Co. 


The Corbett Hardware Co., Tucson, Ariz., are plan¬ 
ning to add to their warehouse facilities by the con¬ 
struction of a large warehouse to be used for the 
storage of farm implements and miscellaneous hardware. 


“RELIABLE” 
No. 1 

Screw Jack 


Made in Four Sizes, to 
lift from 3,000 to 6,000 
pounds. The Crank on 
the Side Gear pleases the 
man who wants Quick 
Action. 



Stock the Jacks That 
Sell— 

And Stay Sold 

The turnover in your Automobile 
Accessories Department will be 
“speeded up” if you stock “Reli¬ 
able” Jacks. 

Other Dealers are finding them an 
exceedingly profitable item because 
the customers find that they do the 
work. 

There is no “Come-back” with the 
“Reliable.” 

Writs for tho Sellable Catalogue 
or Ask Tour Jobber 

ELITE MANUFACTURING CO. 
Ashland, Ohio 
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SEVEN ACRES PLANTED INTENSIVELY 
IN HARDWARE 

With Buhl Sons Company, Michigan’s largest job¬ 
bers, in their recently completed' building, Detroit 
claims the largest wholesale hardware company in the 
United States, from the standpoint of area. 

The new structure is six stories in height and has 
frontage of 380 feet and 240 feet, the latter on 
the Detroit River. It is constructed entirely of concrete, 
trimmed with brick and contains a total floor area of 
303,000 square feet, approximately seven acres. Lake 
steamers can discharge their cargoes directly into the 
building, and 17 cars of material may be loaded or un¬ 
loaded simultaneously on the railroad siding. Broad 
concrete drives connect the loading platform with one 
of Detroit’s main business arteries. 

In addition to a battery of freight elevators in the 
center of the warehouse building, gravity slides extend 
from the top floor to the ground. An intercommunicat¬ 
ing telephone system has been installed, together with 
a pneumatic tube system over two miles in length. 

Provision has been made for the comfort of the 500 
employes in the form of rest and locker rooms for men 
and women. A restaurant, drinking fountains, and 
meeting rooms have also been provided. 

The general offices of the company are located on 
the second floor and extend the full width of the 
building, facing the river. 

The new building is a companion of the company’s 
present warehouse across the street, completed in 1917. 
The floor space contained in both buildings is over 
481,000 square feet. 


DISSTON MONTHLY NEWS 

Let ub call the attention of our readers particularly 
to the two-page announcement of Henry Disston k 
Sons included in the very fore part of our pages. 

Many house organs come to our attention from many 
organizations, manufacturers, jobbers and retailers. It 
has remained for the enterprising advertising depart 
ment of Henry Disston & Sons to include their monthly 
house organ right in their announcement, so that the 
readers of the Hardware World throughout the West 
will each month have the benefit of an intimate chat 
with the Disston organization and a little knowledge of 
its inner workings and its home circle talk. 

We hope that our readers will form the habit of 
reading the monthly Disston news with interest every 
issue. It is well worth while. 


MINDING OUR P'S AND Q’S 

In a recent issue of the Hardware World, we re 
ferred to the products of the Quaker City Rubber Co¬ 
at Philadelphia, Pa. 

It has been called to our attention that we referred 
inaccurately to Quaker City rubber goods. P. P. P. fc 
the rod packing brand. T. T. T. is the tread equipment 
of Quaker cord casings. 


The Western Manufacturing & Sales Co. has beeo 
incorporated at Yakima, Washington, by R. L. Duck 
ham, R. A. Newton and Ernest Duckham, to do a 
general auto accessory business. 
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Which Shall It Be 

SHOW Windows or SALES Windows? 


Many hardware stores realize their 
greatest profits from their paint de¬ 
partment. Increase this profit by 
bringing additional trade into your 
store. You can do it through your 
windows. 

Allen Window Service is a series of 
PAINT Window Displays that are 
original and distinctive. Their cost 
is small. Windows in this series 


were installed in Dayton paint stores 
last Summer. THEY SOLD PAINT! 
They will sell paint in your store, 
too. 

They are offered for 1921 to only one 
dealer in each city. Complete de¬ 
tails have been arranged in a folder 
called, ‘ 4 Make It a Strong Link.” We 
have a copy for you. Write for it 
today. 


ALLEN WINDOW SERVICE 

942 Richard. St, Dayton, 0. 


i 


LANE’S - 
Ratchet Socket Wrench Sets 

and “ SUPER-UNIQUE” 


(Trad* Marks Registered) 


DEALERS 


B: NOTE THESE SELLING POINTS: 

Bound Socket!, Turned from Solid Steel Bar 
Broached Hexagon Openings. Guaranteed Against Wear and Spreading 


NO PROFITURINO 

JOBBERS EVERY¬ 
WHERE CARRY 


IN OUR PRICKS 


LANE’S 


asssas 


TOOLS 



Made only by 

Will B. Lane 
Unique Tool Co. 

180 17. Dearborn St. 
CMICAfiO, ILL, U. S. JL 

W. H. WZLBURJT. 
Western Representative 
602 WUUams Building. 
Mission and Third St*, 
Ban Francisco, CaL 
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ANDREW CARRIGAN CO. WILL REPRESENT MANUFACTURERS 


Announcement was recently made of the organization of the Andrew Carrigan Company, manufacturers’ 
agents. The name of Andrew Carrigan has been identified with the growth of the hardware business since the 
days of 1849, when Mr. Carrigan's father entered the hardware business at San Francisco. For the past 34 yean 
the present Andrew Carrigan has been elosely identified with the trade throughout the West, and now he and 
his son have entered into a new phase of the business. Their experience and knowledge should be valuable aad 
advantageous to them, the trade and the manufacturers they will represent. 

Among the well known manufacturers they will represent are: Smith & Wesson, Springfield; Griffith Tool 
Co., Philadelphia; Jefferson Union Co., Lexington, Mass., and the Continental Wood Screw, New Bedford, Mass. 
They plan to visit the trade from Denver west. Offices will also be opened at Seattle* and Los Angeles that 
they way extend closer cooperation to the western merchants. 


COOK PHONOGRAPH MADE IN PERIOD 
DESIGN 

Many hardware merchants are undoubtedly familiar 
with the line of talking machines made by the Ernest 
C. Cook Co., 116 South Michigan Boulevard, Chicago. 
To this list has been added a new model of the, Console 
type finished in mahogany or walnut. It is Gregorian 
in design and is said to bring to life again all the grace, 
charm and refined richness characteristic of Gregorian 
period furniture. 

The cabinet work in design and execution is said 
to be true to the traditions of old world craftsmanship. 
The woods used are carefully selected to keep at the 
highest attainable degree the artistic appearance of the 
machine’s cabinet. All trimmings are finished in gold. 
The phonograph is equipped with a patented automatic 
stop. The reproducer, diaphrain, tone arm and tone 
chamber are designed to provide a continuous and ever 
expanding passage for the sound waves set in motion 
and is said to be uninterrupted by so much as a screw. 
The design is correct in principle and design. The 
motor runs smoothly, turning the record with a regular¬ 
ity of speed that holds the tone absolutely true to pitch 
without the slightest tremor. 

Profit in Selling Phonographs 

All Cook phonographs will play any standard disc 
record. 

They will be glad to give full information and prices 
to any of our readers. 

Realizing the period design is becoming a vogue 
and in order to meet every class of buyer, the Ernest 
C. Cook & Co., is making a machine that sells to the 
dealer for $150, the list price on same being $375. 


To be a “big job” man YOU must have gone 
through a raft of smaller jobs in preparation. 


GREATEST OREGON CONVENTION EVER 
HELD 

It was the unanimous verdict of delegates who 
attended the recent convention of the Oregon Hardware 
and Implement Dealers at Portland, as well as of the 
jobbers and the general reception committee, that the 
convention was the greatest ever held by the organize 
tion. 

There was an increase of over 20 per cent in attend¬ 
ance over previous years. The association itself had 
grown steadily during the year. There was a keener 
interest in problems and closer attention at the meet¬ 
ings than ever before. 

The entertainment of the delegates by the jobbers 
and branch houses of Portland was distinctive and 
even surpassed the record of former years. Every noon 
the delegates would be divided into small groups and 
were invited to lunch with various members of the 
reception committee. The finale of the program was 
a record-breaking banquet, where over 400 were seated 
at the tables,for three hours of fine feasting and ehoice 
entertainment. As the banquet was for the men dele¬ 
gates only, a dinner and theatre party was held for 
their wives at the same time. 

W. K. Slater of the Honeyman Hardware Co. had 
charge of the entertainment feature of the convention, 
and the following served on the committee with him: 
D. A. Arnson, Sherwin-Williams Co.; E. Geo. Young, 
Marshall-Wells Co.; M. Conner, E. C. Atkins & Co.; B. 
L. Lovelace, Mitchell, Lewis & Staver Co.; G. Murphy. 
John Deere Plow Co.; C. M. Hoopes, Cribben & Sexton 
Co.; W. S. Spinning, Gauld Supply Co. 


The Valley Hardware & Implement Co., Grandview, 
Wash., have been incorporated under the name of the 
Gray Hardware Co. 
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“BUTTERFIELD” 

“SPECIAL PURPOSE”—“SCREW PLATES” 

“Ford—No. 133” 


FORD AUTO PLATE 
C UTS 

A *28 5 /gX 24 yaX24'^2XI6 

^16X20 y.6XI4 /2X20 U.S.F. 


Note the cutting sizes on the box cover and you will 
immediately understand why it is indispensable to 
every garage and every Ford car owner. The odd sizes 
contained here cannot be found in any regular set. 


BUTTERFI 


* 'Motorcycle No. 131” 

This set Vill thread all the bolts and nuts on the 
Yale, Indian, Excelsior, Harley-Davidson, Thor 
and other makes of motorcycles. They are 
always in demand, so order your stock today. 

BUTTERFIELD & CO* Division 

Union Twist Drfll Company 


DERBY LINE, VT. 


BUTTERFIELD & COMPANY 
MOTOR CYCLE SET NO. 131 

WILL THREAD ALLTHE 
BOLTS.SCREWS AND NUTS 
ON ANY MOTOR CYCLE MADE 



OHIO AGO STORE, 11 South Clinton Street 

PACIFIC OOAST REPRESENTATIVE 
V. S. Walsh, 560 Mission St., San Francisco, Oal. 


FOR 48 YEARS 

Our CONFIDENCE in western merchants has 
meant GROWTH for ns both. 

We want your GOOD WILL so that we can return 
it in kind for our mutual BENEFIT. 

WE DO NOT SELL CATALOG HOUSES 


EMPKIE- SHUGART- HILL COMPANY 

WHOLESALE HARDWARE 
COUNCIL BLUFFS IOWA 


BEST CUTLERY CO. 

Manufacturers of all kinds of 

HIGH GRADE 
SOLID STEEL SCISSORS 

Office and Works 

25 Willoughby Street . Newark, N. J. 


“HEXALL” 

Trade Mark Reg. U. S. Pat. Off. 

SOCKET WRENCH No. 5 



Patented Dec. 31, 1918 
“HEXALL” Socket Wrench, No. 5—8 Pieces 

—a favorite with motorists everywhere. It con¬ 
tains 10" handle made from Hexagon Steel, 
7 Hexagon Sockets. Sockets pack neatly on 
handle when not in use. Friction ball prevents 
them from falling off. All sockets are made 
from Bar Steel, broached and pack-hardened. 

There are eight sets—a 11 HEXALL ’ ’ for every 
need. This guarantee goes with every sale: 

“Break Any •HEXALL 9 Wrench and We 
Repair it— No Charge 99 

R. F. SEDGLEY, Inc. ^LiSSl 

Also Makers of “BABY” H ammerlet s Revolver g 
2311-13-15 North 16th St. 
PHILADELPHIA, PA. 

Pacific Ooast Representatives: 

McDonald A Linforth, San Francisco, Cal. 
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So successful has been the management of the 
Pacific Northwest Hardware & Implement Association 
under Secretary E. E. Lucas, and so great are the 
possibilities for the association’s work and develop¬ 
ment in the Northwest, the recent convention saw fit 
to add another assistant secretary to the staff. 

Colonel Lucas has been an efficient administrative 
officer of the association for 13 years. For the last 
10 years his right hand man has been A. R. Almquist, 
who specializes in the insurance department. 

There is now $5,000,000 insurance in force, the 
association having gained $1,000,000 new business the 
last year. The Pacific Northwest Association made a 
gain in membership of nearly 10 per cent last year. 

The new assistant secretary, W. P. Lucas, began 
his hardware education 30 years ago in a tin shop. His 
ractical knowledge of the hardware and implement 
usiness, his long association with his brother, should 
make him a most valuable assistant. He will spend 
most of his time traveling among the members, helping 
them solve their trade problems and in making more 
valuable membership in the association. 


E. C. WARD RESIGNS POSITION 

After eleven years continuous service in the sales 
department of the Marshall Wells Hardware Co., Port¬ 
land, the last five years as active sales manager, Mr. 
Ward has severed his connection with this institution 
to become the western representative of the Favorite 
Stove & Range Co., Piqua, Ohio, for the states of 
Colorado, Wyoming, Utah, Idaho, Oregon and Washing¬ 
ton. 

Their line is quite complete, covering hard and 
soft coal and wood heating stoves, combination gas 
and coal ranges, steel and cast ranges for hard and 
soft coal and wood, gas heaters of every description, 
gas cook ranges, both pipe and pipeless furnaces, etc. 

Tt is Mr. Ward’s intention to establish offices in 
both Denver and Portland. He is an exceptionally fine 
type of western business man, and his knowledge and 
acquaintance with the trade will stand him well in 
hand as the representative of the Favorite Stove & 
Range Co., who are to be congratulated upon securing 
his services. 


“Ikey,” said the teacher, “can you give me a defi¬ 
nition for 4 a bargain’?” 44 Sure I can,” smiled Ikey. 
44 A bargain’s when you get the best of them.” 


WHITLOCK CORDAGE COMPANY'S NEW 
CATALOG 

The Whitlock Cordage Company has issued 
their new catalog on their guaranteed cordage, 
in an attractive booklet of some 35 pages, giving 
much valuable information with reference to 
cordage products. 

The catalog gives a most complete story of 
rope manufacturing with special reference to 
the methods of the Whitlock Cordage Company, 
and is illustrated by numerous engravings, 
showing the various cordage products, and the 
process of manufacturing. It also contains a 
copy of their rope schedules, giving the approxi¬ 
mate cost per hundred feet, basic price being 
shown in red at the top of each column, and the 
pound price and size in red, the differentials in 
black. It is quite a valuable table for anyone 
handling rope or cordage products. They will 
be glad to send a copy of this catalog to anyone 
of our readers upon request. 


CUTTING THE COST OF CUTTING GRASS 

The power lawn mower of the Milbradt Mfg. Co. of 
St. Louis, is heralded not only as a grass cutter, but 
also as a cost cutter. This iB not the idle boast of the 
manufacturer, but is demonstrated in a new publication 
of the company, showing reproduced letters from actual 
buyers and users of the Milbradt power lawn mower. 

These letters come from owners, country clubs, es¬ 
tates and municipal parks, where large lawns are to oe 
cut. The Milbradt power lawn mower is said to solve 
the problem of beautifying the grounds. With it one 
can keep lawns tidy and trim at small cost. The power 
mower does the work quickly and satisfactorily. 


The Merino Hardware store, Merino, Colorado, hau 
been distributing to their customers income tax rec0 1 
and account books. They find this a splendid m®* 
of keeping their name and their service before t 
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Double Bars—Double Strength 

INSURE complete satisfaction 
A among your trade by selling 
them New Era bumpers. Guar¬ 
anteed against any accident. 
Interchangeable arms to fit all 
cars—front and rear. No dead 
stock. Immediate shipments. 

Write for catalog. 

HEW ERA SPRING A SPECIALTY OO. 

66 Cottage Grove Ave. • Grand Rapids, Mich. 

NEW BUjAs 

‘Better'SPRlNG BUMPERS 


AUTO TOPS and 
Seat Covers 



Top Reoovers, Seat Coven 
Radiator and Hood Coven 

Side Curtains, Rain Guards 

Tire Covers, One-man Ford Tope 
Trimmers’ Material and Supplies 
Tents, Paulina, Wagon Cover s 
Cotton Picking Bags 

Clifton Manufacturing Company 

Main Offioe and Factory 
Waoo, Texas 

Baa Praaoleoo, California 
Offloa: 889-41 Larkin St. 

Lot Angel—, California 
Offloa: 184 Sort* Loa Angel— 8t 


King“Multi-TumMer” Padlocks 


Built to Serve 
Every Padlock 
Need 



hardened shackles 
—sixteen to twen¬ 
ty-four tumblers. 
Guaranteed to give satisfactory service— 
the customer to be the judge. 

THE KING LOCK 00., CHICAGO, ILL. 

■AT.w RHPBB8BNTATIVB8 

SVBPUSa, sumr * 0O_ 74 Hnmj St-.Hsw York oitr 
Oklcaifo mum, S4 N. Clinton St. 



Supply your trade with either 

BEATS-ALL Liquid or Powder 
RADIATOR CEMENT 

C-^ a Two )Liquid, at60eand7Bo 
-—Si*** 1 Powder, at 35c and 6 O 0 

Why resort to a solder¬ 
ing iron—use BEATS- 

#1 Radiator Cow ALL. 

It’s SAFE AND DE¬ 
PENDABLE. When left 
in Radiator acts as a pre- 
* r 1 ventive for new Leaks. 

Guaranteed to repair Leaks 
L . ^ * quickly and permanently. 

__ Dealers—Write today for 

our remarkable propoaition. 

Manufactured only by the 

AUTO SPECIALTIES MANUFACTURING CO. 

40 Elm SL, Buffalo, N. Y. 

Branch Factory, 320 Market St., San Frandaoo, OaL 


'r**TT. 
ttrtAAlU « T 


Digitized by ' 


.oogl 










170 


HARDWARE WORLD 



A “Down to the Minute” 
Camp Outfit that 
Makes Camp Life Enjoyable 

—As a running board box it carries a com¬ 
plete Camp Cooking Outfit, a two burner 
gasoline cook stove and a metal service 
box, in which to cany a complete dining 
service. 

—The box is convertible in less than two 
minutes into a Camp Cook and Dining 
Table, having a top measuring 26%x33 
inches and with two spacious shelves under¬ 
neath for holding utensils, stove, etc. 

—With the “Campers Friend* * you stand 
up and cook with ease and sit down and eat 
in comfort. 

—It eliminates the open camp fire for cook¬ 
ing purposes with all its disagreeable 
features. 

-—There’s no more stooping and squatting 
in awkward and tiresome positions while 
cooking and eating. 

—The most compact, practical and useful 
camp convenience ever offered the motorist 
who tours and camps. 

—Dealers can make their camp equipment 
and sporting goods departments more prof¬ 
itable by stocking this 1 * up-to-date’’ outfit. 

Write for Prices and Illustrated 
Folder. 

JOHN E. HARDY 

PORTLAND, OREGON 


SUPPLYING JANITORIAL UTILITIES 

The June Freeman Manufacturing Co. has not only 
built up a new organization and a new product in the 
West. The company is also responsible for originating 
a new industry and trade name—janitorial utilities. 

President J. 8. Freeman tells interestingly how this 
organization and industry was started, and from whence 
it came. Mr. Freeman has been connected with some 
of the largest jobbing houses in the West. In business 
for himself under the firm name of the Freeman 
Supply Co., he handled janitorial and household sup¬ 
plies and was located in San Francisco. 

A few years ago, Mr. Freeman sold his supply busi¬ 
ness, as he saw great possibilities in this particular 
manufacturing industry, placing what was at that time 
known as the Johnson chain mop handle on the market. 
He purchased the patent rights from the inventor of 
this article, and immediately took steps to organize a 
company and to establish a factory for the purpose of 
making not only the chain mop handles, but to develop 
other ideas along these lines, needed improvements on 
the old patterns and designs of mop handles, mop 
wringing presses, window and floor squilgees. 

After completing the organization of the company, 
steps were taken to get the proper machinery and 
equipment necessary to go forward with, in the industry 
said to be the only one of its kind west of the Mississip 
i River. The plant is located in the manufacturing 
istrict of San Francisco, at 509-11 Sixth Street. 

The company’s factory is modern and up-to-date in 
all respects. In view of the fact that this is an entirely 
new industry, it has required a great deal of work to 
bring about the completion of the various articles which 
were taken in their crude state from the original 
inventor. The company is to be complimented upon 
the success it has made in the short space of one year 
that it has been established. 

The articles being turned out are well up to the 
standard and in some respects an improvement on the 
old designs and patterns of the eastern manufacturers 
in these lines. 

The One Beter chain mop handle turned out by the 
company is made in three patterns, namely, the Pro¬ 
fessional Janitor, the Regular Janitor and the House¬ 
hold type, and is finished in a manner that is worthy 
of the attention of the trade. 

The simplicity of these articles appeals immediately 
to the users of mop handles, and the durability and 
efficiency of the materials used in the finish speaks 
for itself. 

The company is now going forward in production 
and is receiving considerable attention from the jobbing 
trade and the large consuming trade, which proves that 
it is manufacturing meritable articles. 

The industry being built up should prove helpful 
and interesting to the western jobbers and retailers in 
general. 

The personnel of the company includes J. S. Free¬ 
man, president; James E. Layden, vice president; I. E. 
Selix, secretary, and G. C. Welton, treasurer and general 
manager, formerly manager for Geo. Haas & Sons; E. 
B. Happoldt, western manager of the Oxfibre Brush 
Co., is the outside representative and calls upon the 
western jobbers, in connection with this line. 


The Western Implement & Steel Co., Montesano, 
Wash., with headquarters at Chehalis, Wash., report a 
very satisfactory season’s outlook. They are handling 
all kinds of farming implements and hardware. 

The Goldendale Hardware Co., Goldendale, Wash., 
are the successors to the Baker Hardware Co. The 
incorporators of the new hardware company are J* 
Ledbetter, Mrs. Ruth Ledbetter and Glen Wagner. 

A. T. Carlson, who operated the business of * he 
Kingsburg Hardware & Furniture Co., at Kingsburg, 
Calif., has disposed of the business to P. R. a n< * E. 
Broline, who will continue the business. 
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Quality is the first 

Consideration in build¬ 
ing Marvel Nitrogen 
Lamps 


(ALL SIZES) 

arc assured of a perfect, 
efficient, flawless lamp, and of 
IMMEDIATE DELIVERIES. 
Marvel Lamps are sold by direct 
representatives, and there are still 
a few highly valuable territories 


Write or wire us for details 

Brite-Lite Lamp Mfg. 
Company 

214 Oxford Street 
Providence R. L 


SPRINGS 


H Lockwood Locks, recognized 

as standard goods, are well- 
1 made, of long life and afford 

the users unexcelled security. 
The line includes locks for all 

} purposes. 

Lockwood Designs, which can 
be had to harmonize with 
every architectural style, are 
pleasing in design and cor¬ 
rect in their details. The 
wrought designs, for low-cost 
houses, are particularly at¬ 
tractive. 

Lockwood Manufacturing €0. 

Manufacturer! of 

BUILDERS’ HARDWARE 

SOUTH NORWALK, CONN., U. S. A. 

F. O. HIOOIN, Western Representative 
2833 Hilligaas Ave., Berkeley, Calif., U. S. A. 


M otor Mer cantile ( Company 


Wholesale 


Exclusivel 


All kinds of Coil Wire 
Springs made from any 
size wire up to inch 
diameter. Special atten¬ 
tion given to the Porch 
Swing Spring, which is an 
ideal seller during the 
summer months. 


MANUFACTURERS 

THE SUPERIOR SPRING 
COMPANY 

SPRINGFIELD, OHIO 


Carrying Complete Stock 
of Automotive Parts 
Equipment 
and Supplies 

EXCLUSIVE DI STRIB UTORS FOR THE 
FOLLOWING LINES 


Motnl Oil 
Oct rees 
Mottle Tubes 
Stromberg Carburetors 
Walnwrigbt Fietona 
atan-Par Perfection Springs 
Spires Badiators 
HAD Shock Abaorbere 
for Fords 
Gabriel Snubber* 

Gilmore Fan Belts 
Kay Bee Spot lights 
Momeco Bronte 


Momeco Tool Kits 
Femko Ignition Part* 
Lockwood Seat Covert 
Tire and Badiator Covers, 
Btc. 

Fairbanks Garage Equip¬ 
ment. 

Oanedy-Otto Garage Equip¬ 
ment 

Arrow Grip Ohrins 
Du Pont Top Material 
Laldlaw Seat Cover 
Material 

DriKure Retreadera 


And a Complete Line of Mechanics' Tools and Garage 
Equipment 

New 1920 Catalog Furnished on Request 

M otor Mer cantile Company 

116-117 South West Temple Street. Salt Lake City 
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McKinney foremen organize club 

When 70 department heads of the McKinney Manufacturing Co. got together recently at a banquet as guests 
of their employers, they accepted unanimously the proposal of several veteran employes to organize a Foremen’s 
Club. A committee was appointed to draw up a constitution and by-lawB, which will be voted on at the next 
meeting of the club, when the election of officers will be held. 

R. L. Murdock, superintendent, outlined the plan and purpose of the club, and W. C. Farr, president of the 
company, in the concluding speech of the evening, assured the employes of the hearty support of every member 
of the official organization. Other speakers included W. J. Dixon, chief engineer and for 42 years employe of 
the firm; W. J. Wilson, assistant superintendent, and Harry E. Woernle, chief mechanic. William 8w Church 
was the toastmaster. A musical program was presented by the McKinney Male Quartet and others under the 
direction of J. L*. McKain, song leader. 


Hayes & Shuford are the successors to the John 
Smith Hardware Co., Waitsburg, Wash. There is no 
withdrawal of capital and the assets of the business 
remain unimpaired by the change. The new firm as¬ 
sumes all the obligations of its predecessor, including 
current accounts, contracts and future orders. The 
present purchasers have been associated with Mr. Smith 
for a number of years, Mr. Hayes having joined the 


“CRITCHLEY-SIX” 

Expanding Adjustable Reamer. Genuine original aix or 
five blades are made only by 

CHADWICK & TREFETHEN 

Portsmouth, N. H. 

Represented by Oaldwell Sales Co., San Francisco, Calif. 


Earlci 

E25STO* 

_, 

■Name, address end number stamped on tags. 

H Catalog mailed free on request. 

|F^^r^ftCoj78WHuronStChI^j^| 




With the- 

Precision Kiy Miekin 

Anyone can cut a perfect 
duplicate of any Tale 
type key in less than 
one minute. Machine is 
automatic. No experi¬ 
ence or skill neeessary. 
Write for descriptive 
booklet today. 


PKCISIOR HACHIK A TOOL 00., Sales Offks S40 Hsaiites Araaes, Allssievn, Pa. 


Walla Walla organization in 1902, and becoming mana¬ 
ger of the Waitsburg store in 1908. Mr. Shuford joined 
the Waitsburg firm in 1904, so both of them are inti¬ 
mately acquainted with the business which they have 
just purchased. They report an excellent outlook. 


SAND’S PLUMBS AND LEVELS 


M 3 


Deserve tout confidence because they are known and 
wanted throughout the building trades and represent 
the easiest selling level stoek on the market. 

TOUR JOBBER CABBIES THEM 

I. SAND a SONS - Detroit, —lo M— 



GENUINE 

Hildebrand t Spinners 

Fish Catchers for 20 years. 

Tour customers want the genuine. A else, shape or 
finish for any game fish. Send for catalog. 
THE JOHN J. HXLDBBRAHDT 00„ 
Logansport, Indiana. 



THE PACKHAM 

Stem HpeCitoper aid tut* 

MADE BY 

THE PACKHAM CRIMPER CO. 


If Your Jobber Does Not 
Carry It, WriteUs 
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“OIL RUINS TIRES” 

Motorists realize what a great menace oil 
is to inner tubes and, therefore, look for 
the place where they can fill tires with 

CURTIS AIR — FREK 
FROM OIL 

Five different sizes of com¬ 
pressor, 125 different com¬ 
binations of outfits. In 
stock at most jobbers. 
Price is right. A result of 
25 years’ experience in 
compressor manufacturing. 
Send for Bulletin C-5. 

Curtis Pneu. Mcfcy. C*. 

1512 Klenlen Av., St. Lools 
530-L Hudson Term., N. T. 


CHILD’S MODEL B 

OABBOlf TBTBA CHLORIDE 

Fire Extinguisher 

1 Qt. Capacity 

APPROVED BY UNDER WKITEBS 


Very effective on electrical and gaeottne 
Urea. Bapecially anltable for automobiles. 

A LINE WORTH HANDLING 

For Particulars Write to 

0 . J. CHILDS GO. 

FIRE APPARATUS UTICA. H. T. 


UNITED AUTO SUPPLY CO. 

Jobbers and Factory Distributors 

Automobile Accessories 

711-715 MISSION STREET, SAN FRANCISCO 
Send for Our Latest Complete Accessory Catalogue 


i I *VliJ :!*»]; 
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SAVE YOUR FENDERS C HA V n"t fc^HTE HER 



mevviiosia V 

CHAIN TIGHTENER 

Loose chains 
slap against 
fenders, m a r- 
ring and bend- 
ing them and 
\ creating an in- 
Y fernal r a c ket. 
Merchant’s pre- 
Went this by 
Vflk \ i r i p p ing the 
^ uXrftw c h a in at five 
IQ points, giving 
3 I an easy tension 
7 all around, 

f B / Saves chains. 
S / Saves tires. A 
wonderful little 
7 / accessory. Prioe 

l / per pair 91-00. 
yr rn. H. Msrchaat Csrp. 

236-8 Emma St. 
Syracuse, N. Y. 


y3r your Ford 
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they are on the market, and that probably her neighbor¬ 
ing hardware store has them in stock. 

Why not get busy and do a little advertising to the 
women of your neighborhood! Let them know that you 
have a good stock of cappers and caps. Display them 
in your window and on your counters. Some women 
will become acquainted with them through her hus¬ 
band’s “home brew,” but there are many more whose 
trade you want who will learn of them only through 
your efforts. 


OPPORTUNITY FOR THE SALE OF BOTTLE 
CAPPERS 

Merchants who are looking for articles of merit, to 
interest the trade of the housewife, especially labor- 
saving and economical devices, will find bottle cappers 
worth investigating. 

We know that one is inclined to think that the 
importance of the sale of bottle cappers has been 
brought about by those who seek to “bottle their own.” 
While of course the use of bottle cappers is not pro¬ 
hibited in such an emergency, yet the greatest oppor¬ 
tunity of increasing trade is to be found in the home, 
where economical housewives find them a necessary 
utility in preserving and canning operations. 

Bottle cappers of various merit are to be found on 
the market, at prices within reach of everyone. Some 
are, of course, less trouble to operate than others, and 
merchants will find in them sufficient variety to be 
within the reach of all. 

As is often the case, the best is the cheapest, while 
the first cost may seem prohibitive, yet when the time 
consumed and the ease of operation is considered, it 
is generally found a bottle capper will pay for itself at 
the first using. And that when one uses a first class 
article they will not be content with anything of less 
efficiency. 

One manufacturer, who has been following up this 
matter <juite thoroughly, gives this report as to their 
success in interesting the women folks of a certain 
community: 

“On investigating among our friends at home I 
showed the original model and found that women were 
particularly interested in a kitchen utensil of this kind. 
For instance, in demonstrating the working operation 
of the bottle capper to nine women, eight of those 
women waxed enthusiastic and wanted a capper imme¬ 
diately. 

“Did they want these cappers for surreptitious 
home brew! They would have held up their hands in 
horror. They told me that they all had always used 
old bottles lying around the house in putting up their 
fruit juices and preserves. 

“They also spoke of the saving of labor in putting 
up grapejuice in the fall, by using a capper instead of 
hunting about for suitable corks and then getting out 
the seeding wax and melting pot with its resultant mess 
and trouble. 

“They told me that many times in canning grape 
juice the cork would blow out, with resultant loss and 
and smearing of other canned stuffs and pantry shelves. 
Here was a device, they decided, that would do away 
with such difficulties. And only one of these women 
know that she could purchase sanitary crown corks, 
etc., at her hardware store, department store, or at the 
five and ten cent store.’’ 

The result of this man’s investigation was the de¬ 
cision that there is a great field for the bottle capper 
as a legitimate kitchen time and labor saving device, 
and he is planning a widespread advertising campaign 
to educate the women of the country along this line. 

While many retail dealers in hardware, house fur¬ 
nishings, druggists and grocers have met with a large 
demand for hand bottle capping machines and find it 
necessary to carry a stock at all seasons, it is interest¬ 
ing to note that many women, while realizing the need 
of such an implement, are ignorant of the fact that 


SOAP AND HARDWARE 

Apparently many hardware and cutlery dealers have 
not completed the cycle of shaving necessities, conse¬ 
quently, a good deal of business that you have created 
finds its way into other branches of retail trade. 

This condition has been realized by the Safetee Soap 
Corporation, subsidiary of the American Safety Razor 
Corporation, which has brought about the manufacture 
of Safetee Shaving Cream, Safetee Cocoa-Butter Center 
Shaving Stick, Safetee After-Shave Talc, Toilet Water 
and Lotion, all products chemically pure, highly effi¬ 
cient and extremely pleasant to use. * 

The Safetee line is nationally advertised and most 
uniquely sold, as the Gem, Ever-Ready and Star Safety 
Razors and blades carry the message to the consumer 
in a brief and forceful manner, likewise all other 
shaving accessories manufactured by the American 
Safety Razor Corporation; in other words, you are 
spreading the news through your own store and should 
be in position to benefit thereby with the Safetee 
products ready for Bale. 

An offer on the Safetee line, procurable from your 
jobber, appear elsewhere in this issue, which is unique 
and very profitable. The manufacturer will gladly ac¬ 
cept your order direct and place it with the jobber for 
you. 

Safetee products are precisely prepared to the end 
of securing the most successful lathering results with 
the use of a safety razor and likewise for any other 
method of shaving. The grit often prevalent in soap 
preparations and extremely detrimental to the edge of 
any blade is absent. The chemicals which have been 
used in shaving preparations that cause irritation are 
likewise absent; in fact, Safetee Shaving Cream can 
safely be placed on the tongue without any harmful 
results. 

A suggestion has been made that dealers send out 
Safetee product circulars to their customers, which will 
be gladly furnished by the Safetee Soap Corporation, 
for such purposes, and where you do not possess the 
names and addresses, it is well to take them down 
when purchases are made of razors and blades and 
about every ten days send out such circulars with your 
name stamped thereon, so that the consumer will appre¬ 
ciate the fact you are in a position to sell products they 
have been reading about. 


ENCYCLOPEDIA FOR OIL STOVES 

George M. Clark & Co.’s new catalog on oil stoves, 
No. 112, might be well named an encyclopedia of oil 
stoves. For it has a complete description of oil stoves 
and the parts manufactured and for sale by these manu¬ 
facturers. 

It is 40 years since the George M. Clark & Co. was 
organized in 1881, and surely the new catalog is a cele¬ 
bration of this event. Not only the complete line of 
oil stoves, but also gas heaters, gasoline blow torches, 
junior gasoline stoves and ovens are described in the 
booklet, which contains over 40 pages and is attractive¬ 
ly bound. 


Elmer Wilshire has disposed of his interest in the 
Hollywood Hardware Co., Hollywood, to the other 
partners, Messrs. Brin and Parish. It is said that Mr. 
Wilshire plans to engage in the hardware business 
again in Hollywood before long. 
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CINCINNATI SCREW CO. ADDING TO ITS 
LINES 

Patent rights on the Red Devil Sprayer, manufac¬ 
tured in the past by its patentee for use on golf links 
and for other spraying purposes, have been purchased 
by The Cincinnati Screw Company, manufacturers of 
a complete line of screws. 

Production on a quantity basis will be begun in the 
near future. An extensive sales and advertising cam¬ 
paign is in course of preparation. 

R. R. VOUGHT’S NAME MISSPELLED 

In introducing R. R. Vought last month, succeeding 
S. V. Armstrong, we unintentionally practiced false 
economy in omitting two letters from his name. It is 
pronounced “Vote.” 

Mr. Vought is losing no time in extending his 
acquaintance with the western trade and the territory 
in general. As this aricle comes before our readers, 
he will be making a swing around the northern territory, 
meeting the buyers and giving them the benefit of his 
knowledge of eastern markets and manufacturers 
whence he has so recently come. 

L. E. Smith of the Whittier Hardware Co., Whittier, 
Cal., has purchased the interest of F. W. Waecter in 
the firm. 

The Kerman Hardware Co., Kerman, Cal., have been 
adding materially to their stock of hardware and farm 
implements. They anticipate a busy season. 

The Patterson Hardware & Implement Co., Fort 
Morgan, Colo., are changing over their methods to a 
strictly cash basis. Prices will be revised accordingly 
to meet the change. 





Heating BlKsDSil 


Over 1,000,000 Sales Prove its Worth sad 
Merit. Gives Ton Good Profit. Satisfies 
Your Trade. 

FREE TO ROYAL DEALERS 

Royal Lithographed Window Trim. 

Royal Lithographed Counter Displays. 

Royal Lithographed Movie Slides. 

Cuts for Newspaper Advertising. 

Circulars for Store Use. 

Book—Royal Salesmanship (32 pages). 

Above Selling Helps will be mailed prompt¬ 
ly to any Royal Iron Dealer on request 


Iron Dealer on request 


ROYAL SELF-HEATING IRON OO. 

67S WAYNE ST. BIO PR ATRTK, OHIO 



'New Process 

Brings Customers 


The appearance and perfect working quali¬ 
ties of the NEW PROCESS OIL STOVE 
satisfies every user. They are made in 
various styles and sizes in Satin finish. 

Furnished with Oil Saving Burners, High 
Speed, and Heavy Glass Tank. Has Large, 
Roomy Cooking Top. Legs are made ox 
Strong Cast Iron. Furnished either with or 
without Back Shelf. 

The NEW PROCESS OIL STOVES wfll 
bring you customers. 


NEW PROCESS STOVE CO. Division American Stove Company 

OHAS. H. 8CHIECK, Sales Agent, 715 Indian a Street, Near 19th Street, SAN FRANCISCO 
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RESULTS AND THE MAN TAKE A SUGGESTION PROM THE ORATOR 


The man who is throwing heart and soul 
into his work, the one who is studying his job 
intelligently and handling it most efficiently is 
getting results, and results are what all of us 
are after since results are what we are being 
paid for. 

A man is not getting the best results who is 
not learning as he goes, and doing better work 
through his learning. 

The man who is not interested in doing 
more and better work, on the theory that his 
employer will get all of the benefits, is digging 
his own grave. The rapid, efficient worker 
goes ahead of the poor worker, and, according 
to the standard on which wages are apportioned 
in all well-regulated shops, he gets more money 
for the extra effort he puts into his work. 

To get the big job and the big money, a man 
should forget about his employer’s profits and 
think only of his own, using the line of reason¬ 
ing that if he acquires knowledge that will 
enable him to do better work more rapidly, he 
will be helping not only the man he is working 
for, but himself as well. Be selfish in your 
quest for a better job and better wages, but let 
your selfishness be of the enlightened kind. The 
man who does not give his employer the best 
that is in him, is hurting no one but himself. 


True worth is in being, not seeming— 
In doing each day that goes by 
Some little good—not in dreaming 
Of great things to do by and by. 
For whatever men say in blindness, 

And spite of the fancies of youth, 
There’s nothing so kingly as kindness, 
And nothing so royal as truth. 

—Alice Cary. 


CUTTING THEM SHORT 

A suburban minister during his discourse 
one Sunday morning said: 

“In each blade of grass there is a sermon.” 

The following day one of his flock, a Kansas 
City hardware dealer, discovered the good man 
pushing a lawn mower about, and paused to 
say: 

“Well, parson, I’m glad to see you engaged 
in cutting your sermons short.” 


Perhaps you have heard of the orator who 
said that he never arose and went forward on 
the platform without saying to himself: “These 
people before me are my friends. I like them 
and they like me. If I show friendliness they 
will show sympathy. I need their friendship 
and sympathy; they may be the making of me. 
I therefore will be as friendly as possible and 
do my utmost to win their friendship.” 

He claimed that thoughts such as he thus 
expressed to himself put him into the proper 
mental condition to win the coldest audience. 
He asserted that his remarkable success as a 
public speaker did not come to him until he 
adopted this method. Is not this food for 
thought for the salesman! 

The case of the salesman approaching a cus¬ 
tomer parallels that of the speaker advancing 
before his audience. The salesman who is friend¬ 
ly is sure to awaken a feeling of friendliness in 
his customer. !: 

He who approaches a prospect with a sour 
grudge in his heart and a mouldy frown on his 
face must remember that the prospect will reboil 
at the sight of his face and flee when he opens 
his heart. 

The best customers of all customers are your 
friends, and the best salesman of all salesmen 
is the salesman who converts customers into 
friends. _ 

FISHIN’ 

“Supposin’ fish don’t bite at first 
What are you goin’ to do! 

Throw down your pole, chuck your bait 
And say your fishin’s through! 

You bet you ain’t; you’re goin’ to fish, 

An’ fish, an’ fish, an’ wait 

Until you’ve ketched a bucketful 
Or used up all your bait. 

Suppose success don’t come at first 
What are you goin’ to do! 

Throw up the sponge and kick yourself, 

And growl, and fret, and stew! 


You bet you ain’t; you’re goin’ to fish, 
An’ bait, and bait ag’in, 

Until success will bite your hook, 

For grit is sure to win.” 
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It is inconvenient to be poor, but it is poor 
to be inconvenient. 

Martin Iverson and Ed Perry are preparing 
to engage in the hardware and plumbing busi¬ 
ness at Tonasket, Washington. 

At a meeting of the Seattle Master Plumb¬ 
ers and Engineers Association, the following 
officers were elected: President, E. H. Norton; 
vice president, Prank A. Dupar; secretary- 
treasurer, Jerry J. Ward; sergeant-at-arms, 
Harry G. Cook; trustees, Messrs. Norton, Du¬ 
par and Ward, and P. E. Bautman, P. J. Lavin 
and E. H. McMahon. 


FURNACES 

PIPE AND PIPELESS 

STOVES, RANGES, SUPPLIES 

C. L.FEATHERSTONE FURNACE CO. 

WHOLESALE AND RETAIL 

Maxwell 1118 

813 N. Monroe SPOKANE 


GAS or OIL or 

WATER or STEAM 


is absolutely safe where 


Dependable Service 
Quality Goods 

We are exclusive agents for 

Homestead Quarter-Turn Blow-Off Valves 
Witt Pump Governors and Regulating 
Valves 

/ Valve Discs 
\ Rod Packing 
Durable < Sheet Packing 
/Union Gaskets 
\ Gauge Gin sees 

Distributors of 

Wm. Powell Valves and Specialties 

The M. L. Kline ,Co. 

Wholesalers 

PLUMBING, HEATIN G AND STEAM 
SUPPLIES 

84-86-87-89 Front Street, Portland, Ore. 



Rhode Island 


UNIONS 



are in use 


The Rhode Island Union is made of the best grade malleable iron with a 
specially constructed bronze seat which makes a tight joint, preventing 
wasteful, destructive and dangerous leaks. 

Approved by the Underwriters 9 Laboratory and tested in our factory to 
300 pounds pressure before being passed as perfect. 

The whole story is told in oar booklet. Send for it. 

RHODE ISLAND FITTINGS CO., HOlsgrove, Rhode Island 
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Do You Wish to be a Leader? 


(By Napoleon Hill) 


I N one of our great cities a factory building 
caught fire. Hundreds of girls, working on 
the upper floors, were in danger of death. 
The whole lower floor was in flames and the 
blazes were rolling up the fire escapes, cutting 
off all avenue of escape. 

The crowd stood on the outside waiting for 
the firemen to arrive! 

In that crowd was a young man who was 
different from all the others. He took in the 
situation, hurriedly measured the distance with 
his eyes from the burning building to another 
building just across the alley, then, just as if 
he were in full charge he began to give orders 
to the bystanders and in a few moments he had 
rustled a crew of six strong men. 

He led the way and they followed him to 
the top of the adjoining building. On his way 
up he picked up a rope and his six followers 
tore down a bill board and carried the planks 
to the top of the other building. 

This.self-appointed leader threw one end of 
the rope to a woman in the window of the 
,burning building and instructed her to fasten 
it. He scaled the rope, carrying one end of a 
plank with him. His six helpers pushed out the 
boards they had carried up and soon they had 
completed a very substantial bridge from one 
building to the other. 

When the firemen arrived nearly one-third 
of the occupants of the burning building were 
out of danger! 

No one invited this young man to become a 
leader! 

Opportunity in Every Business 

Leadership seldom comes by invitation. It 
is something which you must invite yourself 
into. 

In every business there is a fine opening for 
a first class leader. But, he must be a man who 
is willing to do the thing that ought to be done 
without someone telling him to do it. 

One of the men who stood in that little crowd 
of people and watched the flames as they 
threatened the women in the building, in speak¬ 
ing of the incident afterward, said, “Aw, that 
was nuthin*; anybody could a done that if he’d 
tried!” 

And he was right! Anybody could have had 
that job as leader, merely by stepping up and 
taking it, but the fact remains that only one 
man out of the whole crowd saw the opportunity 
and was willing to take the risk that went with 
it. 

Leadership means responsibilities, it is true, 
but the most profitable work usually is that 
which shoulders the greatest responsibility on 
a man. 


Wherever there is work to be done you can 
find a chance to become a leader. It may be 
humble leadership, at first, but leadership be¬ 
comes a habit and soon the most humble leader 
becomes a powerful man of action and he is 
then sought for greater leadership. 

Look back down the ages and history will 
tell you that leadership was the quality which 
thrust greatness upon the men of the past. 

Washington, Lincoln, Patrick Henry, Roose¬ 
velt, Dewey, Foch, Haig—leaders, all! 

Formed the Habit of Doing 

None of these were invited to become lead¬ 
ers. They stepped into leadership by their own 
aggressiveness. None of them started at the 
top. Most of them began in the most lowly 
capacity, but they formed the habit of doing 
that which needed to be done, whether it was 
their job to do it or not; whether they were 
paid for it or no! 

If you are one of the great majority who 
have made up their minds not to do anything 
which is not their job, and for which they are 
not paid, there is no hope of leadership crowning 
your efforts. 

Frank A. Vanderlip was a stenographer not 
so many years ago. We do not know for sure, 
but we suspect that he did not confine his ef¬ 
forts to the work which his stenographic posi¬ 
tion required, for if he did he would never have 
been the leader of finance which he is today. 

James J. Hill was a telegraph operator, but 
had he insisted on working union hours only, 
and had he delivered no more service than was 
required to hold the job of telegrapher, he 
doubtless never would have been the great rail¬ 
road builder that he was. 

What a wonderful privilege it is to be a 
leader! What a wonderful opportunity there 
is in every shop, office, factory, cross-roads 
grocery store and business establishment to be¬ 
come a leader by merely doing the thing that 
ought to be done whether you are told to do it 
or not. 


J. H. Scully has engaged in the plumbing business 
at Whittier, Cal. 


R. W. Clarke, formerly of Salt Lake, Utah, has 
engaged in the plumbing and electrical business at 607 
Ivy street, Watts, Cal. 


H. M. Haldeman of the Pacific Pipe & Supply Co., 
of Los Angeles, is erecting a new building at Holly¬ 
wood, Cal., a portion of which will be occupied by H. E. 
Burt, a plumber. 


Arthur G. Barber, Prank Yocum and Ellis Lewis, of 
Nogales, Ariz., have bought the plumbing business 
formerly conducted by J. Burrell, Elsinore, Calif., and 
will continue the business as the Elsinore Plumbing & 
Electrical Co. They will add a number of new lines. 
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While it is only the large plumbing houses that have the opportunity of making such an attractive display 
as did this large western institution, yet everyone will admit that no other line of merchandise offers greater 
opportunity for making attractive displays; such exhibits are sure to lead to the installation of better plumbing 
equipment. 


Seats - 

Permanently White 

A Closet Seat, to be satisfac¬ 
tory, should not only be WHITE 
when NEW , but should RE¬ 
MAIN WHITE year after year. 

Church Closet Seats have 
earned this reputation for con¬ 
tinuous satisfactory service. 

Leading architects, sanitary 
engineers and plumbing con¬ 
tractors specify and install 
Church Seats with the assurance 
they will always make good. 

Write for Latest Catalog 

C. F. Church Mfg. Co. 

Makers of High Grade Bath Boom Supplies 

Holyoke, Mass. 

New York San Francisco Chicago 

These goods can be obtained from the leading jobbing houses in the West. Insist on them. If yon cannot get 
them, address for information W. E. Ollchrlst, Pacific Coact Bepreaentative, Monadnock Building, San Francisco, 
Cal. These goods are sold by all the leading jobbing and supply houses. 


Church 



Open Front and Back 
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PLUMBER SHOULD CULTIVATE THE 
FARMER 

Did you ever stop to think what a wonder¬ 
ful opportunity there is for you in the person¬ 
ality of the farmer? A certain mail-order house 
in the West turned a neat billion dollars last 
year—and most of it came from the jeans of 
the farmer. Are you—the plumbing and heat¬ 
ing expert—getting any of this rural business. 
And why not? asks John A. Lutz. 

As a home-loving man the farmer is con¬ 
scientiously interested in his home and all those 
things that go to give it a modern, comfortable 
atmosphere. The farmer is no longer the rube 
pictured some years back in the comics. He is 
a progressive, down-to-the-minute business man 
that wants everything his city brother has— 
and he gets it! 

Try These Suggestions 

Let me suggest a method for the plumber 
to reap his share of the business actually wait¬ 
ing for the first comer: First of all you are to 
go to a printer that knows something about 
style in letterheads. Have him design and print 
for you some business stationery that will im¬ 
press the farmer as soon as he sees it—that will 
tell him at the first glance that here is a man 
that is a modern business man; a letterhead that 
will express the high quality work you do. In 
a word, a high grade piece of business station¬ 
ery. 

Next get a list of the worth-while farmers in 
the communities within a radius of your own 
establishment (twenty-five miles, forty miles or 
whatever distance you wish). This list can be 
had from various sources. You can buy one 
from those concerns which make a business of 
compiling lists of all kinds, you can build your 
own list from the telephone books of the com¬ 
munities you intend to reach out for, or you 
can place small advertisements in the local pa¬ 
pers—not to sell anything by these advertise¬ 
ments, but simply stating that if the farmer 
will drop you a card, he will receive a valuable 
booklet or some such leader to get his name. 

Then when these names are procured, send 
out to them the booklet promised. Make this 
booklet something that the farmer will read 
and keep. This can be easily done and at the 
same time have considerable sales value for 
you. I would get up this booklet something 
after this fashion: I would first of all make 
it attractive physically—the printing, the pa¬ 
per, the illustrations. Then I would put into 
it those things that are a part of the farmer’s 
daily life—information about soils, about plant¬ 
ing, caring for his horses and cows, and for his 
motor car (for rest assured he has one!) Then 
I would tell him all about what I had to sell 
him—not about the things themselves so much, 
mind you, but about the service those things 
will give him. Put the human element into the 
sales talk. For instance, what I mean by the 


human element is this: When you are selling 
him a running water system don’t try to sell 
him the system as a modern household necessity, 
but bring the idea right home to him by sug¬ 
gesting how delightfully refreshing, after a hot 
day in the fields, to come into the house and 
duck under a cooling shower. Then go ahead 
and tell him that you have a very reliable 
shower attachment which you can strongly 
recommend as best suited to his needs; describe 
it fully, and show it attached—with someone 
taking a shower under it if possible. This is 
the sort of sales talk that actually sells and gets 
across. 

Then you should not stop with one appeal. 
If you do not make a sale or get at least inter¬ 
est from the first letter or folder (and I am 
strong for folders after many years’ experience 
in the advertising profession), follow up with 
another appeal—but link it up in some way with 
the first. 

The matter of the letter—whether that be on 
a letterhead or incorporated in the folder—is 
most important. So many people—even those 
who, from experience should know better—ut¬ 
terly fail when it comes to writing letters. I 
have known the best salesmen in their line com¬ 
pletely fall down when they tried to put their 
sales talk on paper. Why is this? Simply be¬ 
cause they at once become conscious; the mat¬ 
ter of selling is no longer natural. It has be¬ 
come strained, an effort; it lacks the free, easy 
flow of the sure salesman. And, so it at once 
loses the “that” which we, in the language oi 
the street, call “pep.” 

Write A8 You Talk 

The best sales letter is that which accu¬ 
rately records what would be the language of 
the personal salesman. If you are not used to 
writing sales letters I would strongly urge that 
you employ someone expert in this line, be 
cause the small charge will be more than coun- 
terbalanced by the returns in dollars and cents 
from the pulling power of the expert letter. 

I am firmly convinced that the plumbing 
and heating trades are missing a most promis¬ 
ing field in the farmer. Understand, advertis¬ 
ing—good advertising—is not alone intended to 
sell the man who already wants what ^ou may 
have for sale, but advertising has a wider pur¬ 
pose: Advertising is intended to create a de¬ 
sire for the thing advertised and then to make 
that desire so strong that it is acted upon and 
the article purchased. Therefore it seems to 
me that there is a great future for the aggres¬ 
sive plumbing and heating specialist who will 
see this field, organize a small mail-order de¬ 
partment in his business, and go after this rural 
trade. The outlay is insignificant and the re¬ 
turns are certain if the proper methods are 
pursued and the proper kind of advertising is 
prepared by one who knows this special branch 
of selling. 
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Take a Bath Every Day 

44 A daily bath will do more to keep you in perfect 
health and vigor t/)an any other one thing . A healthy j 
•kin is the best undergarment ever invented s»yi Dr. 

Wood* Hutchinson, a physician of national repute. 
i 

Visit our showrooms and make your selection from the Bathtubs. 
Sitz Baths. Showers, etc., we have on display. See our showers 
fitted with modern Mixometer temperature regulators, which af¬ 
ford the roost delightful form of indoor bathing, and inspect our 
complete line of 

“ FAULTLESS” 

PLUMPING AND HEATING SUPPLIES 

, - .. ' *•• 

For Salo by Leading Dealers. 

The M. L. Kline Co. 

Wholesalers. 

84-36-87-80 Front Street 


POPULARIZING THE BATH 

The M. L. Kline Co. has developed into a 
great institution in the Northwest, through 
their aggressiveness, being open to new ideas 
and accommodating their trade. 

Here is a recent newspaper advertisement 
of the M. L. Kline Co. This special copy is 
peculiarly adaptable to the use of retail plumb¬ 
ers. 

The “Take a Bath Every Day” campaign is 
now being waged by national plumbing interests 
and it well behooves all plumbers and mer¬ 
chants selling plumbing fixtures to work the 
slogan into their local advertising. Possibly 
the advertisement of the M. L. Kline Co. may 
give some of our readers suggestions. 


If you expect clerks to make sales from 
catalogs, be sure your catalogs are systematical¬ 
ly arranged where they can be found without 
keeping customers waiting. 


If you wait for all the conditions to be just 
right before you branch out or enlarge, you will 
be running the same little shop when it comes 
time for you to retire. 



THE PUBLIC DECLARES 

Our No. 10 Floor and Ceiling Plate the beat universally 
used. It is the most satisfactory, most reliable plate made. 
All we ask is that you try it once—then compare it to any 
other plate you’ve used. We’re sure you’ll agree with us 
that this No. 10 is the winner. 

The Beaton & Cadwell Mfg. Co. 

NEW BRITAIN, CONN. 

New York Office and Store, 234 Water St. Pacific Coast 
Representative, Wm. P. Horn & Company, Rialto Bldg,. 
San Francisco; Dekum, Bldg., Portland; Hollenbeck Bldg.; 
Los Angeles. Middle Western Representative, Harry Ver- 
beck, 129 No. Clark 8t., Chicago, Ill. Western Canadian 
Agents, A. E. Hinds & Co., Chamber 
of Commerce, Winnipeg, Manitoba. 

Southwestern Representative, J. R. 

Devereux, No. 358 Beaver Hall 
Square, Montreal. Quebec, Canada. 




Ho. 208 Torch 
List Price 

Each, $16.00 

Ask for 
Discount 


THE WONDER KEROSENE 
OR GASOLINE BURNER 
Is Supplied ou the No. 208 
Torch 

The result of many years careful work 
and experiments. We never experi¬ 
ment at our users’ expense. Examine 
this Burner carefully. It is covered 
by Patents and is truly a Wonderful 
Burner. Produces hotter flame and 
uses less fuel than other makes. Ho 
sharp pointed needles are used and 
burners cannot be injured by closing 
the needles. Jobbers supply at factory 
price. Booklet free. 

Clayton A Lambort Mfg. Co. 

10611 Knodell Are.. 

Detroit, Mich., U. 8. A. 



Patented 

No. 57 Quart Torch 
No. 58 Pint Torch 

OTTO BKRNZ CO. 


OUR HOBBY 

since 1876 has always been to 
make the best and most practi¬ 
cal torches, furnaces, ana braz¬ 
iers. As the result, we have 
built up a wonderful reputation 
on quality and merits. Only 
those who have used our tools 
know what satisfaction is ob¬ 
tained from them. 

You should buy those tools 
which are guaranteed to give 
you perfect satisfaction. You 
want the best tools; in fact, you 
must use the beet tools so as to 
compete favorably with your 
competitors. 

Therefore, insist on the * ‘Al¬ 
ways Reliable” when you again 
order. IsMsrs tspply at faefsry priest 

NEWARK, N.:i. 
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A THOUGHT FOR PLUMBERS 

You have your regular line of goods, of 
course; but you are also pushing some specialty. 
Everybody’s doing that. It makes progress 
slowly, as all new things do, and you rake over 
your brains for some idea to push it along, to 
boost it, to make it better known and establish 
a demand. 

A business man was talking to me the other 
day, and he was a great believer in demonstra¬ 
tions. He thinks they are a mighty good thing 
for the manufacturer to pull off in the stores 
of his distributors, and for the merchant plumb¬ 
er to extend to them a cordial welcome. 

Suppose, for instance, it is some article 
which performs some operation, like a spigot, 
a sprayer, an attachment to the heater, or some¬ 
thing of the sort. The traveling salesman could 
arrange to give demonstrations on Saturdays 
in the stores of the customers. Saturdays are 
poor days for a salesman to sell, because the 
retailers are busy that day; but would be the 
best days for demonstrations, because more 
people are in the stores. 

Suppose the show window on that day 
should be given up to the article to be demon¬ 
strated. It would be emphasized in every way 
possible. It would be displayed prominently 
on a stand, surrounded by cards, each stating 
some point of merit, and a large sign would 
state that it would be explained inside by an 
expert in its use. 

Inside, the salesman would have an assem¬ 
bled machine, and also the various parts. In 
his demonstration he would give a brief sketch 
of how each part was made, explain why iron 
was used here, steel there, brass in another 
place, and aluminum in still another. 

He would then explain what it will do, how 
it will work, what should be done to keep it in 
repair, how long it will last, and how easily 
repairs can be made. 

Just imagine what this talk and this demon¬ 
stration will do! It will not only advertise the 
article to the consumers of that town, but it 
will post the plumber and his clerks all about 
the merits of the thing; and they will absorb 
and retain the information a hundred times 
more deeply than if they had read the literature 
on the subject. 

They will also hear and see just how an 
expert salesman explains goods, interests peo¬ 
ple, and talks sales out of indifferent folks who 
had no intention whatever to buy. 

Another point of merit is that demonstrat¬ 
ing is not overdone. It is so seldom given that 
it is a distinct novelty and has all the fetching 
force possessed by any novel method. Adver¬ 
tising now is so much indulged in that extra¬ 
ordinary efforts must be exerted to make even 
the slightest dent on the hardened minds of the 
great public. • 


JANUARY, 1921, AHEAD OF 1920 

“January orders exceeded January, 1920, shipments 
by more than 12 per cent. Business written in January 
exceeded the business written in every month of last 
year, except three. This same volume continued 
throughout the year will give us more than a million 
increase for the year. Conditions may be bad in certain 
sections, but as business is coming to us from every 
state, we know that there are good conditions to be 
found in every state as welL Our extended advertising 
campaign is already pulling and we know for a certain¬ 
ty that the consumer is buying Pyrex and our only fear 
is that some dealers may not be alive to the demand for 
Pyrex just because other merchandise is slow. The 
wise dealer will specify immediately before our well 
assorted stock is snot to pieces. This is surely going 
to be a Pyrex year. On your toes now for a February 
record.’ ’ 

Above is a copy of a telegram recently sent to all 
salesmen of the Pyrex Division of the Corning Glass 
Works. 

It is reproduced here because it reflects the optimism 
that results from accomplishment or rather the accom¬ 
plishment that results from optimism. 

W. T. Hedges, sales manager of Pyrex, says: “When 
all the fog horns in the world seemed to be blowing at 
once, we never lost confidence in the good old American 
compass. Our order was, ‘Damn the torpedoes, go 
ahead , 9 the first step being to double our advertising 
appropriation for 1921 over all other previous years. 

“Every salesman was pessimistic-proof. He carried 
a bagful of common sense and business sunshine. He 
was out to prove that sackcloth and ashes were out 
of style and that people were baking and eating when 
they were hungry just as they always have since Eve’s 
descendants first learned that a baked apple was better 
than a raw one. 

“Our institution has had the courage and foresight 
to continue operation and accumulate a complete well 
assorted stock of goods. We are now in a position to 
give prompt service to our trade, recognizing the fact 
that the retailer could keep up his profits this year 
and not lose a single sale only by having a complete 
stock at all times. 

“We, of course, will continue to urge our customers 
to place orders only for sixty-day stocks, for we well 
know that it is the rapid turnover that brings the 
profit to the dealer, ana Pyrex is the one big line on 
which merchants sold out entirely during the holidays 
and that is being bought freely today. The result has 
more than justified this belief and early returns for 
February indicate that our February telegram will 
make the January one look very small.” 

There is a moral in Hedges’ philosophy that should 
not be overlooked by every manufacturer and merchant 
who wants to make 1921 a banner year. 


TURNER N«w Gasoline - Karaaana Tarchas 

The Burners ere ell constructed 
alike, containing all the patent fea¬ 
tures, however different In size ac¬ 
cording to price. The baffle in the 
burner will generate the low mde 
gasoline or kerosene without adjust¬ 
ment. The adjusting needle elimi¬ 
nates enlarging of orifices that make 
all burners useless. The flared tube 
will siphon the correct amount of 
air regardless of adjustment or sise 
of flame. The patent pump involves 
the parachute principle. Leather is 
free and will not wear. Drip cup 
made of sheet steel stamped, copper plated. Burner 
generates easily and produces more heat on less fuel 
than our old line. Our Triple Jet takes the plaoe of 
our well known Double Jet, involving all the new patent 
features. A trial order will convinoe you. If not satis¬ 
factory, money refunded. All parts interchangeable. 
Jobbers will carry repairs—not necessary to be without 
torch—fix it yourself. With ordinary use a torch will 
last a life time. 

THE TURNER BRASS WORKS - Sycamore. M, U. S. A. 
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A LINCOLN THRIFT STORY 

When Abraham Lincoln was a young lawyer 
in Illinois, he received an inquiry from an 
Eastern merchant regarding the responsibility 
and character of a fellow townsman. His reply 
was a subtle lesson in thrift, as follows: 

Dear Sir: Yours of the tenth received. I 
am well acquainted with the gentleman named, 
and know his characteristics. First of all, he 
has a wife and baby; together they ought to 
be worth $50,000 to any man. Then he has an 
officfe, in which there will be a table worth $1.50, 
and three chairs worth, say, $1. Last of all, 
there is in one corner a rat-hole which will bear 
looking into. 

Respectfully, 

Abraham Lincoln. 

The above story is related by S. W. Straus 
in his new book, “ History of the Thrift Move¬ 
ment in America.’’ It was the rat-hole referred 
to in Lincoln’8 letter that stamped the object 
of the inquiry as a man of thriftless habits. 

It is the little leaks that sink the ship; the 
little wastes that bring financial disaster. 

Lincoln understood the value of little things. 
Even little words meant much to him, and he 
was able to enunciate his views and policies in 
the most simple language. 

Did not Lincoln’s appreciation of the value 
of little things constitute the real foundation of 
his greatness? 


IT CAN BE DONE 

Precedent said that it couldn’t be done. 

But he, with a chuckle, replied, 

That “maybe it couldn’t” but he would be one 
Who wouldn’t say so till he’d tried. 

So he buckled right in, with the trace of a grin 
On his face. If he worried, he hid it. 

He started to sing as he tackled the thing 
That couldn’t be done, and he did it. 

Precedent scoffed: “Oh, you’ll never do that; 

At least no one ever has done it.” 

But he took off his coat and he took off his h,at, 
Arid the first thing we knew he’d begun it; 
With the lift of the chin, and a bit of a grin, 

If there was any doubting, he hid it; 

He started to sing as he tackled the thing 
That couldn’t be done, and he did it. 

There are thousands to tell you it cannot be 
done, 

There are thousands to prophesy failure; 
There are thousands to point out to you, one 
by one, 

The dangers that await to assail you; 

But just buckle in with a bit of a grin. 

Then take off your coat and go to it ; 

Just start in to sing as you tackle the thing 
That “cannot be done,” and you’ll do it. 


Harry Peck has moved his plumbing business in 
Ventura, Cal., to a new location and is adding to the 
lines carried. 



Revolving Cabinets 

PLUMBERS, Hardware Dealers, Dealers in Ante 
Supplies, find our Cabinets invaluable. By using our 
Cabinets your stock is kept in good shape, elean, and 
where you can place your hand on any article instantly. 
They pay for their cost in saving of time. Made in 
various styles and sizes. Sold by all jobbers. 

American Bolt & Screw Case Co. 

Dayton, Ohio 




Mo. 10 Stool V.' to 4" 


Plates that Please 

OBDEB NOW 

and be ready with a stock 

Increasing Demand for “B A C” Styles 

Catalog on request 

THE BEATON A CORBIN MFG. GO. 

Largest and Oldest Plate Company in the World 

Pacific Ooast Representative 
W. ERWIN GILCHRIST 

681 Market St. San Franelseo, Oal. 
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YOU GET T HE SIMPLEST AND BEST B 
COOK EVER MADE whan YOU 8PEOIPY Da 


Has Only One 
Packing which 
Is Readily 
Removed 


B. HIGH PRESSURE BALL COCK 

They can be had for top supply* bot- 
a tom supply, end supply, bottom supply 

low down and high low down, with 
. either rough or nickel-plated nuts and 

v M/ tails, also that the tail piece can be had 

for lead pipe or threaded with any 
thread desired. 

iAll sises up to and including 4-inoh 
carried in stock. 

Vo Speolal Backing acquired. Ground 
M; BiF Joint Coupling, which is always tlgtt 

ml W Mo hammering. Benewable Seat of Steam 

(A Metal. Mo Singing or Whistling. Boiler 

Bearing Ltrer on Cam, Bedumng fWo- 
. tLon to lowest amount. 

BOSTON BRASS COMPANY 

Baoon and Plimpton 8t. f Waltham, Ma s s . 
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One of the Hardware and Plumbing World western subscribers submits this photo as showing an eco¬ 
nomical way of displaying plumbing lines. Every bit of space is utilized. Here are suggestions that many of 
our subscribers can adopt. It will be seen that they also handle stoves, household equipment and other lines, 
which are part of many plumbers' stock. 


—'Ti ^ OVER 1200 PHILADELPHIA PLUMBERS 

. ' ARB USING AND SPECIFYING 

I# "ip I SAV ILL’S SWAN-NECK FAUCET 

t I 1 Full-stream flow in a fraction of a minute. 

>*— ' I A -mf Gentle half-turn either way operates. 

■VsWlf R'swww JP" Protective Stop on handle. Saves pinching. 

PAyc F.Ts iJy Best red brass, 85% copper. Saves replacing. 

^ Long nozzle-outlet. Saves splashing. 

sold by Jobbers of Plumbing sap- THOMAS SAVILL’S SONS, Wallace and Watts Sit, PhHzdelpkia, Pa. 


plies Everywhere 


Send postal card for catalogue showing 23 styles. 


Digitized by Google 


















185 


HARDWARE WORLD—PLUMBING AND HEATING 


THE FUNERAL OF ALIBI IKE 

(By A. M. Taylor) 

4 4 Ashes to ashes, and dust to dust, 

If you all were like him the firm would bust. * 1 

Jobbers, Dealers, Salesmen, lend me your 
ears: 

I come to plant this geezer, not to praise him. 
The evil that men do lives after them; 

The good is oft interred with their bones. 

So be it with this geezer. 

You all do know that he was unambitious, 

And lacked the guts; it was a grievous fault; 
And grievously the poor stiff answer’d it 
When hath he brought a single order in 
Whose profits did the general coffers fill? 

Did this bum showing seem ambitious? 

When prospects “No” have cried, this geezer 
quit; 

A sale man should be made of sterner stuff. 

I speak not to revile the poor, dead bloke, 

But here I am to speak what I do know. 

Had he the nerve, he might have sold one-half 
the world; 

Yet all his days were filled with falling down; 
He did not have the punch. 

For, when a prospect gruffly turned him down, 
The blow quite vanquished him, and he quit 
cold. 

O, what a fall was there, my countrymen! 

Then I, and you, and all of us fell down, 

Whilst bloomin’ “cold feet” got the best of us. 
If you have tears, prepare to shed them now. 
You all do know this alibi: I remember 
The first time e’er this geezer tried it on; 

’Twaa on a summer evening—he had spent the 
day at shooting pool; j 

And coming in he said that business all was shot. 
I come not, friends, to steal away your hearts; 
I am no orator as Bryan is. 

But, as you know me all, a plain, blunt man, 
For I have neither wit nor words, nor worth, 
Action, nor utterance, nor the power of speech 
To stir men’s blood; I only speak right on. 

I tell you that which you yourselves do know, 
This guy—this alibi contriver—was no good. 

He spent his time in seeking reasons things 
could not be done, 


Rather than why and how they could. 

He is—and was—a dead one. 

• • • 

Let us plant him, then, deep out of sight— 

His name forgot by all who claim the name of 
salesman. — Helix. 

LUFKIN EXTENSION SPRING JOINT 
BOXWOOD RULE 

A new article, a 6-foot 
extension spring joint 
rule, particularly designed 
for taking inside measure¬ 
ments of openings, such as 
door and window frames 
and similar fixed points, 
bnt just aj handy as a 
common rule for ordinary 
measuring, has just been 

E ut on the market by The 
tufkin Rule Company, 
Saginaw, Michigan. While 
somewhat similar in pat¬ 
tern to a spring joint rule, it is made of genuine box¬ 
wood in natural finish. 

The first section of the rule is fitted with a gradu¬ 
ated brass slide, which extends readily, but is not loose 
and cannot fall out, having end lock. To take an 
inside measurement, open the rule to within 6 inches, 
or lesB, of the distance between the points. Extend 
the brass slide by push button. Add tne measurement 
on the brass slide to that shown at extreme end of rule, 
which gives the exact distance. The extension slide 




is also admirably adapted to determining depth of 
mortises, etc. The boxwood sections are somewhat 
heavier than those of a common spring joint and are 
securely fastened at joints, making the rule more rigid 
when extended than the ordinary folding rule. The 
graduation is consecutive inches and 16ths, both sides, 
with distinct lines and figures. 

This rule, known as No. X8536, fully and conveni¬ 
ently taking the place of a common rule and having in 
addition the extension feature, will appeal to carpenters, 
architects, inspectors, contractors, automobile workers 
and others. 


WOLVERINE BRASS WORKS, Inc, 

MANUFACTURERS OF 

HIGH GRADE 

Plumbing Specialties 

Sold to Plumbers Only 

210-216 Natoma Street.San Francisco, California 
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THE LEGAL STATUS OF CONTRACTS OR 
ORDERS WHICH DO NOT NAME 
A PRICE 

(Copyright by Elton J. Buckley) 

A peculiar style of contract has grown up 
in various lines of trade, viz.: The order for 
goods, usually future goods, which does not 
name a price. It started in a small way, but 
has rapidly extended to one line after another, 
and while it may never become general, it is 
sufficiently important even now to warrant 
some explanation and discussion. I have re¬ 
ceived three letters asking for something on the 
priceless contract: 

No. 1 , 

If you could arrange to send us an article pertaining 
to priceless contracts, we ajre sure ifc would receive a 
great deal of attention just at this tiifce. There is much 
discussion among men of the industry about priceless 
contracts, and we would like to run an article for the 
satisfaction of our readers. 

While !Mr. Massey was in Des Moines he tells me 
that he was talking to a lawyer there who says that 
priceless contracts are not legal. Other lawyers tell us 
that they are. We will depend on you to give us the 
correst version on this subject. 

• • • 

No. 2 

We understand that some other dealers have written 
to you in reference to the liquidated damage clause 
with special reference to contracts without price. A 
great many priceless contracts have been written during 
the past few months and dealers in some cases wanted 
to cancel their orders when they found out what the 


price was to be. I hope you will consider this subject 

of sufficient importance for a special article. 

• • • 

No. 3 

I am enclosing an old contract that is standard in 
this trade. All concerns have just about the same form 
of contract. This contract does not mention an exact 
consideration. Some contracts note the consideration 
of $1, receipt of which is hereby acknowledged and 
other valuable considerations. 

We have not canceled one of these contracts and 
are writing this letter because the subjeet is along the 
lines that you* have written a good many articles on 
and we are wondering if the 20 per cent clause for 
liquidated damages can be enforced. 

I might mention that in our particular case it has 
been the custom to make these contracts a long time 
ahead of the time we needed the goods and the houses 
always have allowed us to make such changes as we saw 
fit in the goods we wanted to order when the time 
for shipment arrived. In the last few years we have 
made a good many such changes, but I believe that the 
total year's business we gave the seller has always 
been more than the total amount of contract. 

Since I propose to discuss contracts, or or¬ 
ders without a price, here, which is of general 
interest, let me answer the third correspondent's 
special question first, viz.: Whether in case the 
buyer cancels can the following clause of the 
order form he sends be enforced: “It is under¬ 
stood by the purchaser that the annexed order 
is not to be countermanded except on payment 
of 20 per cent of the net amount of the goods 
herein purchased, as liquidated damages and 
not as a penalty . 99 

My judgment is that this could not be en¬ 
forced unless the seller could show that he 


SCAIFE “Copper-Brazed” 

TANKS 


Garden Hose Valves 

- OF- 

Recognized Quality 


For Air, Gas and Liquids 



Pneumatic and Storage Tanks 

Range Boilers, Riveted 
or Welded 

SEND FOB CATALOGUES 

WM. B. SCAIFE AND SONS CO. 

PITTSBURGH, PA. 

38 South Dearborn St. Chicago, HL 


Which command repeat orders for yon 



Sizes to 2inclusive. Both bent 
and straight Hose Spout. 

HAYS MFG. CO., Erie, Pt. 

W. Enri. OUohrlft 
Pacific Coast Representative 
681 Market Street, San Francisco. 
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really lost 20 per cent by the buyers breach. 
The clause is apparently an effort to punish the 
buyer for breaking the contract by making him 
pay more (in most cases it would be more) than 
the seller’s actual damages. The defaulting 
buyer is responsible only for actual damages 
when they can be easily ascertained, as they 
could be in this case. 

Now as to the legal status of orders which 
name no price. There are several types. One 
type attempts to tie the buyer up to buy certain 
goods at a price to be later named by the seller, 
the consideration for the contract being the 
formal one of “one dollar and other valuable 
considerations.” Another type ties the buyer 
up to buy certain goods at a price to be named 
later by the seller, but gives the buyer the right 
to confirm the price when named. Of course, 
there is no question about that form of contract. 

A third type is the one most in use and the 
one that figures in most discussions. It binds 
the buyer to take certain goods at the price to 
be named by the seller. There are no “ifs’’ and 
“ands” about it; the buyer puts himself wholly 
in the seller’s hands and agrees to take the 
goods no matter what the price is: 

Are such contracts legal? I have no doubt 
of it. Whether they are wise contracts to make 
of course depends on circumstances, but there 
is no reason why a buyer should not bind him¬ 
self to take certain goods at whatever figure the 
seller may fix. And such contracts have been 


GENUINE 

ARMSTRONG STOCKS and DIES 



PIPE CUTTERS 
Malleable Iron Pipe Vises 

H AJTOF A CTUBED BY 

THE ARMSTRONG MFG. 00. 

276 Knowlton St. 

BBIDGBPOBT, CONK. 

New Tork Office: 248 Canal St. 


expressly held to be legal by court decisions 
and are legal under a clause of the uniform sales 
act, which is in force now in most of the states. 

A contract or order to be binding and en- 
forcible, must of course be complete. It must 
contain all the necessary elements: Date, names 
of parties, description of goods covered, general 
terms, such as dates of delivery, warranties if 
any, discounts, and of course price, but no price 
need be named if the parties agree in the con¬ 
tract on a way in which the price is to be fixed. 

The following is from a leading case: 

There can be no sale if the parties have not agreed 
expressly or by implication, upon the price, or upon 
the manner in which it is to be determined. The price 
may be left to be fixed in such manner as may be 
agreed upon in the contract of sale, as by the market 

E rice of the comodity at a certain time and place, or 
y any other method by which it can be determined 
with reasonable certainty. So the price may by agree¬ 
ment be left to be fixed in accordance with a valuation 
of the goods to be subsequently made by some third 
person. 

And section 9 of the uniform sales act, which 
probably governs most of the written orders for 
goods executed in this country (it does not gov¬ 
ern those made in California, however, as that 
state has not yet passed the uniform sales act) 
provides as follows: 

First—The price may be fixed by the contract or 
may be left to be fixed in such manner as may be 
agreed, or it may be determined by teh course of dealing 
between the parties. 

My judgment is that a contract for goods 



See Those Two Needles 

The upper needle has a plug point in which a 
straight cleanout needle is set and it is used to 
clean the orifice. It is impossible to damage the 
orifice with this needle. Then look at the lower 
needle. This also is a plug or valve needle and 
controls the fuel and this needle cannot injure the 
burner. Remember that over sixty per cent of 
Torches that are out of order were ruined by 
sharp point needles. Send for booklet— it tells 
all about this wonderful Kerosene or Gasoline 
Burner. 

CLAYTON & LAMBERT MFG. CO. 

10611 Knodeil Ave., Detroit, Mich., U. 8. A. 
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which binds the buyer to pay a price to be later 
fixed by the seller, or by anybody else, is legal 
and enforcible anywhere in the United States. 
I can see no possible escape from such a con¬ 
tract, if executed properly. Certainly the fact 
that the price when named was higher than the 
buyer expected, would not be a way of escape. 


LARGE AND POWERFUL BLOW TORCH 



The new and im¬ 
proved double blunt 
needle torches, recently 
introduced by the Clay¬ 
ton & Lambert Manufac¬ 
turing Company, Detroit, 

Michigan, are made in 
three sizes—two quart, 
quart and pint capacity. 

The two quart torch, 

No. 206, herewith illus¬ 
trated, is of special in¬ 
terest to all those who 
require a heavy duty 
torch. The burner is ex¬ 
tra large and powerful; 
the makers claim it pro¬ 
duces about three hun¬ 
dred degrees more heat 
than any other blow 
torch and burns with a pure blue flame remarkable 
for its intensity and “pep”—either gasoline or kero¬ 
sene can be used in operating it. 

The No. 206 torch is recommended by the makers 
for preheating, brazing, tempering and annealing and 
in fact, for all kinds of heavy work, such as is done 


in factories, railroad and machine shops and shipyards. 
It is a most excellent torch for automobile repair work, 
such as heating and straightening axles and frames and 
brazing brake rods, etc. This torch is also equally 
satisfactory for use outdoors in extremely cold or 
windy weather and for telephone, telegraph, railway 
and municipal construction work. 

Three very important features are combined in the 
construction and use of the No. 206 double blunt needle 
torch, viz.: Maximum efficiency, minimum cost of 
operation and nominal expense for upkeep. This is 
due to the improved double blunt needle construction 
of the burner which causes perfect combustion of the 
fuel and at the same time prevents the vital parts of 
the burner from being destroyed by the carelessness of 
the operator, in fact, the burner is the most durable 
part of this double blunt needle torch. The lower 
needle is a shut-off and the upper a cleaner needle, 
which automatically removes any obstruction in the ori¬ 
fice thus making a clear passage for the gas under all 
conditions. The burner orifice cannot be enlarged by 
forcing the needle which, is a common fault with the 
ordinary style of blow torch. 

Complete information, together with a catalog show¬ 
ing the full line of Clayton & Lambert torches and 
fire pots can be secured by writing the manufacturers 
at the above address. 


A plumbing shop has been opened at 25 West Carillo 
St., Santa Barbara, Cal., by Davens and Crow. Both 
men have been connected with local plumbing firms 
in that city for many years. 


The Sanitary Plumbing Co., Long Beach, Cal., pur¬ 
chased the new building which will be occupied by 
them, they engaging in a general plumbing business, 
with a capital stock of $75,000. 



Nyo the Die Mao 



Nye Solid Dia 


A Fizz or a Fizzle 

A fellow tried to mix me a fizz the other night—but 
it was a fizzle. 

He had left out the most important part—and you 
know what the most important part is. 

There are lots of dies that are a fizzle, because they 
are not 

NYE DIES 

They are all there, except the most important part. 

There is something important left out—like the patented skip 
tooth feature, for instance. 

And other dies, too, are often made of the best tool steel—for 
the money. 

NYE DIES 

are made of the best tool steel—for any money. 

Best in material, best in design, best in operation—best in the 
world! 

Nye Dies cut quicker, smoother, easier than any other. 

They speed up pipe-threading—and that 
speeds up the whole shop. 

HARRY G. NYE. 

The Nye Tool & Machine Works 

108-128 No. Jefferson St. 

Chicago, m. 

Have you seen oar cat ? 



Nye Armstrong We 
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A GREAT LITTLE GRATE 

It will soon be time to supply motorists throughout 
the country who enjoy long tours, camping trips and 
picnic parties. An item for this trade, which has proved 
attractive is the camp grate designed and manufactured 
by the Boyle Manufacturing Company. 

The construction makes it possible to use the grate 
on any kind of ground without the necessity of bury¬ 
ing the legs. Keepers into which the legs fit give the 
device rigidity and add strength and durability. The 
top plate is divided into two distinct sections. One is 
depressed for use as a skillet. This avoids the incon¬ 
venience of carrying frying pans, griddle irons and 
other cumbersome utensils. The other half of the top 
plate consists of a grid with round grate bars, which 
are hollow and allow cool air to circulate through their 
length. This method of construction eliminates any 
possibility of warping. When so desired, the camper 
may use the entire top surface, bars and skillet arrange¬ 
ment, for pots, pans or kettles. 

The entire grate ; legs, top plate and skirting, may 
be quickly and easily dissembled and fit together in 
a neat, compact package the exact size of the top plate 
itself. Dealers in all parts of the country may expect 
an enthusiastic demand for it from all classes of 
motorists. 


COLEMAN LAMP CO. REDUCES TO 
PREWAR PRICES 

A cut to practically pre-war prices has been an¬ 
nounced by the Coleman Lamp Co., which means a drop 
in their price of from 10 per cent to 20 per cent, accord¬ 
ing to Cnas. E. Parr, general sales manager. The new 

S lice is based on the actual cost of material and labor 
uring the first week of 1921. 

Last year the value of their products was approxi¬ 
mately $4,000,000. At a recent convention of their 
salesmen prizes were awarded to the salesmen showing 
the best work done during the past year. They report 
a very optimistic outlook throughout their entire terri¬ 
tory. 


Poindexter and Skoegard, Lamoore, Cal., report an 
active season thus far and anticipate to be quite busy 
in plumbing and hardware lines. 


There's only letter of difference between 
1-e-a-r-n-i-n-g and e-a-r-n-i-n-g. 





Self-Sellers 

There’s a West Bend Aluminum Kitchen 
Utensil for every need—200 of them in fact— 
and their smooth, clean, bright lustre attracts 
any housewife who may enter your store. 

Every piece of exceptionally beautiful design. 
Percolators with patent features which appeal 
instantly to the buyer. Kettles with non-slip 
lids; tea kettles that fill thru the spout. 



Bears the Star of Approval of Good House¬ 
keeping Magazine. As a means of building 
regular trade or holding Special Aluminum 
sales, the West Bend line is most desirable 
because of its uniform high quality, and the 
Great Variety of the Big West Bend line. 
Profitable because of the possibility of quick 
turn-over. We can fill your order from stock 
without delay. 

Write for catalog and price list. 

West Bend Aluminum Co. 

Dept. D, West Bend, Wis. 
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BUSINESS OPPORTUNITIES 


FOB SALE 

▲ new clean stock of Hardware and 
Household Utensils, all less than two years 
old. ▲ food assortment of salable goods 
and up-to date fixtures bought at the right 
prices. Stock and fixtures will amount to 
about $20,000.00. 

In very best business location in the 
city. in the most prosperous city of 
southern Arisona, with a population of 
over 20,000. A good opportunity for any¬ 
one to get into a hardware business. 

Reason for selling is that owner wants 
to reduce his business responsibilities as 
he has other interests to look after. Add. 
'•Arisona,” Care HARDWARE WORLD. 

FOB SALE — 

Hardware, Furniture and Implement 
business in one of the best irrigated sec¬ 
tions of the Sacramento valley. Stock 
will invoice between $35,000 and $40,000. 
A good business with a big future. Sales 
for the first six months of 1920, $50,000. 
Buildings for sale or lease. Address 0. 
A H., care HARDWARE WORLD. 

POSITION WANTED 

Wholesale salesman with considerable 
sales experience, well acquainted with ar¬ 
chitects and contractors of San Francisco 
Bay district, desires connection with 
wholesale hardware or specialty house. 
Address F. M. M., care HARDWARE 
WORLD. 

YOUNO MAN FOR COLORADO 

Will sell quarter interest in an active 
retail business in Colorado to young man 
who wishes to locate and be active in the 
trade. Might take charge of bookkeeping 
department or any other that he wishes. 
8ales will reach $75,000 this year. Box 
25, care HARDWARE WORLD. 

SALESMAN WANTED 

Now callinsr on the Hardware Trade, to 
represent well known Fishing Tackle line 
as a side issue. Address Donald Craigie, 
325 Sutter St., San Francisco, California. 

FOR SALE 

Hardware and Plumbing business in a 
thriving city, 32 miles from Los Angeles, 
Calif. Stock will invoice approximately 
$30,000.00. Will sell Hardware separate 
if desired. No tradeR. Reason for selling 
wiRh to retire. Address H. N. A., care 
HARDWARE WORLD. 


FOB SALB 

At a bargain—1 No. 51 Round Oak 
Base Burner; 1 No. 172 Columbian Art 
Base Burner. A*1 condition. Address 
Roanoke Hdwe. Co., Roanoke, Ill. 

FOB SALE 

Completely equipped tin shop in live 
central Washington town. Fine location 
and good business possibilities. $400.00 
will handle this deal, balance as you make 
it. A chance for a live man. Address 
W. W. H., care HARDWARE WORLD. 

TRADE RHYMES $1.00 

Any advertiser can have a three verae 
trade rhyme or five two-line slogans sent 
them on approval by investing $1.00. 
Send any suggestions or circulars to 
(Reegtherhymer) H. Summer Geer, Studio 
No. 62, 209 Dyckman St., New York City. 
Suggestions selected and used $1.00 each. 

FOR SALE ~~~~ 

Hardware business in the Walla Walla 
Valley for sale—no competition. New 
stock and new brick building with ten 
year lease. Building 70x80, with dandy 
basement. Stock and fixtures approxi¬ 
mately $50,000; sales this year, $165,000. 
Principal lines carried: Hardware, Farm 
Implements, Auto Accessories, Harness, 
Furniture. Write H. S. Fender & Son, 
Prescott, Washington. 

WANTED 

Position in Hardware and Furniture 
Store. Have twelve yeais’ experience in 
the business, five years as a buyer and 
manager. Have been located in the Mid¬ 
dle West, but wish to get first hand ac¬ 
quaintance with Paeific Coast conditions 
with a view of permanently locating here. 
Address. N. Dak., Care HARDWARE 
WORLD. 

WANTED 

To buy small Hardware Rtock in the 
vicinity of San Francisco. Give full in¬ 
formation and terms. Address Box 250, 
Indiana, care HARDWARE WORLD. 

WANTED 

Position in Hardware Store. Thirty 
years of age; twelve years’ experience; 
best of references. Address H. W. B., 
care HARDWARE WORLD. 


8Y8TBMATIEB YOUR STOCK BOT 

Bln label eardi for Ford Auto parts, 
sheet metal card holdera, transparent eel- 
luloid card oovera, bin markers and stock 
record cards for mill, hardware, auto and 
plumbing supplies. Bend for samples and 
prices, and free booklet, **How to Srs- 
temize the Stock Room." Haddoa Bin 
Label Company, Haddon Heights, N. J 

I CAN GIVE YOU GOOD REPRESENTS 
TION 

On the Pacific Coast if yon manufacture 
household appliances or utilities. If you 
want to increase your sales and extend 
your trade through live representative*— 
write me. Address A. G„ care HARD 
WARE WORLD. 

FOB SALE 

A complete line of hardware, building 
material, plumbing goods, lumber, ete. The 
same will invoice about $25,000. Located 
in a thriving and growing community of 
about 10,000 people and doing a busineu 
of about $80,000 per year. Located fifty 
miles from railroad—therefore able to 
make good profits. Reason for selling ii. 
owner wishes to retire from business. 
Terms: one half down, balance on time 
to suit purchaser. Address L. A. H. Go., 
cars HARDWARE WORLD. 

~~~ WANTED 

A good clean stock of Hardware or 
General Merchandise, in exchange for s 
$31,000 first mortgage on a well improved 
400 acre irrigated ranch. Address Sho 
shone Hardware Co., Shoshone, Idaho. 

WANTED 

Warm Air Furnace salesman for local 
territory, who is capable of handling sales, 
planning and supervising the installations. 
Sales average about one hundred furnaces 
a year. Address H. J. M., care HARD 
WARE WORLD. 

WANTED 

Buyer and Manager, 36 years of age, 
17 years’ experience in Wholesale and Re¬ 
tail Hardware and Housefurnishings. 8 
years as Buyer and Manager, wishes con¬ 
nection with progressive wholesale or 
dept, store as Buyer and Manager. Now 
employed, good reasons for changing. Ad¬ 
dress L. G. L., care HARDWARE WORLD. 


Coast Made for Coast Trade 


Sm 


Guaranteed for 
20 years 

Plant No. 1, LaGrange, Illinois 
Plant No. 2, Lemont, Illinois 
Plant No. 4 nnd Rolling Mills, 
East LaGrange, Illinois 

Write Dept. A for Catalog 


Better Service 
Quicker Deliveries 
Less Freight Charges 

These are the advantages our Oakland Factory 
offers the Coast Trade 

“LIFETIME” 

Aluminum Cooking Utensils 

Outwear Any Ware Anywhere 
(Pure Aluminum) 

PLANT No. 3 

ALUMINUM PRODUCTS COMPANY 

Of the Pacific Coast 
OAKLAND CALIFORNIA 
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HARDWARE WORLD 

Retail Selling Prices 

The following are the present market retail selling prices of merchants in some of the large cities. At tha 
request of many merchants in smaller towns and cities who do not have the opportunity of checking up tkair 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course be added. As the overhead expense of a retail business in any part of the United States 
ranges from 20% to 25%, many merchants use these prices to save time in figuring their own. We will ba glad 
to receive suggestions ana corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION—Cartridges—Metallic 
Box. 

Semi-Smkls 

Blank Rim Fir* Lett Sink Smkla 

S3 Short .20 $ ... 

82 Short.40 

Blank Center Fire- 

82 S A W.75 

88 8 A W.90 

88 Long Colt. 1.85 

44 WO F. 1.55 

Shot Rim Fire— 

22 Long . .65 

82 Long . 1.20 

Shot Oenter Fire- 

82 SAW. 1.10 

82 W O F. 1.45 

88 8 A W. 1.80 

88 W 0 F. 1.55 

44 W O F. 1.65 

44 X. L. . 1.85 

44 Game Getter. 1.65 

Rim Fire, Ball— 

BB Capa. 

OB Capa. 

22 Short .80 

22 Short HP.85 

22 Long .40 

22 Long HP. .45 

22 Long Rifle . .45 

22 Long Rifle, H. P... .50 

22 W R F.60 

22 WRF.HP . .65 

22 Win Aato. 

22 Win Aato, HP_ ... 

25 Short Sterena.70 

25 Stevens.95 

82 Short.75 

82 Long.85 

88 Short. 1.10 

88 Long. 1.40 

41 Short. 1.20 

Center Fire Pistol— 


70 


1.90 

2.05 

1.90 

.40 

.50 

.85 

.40 

.45 

.55 

.50 

.55 

.65 

.70 

.65 

.70 


38 

Colts Long. 

1.50 

1.60 

38 

Colts Police Positive. 

1.40 

1.55 

38 

S A W . 

1.55 

1.65 

38 

SAW Special. 

1.70 

1.80 

38 

Winchester . 

1.85 

2.80 

41 

Colts Short DA. 

1.65 

1.80 

41 

Colts Long DA. 

1.90 

2.15 

44 Bull Dog. 

1.75 

. .. 

44 

SAW Amer. 

2.00 

2.15 

44 

SAW Rus. 

2.15 

2.80 

44 

SAW Special. 

2.30 

2.50 

44 Webley . 

1.80 

... 

44 

Winchester . 

2.00 

2.45 

45 

Colts . 

2.15 

2.40 

45 

Colts Auto . 

... 

2.90 


Center Fire Military and Sporting— 


22 Win. 88 . . 

1.60 

1.75 

25 Colts Aato . 

... 

1.60 

25-20 Single Shot. 

1.75 

2.05 

26-20 Win . 

1.55 

1.80 

25-20 Win HV. 

... 

2.00 

7.68 MM-Mauser. 

•.. 

2.40 

7.65 MM-Mauser. 

... 

2.40 

9 MM Luger . 

•. • 

2.60 

82 Colts Auto. 


1.75 

82 Obits Short. 

1.10 

1.20 

82 Ctolts Long . 

1.25 

1.85 

82 Colts Polios Positive. 

1.25 

1.85 

82 8 A W. 

1.10 

1.20 

82 8 A W Long. 

1.25 

1.86 

82-20 Marlin. 

1.65 

1.90 

82 Winchester. 

1.65 

1.90 

82-20 Win HV. 

• • • 

2.00 

85 8 A W Aato. 

•.. 

1.75 

88 Colts Aato . 

... 

2.50 

88 Colts Short. 

1.40 

1.55 


22 Savage 
250-3000 Sarage. 

25-21 Stevena .2.80 

25-25 Stevena . 1.90 

25-35 Winchester. 

25-35 Short Range. 

25-36 Marlin. 

25 Remington Rimless. 

6 MM U 8 N. 

7 MM Spanish Mauser. ... 

7.655 MM Bel Manser. ... 

8 MM Manser. 

9 MM Manser. 

80-30 Winchester. 

30 Remington Rimless. 

80 Government Rimless. ... 

808 Savage . 

32 Remington Rimless. 

82-40 Winchester. 1.20 

82-40 Winchester H V. 

82 Winchester Slf Ldg. 

82 Winchester Special. 

88 Winchester. 

85 Remington Rimless. 

85 Winchester . 

85 Winchester Slf Ldg. 

851 Winchester Slf Ldg. •.. 
88-55 Winchester Lead.. 1.45 
88-55 Winchester HV... ... 

88-56 Winchester. 1.45 

40-60 Marlin . 1.50 

40-60 Winchester .1.50 

40-65 Winchester . 1.50 

40-70 Winchester .1.55 

40-72 Winchester .1.55 

40-82 Winchester .1.55 

401 Winchester Auto. 

405 Winchester.. 

45-60 Winchester.1.55 

45-70-405 Government... 1.65 

45-75 Winchester .1.56 

45-90 Winchester. 1.65 

SHELLS, LOADED— 

MEDIUM GRADE. 

BULK—8MOKKLE8& 

19 I drs, 1 1 os.« 24 grs. 1 


1.60 

1.75 

A85 

1.40 

1.40 

1.40 

1.40 

2.10 

2.10 

2.10 

2.10 

2.80 

1.60 

1.60 

2.80 

1.60 

1.60 

1.85 

1.60 

2.80 

1.60 

2.10 

1.75 

2.80 

2.90 

8.80 

1.75 

1.95 

1.75 


1.75 

1.80 

1.80 

1.70 

2.50 

iio 

1.80 


oz., drop shot.$1.30 

3 drs. x 1 % oz., 24 grs. x 

1 % oz. drop shot. 1.25 

3% drs. x 1 % oz., 26 grs. 

x 1% oz., drop shot. 1.25 

3 94 drs. x 1 % oz., BB shot, 

drop shot. 1.35 

314 drs. x Buck shot, drop 

shot . 1.35 

16 2% drs. x % oz., 22 grs. x 

% oz., drop shot. 1.15 

2% drs. x % oz., BB shot, 

drop shot . 1.25 

20 2 94 drs. x % oz., 18 grs., x 

94 oz., drop shot. 1.15 

HIGH GRADE SMOKELESS 

12 314 drs. x oz., 26 grs. x 

194 oz., chilled shot.. 1.40 

8 94 drs. x 194 oz., 28 grs. x 

194 oz., chilled shot. 1.45 

16 2 % drs. x % oz., 22 grs. x 

% oz., chilled shot. 1.30 

20 2 94 drs. x % oz., chilled 

shot .. . .. 1.25 

2 94 drs. x % oz., chilled shot. 1.35 

Trap Loads— 

12 3 drs. x 194 oz., 7 94 chilled 1.35 

3 94 drs. x 194 oz., 7 94 chilled 1.40 

Black Powder—Loads— 

12 3 94 drs. x 194 oz., drop shot 1.05 
Caps and Primers— 

Percussion .20 .... 

Musket Caps . .25 .... 

Primers, 100 in box. . . .35 .... 

Primers, 250 in box... .80 .... 

Empty Paper Shells—Black pow.— 
12, 16, 20 Ga., per 100. ... 1.50 

10 Ga., per 100.. . 1.65 

MEDIUM GRADE SMOKELESS— 


12, 16, 20, 28 Ga. per 100 
10 Ga. per 100. 


HIGH GRADE SMOKELESS— 

12, 16, 20, 28 Ga. 

10 Ga. per 100.’ 

Empty Brass Shells— 

Best Qual. 12, 16, 20 

28, Box 25. 

2nd Qual. 12, 16, 20 

28, box 25 .. 

Wads— 

Cardboard, box 250. 

Black Edge, Reg., box 

250 . 

Black Edge, 94 in M 125 

in box . 

Black Edge, 94 in., 250 

in box. 


1.80 

2.10 


2.30 

2.40 


2.75 

2.10 


.20 

.50 


.40 

.30 


ADZES—All makes of Lipped Ship Adzes, 4 to 6, 8.5.50; 
larger, 86*00. 

Lipplncotts—House, 88.50; Ship. 84.00. 

Whites or Bartons—House, 85.00. 

Ship Axes and Slicks—All makes Ship Axes, 85.50; all 
makes Slicks, 8 to 894. 86.00; Standard Slicks, 84.75. 
ALUMINUM WARS, OAST— 

Bottles, Hot water— 

3.00 


ANVILS—Vulcan No. 2, 20-lb., 28.25; No. 3, 30-lb., 89.50; No. 
4, 40-lb., 21100; No. 5, 50-lb., 213.00; No. 6, 60-lb., 214.50; 
No. 7, 70-lb., 217.00; No. 8, 80-lb., 218.50. Trenton or 
Columbian—80 to 425 lbs., 32c per lb.; 70 to 79 lbs., 32 94c 
lb.; 60 to 69 lbs., 33c lb.; 50 to 59 lbs., 34c lb. With Clip 
Horn, 2c per lb. extra. 


Universal 
Griddles— 

Size 7 . 4.25 

Size 8 . 4.75 

Size 9 . 5.50 

Size 10 .6.00 

Size 12 .6.00 

Kettles, Berlin— 

*94 quarts.J.00 

4 quarts:. 8.26 

6 quarts..10.00 

6 quarts.11.00 

Kettles, Mssllm— 

4 quarts.6.60 

6 quarts.7.00 

8 quarts.9.75 

12 quarts.18.25 

Kettles, Tea— 

Size 6.7: .8.60 


Size 7 . 9.00 

Size 8 . 9.75 

Pane, Lipped Sauce— 

2 quarts. 6.00 

8 quarts. 6.75 

4 quarts. 7.26 

Skillets— 

Sise 6.4.60 

Size 7 . 4.50 

Size 8 . 5.00 

Size 9 . 5.75 

Spoons, Basting— 

15-inch .80 

Spoons, Mixing— 

18-inch, Slotted.80 

Waffle Moulds— 

Sise 7, Low.6.00 

Sise 8, Low.6.60 

Sise 7, Deep.6.60 

Sise 8. Deep .7.25 


ANTIMONY—Slab, 25c lb. 

APRONS—Carpenters—California Lee, 89.26; 

Brown, 81.76; No. 2 Short Brown, 75c. 
AUGURS—Greenlee Carpenters* Nat, No. 57. 


Vo. 12 Lang 


Size 94 

Each .81.40 

Size 


ANCHORS—Screwe per 100, 8-16, $4.15: 94, $6.25. 

Sebco, 8-16x94 In. -94 in. -1 in., $5.00 per hundred list; 
94 x 94 in. •% in. -1 in., $5.60 per hundred net. 


f fla/tK ..... 

16the . 

60 esch .. 

62 eaeh .. 

16 the. 

60 esch .. 

62 each .. 

16ths. 

60 each .. 

62 each .. 

16ths. 

60 each .. 

62 each .. 
ASBESTOS— 

Mill board, 30c lb.; 
Paper, 30c lb.; cut, 


.. 8-10 
.. 1.65 
.. 2.00 
.. 17 

.. 2.40 
.. 2.90 
.. 28 
.. 8.85 
. . 4.60 
.. 29 

.. 6.35 
.. 7.60 


% 
$1.40 
194 
. 8.60 
11-12 
1.80 
2.15 
18 
2.40 
2.90 
24 
8.85 

4.60 
80 
6.35 

7.60 


% 
$1.56 
1 % 

4.00 

18 

1.95 

2.85 

19 

2.70 

8.25 

25 

4.50 
5.40 
81 

7.50 
9.00 


% 

$1.90 

2 

4.75 

14 

1.95 

2.85 

20 

2.70 

8.26 

26 

4.50 
5.40 
82 

7.50 
9.00 


1 194 

$2.15 $2.75 

294 8 

7 JO 12.50 

15 16 

2.20 2.20 

2.00 2.60 

21 22 

8.00 8.00 

8.00 8.00 

27 28 

5.85 5.85 

6.40 6.40 


cut, 35c lb. 
85c lb. 


Digitized by 
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HARDWARE WORLD 

MET AIL SELLING PaiOBS^-Ootitixixisd. 

LAO ENAMELED 


Biggins, Coffee 

0 7?. 1.15 

11 .30 

Ladles, Deep 

100 .85 

85 .80 

Plates, Deep Pie 

39 .40 

25 .80 

36 .85 

oi .1.25 

40 .40 

110 .40 

Pans, Milk 

0 .30 1 

11 .35 

40 .45 

Plates, Shallow Pit 

27 .30 

00 . 1.35 

Cups and Saucers 
300 .50 

120 .45 

010 . 1.50 

101 .40 

020 . 1.65 

111 .45 

300S .25 

15 .40 

28 .35 

080 . 1.85 

121 .50 

Cuspidors 

20 .45 

29 .40 

Boilers, Coffee 

60 1.35 

70 1.75 

Rfl .2.10 

Measures 

01 .35 

30 .50 

30 .45 

20 75 

30 95 

200 1.25 

40 .60 

Plates, Dinner 

19 .49 

20 .45 

Pots, Fireless Cooker 

1450 2.10 

1650 2.50 

1850 3.00 

Pots, Coffee 

2% 65 

5 .80 

02 .40 

50 .65 

03 .50 

60 .75 

90 . 2.65 

04 .70 

80 .85 

100 . 3.50 

Dippers, Cup 

10 .40 

11 .45 

05 . 95 

100 . 95 

Boilers, Rice 

14 . 1.25 

06 . 1.35 

11 Graduated. .70 

Pails, Chamber 

1 . 1.85 

120 . 1.10 

Pans, Convex Sauce 
02 . 75 

16 . 1.40 

Dippers, Windsor 

110 .. 45 

Is . 1.60 

20 . 185 

08 .85 

2 . 2.10 

04 . 1.00 

05 . 1.15 

22 .2.10 

Dippers, Suds 

4 . 75 

Dishes, Soap 

50 . 40 

3 . 2.45 

24 . 2.40 

40 . 2.90 

06 . 1.25 

15 . 95 

26 2.75 

36 4.15 

Bowls, Wash 

26 . 55 

28 . 60 

Pails, Water 

110 . 1.65 

08 . 1.55 

010 . 1.90 

012 , , J58 

25 . 1.05 

35 . 1.15 

A5 _. 1 25 

60 40 

112 . 1.85 

Pans, Combination j 
Sauce 

ID . 2.10 

Pots, Tea 

00 . 70 

Fillers, Fruit Jar 

114 2.15 

Pans, Bed 

1 4.15 

Pans, Douche 

2 2.65 

30 65 

32 75 

o A ft* 

AO . oo 

Flasks, Coffee 

10 . 80 

01 . 75 

10 T . 3.15 

0 .85 

Pans, Lipped Sauce 

10 40 

10 .95 


Funnels, Pieced 

01 .40 

20 . 1.10 

Buckets, Covered 

21 .60 

Pans, Bread 

11 .50 

10 AS 

30 . 1.20 

02 .45 

1A 50 

Oil .85 

03 ... .50 

12 65 

1 « 55 

01 % . 1.00 

21 % . 65 

04 60 

18 75 

18 60 

101 . 1.10 

22 .70 

05 - - -75 

Pans, Cake 

9 .35 

10 .40 

20 65 

102 . 1.25 

23 .80 

Oft .90 

pU 75 

Pots, Straight Sauce 

018 . 1.00 

020 . 1.20 

24 . 1.00 

26 . 1.15 

Kettles, Convex 

24 .85 

26 .95 

28 1.50 

30 185 

32 . 2.10 

150 .70 

250 60 

04 1 05 

70 45 

28 . 1.10 

30 1.35 

Pans, Straight Sauce 
250 85 

022 . 1.40 

05 ... 1.15 

200 50 

024 . 1.75 

06 1 25 

Pans, Corn Cake 

70 ft .80 

026 . 2.10 

08 . 1.35 

010 . 1.90 

028 . 2.75 

030 . 3.15 

350 95 

450 . 1.10 

650 1.40 

850 1.90 

709 1.00 

712 1.20 

Pans, Muffin 

406 .70 

fl 50 95 

012 2.25 

014 2.40 

016 2.75 

020 3.50 

Kettles, Lipped 
Preserving 

14 ,45 

450 1.15 

650 1.35 

850 1.60 

Pans, Stew 

3 45 

032 8.50 

Pots, Soup Stock 

318 10.75 

324 13.25 

336 15.25 

212 6.25 

218 8.25 

1050 . 2.10 

409 .... 85 

1250 . 2.40 

41? 1 10 

Buokets, Dinner 

110 .2.25 

Pans, Deep Pudding 
50 .35 

4 .50 

5 60 

16 50 

A 70 

224 .10.50 

111 2.40 

112 . 2.60 

118 2.90 

18 .60 

20 .70 

100 40 

150 45 

200 50 

Pans, Oblong Stove 
04 .50 

286 12.50 

Roasters 

150 3.25 

180 4.00 

Skimmers, Flat 

10 35 

12 40 

50? .1.85 

22 .75 

O A QIC 

800 .55 

100 .65 

503 . 2.10 

Chambers 

1 .70 

24 . oo 

26 .95 

28 . 1.10 

30 1.25 

82 1.50 

36 1.85 

40 2 75 

400 .60 

RflO 70 

200 .70 

800 .95 

ftOO 75 

825 . 1.05 

800 ..85 

1 AAA 1 OO 

350 . 1.15 

1 % .85 

400 . 1.25 

Spoons, Basting 

10 .25 

2 . 1.05 

3 . 1.15 

Chamber Covers 

1 (j . . .85 

Pans, Dish 

15 . 2.10 

450 1.50 

500 1.75 

550 2.00 

Pans, Square Stove 
110 85 

50 4 15 

12 .25 

Kettles, Milk 

71 .75 

72 .85 

73 1.10 

74 1.35 

Kettles, Tea 

80 1.05 

1 OK 

RO 1 25 

14 .80 

100 . 1.40 

16 .35 

i ao 

1 AO 1 65 

18 .85 

7i vj . 

2 C .45 

3 C .50 

Colanders 

1 .70 

2 .80 

170 1.85 

210 2.15 

300 . 3.25 

400 4.85 

Pans, Rinsing 

OR 1 15 

111 .95 

112 1.05 

113 1.15 

114 1.40 

115 1.55 

116 1.75 

118 1.90 

100 010 

Steamers 

7 1.65 

8 1.85 

8teepers, Tea 

2 65 

3 . 1.00 

104 . 70 

50 . 1.40 

ftO 1 55 

3 . 75 

010 . 1.25 

Tubs, Oval Foot 

0 . 1 65 

205 . 80 

70 . 1.75 

80 . 2.10 

014 . 1.50 

Pitchers, Molasses 
601 .80 

306 . 1.00 

Cups 

3 (Mug) ... .35 

ft .40 

017 1.75 

Pans, Lipped Fry 

30 . 45 

31 . 50 

1 1.85 

2 2.35 

3 2.75 

4 3.50 

90 2.45 

100 . 3.00 

160 1 75 

Pitchers, Water 

2 . 1.35 

a 1 ro 

8 .25 

170 . 1.90 

32 . 60 

4 . 1.65 

Turners, Cake 

13 .25 

g .25 

180 . 2 25 

83 . 65 

5 . 1.25 

10 . 80 

190 . 2 75 

34 . 75 

10 . 1 50 

14 . 30 







Wieking, H*lb. balls. 70e each. 

Wlcking, l ib. lota, $1.85. 

Cement, par saak v $7.85; per lb, 10c. 

AXES—Plumbs' Hunter's bandied, 18 os., $8.00; 1 lb., $8.85; 


J8.85. 


_Seont—Handled with sheath, $8.85; without sheath, 

$1.85; sheaths, 75e. 

Double Bit—Handled, $8.00; unhandled, $8.00. 

Single Bit—Handled warranted, $8.85; second grade, 

$ 8 . 00 . 


BAGS—WATER— 

% gallon. 1.00 

1 gallon. 1.40 

2% gallon. 2.00 

5 gallon. 8.76 

BABBITT—Frictionless, 46c lb.; Magnolia, 50c lb.; No. 4, 
15c lb.; No. 2, 20c lb.; No. 1, 24c lb.; No. A (genuine), 


Faucet, 8% gallon.... 8.00 

Faucet, 5 gallon. 4.00 

Filter, 6 gallon. 5.25 


$1.00 per lb.; Challenge, $1.10 lb.; Special Motor, 85c lb.; 
Excelsior, 80c lb.; Acme, 75c lb.; XXXX Nickeled, $1.15 lb. 
BAR8—Crow, Pinch Point No. 10, 80c lb.: Wedge Ne. 15, 
20c lb.; Lining No. 80, 80e lb.; Digging No. 680, 87c lb.; 
Tamping No. 85, 16c lb.; Claw No. 80, 80c lb. Ripping or 
Wrecking, Goose Neck No. 8657—% x 18, 55c each; Goose 
Neck No. 8659, % x 24, 70c each; Goose Neck No. 8662, 
%x24, $1.00 each; Straight Chisel No. Id, %xl6, 95c. 
BATTERIES, DRT CELL—Columbia. No. 6, 60c each; No. 6-8, 
60e each; No. 16,$1.40 each. Red Devil or Red Label, Ne* 
6*D, 60c each, not Shot Multiple, No. 1068, $8.66 each; 
No. 1668. $4.85 each. Brer Ready, same price as Columbia. 
Red Seal same price as Columbia and Ever Ready. B* 
Sparkers. __ 

BELLS—Alarm—House, 85c each. Call, steel, iron base, Bye 
each; Call, bell metal, bronse base, $1.40; Gong, gold bronsed 
steel. 90c; Gong, polished bell metal, 6*inch, $1.50 each, 
6-inch, $2.00; 7-ineh, $8.76; 8-inch, $4.85; 10-inch, $7.06. 
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HARDWARE WORLD 


RETAIL SELLING 

BELLS—-Continued— 

2-inch, $11.00. Rotary Door, bronze, 85c each; steel, 85c; 
iron, 85e; copper, 85c. 

BELLS—Farm—(100 lb.), $16.00. 

BELLS—Cow—No. 0, $1.80 each; 1, $1.50; 2, $1.10; 3,90c; 
4, 80c; 5, 70c; 6, 60c. 

BELLS—Eleetrio—2%'inch. Eclipse Iron Box, 90o each; 8-in. 

Nonpareil, $1.00. 

BELL STRAPS— 

Oow—1* lb., $1.00; ltt lb., $1.15; 1% lb., $1.85. 
BEVELS—Sliding T—No. 18, 6-in., $1.10; 8-in., $1.85; 10-in., 
$1.60. No. 25: 6-in,, 75c; 8-in., 85c; 10-in., OOo; 12-in., 
$1.00. No. 1—Odd Jobs, $1.10. 


PRI0B8—Continued. 

BOARDS, WASH—Brass, 95c each; Toy, sine, 25c; Single 
Zinc, 70c; Double Zinc, $1.00; Glass, $1.00; Blue Enamel, 
$1.10; Single Zinc, 75c. 


BIBBS—Compression— 

Hin. 

%-in. 

%-in. 

1-in. 

Plain—Rough brass. 

1.50 

1.95 

2.60 



Finished brass. 

1.70 

2.15 

2.85 

6.20 


Nickel plated. 

1.80 

2.20 

2.85 

5.00 

Hose—Rough brass. 

1.70 

2.15 

2.85 

8.80 


Finished brass. 

1.95 

2.40 

8.10 

6.76 


Nickel plated ___ 

2.00 

2.40 

8.00 

... . 

BITS—Auger— 





16 the 

R. J. 

Irwin 

Irwin Oar Common 

3.. . 

.85 

.55 


1.25 

.80 

4. . . 


.50 


1.25 

.30 

5... 

.70 

.50 


1.25 

.30 

6. . . 


.50 


1.25 

.35 

7. . . 

. 70 

.55 


1.25 

.35 

8. . . 

. 70 

.60 


1.25 

.85 

9. . . 

. 85 

.65 


1.35 

.40 

10. . . 


.70 


1.50 

.40 

11. . . 

. 1.00 

.80 


1.65 

.45 

12. . . 


.80 


1.85 

.45 

13. . . 


.95 


2.00 

.55 

14. . . 

. 1.15 

.95 


2.10 

.55 

15. . . 


1.05 


2.25 

.65 

16. . . 


1.05 


2.50 

.70 


17 . 1.70 1.20 .75 

18 . 1.70 1.40 .80 

20. 1.95 1.55 .85 

22. 2.20 1.75 .95 

24 . 2.40 .... .... 1.10 

Bits in Sets—Common, 6 bits, $4.00; 8 bits, $6.00; 
18 bits. $7.50. R. J., 18 bits, $18.75. Irwin, 18 bits, $10.25; 
8 bits, $7.00. 

Ship Anger Oar Bits same prices as Ship Angers. 

Expansive—Clarks’ small, $2.00; large, $2.75; Steers, 
small, $4.00; large, $5.00. 

Expansive Bit Cutters—Clark’s No. 1, 35c; No. 2. 45c; 
No. 3, 65c; No. 4, 75c. 8teers, No. 1, 75c; No. 2, 75c; No. 
3, 80c; No. 4, 90c; No. 5, $1.25. 

BIT HOLDERS—Extension— 


Biuan a mum, 

12 . 

.. 2.00 

18 . 

. 1.80 

15 . 

” 2.16 

21 . 

. 2.00 

If) . T _ 

.. 2 25 

24 . 

. 2.85 

21 . 

.. 2.85 

Stanley, No. 1 — 


24 . 

.. 2.60 

. 2.00 

Millers Falls, No. 
12 . 

5— 

16 . 

. 2.16 

.. 1.75 

18 . 

. 2.25 

16 . 

.. 1.75 

24 . 

. 2.85 


BLOCKS—Wood Tackle 



Com 

Com 

Com 

Pat 

Pat 

Pat 

8. 

Sn/1. 

DbL 

1.80 

Triple 

2.50 

X 

Dbl. 

2.60 

Triple 

8.85 

4. 


2.16 

8.00 

1.56 

2.95 

8.80 

5. 


2.80 

8.15 

1.65 

8.00 

4.05 

6. 

. 1.50 

2.75 

8.85 

1.85 

8.75 

5.10 

7. 


8.80 

4.70 

2.25 

4.86 

5.80 

8. 


8.85 

5.80 

2.95 

5.85 

6.85 

10. 


6.80 

8.25 

4.50 

7.75 

9.80 

12. 

. 6.00 

... 

... 

6.90 

12.00 

16.26 


Sis# 


Single 


8. A5 


4. 

6 . 

6 . 

7. 

8 . 
10 . 


1.15 

1.85 

1.50 

1.50 

2.75 

4.26 


2.16 

2.86 

2.75 

2.75 

4.50 

7.00 


BOLT8—Common Carriage— 
8-16 & 5-16* 




7-16" 



10 

100 

10 

100 

10 

100 

10 

100 

10 

100 

ltt 

.20 

1.35 

.20 

1.90 

.30 

2.55 

.35 

3.15 

.55 

4.65 

2 

.20 

1.50 

.25 

2.05 

.35 

2.80 

.40 

3.15 

.55 

4.65 

2% 

.20 

1.65 

.25 

2.20 

.35 

3.00 

.45 

3.70 

.55 

4.65 

3 

.20 

1.75 

.25 

2.35 

.35 

3.20 

.45 

4.00 

.60 

5.05 

3% 

.20 

1.85 

.30 

2.55 

.40 

3.40 

.50 

4.30 

.65 

5.45 

4 

.25 

2.00 

.30 

2.70 

.40 

3.65 

.55 

4.60 

.70 

5.85 

4U 

.25 

2.15 

.35 

2.85 

.45 

3.85 

.55 

4.85 

.75 

6.25 

5 

.25 

2.25 

.35 

8.00 

.50 

4.10 

.60 

5.15 

.80 

6.65 

5H 

.30 

2.40 

.35 

3.20 

.50 

4.30 

.65 

5.45 

.85 

6.90 

6 

.30 

2.55 

.40 

3.35 

.50 

4.50 

.65 

5.75 

.90 

7.30 


.35 

2.85 

.45 

3.70 

.60 

5.00 

.70 

6.00 

.95 

7.70 

7 

.35 

3.00 

.45 

3.90 

.60 

5.20 

.75 

6.30 

1.00 

8.25 

8 

.40 

3.30 

.50 

4.20 

.65 

5.60 

.80 

6.85 

1.05 

9.05 

9 



.55 

4.60 

.70 

6.15 

.85 

7.45 

1.15 

9.85 

10 



.60 

4.90 

.75 

6.60 

.95 

8.00 

1.25 

10.65 

11 




.... 

.80 

7.10 

1.00 

8.60 

1.35 

11.45 

12 





.85 

7.50 

1.05 

9.15 

1.45 

12.25 


14 

16 

18 

20 


1.60 18.90 
1.75 15.45 
1.95 17.00 
2.15 18.70 


BOLTS—Expansion—(See SHIELDS). 


OLT8—Stove— 

5-82* 

• le* 

% 




Sise— 

Dos. 

100 

Dos. 100 

Dos. 

100 

Dos. 

100 

Dos. 100 


.10 

.70 

.10 .70 

.. • 

... 


ee a 

... ... 

2.... 

.10 

.70 

.10 .70 

.15 

1.00 


ee a 

... ... 


.10 

.70 

.10 .70 

.15 

1.00 


see 

• a • ... 

%.... 

.10 

.70 

.10 .70 

.15 

1.00 


aa a 

a. • a. . 

%.... 

.10 

.75 

.10 .75 

.15 

1.00 


as a 

.. 

i .... 

.10 

.75 

.10 .75 

.15 

1.05 

AO 

1.50 

.25 2.20 


.10 

.80 

.10 .80 

.15 

1.10 

.20 

1.56 

.80 2.80 

l • •• • 

.10 

.85 

.10 .85 

.15 

1.20 

.20 

1.65 

.80 2.40 

i %!! .. 

.15 

.90 

.15 .90 

.15 

1.25 

.25 

1.75 

.80 2.65 

2 .... 

.15 

.95 

.15 .95 

.20 

1.80 

.25 

1.85 

.86 2.70 

2K_ 



.15 1.00 

.20 

1.86 

.25 

1.95 

.86 2.90 

2tt_ 



.15 1.05 

.20 

1.45 

.25 

2.00 

.85 8.05 

8 .... 



.15 1.20 

.20 

1.60 

.80 

2.15 

.40 8.85 

8%.... 



.20 1.85 

.25 

1.85 

.80 

2.40 

.45 8.70 




.20 1.50 

.26 

1.95 

.86 

2.66 

.60 4.50 

OLTS — Machine 

y*. 

Square Head 
* 5-16 

and 

Nut 



7-16* 


Steel Tackle— Tackle—Dbl. Galv.—176 

DbL Triple %... AO 

1.75 1 20 

- 8.45 1M. A5 

2.55 1H.85 

8.86 1%.60 

4.00 2 65 

6.10 2H.86 

7.50 No. 200 Buffalo- 

Wood Snatch— 12" Complete...44.00 

6. 4.50 14* Complete. 50.00 

8.. 6.50 No. 700 Climax— 

10. 8.00 12* Complete.28.00 

18. 11.00 

BLOWERS— 

No. 400 Champion, without Tyere Irons, $40.00; No. 400 
Champion, complete, $42.50. 

No. 40 Lancaster, complete, $81.50. 

Royal H, without Tyere Irons, $46.00; complete $48.50. 
No. 200 Buffalo, Complete—12-in,, $44.00; 14-in., $60.00. 
No. 700 Climax—12-in. complete, $28.00. 

BOARDS, IRONING— _ „ , 

With Table—No. 2, Plain, $2.50 each; No. 10 Springer, 
60x15 In., no sleeve board, 85.50; No. 20 Springer, 54x18 
in., no sleeve board, $6.25; No. 40 Springer 50x12 In., no 
sleeve board, $4.50. 

Without Table (skirt boards)—4-foot, $1.15 each; 5-foot, 
$1.75; 5 % -foot, $2.00; 6-foot, $2.50. 


Size 

16 

100 

10 

100 

10 

100 

10 

100 

1-1 Vfr 

.20 

1.90 

.25 

2.25 

.30 

2.70 

.40 

3.60 

2 

.25 

2.00 

.30 

2.40 

.35 

2.90 

.45 

8.85 

2Vt 

.25 

2.10 

.30 

2.50 

.35 

8.05 

.50 

4.10 

3 

.25 

2.20 

.30 

2.65 

.35 

8.25 

.50 

4.35 

8% 

.30 

2.30 

.30 

2.75 

.40 

8.40 

.55 

4.60 

4 

.30 

2.40 

.35 

2.90 

.40 

3.60 

.55 

4.85 

4tt 

.35 

2.80 

.40 

3.50 

.50 

4.30 

.60 

5.15 

5 

.35 

2.90 

.40 

8.65 

.50 

4.50 

.65 

5.40 

bVt 

.35 

8.00 

.45 

3.80 

.55 

4.70 

.65 

5.65 

6 

.35 

3.10 

.45 

3.95 

.55 

4.90 

.70 

5.90 

6* 

.40 

3.20 

.50 

4.10 

.60 

5.15 

.70 

6.15 

7 

.40 

3.30 

.50 

4.25 

.60 

6.30 

.75 

6.40 

8 

.40 

3.50 

.50 

4.55 

.65 

5.75 

.80 

6.90 

9 

.45 

3.70 

.55 

4.85 

.70 

6.15 

.85 

7.45 

10 

.45 

8.90 

.60 

5.15 

.75 

6.55 

.90 

7.95 

11 

.50 

4.10 

.65 

5.45 

.80 

6.95 

.95 

8.45 

12 

.50 

4.30 

.65 

5.80 

.85 

7.35 

1.00 

8.95 




% 

** 

% 

H 


10 

100 

10 

100 

10 

100 

10 

1 100 

1-ltt 

.50 

4.60 

.75 

6.65 

1.15 

9.85 

1.55 

13.45 

2 

.55 

4.95 

.80 

7.15 

1.20 

10.55 

1.65 

14.35 


.60 

5.25 

.85 

7.65 

1.30 

11.25 

1.75 

15.25 

3 

.65 

5.60 

.95 

8.10 

1.40 

12.00 

1.85 

16.15 

3V& 

.70 

5.95 

1.00 

8.60 

1.45 

12.70 

1.95 

17.10 

4 

.70 

6.25 

1.05 

9.10 

1.55 

13.40 

2.10 

17.95 

4% 

.75 

6.60 

1.10 

9.55 

1.65 

14.10 

2.20 

18.80 

6 

.80 

6.95 

1.15 

10.05 

1.75 

14.80 

2.30 

19.70 

5 Vt 

.85 

7.25 

1.20 

10.55 

1.80 

15.50 

2.40 

20.60 

6 

.90 

7.60 

1.25 

11.00 

1.85 

16.20 

2.50 

21.50 

6% 

.95 

7.95 

1.30 

11.55 

1.95 

16.90 

2.60 

22.40 

7 

1.00 

8.25 

1.40 

12.00 

2.00 

17.60 

2.70 

23.80 

8 

1.05 

8.95 

1.50 

13.00 

2.20 

19.00 

2.90 

25.10 

9 

1.10 

9.60 

1.60 

14.00 

2.35 

20.40 

8.10 

26.90 

10 

1.15 

10.25 

1.75 

15.00 

2.50 

21.80 

3.30 

28.70 

11 

1.25 

10.95 

1.85 

16.00 

2.65 

23.25 

8.50 

80.50 

12 

1.35 

11.60 

1.95 

16.90 

2.85 

24.65 

8.70 

82.30 

13 

1.40 

12.25 

2.05 

17.85 

3.00 

26.00 

8.90 

34.00 

14 

1.50 

12.90 

2.15 

18.80 

3.15 

27.45 

4.10 

85.85 

15 

1.55 

13.60 

2.25 

19.75 

3.35 

28.85 

4.35 

87.65 

16 

1.65 

14.25 

2.40 

20.75 

3.50 

80.30 

4.55 

89.45 

17 

1.70 

14.95 

2.50 

21.70 

3.65 

81.70 

4.75 

41.20 

19 

1.85 

16.25 

2.75 

23.70 

8.95 

34.50 

5.15 

44.80 

18 

1.80 

15.60 

2.60 

22.70 

3.80 

33.10 

4.95 

43.00 

20 

1.95 

16.95 

2.85 

24.65 

4.15 

35.90 

5.35 

46.60 

21 

2.00 

17.60 

2.95 

25.60 

4.30 

37.30 

5.55 

48.40 

22 

2.10 

18.25 

3.05 

26.60 

4.45 

88.75 

5.75 

50.15 

23 

2.15 

18.90 

3.15 

27.60 

4.60 

40.00 

6.00 

52.00 

24 

2.25 

19.60 

3.30 

28.55 

4.75 

41.50 

6.20 

53.75 

25 

2.35 

20.25 

3.40 

29.55 

4.95 

42.95 

6.40 

55.55 

26 

2.40 

20.90 

3.50 

30.50 

5.10 

44.35 

6.60 

57.35 

27 

2.45 

21.60 

8.60 

31.50 

5.25 

45.75 

6.80 

59.15 

28 

2.55 

22.25 

3.75 

32.45 

5.40 

47.15 

7.00 

60.95 

29 

2.65 

22.90 

3.85 

33.45 

5.60 

48.60 

7.20 

62.75 

30 

2 70 

23.60 

3.95 

34.40 

5.75 

50.00 

7.40 

64.50 


Digitized by ' 


.oogi 


























































































194 


HARDWARE WORLD 

RETAIL SELLING PRICES—Continual 


BOLTS—Bunl— 

Iztn Heavy Wrought 
StOOl, Japanned— 

4*iaeh .SO 

5- inch . .25 

6- inch .80 

8-inch .60 

Ooot Iron, J op aimed— 

8-ineh .16 

t-inch .15 

6-ineh .SO 

•-inch .35 

8-inoh .40 

CHAIN— 

Coot Iron, Japanned— 

6-inch .60 

8-ineh .60 

10-inoh .86 

Oast Iron, Amber or 
Bronzed— 

4- ineh .45 

6-inch ..60 

5- inch .75 

Oast Iron. Ant. Copper 

or Dull Brass— 

4* ineh .75 

6* ineh . 1.00 

8-ineh . 1.S6 

CUPBOARD, Japanned— 

8-inch .66 

6-ineh . .76 

10-inch . 1.75 

Chipboard, Other Finishes— 

8-inch .75 

6* ineh . 1.00 

BOLTS—Toggle—(See Toggle 


FLUSH, Angle—All Finishes, 
Oast Bronse— 

2-inch . .40 

81-in eh .60 

4* ineh . .55 

6-inch .70 

LEVER—Oast Bronze, All 
Finishes— 

8 %-inch . 1.10 

5-ineh . 1.S5 

T-HEAD—Wi ought Bronze, 
All Finishes— 

8-inch . J5 

4- inch .40 

5- ineh .46 

6- ineh .60 

Oast Bronze, All Fini sh es- - 

8-inch .50 

4- ineh .66 

5- ineh .70 

FOOT— 

Oast Iron, Japanned— 

6-ineh .46 

8-ineh ............ .65 

10-ineh .85 

Amber or Bronzed— 

6- ineh .66 

8-ineh .75 

Other Finishes— 

4-ineh . 76 

6-ineh .06 

8-ineh . 1.10 

Foot Wrought Steel—Cup¬ 
board, Japanned— 

8-inch .66 

6-ineh . LOO 

10-ineh .S.S6 

Bolts). 


BOTTLES—V acuum— 

Thermos— 

6 4.50 

6Q . 6.25 

11 2.75 

HQ . 4.25 

14 3.25 

14Q 4.75 

14 % 2.75 

15 . 4.00 

15Q 5.75 

15)6 3.50 

Universal— 

21 . 2.75 

22 . 4.25 

' 61 2.25 

62 3.25 

71 . 3.25 

72 . 4.75 

81 . 4.50 

82 . 6.25 

91 . 4.00 

92 . 5.75 

592 6.75 

Ferrostat— 

504R .11.00 

505B 3-qt.16.00 

606N .16.60 


FILLERS—Thermos and Uni¬ 
versal— 

% Pint . 1.50 

1 Pint . 1.75 

1 Quart . 2.50 

LUNCH KITS— 

Thermos— 

392 and 396 . 4.50 

393 and 397 . 5.00 

394 and 398 . 5.75 

Universal— 

810 4.75 

820 6.25 

410 5.00 

510 5.50 

4070 . 6.25 

8070 4.25 

Thermos—Food Jars. Fillers 

600 . 4.00 2.00 

601 . 5.00 2.25 

602 . 6.75 3.00 

Thermos— Jugs. Fillers 

556 . 9.50 4.00 

557 .10.00 . 4.75 

Thermos—-Oases— 

104 6.25 

104Q . 9.25 

114 9.75 

114Q .14.75 

130 9.75 

130Q .14.75 


BOXES—Mitre— 
Goodell— 


1285 26x4 .28.00 

1305 25x5 .29.00 

1306 30x5 .30.00 

Stanley- 

50 ft . 13.25 

246 25.50 

858 32.00 

460 35.00 

Acme— 

72 .*2.50 


78 .81.60 

74 . *6.00 

76 .*4.00 

New Langdon Imp- 

78 .*5.00 

78 .*5.75 

74 .30.50 

75 .31.25 

8tearm*s Perfection— 

20 5.00 


BRACES— 

P. S. & W. t No. 7008, $5.75 each; No. 7010, $6.00; 7012, 
$6.25; 8010B, $7.50; 8012B,, $8.00; 8014B, $8.25. 

Stanley, No. 921. 8-inch, $6.00 each; 10-inch, $6.25; 12- 


inch, $6.50; 14-inch, $6.75. 


BRACKETS—Shelf— 


Japanned— 

8x 4 ......... 

Pair 
... A6 

4x 5 ... 

.80 

6x 7 . 

... *40 

6x 8 . 

... .46 

7x 9 . 

... AO 

8x10 . 

... .60 

10x12 . 

... .76 

12x14 ...;. 

... 1.26 


Copper, Brass, 
3x 4 . 

Nickel—Pair 

.40 

4x 5 . 

.45 

5x 7 . 

.60 

6x 8 . 

.75 

7x 9 . 

.85 

8x10 . 

.95 

10x12 . 


12x14 . 

. 2.50 


BRADS—Wire— Bulk per lb. %-lb. pkgs. %-lb. pkgs. 

% and % -inch.30 .20 .15 

% to 1 % -inch.25 .15 .10 

1 M to 2-inch.20 .15 .10 


BRASS—Sheet—Soft, per lb., 76c; Half Hard, 80e; Sign, 80s; 
Spring, $1.05. 

BREAD AND CAKE MAKERS—Universal—No. *. $8.76 each; 
No. 4, $4.50 each; No. 8, $5.50 eseh; No. 44, $4.50 each. 

BRIGHT WIRE GOOD S —See Hooks and Eyes. 

BROOMS—House or Parlor— 

Finest selected, 16-15 ln„ 81.60 eaeh; second grade, 14% 
in., $1.85; third grade, 14 in., $1.10; common, 86©; Ware¬ 
house, $1.85: Railroad or Smelter, $L85; Switch, email 65c, 
large, 00c; Toy or Hearth, 1 sew, 80e; 2 sew, 40e. 

Push or Street 

Baasine, 14-in.1.76 Rattan, 6 rows, 12-in. 1.50 

Bassine. 16-in.2.00 Rattan, 6 rows, 14 in. 1.60 

Steel wire, 18-in..... 1.00 Rattan, 6 rows, 16 in. L75 

Steel Wire, 18-in.1.60 Rattan, 8 rows, 14 fas. 1J5 


BRUSHES— 


CASTING— 


Round . 

.. .80 

Oblong. 

Counter- 

. . .60 

Dusting, com.... 

. . .90 

Extra quality . . . 
White bristles .. 

.. 1.20 
.. 1.75 


FLOORr- 


Fibre, 12-inch.1.60 

Fibre, 16-inch. 1.00 

Hair, 12-ineh.2.10 


Mixed, 12-inch .. 

.... 1.75 

Mixedj 16-ineh .. 
Bristles, 14-inch . 
Bristles, 18-inch . 

.... 2.00 

.... 6.00 

_6.26 

Garage— 

Fibre, 16-ineh. 
Fibre, 18-inch. 

.... 2.00 
.... 2.26 

Fibre, 20-inch. 

.... 2.60 


Fibre, 24-inch...... 8.85 

Gear— 

Handles.85 

Hand or Nail. AO 

Home- 

Rice Boot, 12% lb .. .75 

Riee Root, 18 lb- lit 

Palmyra Fibre, 18)6 

lb. 65 

Palmyra Fibre, 18 lb. J6 

Mixed Fibre, 18 lb.00 

Ox Fibre, 8)6x9 in.. .76 
Ox Fibre, 4)6x11)6 in. .86 


7-in- single.8.40 

8x7)6 inbloeka.... 6.75 
Marking—(Round)— 

White bristlee— 

%-% in.. 40 

1-1)4 in. 46 


Paint—(Chinese bristles) 


Grade. 1 

2)6 -inch.80 

8-inch .40 

8)6 ineh.56 

4-inch.70 


4)6-ineh. 


* 

8 

4 

5 


.66 

e e e 

#e e 

.65 

.86 

1.60 

#• • 

.75 

1.06 

2A6 

2.75 

1.00 

1.66 

2.75 

8.50 

1.60 

• e e e 

8.50 

400 


Roofing—Knotted— 

8 knots, 14-lb.2.00 

4 knots, 18-lb.2.60 

Sash—Chisel Point— 

%xl%-in. A0 

%xl*-in.86 

% x2-in..80 

1x2 )6 -in..40 

Scrub- 

Gray Tampioo, 10*... .40 
Gray Tampico, 12*.., .60 

Ox Fibre, 7".40 

Ox Fibre, 10*.A0 

Ox Fibre, 12*.66 

White Tampioo, 8*... .86 
White Tampioo, 11*.. .50 
White Tampioo, 12*.. .70 


Dauber, wood. A0 

Dauber, iron.. A0 

Brush only, % -in.... .86 

Brush only 1)6-in... .76 

Oombinstion .. A6 

Extrs bristles.60 

Best 1)6 -in. bristles .86 


Sink- 

Ox Fibre.16 

Split Bamboo.06 

Shaving—Rubber Set— 

Ebonised handle.56 

Boxwood, small .... 1.00 
Boxwood, medium... 1.10 

Boxwood, large.1.86 

White Bone, small... 1.00 
White Bone, medium 1.25 

Octagon Bone.2.00 

Octsg. Bone, polished A00 


Stencil— 

1)6-in., 2)6-lb. . 
1)4-in., 8%-lb. . 
1)6-in., 5-lb.... 
1)6-in., 6-lb. ... 
Window— 

Gray fibre. 

Black horsehair 
Pope*s Eye .... 
Squeeges, 10-In. 
Squeeges, 12-in. 
Squeeges, 14-in. 
Squeeges, 16-In. 


,09 

.46 

A6 


.75 

.00 

1.15 

.80 

.86 

.40 


BUCKETS—(See Galv. Ware)— 

BURNERS—Lamp—%-inch wick, 15c each; 1-inch, 20c; 1)6* 

inch, 35c. 

Lantern—For Gold Blast, %-inch wick, 20c each; 1-inch, 
80c; for Kerosene, %-inch, 20c; 1-inch, 80c; Lard, Sperm 
and Sig. Oil, %-inch, 15c: 1-inch, 20c. 

Rubbish—No. 1, 20-inch Steel, $9.00 eaeh; No. 8. 80- 
inch Steel, $15.00. 


BUTT8—(See Hinges)— 


CALKS—Boot—Screw, all sizes, bex of 60, 75c; Drive, all 
sites, box of 100, 85e; Tote, blunt, side, heel or country 
pattern, 15c lb. 
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CANTEENS—Bear Brand and Boyco, Covered, price each— 

No With 

Straps Straps 


No. 2. 1.15 1.50 

No. 3. 1.25 1.65 

No. 4. 1.35 1.75 

No. 6. 1.75 2.10 

No. 8. 2.00 2.50 

Government, Covered . 1.50 

Plain, No. 06 .90 1.05 

Plain, No. 08 . 1.00 1.15 

American or Boy Scout, Covered. 1.25 

Canteen Straps .20 

Lincoln Auto, Covered, No. 100. 2.00 

Lincoln Auto, Covered, No. 200. 2.50 

Lincoln Auto, Covered, No. 300. 2.85 


CANT HOOKS— Maple Hdl. Hickory Hdl. 

2*4x4% . 3.25 4.25 

2%x4% . 3.50 4.35 


CAPS—Roofing. Per lb., 22c. 

CARBORUNDUM—Grain, per lb., bulk, 65c. 
CARRIERS—Timber—No. 425, 4*ft. maple, $4.25. 


CHISELS— 


H. 

#: 

%. 

%. 

%. 

1 

1 %. 
1 %. 
1 %. 
2 . 


1 

1 % 

1 % 

IS 

1% 

2 


Socket 


Firmer 

Whites 

Poeket 

Outside 

Bev. Edge 

No. 2 

Bev. Edge 

Bevel 

1.15 

1.30 

1.80 

1.85 

1.20 

1.35 

1.35 

1.35 

1.25 

1.40 

1.50 

1.85 

1.30 

1.45 

1.55 

1.40 

1.35 

1.50 

1.60 

1.50 

1.40 

1.55 

1.65 

1.65 

1.50 

1.65 

1.75 

1.75 

1.65 

1.75 

1.80 

1.85 

1.85 

1.90 

2.00 

2.00 

2.00 

2.00 

2.25 

2.26 

2.35 

2.15 

2.40 

2.50 

2.50 

2.30 

2.75 2.75 

Blacksmiths' 


Bncka No, 

, 4 Oeld er Hot Eye 


... .90 


.76 


1.46 

1.50 

9.00 

2.95 


.85 

1.00 

1.26 

1.50 

2.50 

8.00 


CARRIER8—Hay—Using Manila rope for steel, wood, eable 

track, $14.50 each; using wire cable or manila rope for steel, 
wood, cable track, $18.50; Sling, $25.00; Steel Hay Carrier 
Track, 45c foot; Steel Hay Carrier Hanging Hooks, 30c 
each; Rafter Brackets, 15c. 

CATCHERS—GRASS—RRI, $1.00 each; Eureka,* 85c; 16G, 
$2.25; G5, $2.50; 10G, $2.75; 12G, $3.25; 9, all duck, $2.65; 
11, all duck, $2.75. 


CESSPOOLS—BELL— Hinge Loose 

2- inch 6x6 Bell. 1.50 1.25 

3- inch 9x9 Bell. 2.00 1.75 

4- inch 18x18 Bell. 4.00 8.25 


CHAINS—Tim. 


Size 

Pair 

Tire—Weeds 


8 x80 . 

.. 4.60 

8**80 . 

.. 5.00 

8%x82 . 

.. 6.50 

4 x81 .. 

... 6.00 

4 x32 . 

.. 6.00 

4 x88 . 

.. 6.50 

4 x84 . 

.. 7.00 

4 x85 . 

.. 7.50 

4 x86 . 

.. 7.80 

4%x82 . 

.. 7.00 

Dozen pair lota. 

10% off. 


4%x88 . 


4**84 . 


4%x35 . 


4*xB« . 


4%x87 . 


6 x85 . 


6 x36 . 


5 x87 . 


5%x86 . 


5%x87 . 


5%x88 . 



CHAIN—New German Straight Link (Coil)— 

6-0, 15c ft.; 5-0, 14c; 4-0, ±8c; 8-0, lie; 2-0, lie; 0, 10c; 
1, 8c; 2, 8c. 

Norway^Straight Link (coll)—%, 85c lb.; %, 85c lb.; %, 

Passing Link (coil)—4-0. 15c ft.; 8-0, 18c ft.; 2-0, 12c ft. 
Proof Straight Link (coil)—8-16 black, 80c lb.; %, 80c lb.; 
6-16, 25c lb.; %, 20c lb.; 7-16, 20c lb.; %, 20c lb.; 
%, 20e lb.; %, 20c lb. 

Proof Twisted Link (ooll)—8-15 black, 88c lb.; %, 80c 
lb.; 5-16, 80c lb.; %, 80e lb. 

B. B. Proof Straight Link (coil)—5-16, 25c lb.; %, 25c lb.; 

%, 25c lb.; %, 25c lb.; %, 25c lb. 

Twisted Machine Coppered (coil)—4-0, 20c ft.; 8-0, 18c 
ft.; 2-0, 17c ft.; 0, 16c ft. 

Jack: Iron—No. 20, 7%e yd.; No. 18, 7%c; No. 16, 7%o; 
No. 14, 7%c.; No. 12, 10c; No. 10, 12%c; No. 8, 15c; 
No. 6, 25c. 

Jack: Brass—No. 120, 10c yd.; No. 118, 10c; No. 116, 
12%c; No. 114, 20e; No. 118, 26c; No. 112, 80c; No. 
110, 40c. 

Safety Brass and Nickel Plated—00 and N00, 20c yd.; 0-N0, 
25e yd.; 1-Nl, 80c yd.; 2-N2, 40c yd.; 8, 46c yd. 

Sash—01 Copper Plated, 5c ft.; 02 Copper Plated, 5c ft.; 
xm Copper Plated, 20e ft.; 02P Steel Plain, 8%e ft.; 
10 Cable, 80c ft.; 56 universal, 7c ft. 

Sash Chain Fasteners—10, 20c set; 100, 45c set. 


CHALK—Carpenters' White, Bine, Bed, 80c dos.. Railroad, 
80c dos. School, 5c dos. Lumber—Dixon’s Black, 76c dos.; 
All colors, $1.20. Metal Workers'—Solid Soapstone. 25c 
dos.; Solid Soapstone, Chisel Point, 40c. Oil Checking— 
5-in. Black, red and bine, 46e dos.; 6-In., 50c. 


(THISOKS—Door—All makes. Liquid Checks—A-11, $7.00; 
B-12, $9.50; 0-18, $10.75; D-14, $12.76; E-15, $16.86; 6, 
extra large, $22.60. For hold open ana, add $1.25 each. 
Screen Door Check—No. 01, $8.85. 


CHOPPERS—Meat and Food- 
Enterprise 

6. .4 so 

0 . 

1 

Universal 

. . 2.00 
. . 2.50 

10 . 


.. 7 00 

2 


. . 3.00 

12 . 


.. 6.50 

3 . 


. . 4.00 

22 . 


.. 11.00 

304 


. . 9.75 

82 ., 


.. 14.00 


Rnsswin 


601 . 

602 . 


.. 9.75 
.. 8.26 

0 R 

1 R 

2 R 

.. 2.75 
.. 8.25 
.. 4.00 

70S . 


.. 4.60 

8 R 


. . 5.60 



Cold 

Com. 

Cold 

Special 

Cape 

Round 

Neae 

Diamond 

Point 

.20 

.85 

.55 

.50 

.50 

.25 

.85 

.60 

.50 

.55 

.25 

.40 

.65 

.66 

.60 

.80 

.45 

.75 

.66 

.75 

.40 

.65 

.86 

.79 

.85 

.45 

.66 

.90 

.90 

1.00 

.75 

.90 


• »• 

1.26 

.80 

1.00 

.. • 

... 

1.50 


CHURNS—Barrel—No. 0, $9.75 each; 1, $11.25; 2, $12.75; 
3, $14.25; 4, $16.75; 5, $19.50. 

Improved Cylinder—No. 1 $6.85; 2, $7.50; 8, $6.75; 4, 
$8.75. 

Sturges Steel—No. 1, $10.86; 2, $12.65; 8 .$14.65. 

Glass Family—Universal, No. 16, $2.75; 125, $8.25; 185, 
$4.00; 145, $4.50. Dazey, No. 10, $2.00; 20, $2.50; 80, 
$3.25; 40, $4.00. Extra Jars, Dazey, No. 10, 65c; 20, 
95c; 80, $1.25; 40, $1.50. 

Tin without Dasher—1% gal., $1.50 each; 2 gal., $1.55; 
8 gal., $1.60; 4 gal., $1.75. 

Dash—IX Tin—2-gal., $2.25; 4-gaL, $2.76; 6-gmL, $8.26. 
Dash and Handle— 25c extra. 


CLAMP8—8team's Special Joiners'—Opens 1 ft, pair $8.50; 
1% ft., $7.00; 2 A., $7.25. 

Carpenters’—Opens 8 ft„ pair, $10.50; 4 ft., $11.65; 
5 ft., $18.00; 6 ft, $22.00; 8 ft., $28.50. 

Carriage Makers—Common. 2%-inch, 85c each; 3-inch, 
$1.00; 4-inch. $1.35; 5-inch $1.75; 6-inch, $2.25; 8-inch, 
$3.50; 10-inch, $4.35; 12-inch, $5.75. 

Quilt Frame—No. 1, 10c each; 8, 20c; 82, 20c; 88, 20c. 


CLEANERS—Window— 

Rubber— Wood Floor— 

10-inch.46 16-inoh.66 14-Inch.60 

12-inch.50 18-inoh.76 16-Inch.76 

14-inch.60 


CLEVISES—Malleable, 25c lb. Steel, 4", 25c; 6", 
80c; 7", 80c; 8", 85c. 

95c; 6". 

CLIPS—Wire Rope 
%, 20c; %, 25c; 

“Bulldog”—8-16 to % Inc., eaeh, 15c; 
%, 36c; %, 50c; l-ln„ 66c; 1%-ln., 60a. 

CLIPPERS—Bolt- 
New Easy— 

No. 0. 

No. 1. 

... 4JI5 
... 5.75 

Extra Cutters— 

No. 0 . 

No. 1 . 

... 2.25 
... 2.75 

No. 2. 

.. • 8.00 

No. 2 . 

... 8.76 

No. 8. 

O. K.— 

10-inch . 

19 JO 

_2.86 

No. 8 . 

14-inch . 

... 4.75 

... 8.09 


CLOCKS—(Alarm)—Ace, $8.76 each: America, $2.10; Auto¬ 
matic, $6.00; Bingo. $4.00; Brownie, $4.50; Circle, $8.26; 
Columbia, $8.76; Ideal, $8.00; Indian, $2.10; Iron Clad, 
$8.25; Lookout, $2.60; Prompter, $8.25; Simplex, $6.00; 
Sleepmeter 2, $4.00; Sleepmeter 8, $8.25; Startle, $8.60; 
Tattoo Jr., $4.25; Tattoo Int, $4.25. 

NOTE—A Government War Tax of 6 per cent has been 
levied on all retail sales of clocks. The retail dealer la re¬ 
quired to keep a record of all sales and pay the tax Into the 
Collector's office each month. 

CLOTH—Emery, Nos. 00 to 2%, 10c straight; Nos. 1 to 8, 
15c. Carborundum or Aloxite—Nos. FF-90, 15c straight. 


CLOTH, WIRE— 

Hardware Galvanized— 


Mesh. 

8q: ft. 

Screen 

8q. ft. 

1 inch. 


12 M—Black . 

.04% 

% inch 

.14 

14 M—Black. 

.06 

% inch. 


16 M—Black . 

.06 


.10 

14 M—Bronze .... 

.16 

8 mesh. 


14 M—Galvanised . 

.05 % 

4 mesh ...... 


16 M—Galvanized . 

.06% 

6 mesh. 


14 M—Opal or Galv 

, .66 

8 mesh. 


16 M—Opal or Galv 

.00% 
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00CK8— 


No. 

Bach 

No. 

Bach 

Ball— %-inch.. 

. 1.40 

7-inch. . 

. 1.60 

% -inch.. 

. 1.65 

8-inch. . 

. 2.40 

%-inch.. 

. 2.15 

Gas Hose— %-inch. . 

. .50 

1-inch.. 

. 8.65 

%-inch. . 

. .55 

Floats 895— 5-inch.. 

. .65 

%-inch. . 

. .75 

6-inch.. 

. .90 




Berrios, Standard—Square or Flat Head— 

%" %* W \ m 1" 1%" 1H" 2" 

Bach.75 .80 .90 1.00 1.75 2.60 8.75 6.50 


COMPASSES—No. 40-4, 45c each; 6, 60c; 8, 75c. 


COOKERS—Fireless—Duplex—No. 25, $20.00 each; No. 30, 
$33.50; 35, $22.25; 50, $33.75; 55, $36.00; 60, $40.00; 
70, $56.00. 

Lege—Set, $5.00. 

Soapstone Discs—Each, $1.50. 

OOOLERS—Water—Galvanized Lined—2-gal. with push faucet, 
$5.50 each; 8-gal.. $6.75; 4-gal., $8.50; 6-gal., $10.00; 8- 
gal., $12.50; 10-gal., $14.50. 


COPPER—Sheet, 65o lb.: Bara, round, 70c lb.; Tubing, 75c lb. 
COPPER WARE—Rome Nickel Plated— 


Tea Kettles. 


8% inch. 3.25 

9 % inch. 3.50 

10% inch. 3.25 

Coffee Pots. 

8 pints. 2.00 

4 pints. 2.25 


5 pints. 2.50 

6 pints. 2.75 

Tea Pots. 

2 pints. 1.85 

3 pints. 2.00 

4 pints. 2.25 

5 pints. 2.50 


DRILLS— 

Goodell-Pratt Bench Drills— 

No. 

8 . 

8 % . 


Each 

No. 

Bach. 

7.50 

12A . 


9.60 

87. 


14.00 

97. 


24.00 

118. 



490% . 20.00 Tankas 

1003 18.00 1 

1005 . 21.50 2 . 

11 . 22.00 2B 

Goodell-Pratt Breast Drills— 8A 

6 . 5.86 5 . 

07 . 5.50 98 . 

245 6.00 105 . 

279 18.25 806 . 

Millers Falls (Breast)— 848 . 

12 7.50 1980 . 


-Millers Falls, 


Hand— 
. 8.50 
. 5.25 
. 4.75 
. 4.00 
. 4.00 
. 6.75 
. 8.75 
. 5.60 
. 4.00 
. 5.75 


Drill Presses—Millers Falls 

20 . 11.00 28 7.50 

21 15.00 210 16.00 

22 . 5.00 

Hand Drills— 


No. 

Each 

4 . 


4%. 

- 2.80 

5%. 


5%B. 


49 .... 

. 2.80 

53 . . .’. 

_ 8.70 

54 . 

.... 4.00 

154 . 

. 5.00 

259 . 


329 . 

. 8.40 

379 . 

. 8.50 

385 . 

.... 8.40 

445 .. 



No. 

Rack 

455 . 


545 . 

.12.00 

550 . 


555 . 

.18.76 

1480 . 

.4.50 

1445 . 


1455 . 

.9.25 

1580 . 

.6.50 

1540 . 


1545 . 

.12.00 

1550 . 

.11.75 

1555 . 



COPPERS, SOLDERING—Family— 


1, per set . 10.50 

2, per set .11.25 

Tinners— 

% pound, per pair.25 

1 pound, per pair.35 

1% pound, per pair.50 

2 pound, per pair.60 

8 to 14 pounds .55 


CORD—Sash, Common—Per hank: No. 6, $1.50; 7, $1.85; 
8, 2.25; 10, $3.50; 12, $4.75. 

Silver Lake—Per hank: No. 6, $2.00; 7, $2.60; 8, $3.10; 
10, $5.00; 12, $7.25. 

CORD, TINNED PICTURE— 

No. 00, 15e pkg.; 1, 25c; 2, 30c; 8, 40c; 4, 50c. 

CRAYON—Lumber, lOe; Soapstone, 5c. 


CULTIVATORS— 

Noreroes, 1 GO-5, each, $1.25; 5N, $1.50; 8N, $1.25; 
Midget. 60c. 

Pull Easy. PEC. each, $1.85; PB5, $1.50; PEW2, $5.00. 

$8.00; 4, $i!l75; 5, $23.50. 

Saunders—No. 1, $3.00 each; 2, $4.50; 8, $11.00. 

Trimo—No. 1, $4.00 each; 2, $5.50; 3, $9.00. 


DAMPERS—Stove Pipe—No. 8, 25c each; 4, 25c; 5, 80c; 
6, 86c; 7, 50c; 8, 80c; 9, $1.15; 10, $1.50. 

DIVIDERS—Wing. No. 1. 85 A 50, 6-ln., 75c pr.; 7-ln., 90c; 
8-in., $1.00; l(Mn., $1.25. No. 85, 6-inch, 75c pair; 7-lnoh, 
85c: 6-inoh, $1.00; 10-inch, $1.25; 12-inch, $1.85; 14-inch, 
$2.50. 

Excelsior—6-inch, tOc; 8-inch, $1.25; 10-iaeh, $1.65. 


DOORS—Ash Pit— 

8x8 .2.00 10x12 .2.76 

8x10 .2.25 19x15 . 6.50 


ABH TRAPS—Common, 7x9, 80s; Adams Double, 90c. 


DOO RS—Scr ee n - - 

241 Common Varn. % -in.—2-6x6-6, $8.75; 2-8x6-8, $8.90; 
2-10x6-10, $4.00; 8x7, $4.25. 

100 Galv.—2-6x6-6, $8.25; 2-8x6-8, $8.75; 2-10x6-10 

$4.00; 8x7, $4.25. 

900 Galv.—2-6x6-6, $8.75; 2-6x6-8, $4.95; 2-10x6-10, 

$4.50; 8x7, $4.75. 

400 Galv.—*-6x6-8, $5.00; 2-10x6-10, $6.00; 8x7, $6.60. 
276 Black 1%-in.—2-6, $4.85; 2-8, $4.50; 2-10, $4.75. 
811 Black 1%-in—2-6x6-6, $5.25; 2-8x6-8, $5.50; 2-10x 
6-10, $5.75; 3x7. $6.00. 

891 Galv.—2-8x6-8, $6.25; 2-10x6-10, $6.50; 8x7, $7.00; 
8x6-8, $7.25. 

525 Black—2-8, $7.25; 2-10, $7.50; 8x7, $7.75; 8x6-8, 

$ 8 . 00 . 


807 

Chain Drills—Goodell-Pratt 
. 4.50 818 . 

. . . 7.00 

$lfl 

. 4.50 1500 . 

.. . 4.50 

817 .. 

. 5.50 


41 ... 

Tankee Automatic 

. 8.00 44 . 

... 8.75 

42 ... 

. 2.50 60 . 

... A80 

No. 

800 .. 

Tankee Chueks and Drill Points 

Set. No. 

. 1.15 805 . 

Set. 
... .55 

801 .. 




Tankee Drill Points 
Set of 8, $1.00; each 15c; 2 for 25c. 


Bits, Wood (Syracuse Pattern) 


Thirtyseconds— 

Ea. 

J5 

12 . 

Ba 

8 . 

i25 

18 . 

.56 

4 . T _ 

J6 

14 . 

.60 

5 . 

A6 

15 . 

.65 

6 . 

.. .95 

16 . 

.70 

7 . 

.. .80 

17 . 


a . 

. • .85 

18 . 

.86 

o . 

.. .40 

19 . 

. .90 

10 . 

.. .45 

20 . 

.95 

11 . 

.. .45 

24 . 



Bit Stock Twist Drills for metal or Wood- 


1-16 . 


15-82 . 

.80 

8-82 . 

..... .20 

% ......... 

.... .90 

% . 

.20 

17-82 . 

.... 1.00 

5-32 . 


9-16. 

.... 1.10 

3-16 . 

.80 

19-82 . 

.... 1.20 

7-82 . 


% . 

_1.80 

U . 

..... .40 

11-16 . 

_1.40 

0:32 . 


% . 

.... 1.60 

5-16 . 

.50 

13-16 . 

.... 1.80 

11-82 . 


% . 

.... 2.00 

% . 


15-16. 

i... 2.25 

ia-82 . . . 


1 . 

_2.50 

7-16 . 

..... .75 



trsight Shank Carbon Steel, 

m 

t 

i 


1.82 . 

.15 

7-82. 


8.64. 


15-64. 

.95 

1.15. 

.... 1 .15 

% . 

.80 

5-64. 

.15 

9-32. 

.86 

8.82. 

.15 

5-16. 

.40 

7*64 t . 

.15 

11.82. 

.45 

% . 

.15 

% . 

.... JO 

0-64. 

.16 

18-89. 

.60 

5.82. 

.15 

7-18. 

.70 

11.64. 

.20 

15-82. 

.... JB 

8-16. 

.20 

% . 

.... 1.00 

18-64. 




traight Shank, 

Wire Gauge Carbon Steel— 


1 te 5. 

.26 

86 to 40. 

• • • • JO 

6 to 10. 

.22 

41 to 46. 

.16 

11 to 15. 

.20 

46 to 50. 

.. .16 

16 to 20.... 

.20 

61 to 66. 

.15 

21 to 25.... 

.20 

66 to 60. 

.. .16 

26 to 80.... 

.16 

51 to 80. 

.... .15 

81 to 85...., 
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DBILLfi—Continued. 


Seboo "Star”— 


% . 

.18.00 

9-16 . 

. .86.00 

% . 

.22.00 

% . 

. .38.00 

7-16. 

.26.00 

% . 

. .52.00 

% . 

.80.00 



LEOTRIOAL APPLIANCES— 



Universal Goods— 




Dishes, Chafing— 


E9646 . 

.19.00 

E940 . 

.22.00 

E9649 . 

.21.00 

E9850 . 

.20.00 

E9676 . 

.12.00 

Grills— 


Ranges, Table— 


E982 . 

.13.25 

E9841 . 

.22.00 

E984 . 

.14.00 

Stoves— 


Heaters. Immersion 

_ 

E998 . 

. 9.50 

E970 . 

. 6.00 

E997 . 

. 9.50 

Irons, Curling— 


E9960 . 

. 8.50 

E9901 . 

. 6.75 

Toasters— 


E99011 . 

. 7.50 

E945 . 

. 9.00 

Irons, Pressing— 


E946 . 

. 7.50 

E901 . 

. 9.00 

Urns, Coffee— 


E902 . 

. 8.00 

E916 . 

.19.00 

E905 . 

. 8.00 

E919 . 

.20.50 

E9028 . 

. 7.25 

E9136 . 

.16.50 

E9035 . 

. .8.00 

E9146 . 

.21.50 

E9051 . 

. 9.00 

E9149 . 

.24.00 

Pads, Heating— 


E9166 . 

.25.00 

E9940 . 

.12.50 

E9169 . 

.27.50 

Peroolators— 


E9176 . 

.17.50 

E9485 . 

.15.00 

E9179 . 

. 19.00 

E9437 . 

.16.50 

E9166044 . 

.47.75 

E9439 . 

.18.00 

E9169044 . 

.50.25 

E9635 . 

.13.00 

Vacuum Cleaners— 

E9687 . 

.14.50 

E701 . 

. .39.50 

E9639 . 

. 16.00 

Attachments .. 

. .10.50 

Hot Point Goode— 




Chafing Dishes—No. 20501. 

, $11.25 each; 20502, 

$21.00; 

20503, $25.00. 




Grills—No. 116G1, 

$13.00 

each; 136G1, $14.00; 

; 20101, 

$12.50. 





Heaters, Air—No. 30403, $12.50 each; 30404, $14.50; 
30608, $36.00; 30604, $49.00; 116A4 (Hedlite), $12.35. 

Heaters, Immersion—No. 113W16 (50201), $5.75 each; 
115W16 (50202), $6.75; 115W17 (50203), $8.25. 

Irons, Curling—No. 112L1, $7.50 each; 112L2, $6.75. 
Irons, Pressing—1113812 (11103), $8.75 each; 115F22 
(11203), 8-lb. f $7.25; 115F5 (11205), 5-lb., $8.00; 115F17 
(11206), 6-lb., $8.00; 11807, $10.50 
Pads, Heating—114Q8 (50142), $10.00; 114Q4 (50151), 
$11.25. 

Percolators—No. 20611, $12.00; 20620, $13.50; 20621, 
$14.50; 20622, $19.00; 20650, $19.50; 114P18 (20651), 
$25.50; 114P17 (20652), $27.60. 

Stoves—No. 116D1, $11.00; 186D1, $12.50; 20301, $8.00; 
20302, $8.50; 40101, $8.50; 40102, $10.25; 40103, $14.00; 
40104, $16.05; 40105, $19.50; 40106, $7.25. 

Toasters—No. 114T5, $7.50; 115T1, $9.50. 

Vacuum Gleaners—No. 112V2, $45.00; Attachments, 

$ 11 . 00 . 


ELECTRICAL SUNDRIES— Each 

Attachment Plugs, No. 008, Benjamin.85 

No. 500, Bryant .20 

Bells, 2%-ineh Eclipse, Nonpareil, Iron Box. 1.00 

8-inch Eclipse, Nonpareil, Iron Box. 1.00 

Buzzers. Nonpareil, Iron Box. 1.00 

Watch Oaae .75 

Pair 

Cleats, 8 and 8 wire, nnglased.06 


Each 


Clusters, No. 08, Benjamin, 8-light. 1.86 

No. 08, Beniamin, 8-light. 1.75 

No. 94, Benjamin, 4-light.8.35 

Porcelain Rings for Clusters.20 


Cord, No. 18, Green and Tellow Twisted Lamp. .06 

No. 18, Heater, Twisted.15 


Each 


Fuses, 6, 10. 15, 80, 85, 80 amp.10 

Globes. 6x8%, R. I. Ball.60 

8x8% or 4, Ball. 1J5 

Knobs. No. 5%, solid.08% 

No. 5%. split.06 

Lamp Guards, Style A—16 O. P.40 

Style H—16 O. P.85 

Style H—88 C. P.45 

Loxon, 40 watt (guard only).65 

Loxon, 60 watt (guard only).70 

Key for Loxon Guards.10 


Loom, 7-88 (850 feet in coil) 
% (850 feet in coll). 


.10 

.11 


Receptacles, No. 226, Porcelain Cleat. 

No. 195, Freeman Key, brass. 

No. 188, Freeman Key, brass. 

Rosettes, No. 819, CleaL Mesoo No.16445. 

No. 888. Concealed Mesco No. 16447 . 

Switches, No. 400, Common Snap, Mesoo 5121. 

No. 408, Indicating Snap, Mesco No. 5128. 

No. 459, 8-way Snap, and Mesco No. 5129. 

No. 4401, Single Pole Push, and Mesco No. 5011.. 

No. 4403, 3-way Push, and Mesco No. 5012. 

No. 707, Single Pole, 1-way Baby Knife. 

No. 708, Single Pole, 2-way Baby Knife. 

No. 709, Double Pole, l-way Baby Knife... 

No. 710, Double Pole, 2-way Baby Knife. 

Sockets, %-inch and Pendant Cap Key BB. 

Pull Chain . 

Shades, 8-inch Tin Cone. 

10-inch Tin Cone. 

8-inch Flat Tin . 

10-inch Flat Tin. 

Shade Holders, 2% -inch P. A A, BB. 

8% inch P. k A., BB. 

Tubes, Poroelsin, 5-16x8 . 

5-16x4 . 

5-16x6 . 

5-16x6 . 

Tape, Durafix Friction, %-lb. rolls. 

Sticktite Friction, %-lb. rolls.. 

Paraweld Rubber, %-lb. rolls. 


.80 
.70 
.80 
.20 
.80 
.50. 
.60 
.96 
.64 
.89 
.4$ 
.60 
.65 
.86 
.65 
1.00 
.66 
.60 
.60 
.75 
.15 
.86 
.08 J 
.04 i 
.06 
.07 
Lb. 
.95 
.95 
.86 


Wire, No. 10, 8. B. Solid R. 0 
No. 12, S. B„ Solid R. 0... 
No. 14, 8. B., Solid R. C... 

No. 18, Single Bell. 

No. 20, Twisted Bell. 

No. 18, Black R. C. Fixture. 


Foot 
. .06% 
. .04 

. .08 
Lb. 

. 1.25 
. 1.40 
100 Feet 
. 1.50 


EMERY—Per lb„ 25c. 
Stones—See Stones. 
Cloth—See Cloth. 
Wheels—See Wheels. 


* aotisw isno —uasement, common brass plated, 
common brass plated, 20c, two for 25c. 




FAUCETS—Cork Lined- - 
7-inch, each . .26 


8- inch .80 

9- inch .85 


FIBRE WARE—Funnels—1-qt., $1.50; 2-qt., $2.26. 

Lunch Boxes—25c to 40o. 

Measures—i-pint, $2.25; 1-qt., $2.60; %-gal., $6.00; 1- 
gal., $8.75. 

Pails—12-quart, $2.00. 

Spittoons—4x9-in., $2.50; 5x11-in., $2.75; 6xl8-in., $8.50. 
Tubs, Oval—18-inch, $5.00; 28-inch, $8.00. 

FIGURES AND LETTERS J STEEL)— 

Figures 
% inch.. 


% inch. 
-16 inch. 
% inch. 


Set 

Each 

Letters 

Set 

1.50 

.25 

% inch... 

.. 6.00 

8.00 

.80 

% inch... 

.. 4.60 

2.50 

.85 

8-16 inch_ 

. 6.00 

8.00 

.45 

% inch... 

.. 7.50 

8.50 

.65 

6-16 inch... 

.. 9.00 


.85 
.25 
.80 
.85 
.40 

FILES—Band Saw, slim, 4 inches long, 20c each; 6 inches, 
25s; 6 inches, 30c; 8 inches, 40e;10 inches, 66c. Knife, 
Bastard, 4 inches, 40o; 5 inches, 45c; 6 inches 60s: 8 
inches, 60c; 10 inches 70c. Regular Taper, 8-8% Inehes, 
15c; 4 inches, 15o; 4% inches, 15e; 6 inches 20c; 5% 
inehes 20e; 6 inches, 25c; 8 inches, 40c; 10 inches 60s. 
Slim Taper, 8-8% inches, 15c; 4 inches. 16e; 4% Inohes, 
15e; 6 inches, 20c; 5% Inches, 20c; Cinches, 25c; 8 inches. 
85c; 10 inches. 45c. Warding, Bastard, 4 inches, 80s; 6 
inches, 85c; 6 inches, 40e; 8 inches, 45c. Flat Bastard, 8, 
4 inches, 25c; 6 inches 25c; 6 inches, 80c; 8 inches, 40c; 10 
inches, 50c; 12 Inches, 70c, 14 inches. 95e; 16 inches, $1.26. 
Half Round Bastard, 8, 4 inches. 85c; 6 inches. 40c; 6 
Inohes. 45c; 8 inches 55c; 10 inches, 65e; 12 inches, 85c; 
14 inches, $1.10; 16 inches $1.45. Mill Bastard, 8, 4 inches, 
20c; 5 inches 25e; 6 inches, 26c; 8 inches, 80e; 10 inches, 
40c; 12 inches, 55c; 14 inches, 80c; 16 inohes $1.10. Round 
Bastard, 3, 4 inches, 20e; 5 inches, 25c; 6 inches, 25c; 
8 inches, 80c; 10 inches, 40c; 18 inches, 65e; 14 inches, 80o; 
16 inches, $1.10. Square Bastard, 8, 4 inches, 80c; 6 inches, 
80c; 6 inches, 86c; 8 inches, 40c; 10 inohes, 65c; 12 inches. 
75c; 14 inches, $1.00; 16 inches, $1.85. 


a 80; 15, 
avy—17, 
Extra 


FIXTURES—Grindstone—Auto—01, $2.00; 08. 

B ; 17, $1.85; 19, $1.50: 9i, $1.75; Am. 

Extra Shafts, 15-inch, 50e; 17-inch, 60c. 
a, 25c. 

FLASHLIGHTS — Eveready Daylos — Complete — No. 6961, 

$1.00 each; 6962, $1.25; 1991, $1.50; 2604, $1.70; 2631, 
$1.85; 2632, $2.25; 1619, $2.25; 2616, $2.00. 

Eveready Batteries—No. 705, 50c each; 790, 85c; 791, 
30c; 700, 30c; 750, 30c; 751, 40c. 
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HARDWARE WORLD 

RETAIL BELLING PRICES—Continued. 


FLASHLIGHTS—-Continued— 


GLASS—Win do w— 


Kwiklites 


3B Grade— 


Large Lota Small Lota 


Tabular Nos...5220 5221 5223 5229 5331 6240 6240B 

Complete, ea...$1.35 $1.70 $2.00 $2.00 $2.25 $1.55 $1.70 

Case A Bulb, ea. 1.15 1.35 1.50 1.65 1.75 1.25 1.40 

Tubular Nos . .6241 6241B 6249 6249B 6343 6348B 6351 

Complete, ea.. .$1.85 $2.00 $2.35 $2.55 $2.25 $2.45 $2.75 

Case A Bulb, e. 1.50 1.65 2.00 2.20 1.75 1.95 2.25 

Pocket Nos.2472 2573 3475 3475B 3577 3577B 8579 

Complete, ea_ 1.00 1.25 1.25 1.35 1.50 1.65 1.90 

Case A Bulb, ea. .70 .85 .95 1.05 1.10 1.25 1.50 

Watch Chain Nos. 6239 6239B Watch Chain Bat’y No. 1204 
Complete, each.... $1.00 $1.10 Battery only, each....$ .25 
Case and Bulb, each .75 .85 

Battery only, 

Nos. ...1202 1208 1206 1207 1271 1301 1308 1809 

Bach ..$0.30 $0.85 $0.30 $0.80 $0.30 $0.50 $0.40 $0.40 

FLATTERS—Blacksmith—2-in., $1.25; 2*-in., $1.65; 8-in., 
$2.00; 3%-in., $8.00. 

FORGE8—No. 150 Chicago, $16.35; No. 151 Chicago, $17.00. 
Buffalo—No. 310 Steel Ball Bearing Rivet, $83.00; No. 722, 
$33.00; No. 742H, $40.00. 

FORKS—Hay—Nellis, 94 single harpoon, $6.25; 95 double 
harpoon, $3.85; 96 double harpoon, $7.75; 97 double harpoon, 
$4.25; 98 double harpoon. $7.85. Grapple, No. 99 (4 tines), 
$15.50; No. 100 (6 tines), 818.00. Jackson Patterns, 4 ft., 
$19.00; 4)4 ft., $19.75; 5 ft., $28.00. 


Single Strength .70% 

Double Strength. 75% 


70% 

«*% 

Per Light 


Extras for Putting in Glass 

First 3 Brackets. 50 

Second 3 Brackets.75 

Third 3 Brackets. 1.00 

Larger Lights.$1.00 per hour, per m 

GLASSES — 


Ground Level — 

1% . 

2 . 

Proved Level— 

.50 1% . 

.60 2 . 

.16 

.15 

2% . 

.65 2% 



.16 

3 . 

.70 8 



.20 

S% . 

.76 8% 



.80 

LASSES, GAUGE— 

Standard 


Extra Heavy 

% 

%*% 

% 

%*% 

% 

10 .35 

.85 

.35 

.55 

.75 

12 . 35 

.35 

.50 

.60 

.90 

14 . 

.45 

.60 

.70 

1.05 

16 . 

.55 

.65 

.85 

1.25 

18 . 

.60 

.75 

.95 

1.85 

20 . 

.65 

.80 

.* • 

... 

22 . 

.70 

.90 


.... 

24 . 

.80 

1.00 

... 

e e • • 


FREEZERS—Arctic— 

Qte. Each. 

1 . 4.00 

2 . 4.60 

8 5.56 

4 6.80 

6 . 8.60 

8 . 11.10 

Toy . 4.00 

White Mountain 
1 5.55 

FROES—Special—Each, 12-in., 
$2.50. Common—Each, 12-ii 
$2.55. 

GARBAGE CANS—(See Cans) 


2 . 6.45 

3 . 7.65 

4 . 9.45 

6 11.85 

8 15.40 

10 20.50 

12 24.50 

15 29.25 

20 38.00 


$2.00; 14-in., $2.25; 16 in., 

., $1.85; 14-in., $2.00; 16-in., 


GATES—Molasses and Oil — 

Stebbins—%-inch, 55c each; 1-inch, 65c; 1%-inch, 75c; 
1%-inch, 85c; 2-inch, $1.00. 

Perfection—%-inch, $1.15 each; %-inch, $1.35; 1-inch, 
$1.50; 1)4 inch, $1.75; 1)4-inch, $2.10; 2-inch, $3.00. 
Enterprise, Self Measuring—No. 61, Faucet, $10.50; 97, 
Pump, $24.00. 


GAUGES—BUTT—Stanley— 


No. 

98 . 

94 . 

95 .. 

95 % .... 

Marking—Stanley 


61 

64 

65 


Each No. Each 

1.85 77 . 1.65 

2.15 71 1.00 

2.00 90 80 

1.66 91 . 1.66 

92 . 2.75 

.15 97 1.30 

.60 98 2.00 

.90 


Altitude Gauges, $5.86. 

Steam Gauges, 4% -in. face I O, $5.85. 
Thermometer, Straight, $1.60. 
Thermometer, Angle, $1.75. 


GLOBES—Lantern— Gold Blast—Plain, 25c each; Bullseye, 
40c; 2 Plain, 25c; 2 Bullseye, 40o; 2 Ruby, 55c. 

Railroad—Clear, 30c each; Green or Red, 85c. 

Tubular—Clear, 10c each: Plain, 25c; 3-0 Ruby, 75c; 4-0 
Bullseye, 40c; 5-0 Wizard, 25c; 6-0, 25c each. 


GLUE—Dry- 
No. or Brand 

AAA . 

B . 

OX. 

D . 

GX . 

LXX . 


Lb. 

.88 

.70 

.45 

M 

.50 

.45 


Imperial Liquid— 

Size . 1 Os. 

List, Dos.... 1.06 
Sug. Ret. Ea.. .20 

Le Page's Liquid— 

Size . 1 Os. * Os. % Pt. % Pt. % Pt. 1 Pt. lOt. 

List, dos.1.60 1.65 1.80 2.80 4.50 7.00 11.26 

Sug. Ret. Ea... .20 .20 .80 .80 .50 


% Pt % Pt. % Ph 1 Ph. 1 Qt. l.Gal. 
1.80 2.80 4.50 7.00 11.26 54.00 

.80 .80 .60 .86 1.60 4.50 


.85 1.60 


GOUGES—Buck's, Socket Firmer, Outside Bevel—No. 42— 
)4 -inch, 81.20; %-inch, $1.20; %-inch, $1.25; %-inch, 
$1.30; % -inch, $1.40; %-inch, $1.55; 1-inch, $1.65; -%-inch, 
$1.85; 1 %-inch, $2.10; 1 %-inch, $2.25; 2-inch, $2.50. 


Witherby No. 320—%-inch, $1.50 each; %-inch, $1.50; 
%-inch, $1.65; %-inch. $1.70; %-inch, $1.80; %-inch, 
$2.00; 1-inch, $2.10; 1 %-inch, $2.25; 1 %-inch, $2.50; 1%- 
inch, $2.75; 2-inch, $3.25. 


P. S. A W. Firmer— 


160—% inch.... 

... 1.60 

1 

inch.... 

... 2.10 

% inch.... 

... 1.60 

1 % 

inch.... 

... 2.25 

% inch.... 

... 1.66 

IV 

inch.... 

... 2.60 

% inch.... 

... 1.70 

1 % 

, inch.... 

... 2.76 


. . 1 80 

2 

inch.... 

... 8.26 

% inch*.!!! 

... 2.00 





Boilers, Wash 


227 2.75 

228 3.00 

229 3.25 

Bowls, Wash 

7 35 

7% 40 

Buckets, Fire 

314 85 

Buckets, Well 
101 (10 qt.) . . .75 

Gann. Garbage 
Smooth 

200 . 1.00 

300 1.35 

400 1.75 

500 1.85 

600 2.25 

700 2.75 

Corrugated 
2 1.15 


3 . 1.50 

4 . 1.90 

5 . 2.10 

6 . 2.50 

70 . 2.65 

80 . 6.75 

90 . 7.75 

100 .10.75 

Garbage Cans in 

lots of 3 dozen or 

more, 5 per cent from 

above prices. 


Cans, Gasoline 


65 , 

. 2.10 

501 


505 

. 1.80 

605 

. 2.10 


Cans, Oil 

0 . , 

.60 

02 . 

.90 


GALVANIZED WARE 

15 65 

25 2.00 

105 1.60 

205 2.10 

Canteens, see page 
195. 

Dippers, Laundry 
525 (4-qt.) . . . .60 

Hods, Coal 

615 .80 

616 .90 

617 .95 

618 . 1.00 

Pails, Cement 

14 1.90 

114 2.90 

Pails, Chamber 

8-qt.90 

10-qt.95 

12-qt. 1.00 


Pails, Stock 

14 75 

16 85 

18 . 1.00 

20 1.15 

Pails, Water 

8 45 

10 50 

12 55 

14 60 

16 70 


Pails and Tubs, 6 
doz. assorted 5 per 
cent discount. 

Pans, Refrigerator 


1 .65 

2 .75 

3 1.00 

4 1.50 


Pots, Watering 


514 1.00 

516 1.15 

518 1.35 

520 1.65 

522 1.85 

526 2.25 

Tubs, Foot 

51 .80 

52 .90 

53 1.05 

54 1.35 

Tubs, Wash 

A .80 

B .90 

0 . 1.10 

1 1.35 

2 1.50 

3 1.75 

10 S.2.00 

20 S.2.25 

30 S.2.50 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued 


GRAPHITE—Flake, per lb., 80c. 

GREASE!—AXLE—1 lb. cans, 15c each; 8 lb. cane, 40c: 5 lb. 
cans, 65c; 10 lb. pails, $1.25; 25 lb. pails, $2.75. 

Cup Grease—5 lb. cans, $1.00 each; 10 lb. cans, $1.75; 
25 lb. cans, $8.75. 

Transmission—5 lb. cans, 20c each. 

GRINDSTONES— 

Loose— 


40 to 200 lbs. 8.00 

Over 200 lbs. 8.50 

Fixtures and Axli 


Owt. 

8.00 

19 inch . 

. 1.50 

8.00 

8.50 

Mounted—Hand— 

7 inch. 

. 8.00 

8 inch. 

. 8i25 

1.25 

10 inch.. 

. 4.00 
. 4.50 

1.40 

12 inch. 


Pedal Mounts—Prices range from $9.75 to*$26.*25, according 
to material and quality. 


HACKSAW BLADES— 
Lenox, Power 


L f> 

Wdth. 
9-16.. 

Lt. 

. .90 

Heavy. 

10* 

%.... 

. 1.16 


10* 

%.... 

. 1.86 

i.95 

10* 

1. 


2.45 

12* 

%.... 

. 1.8*5 

12* 

%.... 

. 1.60 

2.*85 

12* 

1. 

. 2.30 

2.95 

14* 

%.... 

. 1.70 

14* 

%.... 

. 1.90 

2.75 

14* 

1. 

. 2.65 

8.50 

16* 


. 2.15 

8.15 

16* 

1. 

. 8.05 

8.90 


17* %.2.80 .... 

17* 1. 8.25 4.15 

Hand, Lanox— 

Length. Each Dos. 

8- inch.10 .75 

9- inch.10 .85 

10- inch.10 1.00 

11- inch.10 1.10 

12- inch.15 1.20 

Hand, Starrett, Victor, Star— 

8*inch.10 .85 

9-inch.10 .95 

10-inch.15 1.10 

12-inch.15 1.25 

HACK 8AW FRAMES — M. F.— 4B, 76c; 6, $2.50; 9, $185* 
15, $2.75; 77, $1.00; 78, $1.50; 1027, $2.50: 69, $8.80; 
69B, $2.65; 14, $8.50; 4 Milford Adj., $8.75; 7 kilford Adj., 
$1.65; 86)4 Diaston, $1.50; 40 Extension, 75c. 

HAMM ERS-—*No. 41%, $8.00 each; 11%, $2.50; No. 2 Ball 
Pein, $2.25. 

HAMMERS—Maydole Carpenters* Nail—No. 1, $2 35 each* 

IVz $2.25; 2, $2.00; 11, $2.25; 11)4. $2.00; 12, $1.85; 
12)4, $1.80; 13, $1.75; 14, $1.65; 34, $1.50; 611)4. $3.00; 
$1°75* 3 "° 0: 711 ’ $2 ‘ 25 ’ 711 ^» $2.00; 712, $1.85; 713, 

,J^ a Z dole Chipping—No. 100, $1.90 each; 101, $1.75; 
102, $1.55; 108, $1.40. Maydole Cross Pein—No. 174, $1.50. 

Maydole Machinist Ball Pein—875, $2.50; 376, $2.40; 877, 
$2.25; 378, $2.15; 379, $2.10; 770, $3.25; 770)4, $2.75; 
771, $2.50; 772, $2.25; 773, $2.00; 774, $1.85; 775, $1.75; 
776, 1.50; 777, $1.45; 778, $1.35. 

HAMMERS— 


Plumb's Carpenter*! Nall— 

K1 . 1.15 

TO 1)4. 1.25 

A 11 . 1.20 

A 11)4. 1.15 

A 12 . 1.10 

O 11)4 . 1.50 

O 12 . 1.45 

P 80 .2.25 

P 81 .2.15 

P 82 . 1.00 

P 88 . 1.90 

P 84 . 1.80 

P 85 . 2.25 

P 86 . 2.15 

P 87 . 1.00 

Plumb’s Engineer*!— 

261 . 2.00 

262 . 2.15 

263 . 2.35 

264 . 2.50 


371 

372 

373 

374 

375 

376 


1.50 

1.50 

1.55 

1.65 

1.75 

1.85 


No. 6 , 1.60; Atkins No. 24, $1.60. One Man Oroas Out. 
No. 218, 45c; Supplementary, 80c. Auger M F No £ 
$1.00; No. 2, $1.25; No. 8 , $1 75; No. 4. $4.75; No.* 6 &«£ 
15c; Pecks Adj., 50c; Pratts Ratchet. $ 4 . 75 . *■* 

HANGERS, BARN DOOR—Hichards-Wilcox— 

7 ith Brackets 135-1 for 81 track_8.50 

I or o\ tra< *--‘ 5 10 88-1 for 61 track_1.65 

27HB for 31 trrek... 7.S0 Mycr. No. 8 . 8 50 

iE&teS 

H VK2£.£C, 0 kT.*-“"'““ “*•>- 

No. 11 with 14 ft. of* If . 7.15 

track . 5.00 . 8.25 

SUe. No. 221 .9.40 

88 .!! 14*25 Prouty, No. 58.4.85 

a *9 .. pr °uty, No. 5D. 9.75 

Richards-Wilcox, Single. Lanes,* No. 0105A.* ** 4.65 

♦ Wlth 7 °* Lanes, No. 0105NT . 8 75 

8 ise aCk * No * 2 ii * * * 2 50 V*** S°- 10 5A ..!!! 9.45 

oise «o. 221 Lanes, No. 105. 1150 

18 . 0-00 Lanes, No. 105NT_ 7.75 

HASPS—Co mm on— 



377 2.10 

379 2.50 

381 2.75 

Plumb's Riveting— 

aao . 1.25 

281 . 1.25 

222 . 1.85 

228 . 1.50 

251 1.40 

252 1.50 

253 1.60 

254 . 1.65 

Plumb’s Brick— 

461 .2.00 

462 . 1.75 

8154 . 1.15 

Plumb's Machinist's Ball 8155 . 1.85 

Pein— Plumb’s Prospector’s Pick 

18 65 470 . 2.75 

370 1.40 471 . 2.85 

HANDLES—Adas, extra select, $1.00; second growth, $1.00. 
Ajco—S ingle or donble bit. Boys' No. 1, 60c; Boys' extra 
select, 60c; Turned No. 1, 60c; extra select hickory, 85c; 
second growth, $1.00. 

Chisel—Hickory, 10c; Leather Tip, 15c. 

Hammer and Hatchet—Second growth hickory, 12 inch. 25c; 
14 inch, 25c; 18 inch, 80c. 

Peavey Handles— 

Select Maple Rook Maple Select Hickory 

2)4x4 .. .... 2.80 

2)4x4% . .... 2.40 

2%x4% 1.25 1.60 2.50 

2%x5 1.40 1.75 2.65 

2%x5 1.65 2.00 8.80 

2%x5% . .... 4.45 

3 x5% .2.45 

Pick—36-inch Drift, Select, 75c;' Extra Select, $1.00; Rail¬ 
road No. 1, 50c; No. 2, 60c; Select, 85c; Extra Select, $1.16. 
Sledge—86-inch, Select, 60e; Second Growth, 75c. 

Saw, Hand—Diaston, No. 7, 50c; No. D8, 85c; No. 12. $1.25. 
Crosscut, Disoton, No. 112, $1.00: No. 118, $1.25; No. 114, 
$1.60. Simonds Reversible Guard, par pair, $1.60, Siaonds 


8.|: n ^ 9 \^ in 8 ; in ibcri h i- in 1 , 6e i6c 4H - i “’ i5#: «■- 

8*in], ?0 C , 91 10Tn,; 1 55c. e ‘ Ch ' 2 °° : 4i4 i “’ +**• •<>«; 

} 30 ?*7Z 3 i n > each » 35o; 4%-in., 86c; 6-in.. 40c 
SafiVv 2 oif r0 S t ^’ e “i ch ’ 600 * a® Prouty, each, 7*0c. 
e.fhfio” 915 ’ 3m " d01 " 20e: 4Wi “- •*ch^36o; 6-in, 

S n SJ?—?■?“' ***!*• ? 5o; 4 H-in, 80«; 6-in, 45c. 

40c.’ 5C; 80e: 6 to - 46e - 

925Z—Each, 65c. 

*‘ Ch ’ 58o: ‘H *' 65e: ® to - »*«- 

941J—Each. 70*c. 

HATCHETS— Underhill Star, No. 10, Chicago Pat. $8 25* 
No 5, Boston Pat. $3.25; No. 15 St. Paul W, $8.25 * * 

Sayre Boston, No. 30, $3.00; Chicago No. 40 $8 25 
Flooring—Plumb, $3.00; White. $<L 00 . ’ * 36 * 

»4®0°* d—1 Plumb ' ,285; * 3 - 25 : *, $3.66; 4. *4.00; 5, 

*3lir h 6r»3‘ i 3t*5, Or ,8. d 5 O 0 a “i »W~ 2 *®°° : T - 

al^T 1 Pl ^,’ $ ? 60; 2 Plumb, $2.65; 8 Plumb, $2.76 
? lnmb or equal, $2.25: 2, $2.50; B, $2.75. 
Half—l Plumb or equal, $2.35; 2. $2.50. 

Barrel or Fruit Box—Sayre 400, $8.6o,* Sayre 401, $2.75. 

9 » 40c each ! No * 12 » 50c: No. 15, 
2* c ’ £°- Linen * No - 012, 60c each; ko. 015 

'5c; No. 018, 90c; No. 020, $1.00. 

HINGES— 

Wrought Brass—No. 75, 86c pair; No. 76. 80s nalr 

H«c , ; 8 8 t lir N ,1.8i 4a °' ^ *»« P.'!V.“ r i4.1. 

TO?* e#0: N0 ’ 69 ° 8 * 1% l “’ 7S «*’ 
Counter Flap—No. 9001, $1.85. 

Lifht Tec Hlnmn—No 904, 8-ln, >0c; 6-in, S«e. 

H J«7. Te», Hin»c«—No. 908, 4-in., 45c; 6-in, 

Me: 

82 B r TT i a -fn*!%8 8 00.' P - N °- 18 ° 2H ' ® to ’ 

Gate Hinges—No. 124. 90c; 284-254, $1.10; 274. $1.45 
g*»* L.tchei—No 7, 86e: 9. 40c; 14, 40c. ' * 

inc?°Vl85 d Ey * H n *®*—*®«: H inch, $1.85; \- 

laftuio; i?°$ias* 4 *** 8tr * p No - »*•; 

•MoTfiSiE &o- DB8 * 81 ’ 1%x 1% ' 9BM; 

BUTT8— 

BaU Bearing Butts—BB241F, 8%x8%, $1.75: 4x4. $1.86: 
$! S 76 : 8 U0 : 0 B $ B 2 2 2 4 5 18 ”’ 21 - 78: W °° : Wai = 

4-i®^^*J®-4<^ U *^'ln 8B ^j8)7^ C '6-^j ,2< $1^4^* P, *ff 8 *8I>b^ 2 *2ni 

ai78Ad. 8-in, $2.60; 4-la, $8.*S; 5-in., $8.75; 6-l^ $4.76 
2112NP, 8-in., $8.50; 4-in„ $4.10; 5-in.. $5.00. ^ 

Double Acting—2001J, $8.80; $3.85; $4.50; $5.60; $7.15; 

swass!- jasfaxr*- *“• u,; 

QclTaniied Butt*— -No. 1834, 3%-in, 60e.; 8-in, 80e; 
4-in., $1.40; 5-in., $2.45. 


Digitized by 


Google 
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HARDWARE WORLD 

RETAIL 8ELXJHO PRICES—Continued. 


BUTTS—Continued— 

Light Loose Pin Batts—289D2&F, 2x2, 85c; 8x8, 50c; 
289SF2, 45c; 60c; 289N, 55c; 70c. 

Plain BotoI Edge Sarface Butte—165D2-F, 2 34-in., 50c; 
8-in., 65c; 4-in., 80c. 1658F2, 234-ln^ 55c; 8-ln., 65c; 

4-in., 85c. 

Plain Steel Butts—No. 808, 2Vix234-in., 20c; S-in, 25c; 
4-in* 46c. 

Sherradised Butts—SC804ZAZZ, 2 34-in., 50c; 8*in., 60s; 
4-in., $1.10; 5-in., $1.80. 

Wrought Steel Butte—241D2-F, 2x2, 45c; 8x8, 55e; 4x4, 
70c; 5x5, $1.40. 2418F2, 2x2, 50c; 8x8, 55c; 4x4, 70c; 

5x5, 81.85; 241H, 2x2, 55c; 8x8, 60c; 4x4, 85c; 5x5, 81.85; 
241N, 8x8, 65c; 4x4, 90c. 78134. 2x2, 45c; 8x8. 50c; 4x4, 

70e; 5x5, 81.80. 788, 8x8, 55c; 4x4, 75c: 5x5, $140. 

Wrought Steel Plated Butts—286D2AF, 2-in.. 80s; 

234-in. 85c; 8-in„ 40c. 286H, 85e; 40c; 45c. 286N, 40c; 

46c; 60e. 

wrought Steel Butte—No. 804, 8x8, 85c; 4x4, 60e; 
5x5, 70s. 

wrought Steel Butts—No. 888, 134-in., 15e; 2-in., 90s.; 
8-in„ 25c. No. 840, 15c; 20e; 80c. 

Wrought Plated Butte—291D2AF, 2 34-in., 40e; 8-ln., 45c; 
834-in., 60c. 2918F2BH, 2 34-in., 45c: 8-in., 50c; 834-in., 

69c. 291N, 2 34-in., 50c; 8-in., 60c; 8 34-in., 70c. 


HOLLOW WARE—STEEL—Bailed Griddles, Cooking surface 
12 inches, 81.80 each; 18 inches, 82.26; 14 inches, 82.50. 

Handled Griddles—Cooking surface 9 inches, 81.80; 10 
htohcs, 81.50; 11 inches, 81.65. 

Spiders—Diameter, bottom, 8 inches. 81.10; 9 inches, 
81-20; 10 inches, 81.50; 11 inches, 91.75; 12 inches, 92.00. 


HOLLOW WARE—OAST—Dutch Ovens—No. 8, $5.45 each; 
9, $5.75; 10, $6.75; 11, 98.15; 3, $2.60; 2, $3.00; 1, $3.50; 
0, $5.15; 00, $6.75. 

Gem Pans—No. 1, $1.85 each; 8, 1.85; 6, $1.35; 10, 
$1.75; 11, $1.35. 

Griddles—No. 7, $1.50 each; 8, $1.55; 9, $1.80; 10, $2.85; 
12, $2.60; 14. $8.35; 16, $4.00. 

Store Kettles —No. 7, Round, $3.76 each; 8, $4.25; 9, 
$5.25: 7, Flat, $3.75; 8. $4.25; 9, $5.25. 

Skillets or Spiders—No. 4, $1.25 each; 5, $1.45; 6, $1.50; 
7, $1.60; 8, $1.75: 9, $2.15; 10, $2.55; 11, $3.15; 12, $3.80. 
Scotch Bowls—No. 2, $2.45 each; 3, $2.75; 4, 3.15. 

Waffle Irons—No. 7, $2.75 each; 8, $3.25; 9, $3.65; 7-D, 
$8.85; 8-D, $3.75; 11, $8.75; 12, $6.25. 


HOLLOW WARE—STEEL—Fry Pans, Acme—No. 00, 20c 
each; 0, 25c; 1, 30c; 2, 35c; 3, 40c; 4, 45c; 5, 55c; 6, 
65c; 7, 80c. 

Griddles—No. 8, $1.00 each; 9, $1.25; 10, $1.40; 12, 
$1.80; 14, $2.00' 16, 82.35. 

Skillets or Spiders—No. 7, $1.20 each; 8, $1.35; 9, $1.45; 
10, $2.00; 12, $2.35; 07, 45c; 08, 50c; 09, 65c; 1010, 75c; 
012, 95c. 


HOOKS AND EYES— (Price per doses)— 
Screw Hooks 
Steel Brass 


0 





1 



.50 


2 



.45 


3 





4 

or 

104. 

.30 


5 

or 

105. 



6 

or 

106. 

.15 

.75 

7 

or 

107. 

.15 

.60 

8 

or 

108. 


.45 

9 

or 

109. 

.10 

.35 

10 

or 

110. 


.30 

11 

or 

Ill. 

.10 

.25 

12 

or 

112. 

.10 

.20 

13 

or 

113. 


.15 

14 

or 

114. 


.10 


Screw Eyes 


Steel 

Brass 

.45 


.40 


.35 


.30 


.25 


.20 

.75 

.15 

.60 

.15 

.45 

.10 

.40 

.10 

.35 

.10 

.30 

.10 

.25 

.05 

.20 

.05 

.15 

.05 

.10 


Gate Hooks and Ey< 
Site 134 

No. 40, steel... .20 
No. 1040, brass.. .60 
Gross lots, 85% off 
Oeiling — 

234-inch east iron.... 

2 % -inch east iron.... 
2%-Inch, other finishes 

Oast, coppered. 

Wire, coppered. 

Wire, Japanned. 

Wire, tinned. 

Wire, nickel plated... 
Wire, brass plated.... 

Obat and Hat— 
Double, cast, heavy... 

Single, oast. 

Medium, cast . 

Heavy, east. 

Oast, nickel plated.... 
Oast, copper finish.... 
Oast, brass finish .... 
Cast, bronse, all fin... 

Porcelain, solid. 

Wire. Japanned . 

HOSE FIXTURES—Hose 
45c lb. 


8 234 8 834 4 

.25 .80 .40 .45 .50 

.75 .90 1.10 1.50 1.75 

Hf!' Wire, tinned. 

*0 Wire, nickel plated... 

1*50 Clothes Line— 

i'aq Malleable iron, Jap... 

*g 5 Malleable iron, Galv.. 

*65 Grass— 

.40 14-in., 16-in., 18-in... 

*45 Bronzed. 

!45 12 -in., enameled, green 

^70 12 -in., enameled, black 

Finest quality steel.. 

Forged tool steel. 

# g 0 Hammock— 

*55 To screw. 

1.00 With plate . 

1^50 Hay Fork— 

1.85 %-inch pi. wr’ght steel 

L25 %-inch pi. wr’gfct steel 

l!l 5 34 -inch galvanized ... 

4.75 %-inch galvanized . . . 

.15 7-16-inch galvanized. . 

.25 34 -inch galvanized . . . 

Washers — %-inch, dot., 5c; 


6 

.90 

2.00 

.80 

.40 

Ea. 

.10 

.15 

Each 

.50 

.65 

.60 

.75 

.90 

.60 

.15 

.15 

.30 

.45 

.15 

.15 

.20 

.25 

bulk. 


Hose Couplings—Cast Brass, Common—34-inch, 80s sash; 
%-inch, 80c; 1-inch, 45e.. Heavy Brass, Clincher, %-inch, 

85c; %-inch, 35c. 

Brass Hose Clamps—34-inch, 5e each: %-inoh, 5c; 1- 
inch, 15c; 1 34 -inch, 20c; 134-inch. 80c; 2-inch, 86e. 

Galvanized Steel Hose Clamps— 34 -inch, 5e each; %-inch, 
5c; 1-inch, 5c; 134 -inch, 15c: 134 -inch, 20c; 2-ineh, 25e. 

Hose Menders—Clincher, 34-ineh, 10c each; %-ineh, lOe. 
Sherman Seamless Brass, 34-ineh, 10c; %-inch, 10c. Wood, 
34-inch, 2 34c; %-ineh, 234e. Caldwell Hoae Straps, 34-inch, 
2 34c; %-inch, 234c. Ohldwell Hose Strap Pliers, No. 1 
for 34 or %-inch Hoao Band*, 20c each. 

Hose Nozzles—Boston, %-inch, $1.00 each. Magic, %-inch, 
$1.25. Oakland Pattern, %-incn 65c. 


HOSE, GARDEN—Coupled in 50-ft. lengths—Cotton, 34-inch, 
20c; %-inch, 23c;4-ply, black, 34-inch, 1534c; %-inch, 

19 34c; 5-ply, black, 34-inch, 1634c; %-inoh, 20c; 5-ply, 
red, 34-inch, 17c; %-inch, 24c. 

Reels, not coupled, per ft.—Electric, corrugated, 34-inch, 
26c; %-inch, 29c, 1-mch, 40c; Electric, smooth, 34-inch, 
24c; %-inch, 27c; 1-inch, 36c; Second Grade, 34-inch, 22 34c; 
%-inch, 25 34c; Third Grade, 34-inch, 22c; %-inch, 25c; 
Fourth Grade, 34-inch, 19 34c; %-inch, 22 34c. 

IRON SHEETS— 

Galvanized— Out Sheets Full 8heeti 

10 to 20.17 .16 

20 to 30 .18 .1634 

Black Sheets— 

10 to 16.15 .1234 

18 to 24.16 .14 

26 to 30.18 .15 

Corrugated 8heets, Galvanised— 

26 Ga.11.25 

28 Ga.10.25 

Rockfsee 8iding.11.50 

Brickface Siding 28 Ga. 8.25 

IRONS— 


Plane, 8tanley or Bailey— 

2 34-inch Single .. 

.. 1.10 

134-inch, Block ... 

. . .75 

1 %-inch Double .. 

.. 1.25 

1 %-inch Single..., 

... .80 

2-inch Double .... 

.. 1.35 

2-inch Single . 

, .. .85 

2 34 -inch Double .. 

.. 1.45 

234-inch Single ... 

, . . .95 

2%-inch Double .. 

.. 1.70 

2 %-inch Single ... 

, .. 1.05 

2%-inch Double . . 

. . 1.85 


IRONS—Sad. Common, 20c lb. 

Mtb. Potts—No. 50, $4.00 per get. 
70, $4.25; G. Pressing, 15c lb.; 


T Tailors' Goose, 25c 


lb.; N Gasoline, $5.25 each. Handles, 85c; Asbestos No. 89. 
82.45. 

KIT 8 Lunch— 

Thermo*—891-895, $8.75; 892-896, $4.00: 898-897, $4.86; 
894-898, $6.00. 

Universal—No. 810, $4.50 each; 820, $5.00; 410, $4.75; 
510, $5.25; 3070, $4.00; 4070, $6.00. 

KNIFE—Corn 

Corn King, 60c; No. 12 Handy, 65c. 

KNIVES AND FORKS— 

Iron handled, set, $1.75. 

KNIVE 8—Hay- 

Lightning, $2.25; I wan Slekla, $8.25; I wan Serrated, 
$8.25; Heaths Upright, $2.75. 

KNOBS— 

Maple base, each, 6e; dot., 85c. 

LACING—Belt- 

Rawhide, Cut 

Size 34, per ft.08 

Size 5-16, per ft.08 34 

Size %, per ft.04 

Size 7-16, per ft.05 

Size 34, per ft.0634 

Size %, per ft.0734 

Size %, per ft.09 10 . 

Wire 8, 9, 10. 

0 and 1, coil...76 0, 7 . 

LADDERS—Extension, No. 1, 45c foot. Step, Olim a x , 
foot: Special, Crescent, 55c foot; Standard. 40e foot. 

LAMPS —Coleman Quick-Lite, Gasoline—€0829, Eastern 
Central States, $9.00; Rooky Mt. and Psc. 

$9.50. 

LANTERNS— Coleman Quick-Lite, Gasoline, LQ827 — East and 
Central States, $7.50; Rocky Mt. and Pae. Coast States. 

8 . 00 . 

Note —General rise in lantern prices will be itemized 
next month. Ask your jobber. 

LANTERNS—Diets Tubular. 


0 and 1, coil.60 


2, coil 
8, coil . 
OM, 1M, 


2M, 


8M spl. 

Hooks 


.79 

.80 

.80 

Dot. 

.05 
.06 
.10 
70s 

and 
States, 


Hot Blast Lanterns 
Little Star Tin Lanterns .90 


1.25 

.95 

.95 

1.00 

1.85 


Hl-Lo Tin Lanterns.. 

Victor Tin Lanterns. 
Monarch Tin Lanterns 
O. K. Tin Lanterns... 

No. 2 Royal Tin Lants. 

Cold blast Lanterns 
Junior Tin Lsnterns.. .95 
Junior Brass Lanterns 1.75 
Junior Brass Nlekel- 
platod Lanterns.... 2.00 
No. 2 Crescent Tin Lan¬ 
terns . 1.85 

No. 2 Blissard Tin Lan¬ 
terns . /7>.. 1.45 

Digitized by 


Same, Braaa Fount and 

Top .2.75 

No. 2 Large Fount Blis¬ 
sard Lanterns.1.85 

Little Wlsard Tin Lan¬ 
terns . 1.10 

No. 2 Wizard Tin Lan- 

teras .1.45 

Same, Braaa Foust and 

Top . 2.00 

No. 2 Largo Foust Wiz¬ 
ard Lanterns.1.65 

Same, Braaa Fount and 

Top .*-I® 

Daab and Wages Lanterns 
Buokeye Dash Lint'ns 1.88 
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vagoi__ 

Roadster Wagon Lan¬ 
terns . 1.76 

Driving Lanterns 
Eureka Driving, plain 

lens .2.00 

Same, with optical lens 2.86 
Octo Driving, pl'n lens 4.00 
8ame, optical lens... 4.76 
Union Driving, plain 

lens . 4.50 

Same, with optical lens 6.00 
Mill Lanterns 
Watchman's Mill Lan¬ 
terns, enamel fin... 2.25 
Underwriter's Mill Lan¬ 
terns .2.50 

No. 2 Bliszard Mill Lan¬ 
terns . 8.60 

Ftre Dept. Lanterns 
King Fire Dept. Tin 

enamel finish.4.75 

Same, Nickel lplated on 

Tin . 5.25 

Same, all Brass.6.00 

Same, Nickel-plated on 

Brass. 6.60 

No. 2 Wizard Fire Dept. 
Brass Founts with 

enamel finish.5.00 

Same, all Brass.6.50 


Same, Brass, Nickel- 

plated . 7.00 

Wall Lanterns 

No. 15 Wall Lanterns 2.50 
No. 25 Wall Lanterns 2.75 
No. 30 Beacon Wall 

Lanterns . 2.75 

No. 60 Beacon Wall 

Lanterns . 8.75 

Street and Hanging Lanterns 
Pioneer Street Lan¬ 
terns. Tin . 7.25 

Same, Brass Founts... 0.25 

Same, all Brass.12.00 

Pioneer Hanging Lan¬ 
terns, Tin.7.75 

Same, Brass Founts.. .10.76 
Platform Lanterns 
Imperial Platform Lan¬ 
terns ..12.50 

No. 1 Climax Platform 

Lanterns . 5.00 

No. 2 Climax Platform 

Lanterns . 5.25 

Nos. 1 and 2 Climax 

Nested .10.50 

Unclassified Lanterns 
Police Flash Lanterns 1.50 
Traffic Signal Lant’ns 4.00 
No. 12 Display Stand 
and Assortment... .24.50 


M O W ER8—Lawn 
Great America 


Senior .65.00 

Force Feed.80.00 


MOPS—Handled— 
Brown Daisy 

6 .86 

8 1.15 

7BD.1.25 

9BD.1.60 


O-Oedar 

8 . 1.50 

4 . 2.00 

10B .1.75 

11B .1.75 


MOP STICKS—No. 2, 25c each; No. 7, 50c each; 
each; No. 70 or Janitor’s, $1.00 each. 


Common— 



14-inch. 

9.50 


16-inch. 

.. 10 00 

24.00 

26.00 

Pennsylvania— 
14-inch. 

. 22 00 

29.00 

16-inch. 

.. 25.00 

82.00 

17-inch. 

. . soioo 

19-inch. 

.. 40 00 

9.00 

21-inch. 

.. 44.00 


LEAD—Bar, 20c lb.; Calking (100 lbs.), 17c lb.; Pig (100 
lbs.), 16c lb.; Sheet (full), 26c lb.; Wool, 35 c lb. 

LEVELS—No. 86, 12-inch, $8.85; 18-inch, $4.00; 24-inch. 
$4.75. No. 87, 12-inch, $4.50; 18-inch, $5.25; 24-ineh, 
$6.25. 

Marx Aluminum—12-inch, $8.75; 18-inch, $4.50; 24-ineh, 
5.50; 28, $6.25. 

No. 95. 24-ineh. $8.00; 26-inch, $8.25; 28-inch, $8.50: 
80-inch, $9.00. No. 96, 24-inch, $10.00; 28-inch, $10.50; 
80-inch. $11.00. 

Special Noe—No. 0, $2.00; 16, 24 and 26-inch, $4.75: 15, 
28 and 80-inch, $6.00; 26, $5.50. 84, $1.85; 4524, $5.00; 

4424, $6.60; 46 H, $5.25; 90, $8.75; $8, $5.00; 108, $1.00. 

LEVERS—Ice Box—Brass, 4*4-inoh, $1.85 each: 6-inch, $2.25; 
9-inch, $4.25. Galvanised, 4*4-inch, 60c; 6-inch, $1.25; 9- 
inch, $2.00. Tinned, 8 *4 -inch, $1.65; 11-inch, $2.65; 14- 
inch, $4.00; 16-inch, $5.75. 

LIFTERS—Hot Pan—25e each. Stove Oover, wire circular 
hanlde, 15c; straight wire handle, 10c. 

Transom, Coppered—*4x8-in, 45c eaoh; *4x4, 60s.; 5-16 
x4, 80c; 6-16x5, 90c. 

LINES, CLOTHES—Cotton, Braided—No. 850, 65c eaoh; No. 
450, 46c each. 

Gotten. Twisted—No. 140, 60s each; 150, 55c. 

Wire Twisted—50 foot 20 gauge, 50c; 75 foot 20 gauge, 65c: 
100 foot 20 gauge, 76c; 60 foot 18 gauge, 70c; 75 foot 18 
gauge 85c: 100 foot 18 gauge, $1.05. 

Wire, Solid—100 foot 9 gauge, $1.00 each. 

LOOKS—Rim—Steel, 75c set; Cast, 60o set. 

MANILA ROPE—8-16-inch to *4-lnch, 50c per lb; %-ineh 
and larger, 45c. 

MATS, DOOR—Cocoa Fibre, Fine, 14x24, $2.00; 16x27, $2.50; 
18x80, $2.75. 

Cocoa Fibre, Medium—16x27, $8.25; 18x80, $4.25; 20x88, 
$5.00; 22x86, $6.25. 

Steel—15*4x28*4, $8.00 each; 17*6x80, $4.00; 21*6x86, 

S 6 . 00 . 

teel Matting in Rolls—Per sq. ft, $1.20. 

MATTOCKS— Each. 

Short Cutter, Standard, 5*4 lbs. 1.50 

Long Cutter, Standard, 6 lbs. 1.65 

Pick, Standard, 6 lb. 1.65 

Handled, DE8. 1.00 

Handled. OB 8*6. 1.65 

Handled 8 Q 8*6. 1.25 

MAULS—Post—10-lb., $1.65 each; 13-lb., $2.25; 16-lb., $2.75; 
18-lb., $3.10; 20-lb., $3.45. 

Ship or Top—85c lb. 

Wood Choppers'—Adze or Round Eye, 80c lb. 

MILLS—Cider — 

Junior....42.00 

Medium.48.00 


NAILS—New Base, $5.50. 

NETTING, POULTRY—Hexagon, Galvanised after Weaving— 
2 inch. 20-gauge—List roll, 12 in, $2.14; 18 in., $8.08; 

“ it}!.{!; 52 fc !f&. •• «•»“ «<•- «’■»: 

9 $ 12 . 00 , 

Sell Chit (lin ft.)—12 in- 2c; 18 in., 8c; 24 in., 4e; 80 in 
5c; 86 in., 6c; 48 in.; 7\4c; 60 in., 9o; 72 in., I0^6c. 

®° u . 12 $5.15; 18 in., $4.58; 

6o ‘S:; ii3 7 ?a ; 8 73 k.*»i6°7 : s 86 iB - <7 - 88: 48 in - * 10 - 50: 

SeU ^11 Roll—12, $3.55; 18 in., $5.10; 24 in, $6.50; 

72 in'* $16 7 i 86 *“** * 8 * 85 ’ 48 *“•* 911.80; 60 in., $14.75; 

Sell Cut (lin. ft.)—12 in., 8c; 18 in.. 4*6e; 24 in, 6c* 
80 in., 7c; 86 in., 8c; 48 in, 10 *6 c; 60 in, 18o; 72 in, 16e. 
l-inch 20-gauge—List Roll, 12 in, $4.95; 18 in, $7.12; 

60 fc %^;°7^V^5 36 ln - $12 * 88; 48 ^* 60 ' 

Sell Full Roll—12 in, $5.55; 18 in, $8.00; 24 in. $10 20* 
72 in.’, $27 85 ; 8 ° $18 ’ 90 ; 48 918.66; 60 in, $28.25; 

®? u (lin ft.)—12 in, 5c; 18 in, 7c; 24 in, 9c; 80 in, 
11c; 86 in, 12c; 48 in, 16*6c; 60 in, 21c; 72 in, 25o. 

% -inch 20 gauge—List RolL12 in, $8.55, 18 in, $12.80; 

!o ‘fc. , *te; 80 73V 1 ?iV.i 5 4# ^ * LtB! “ ^ 

Sell Full Roll—12 In, $9.60; 18 in, $18.85; 24 in 817 65- 
78 In" 848°lo : ** W4-0 ° : 48 W$.00; 60 to" $40.101 

Sell Cut (lin. ft.)—12 in, 8*4c: 18 in. IIUa* ti in i*«. 
80 in, 19c; 86 in, 21o; 48 in, ioe; 6o’in, 86e; 72 In!, 48c'. 

NIPPERS, CUTTING- 


Kraeuter's— 
5-inch . 


14-inch . 

3.35 

_1 

UticSr— 

Compound, 6*4*ineh.. 
Compound, 7 *4-inch.. 
Compound, 9-inch.... 
Utica— 

OocnmoiL K-lnsti 

6-inch . 

. . t 1 50 

2.65 

7-inch . 

- - T 1 $5 

8-inch . 

- - - 9 15 

8.15 

Nettleton'e— 
6-inch .. 

... 2.00 

8.75 

1.60 

1.85 

8-inch . 

. . . 2.25 

Common, A.innh 

10-inch . 

. . . 2.50 

Jeweler's, 8*4-inch... 
Jeweler’s, 4*4-ineh... 

12-inch . 

. .. 2.75 

2.00 

2.25 


NIPPLES—See Pipe Fittings— 

NUTS—Cold Punched U. 8 . 8 . Hexagon, Tapped—Size *1 5 
fe a 0 ;. 5 ' 10, » *» »•: %. » for 5e; 7-i6, J forsi; 

5c, 9-16, each 5c; %, each 5c; %, 2 for 15c; % seal 10a; 

1 inch, each 15c. In quantity sell at cost, plus 50 per cam. 
Hot Pressed U. 8 . 8 . Square, Tapped fliae u fln* 

% Ui 8 f2r £ °s« 8 #; at 51 o' £. f 0 e 6 c; a?*' 5 <f?5c; 7-16, hor^i 
*4, 8 for 5c: * 4 , 2 for 5c; %. each 5o: * 4 . to*. 

1-in, 2 for 2&c. in quantity sen at cost, pins &0 par cant. 

Tapped, U. S. 8.—8-16, 80c dos.; * 4 . 95a: 5-16 
40c; %, 66c; 7-16, 75c; *6, 90s; %, $2.00. 

OAKUM—Plumbers, 20a lb.; Navy, 80c lb.; Best Uaspum. 

0!L 3-in-l, 1-oz. bottle, 20c each; 3-os., 85c; 8-oz„ 65c: 2*4- 

os* SiS* 35 ^ Household Lubricant, 4-os. can, 25<s each; 8 

OILERS— 

Oopperised Steel— 


18 

14 . 
14B 
15A 
16 . 


Cotton 

120 .90 

140 1.10 

180 1.35 

220 . 1.50 


.40 
.45 
.55 
.60 
.65 

Cannon Pump—Brass- 

11 .2.75 

12 .8.00 

18.8.50 

Cannon Pump—Tin— 

1 .1.75 

2 .2.00 

2*4 .2.25 

OPENERS (Can)— 


Felloe— 


2.25 

1.75 

1.85 

2.00 

2.15 


00 

0 

1 

2 

3 

4 

5 

6 


No. 18, 50c 


No. 

4 . 

Each. 

.10 

No 

140 . 

Each 

..15 

16 . 

.15 

340 . 

. 30 

100 . 



T 


Digitized by VjO 

OQle 


.15 

.15 

.20 

.25 

.80 

.85 

.40 

.45 
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HARDWARE WORLD 

RETAHi SEU.TNQ PRICES—Oontianed. 


OTSNS, PORTABLE— Bom — 




No. 

012 . 

Bach. 

. 6.25 

No. 

650 

700 


Each. 

_ - T 5 50 

055 . 

. 6.75 


.... .. 5 50 

0200 . 

. 6.25 

750 

765 



450 . 

. 6.50 


- - -1 6 76 

Perfection- 
121 G . 

. 6.25 

17 

G... 

. f 19S 

Pinney A Boyle- 


122 

G... 

. 7.50 


88 


. 8.50 

18 . 

. 8.25 

87 


. T A 16 

17 . 

. 4.00 

87 

g *!! 

. A 25 

PACKING—Sheet Rubber—Standard 
30c. 

i a. 

85c lb.; Rainbow, 


Italian Hemp—Oomomn, 75c lb. 

Square Flax, braided, $1.60. 

Piston Spiral—Steam, high pleasure, $3.50; steam or 
water, low preasnre, $1. •. 

PADS—Sweat—No. 63 N12, Red Edge, $1.00; No. 146 A 12, 
Blue and White Striped, $1.50. 

PADLOCKS—Corbin— 


No. 

368 . 

Bach. 
... A 6 

No. 

1808 . 

Bach. 

2802% . 

... .45 

8803 . 

1G 11 A5 

2822 % . 

... .65 

8302 N 0. 

. 75 

2863 . 

... 1.26 

21080 . 

. ioo 

2873 . 

2880 . 

... 2.10 

... 2.86 

Yale- 

228 . 

. 1.00 

2881 . 

... 8.00 

225 . 

. 1.40 

2882 . 

... 4.60 

458 J . 

.45 

Miller— 

1 . 

016 . 


458 X. 

..45 

... 1.85 
... .85 

588 . 

565 . 

. 2.26 

18 . 

... .40 

685 . 

.2.50 

18 L.. 

... .40 

685 . 

.2.26 

10 . 

... .40 

645 J . 


21 . 

... .50 

808 . 


78 . 

... .55 

805 . 


78 .. T r . 

• Jf 

605% . 


78 tTtf . 

... 1.00 

818 . 

.2.75 

36 »» , - 

... A6 

815 . 


36C t t. . 

... . 76 

828 . 


121 t - - r r - 

... .85 

838 . 

. 8.50 

5441 . 

... 1.16 

848 . 


fll a wee nlrnv^M 


858 . 

. 4.50 

DllTZaUfr"" 
1802 . 

... .75 

8454 . 



PAINT SUNDRIES— 
Alcohol—(Denatured)— 

1 gallon.2.00 

5 gallon. 1-70 

Alum— 

Pwd., less than 100 


Lard. No. 1. 

Lin-O-Oil. 

Neatsfoot No. 1... 

Neutral . 

Paraffine. 


lbs., lb. 


.14 


Benzine— 

New cans, casd., gal. .60 
Old cans, uncBd, gal. .40 

Coal Tar 
5-gal. 

1-Gal. 

Creosote- 
Gal. .. 


Paint, Dry Colors— 

Umber . 

Chrome Green, Med 

Graphite . 

PrinceBS Metallic.. 

Sienna . 

Venetian Red .... 
Yellow Ochre .... 


1.80 

.90 

2.40 

.60 

.85 

.12 

.20 

.06 

.06 

.11 

.08 

.05 


.Gal. .50 

.Gal. 65 


Painters’ 

I-Gal. 


Petroleum— 
.Gal. 


.40 


.70 


.50 

.50 


.08 


.09 
.09 % 


Distillate— 

Light, gal.40 

Glue— 

No. 2 Gelatine. . . . 

Chicago White . . . 
Kalsomine, White— 

Bbls., 280 lbs_ 

Kegs, 100 lbs.08 % 

4 25-lb. pkgs., bulk .09 

25 lbs., bulk.09 

Less 25 lbs.09% 

100 lbs. 5-lb. pkgs. 

Less 100 lbs. pkgs. 

Lamp Black—Bear Brand— 

1-S, lb. pkg.45 

%-S.30 

%-S.20 

Linseed Oil, Boiled— 

5’s Gal. 1.21 

l’s .Gal. 1.50 

%’s .%-Gal. .85 

%’s Qt. .50 

%’s .Pt. .30 

Raw Linseed Oil. 2c less 
than price of boiled. Paint¬ 
ing c ontractors’ price on 
Linseed Oil, 5c above cost, 
according to quantity. 

Oil— Gal. 

Floor.75 

Gloss . 1.50 


Paints. Ready Mixed—1st 

g rade, white — 

als.Gal. 4.40 

%-gals.%-Gal. 2.80 

Quarts .Qt. 1.25 

Pints.Pt. .70 

%-pints ....%-Pt. .40 

1st Grade, Colors— 

Gals.•.. . . Gal. 4.25 

%-gals. . . .%-Gal. 2.25 

Quarts .Qt. 1.20 

Pints .Pt. .65 

% -pints .... %-Pt. .35 

2d Grade, White or 

Colors— 

Gals.Gal. 2.90 

%-gals. . . . %-Gal. 1.60 
Quarts .Qt. .95 

Inside Floor— 

Gals.Gal. 2.90 

%-gals. ...%-Gal. 1.60 
Quarts .Qt. .95 

Porch— 

Gals.Gal. 4.25 

%-gals. . . .%-Gal. 2.25 

Quarts .Qt. 1.20 

Plaster Paris— 

Less sack, lb.03 

Putty, Bladder— 

Less than 100 lbs. .07% 
Putty, Bulk— Lb. 

1-lb. cans.15 


2-lb. Cons. 

8-lb. Cans. 

5-lb. Cans. 

10-lb. Cans. 

25-lb. Cans. 

85 lb. Cans.. 

Rosin- 

Lb. 

Tints, Kalsomine— 
Barrels, 280 lbs... 
Kegs. 100 lbs..... 

100-lb. bulk. 

25-lb. bulk. 

Less 25 lbs.. 

PANS—Acme Frying- 

No. 00, each. 

No. 0, each. 

No. 1, each. 

No. 2, each. 

No. 8, each. 


33 

.03 

.08% 

.08 

.06% 

.14 


.03 

a* 


100 lbs., 6-lb. pkn. 
Less 100 lbs. 6-lb. 
Pkgs. 


A3% 

AO 

Turpentine— 

5’s Gal. 1.42 

l’s .Gal. 1.55 

%’s .%-Gal. .90 

%’s .Qt. .50 

%’s Pt. .30 


Painting ontractors’ pries 
on turpentine: 6 gals, or 
more, 3c aboTe cost; less 
6 gals., 5e above, cost. 


.20 No. 4, each.55 

.85 No. 5, each...60 

.40 No. 6, each.80 

.45 No. 7, each.30 

.50 


PAPER—ASBESTOS—1-16 and under, full roll, per lb., 18c; 
cut, per lb., 25c; over 1-16, full roll per lb., 14c; cut, per lb., 
25c; Asbestos Millboard, 30c per lb. 


BUILDING— PAB Imitation PAB 

No. 1-500. 4.25 8.75 

No. 1-1000. 8.25 7.25 

No. 2-500. 6.25 4 5 25 

No. 2-1000. 12.00 3.75 

No. 3-500. 9.00 7.85 

No. 3-1000. 17.50 14.75 


Red Resin—17-lb., $1.50; 20-lb., $1.75; 25-lb., $2.25; 
30-lb., $2.65. 


Black Glased—No. 1, 500 sq. ft. roll, $1.76; 1000 sq. ft. roll 
$8.00; No. 2, 500 sq. ft. roll, $2.60; 1000 sq. ft. roll, $4.50; 
No. 8, 500 sq. ft. roll, $8.25; 1000 sq. ft. roll, $6.00 


FELT—Asphalt 
lb. .08 


saturated, per roll, $8.25; Deadening; per 


INSULATING—No. 8, per roll, $2.26; No. 10, per roll, $8.50. 
ROOFING— 

Standard or 


Cronolite— 

1 ply square. 3.00 

2 ply square. 8.50 

8 i>ly square. 4.00 

Malthoid or Rubberoid 
Roofing— 

1 ply . 4.00 

2 ply . 6.00 

SAND AND EMERY—Per quire of sheets— 

Carborundum 
B. & A. 


8 ply.6.00 

Malthoid Junior.4.25 


Roofing Cement- 
Preservative 

Bbls.. per gal..30 

6 Gal., per gaL.1.25 

1 Gal., per gaL.1.85 

Pint ....... .80 


0 

% 

1 

1% 

2 

2% 

3 

.80 

.95 

1.10 

1.30 

1.50 

1.75 


.45 

.50 

.55 

.60 

.75 

.85 

*.95 

.40 

.45 

.50 

.60 

.70 

.75 

.90 

.80 

.85 

.90 

1.00 

1.10 

1.20 

1.45 


Aloxite 

SHEATHING—Red or gray 20-lb., $1.50 per roll; 25-lb., $1.75; 
80-lb., $2.00. 

PEAVIE8—- 

Socket. 

wry. Maple. Hi_ 

5.75 

6.00 

6.75 


2%x4 ... 

Maple. Hickory. 

... 4.35 6.25 


Maple. 

3%x4% 

_5.26 

2 % x4% . 

.. . 4.50 5.50 

5 . 

_5.86 

2%x4% . 
2 % x5 . . . 

.. . 4.65 5.75 

. . . 4.85 5.85 

8x5 .... 

- 6.00 


PERCOLATORS. COFFEE—Universal— 


46 5.50 

48 . 6.00 

52 5.25 

54 5.50 

56 6.00 

58 6.75 

64 6.00 

66 6.50 

69 7.25 

614 8.00 


1 4 .............. . . 6.75 

76 7.00 

79 ... .. 7.75 

714 8.50 

464 6.75 

466 7.25 

469 8.00 

474 7.25 

476 7.75 

479 8.50 


Percolator Tops, 15c each. 

PICKS—Railroad, 5-lb., $1.25 each; 6-lb., $1.35; 7-lb., $1.50; 
8 lb., $1.75; 9-lb., $2.00. 

Drifting—No 1, $1.10 each; 2, $1.25; 8, $1.35; 4, $1.50. 
PINS—Clothes— C—Common, 10c dos.; US—Spring, 20c; H— 
Hoyt’s Spring, 15c. 

PIPE— Standard Black Galvanised Catting and 

Cut Full Out Full Threading 





Length 

Length 

Length 

Length 

Cute Threads 




Pr. Ft. 

Pr. 100 

Pr. Ft. 

Pr. 100 

Bach 

Bach 


% 

-inch. . . . 

.05 

4.80 

.07 

6.80 

.04 

.08 


% 

-inch 

.05% 

5.25 

.08 

7.45 

.04 

.08 


% 

-inch . . . . 

.05% 

5.25 

.08 

7.45 

.04 

.08 


% 

-inch 

.07 

7.10 

.09 

8.85 

.04 

.08 


% 

-inch 

.09% 

9.00 

.11% 

11.20 

.04 

.08 

1 


-inch 

.14 

13.40 

.18 

16.50 

.04% 

.09 

1 

% 

-inch 

.19 

18.05 

.23% 

22.30 

.05% 

.11 

1 

% 

•inch 

.22% 

20.05 

.28 

26.65 

.06 

.12 

2 


-inch 

.31 

28.90 

.38 

35.00 

.07% 

.15 

2 

% 

-inch. . . . 

.48 

45.65 

.61 

56.85 

.11% 

.23 

3 


•inch. . . . 

.61 

59.80 

.78 

74.30 

.15 

.30 

3 

% 

•inch 

.84 

80.40 

1.17 

112.30 

.19 

.38 

4 


•inch. . . . 

.99 

95.30 

1.39 

132.85 

.26% 

.53 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


PIPE—Gas and Water—Black—%-inch, 6%c foot; V4 -inch, 
7c; %-inch, 7c; Vi-inch, 9c; %-inch, 12c; 1-inch, 18c; 1%- 
inch, 28c; 1 %-inch, 27c; 2-inch, 37c. 

Galvanized—Vi-inch, 9c foot; Vi-inch, 10c; %-inch, 10c; 
Vi-inch, 11 Vic; %-inch, 14c; 1-inch, 21c; 1 Vi-inch, 29c; 
1 Vi-inch, 35c; 2-inch, 45c. 

PIPE, STOVE—Nested, Tull Joints—8 inch, 45o joint; 4-inch, 
45c; 5-inch, 45c; 6-inch, 50e; 7-inch, 50c. 

4-Inch, Japan, 45c; 5-inch, Japan, 45c; 8-inch, Galva¬ 
nised. 40c: 4-inch, Galvanized, 50c; 5-inch Galvanised, 60c; 
6-incn, Galvanised, 70c. 

Half Joints—5-inch, 20e joint; 6-ineh, 25c. 

Taper Joints-—6-inch to 5-inch, 50c joint; 7*inch to 6-inch, 
50c. 


PIPE FITTINGS—Price each—Black. 






% 

V4 

% 

% 

% 

X 

1% 

1% 

2 

Bushings . 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

Caps.10 

.10 

.10 

.10 

.10 

.15 

.20 

.20 

.35 

Couplings ... .10 

.10 

.10 

.15 

.15 

.20 

.30 

.35 

.45 

Crosses . 

.15 

.15 

.20 

.30 

.45 

.50 

.55 

.90 

Elbows, 90 de. .10 

.10 

.10 

.10 

.10 

.15 

.25 

.30 

.45 

Elbows, 45 de. ... 

.10 

.10 

.10 

.15 

.20 

.35 

.40 

.60 

Elbows, Red. 

.10 

.10 

.15 

.20 

.20 

.30 

.35 

.60 

Elbows, S. Out. .. . 


.10 

.15 

.25 

.35 

.55 

.65 

1.15 

Elbows, Street .15 

.io 

.10 

.15 

.20 

.20 

.25 

.30 

.60 

Floor Flanges. ... 

.20 

.20 

.25 

.25 

.30 

.35 

.45 

.65 

Lock Nuts... .10 

.10 

.10 

.10 

.10 

.15 

.20 

.20 

.25 

Plugs.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

♦Reducers. 

.15 

.10 

.10 

.15 

.20 

.20 

.25 

.40 

Ret. Bends, Cl. .. . 


.20 

.20 

.25 

.45 

.55 

.70 

1.00 

Tees . . ..15 

.io 

.10 

.15 

.15 

.15 

.30 

.35 

.60 

Tees, 4-way. 


.10 

.15 

.20 

.40 

.65 

.90 

1.45 

♦Tees. Rea.. 

.is 

.15 

.15 

.20 

.20 

.35 

.45 

.80 

Unions .20 

.20 

.20 

.25 

.30 

.35 

.45 

.60 

.75 

Galvanized— 









Bushings . 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

.35 

Caps .15 

.10 

.10 

.10 

.15 

.20 

.30 

.35 

.55 

Couplings . . . .10 

.10 

.15 

.15 

.20 

.30 

.40 

.50 

.60 

Crosses . 

.20 

.20 

.30 

.40 

.65 

.75 

1.00 

1.60 

Elbows, 90 de. .15 

.10 

.15 

.15 

.15 

.26 

.35 

.45 

.75 

Elbows, 45 de. ... 

.10 

.10 

.15 

.20 

.30 

.55 

.60 

.90 

Elbows, Red. 

.15 

.15 

.15 

.25 

.25 

.45 

.55 

1.00 

Elbows, S. Out. .. . 


.15 

.20 

.35 

.50 

.75 

.95 

1.65 

Elbows. Street .20 

.io 

.10 

.15 

.25 

.30 

.45 

.50 

1.00 

Floor Flanges .. . 

.40 

.45 

.50 

.55 

.60 

.75 

.90 

1.30 

Lock Nuts . . . .10 

.10 

.10 

.10 

.15 

.20 

.25 

.25 

.40 

Plugs.10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

.25 

♦Reducers . 

.20 

.10 

.15 

.20 

.30 

.35 

.40 

.65 

Ret. Bends, Cl. .. . 


.25 

.30 

.35 

.65 

.95 

1.15 

1.80 

Tees.20 

.io • 

.15 

.20 

.20 

.25 

.45 

.60 

1.05 

Tees, 4-way. 


.15 

.25 

.30 

.55 

.90 

1.25 

2.10 

♦Tees, Red. 

.20 

.20 

.25 

.35 

.35 

.60 

.75 

1.30 

Unions.30 

.30 

.30 

.35 

.40 

.50 

.70 

.90 

1.15 

NIPPLES—Black- 









Close .10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

Long .10 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.15 

4-inch Long. . .10 

.10 

.10 

.10 

.10 

.15 

.15 

.15 

.20 

5-inch Long. . .10 

.10 

.10 

.10 

.10 

.15 

.20 

.20 

.25 

6-inch Long. . .10 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

.30 

Galvanized— 









Close . 10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

.25 

Long .10 

.10 

.10 

.10 

.15 

.15 

.15 

.20 

.25 

4-inch Long. . .15 

.15 

.15 

.15 

.15 

.20 

.25 

.30 

.40 

5-inch Long. . .15 

.15 

.15 

.20 

.20 

.25 

.30 

.35 

.45 

6-inch Long. . .15 

.15 

.15 

.20 

.20 

.30 

.35 

.40 

.50 

2%-inch to 4 inch—Black only— 








2% 

3 


3% 


4 

Bushings . 


. .25 


.35 


.50 


.60 

Caps . 


. .50 


.75 


.95 


1.30 

Couplings . 


. .60 


.90 


1.20 


1.50 

Crosses. 


.1.55 


2.55 


2.85 


4.90 

Elbows, 90 degree 


. .85 


1.30 


1.70 


2.80 

Elbows, 45 degree 


. .90 


1.25 


1.70 


2.50 

Plugs . 


. .20 


.30 


.45 


.50 

♦Reduces . 


. .70 


1.05 


1.35 


1.70 

Tees . 


.1.05 


1.60 


2.05 


3.20 

Unions . 


.1.55 


2.10 


3.65 


4.35 

NIPPLES— 









Close . 


. .30 


.40 


.60 


.70 

5-inch long. 


. .50 


.60 


.85 


1.00 

6-inch long. 


. .55 


.70 


.85 


1.00 

8-inch long. 


. .95 


1.15 


1.35 


1.60 

10-inch long. 


.1.15 


1.40 


1.60 


1.95 


♦Reducers and Reducing Tees 1-inch and larger reducing 
to %-inch and smaller advance 50 per cent over prices shown. 

PIPE FITTINGS (STOVE)—Gaps, No. 0 15, 60c oaeh; 0-16, 
60o each. 

Dampers—No. 8, 4, 20c each; 6, 6, 25c; 7, 40c. 

Elbows—No. 8 Oorg., 25c each; 4, 80c; 5, 85c; 6, 40c; 

7, 45c. No. 8 Adj. 4 Pc., 85c; 4, 40c, 5, 40c; 6. 45c. 8- 
inch Adj. Galv., 40c; 4-inch, 45c; 6-ineh, 50e; 6-lnch, 55c. 
No. 8 Oorg. Jap., 40c; 4, 45c. 

In lots of 12 dosen, 5 per oent disoount from above. 

Flue Stops. Nos. 1 and 86, 20c each; 8, 20c each; 80, 20c 

8, 8% tin ken). 86c lb.; 4, 5, 86e; 6, 7. 8, 86c; 10, 86c. 
Roof Plates and Saddles, Nos. 15, 16 (Side), 00c each; 50, 
60 (Ridge), 75c eaeh. 


PISTOLS—Automatio—Obits’ .25 OaL, 922.00 eaeh; JM 6 
Cal. nickel, $27.00; .82 OaL $87.00; .88 OaL, pocket, $60; 
.45 Oal., military, $42.00. 

Smith A Wesson—.85 Cal., $81.50; Savage, .82 OaL, 
$27.00; .380, $28.00. 


PITCH—Navy Caulking—5-lb. can, 75c; 10-lb., $1.25; 25-lb.. 

$2.50; 50-lb., $4.50; %-bbl., $9.00; bbl., $18,50. 

PLANES—Block-Bailey—No. 9%. $3.10 each; 15, $3.25; 16, 
$3.45; 17, $3.90; 18, $3.75; 19, $3.90. 

Block, Stanley—No. 60. $3.60 each; 60%, $8.25; 61, 
$3.15; 65, $4.00; 101, 65c; 102, $1.25; 103, $1.50; 110 
$1.60; 120, $2.25; 130, $2.40; 131, $3.75; 203, $1.95; 220, 
$2.40. 

Iron, Bailey—No. 2, $5.25 each; 3, $5.40; 4, $6.00; 4%, 
$6.75; 5, $6.75; 5%, $8.45; 6, $9.00; 7, $10.50; 8, $12.50; 
3C, $5.85; 4C, $6.35; 4%C, $7.50; 5C, $7.50; 5%C, $8.25; 
6C. $9.50; 70, $11.25; 8C, $13.00. 

Iron, Stanley—No. 603, $6.35 each; 604, $6.75; 605, 
$7.85; 606, $10.00; 607, $11.50; 608, $13.50; 604C, $7.25; 
605C, $8.45; 6060, $10.50: 6070, $12.50; 6080, $14.50. 

All Wood—Plain, No. 8W, $2 % 50 each: 15W, $2.75; 21W, 
$5.60; 27W, $4.85. Razee, No. 5W, $4.65; 17W, $3.25; 
28W, $5.15; 29W, $5.50. 

Wood Bottom, Bailey—No. 22, $4.00 each; 24, $4.25; 26, 
$4.50; 27, $5.00; 28, $5.50: 29, $5.20; 80, $5.50; 81, $6.00; 
82, $6.50; 85, $5.50; 86, $6.00. 

Rabbet—No. 10, $8.60 each; 10%, $7.50; 75. $1.00; 78 
$4.65; 90, $5.50; 92, $5.40; 98, $2.65; 99, $2.65; 140, 
$4.00; 190, $4.00; 191, $3.90; 192, $3.50. 

PLATES—GAS, HOT—No. 501, $4.50 each; 502, $7.15; 503, 
$10.75; 702, $10.00; 703, $14.50; 722, $11.00; 723, $15.75; 
1001, $3.00; 1002, $4.75. 

PLIERS—Klein’s No. 201—6-inch, $3.90 each; 7-inch, $4.50; 
8-inch, $4.75; 9-inch, $6.00. Bernard’s No. 102—4%-inch, 
$1.85; 5%-inch, $2.25; 6%-inch, $2.75; 8-inch, $3.75. 


PLUGS—Spark—$1.00 each. 

PLUMBS AND LEVELS—Metallic, Stanley—No. 86, 6-inch, 
$2.25 each; 9-inch, $2.75; 12-inch, $3.25; 18-inch, $3.75; 
24-inch, $4.75. No. 37, 12-inch, $4.50; 18-inch, $5.25 • 24- 
inch, $6.25. 87G. 12-inch, $4.25; 18-inch, $6.25. 34V, 4- 

inch, $1.80; 6-inch, $2.25; 8-inch, $3.00; 10-inch, $3.85. 

Wood, Stanley or Dies ton—No. 00, $1.75; 0, $1.00; 2, 
$2.65; 2, $8.50; 18, *4-25; 25, $5.25; 80. $4.00; 85, 

$8.75; 45%, $5.75; 90, $5.00; 98. $5.50; 95, $8.75; 98, 
$4.50; 101, $8.25; 102, $1.00; 104, $1.26; 018, 22.26; 
6018, $8.00; 6024, $8.60; 6612, $2.26; 6618, $9.86; 

6524, $8.25. , „ 

Pocket, Stanley—No. 31, 2%-inch, 55c each; 8-inch, 65c; 
3 %-inch, 75c. No. 41, 20c. No. 44, 50c. No. 600, $2.25. 

Extra Level Glasses—No. 1, 1 % to 2-inch, 15c each; 2%- 
inch, 15c : 3 %-inch, 20c. No. 361, 40c. No. 862, 75c. No. 
371, $1.65. 

$2.65; 3, $3.35; 13, $4.10: 15, $4.50; 30, $4.00; 35, 

$3.25; 45%, $5.75; 90, $5.00; 93, $5.50; 95, $8.75; 98, 

POKERS, STOVE— 

No. 120, Straight, 90-ineh, 15c each; 126, Straight, 96-inoh 
20c; 200, Beat, 20-inch, 16o; 260, Bent, 16-inch, 20c. 


$ .75 

8-ineh . 

.96 

.59 

10-inch . 


.55 

No. 76. 


.60 

No. 60. 


.65 

No. 80. 


.75 

.85 

No. 81. 



•hi,* 


$ 1 . 0 $. 


quart. 


For 80 and 81.$ .76 

For 85.59 

Nos. 11 and 16, 2-in. 

8 -inch .60 

4- inch . 

5- inch .76 

6 - inch .66 

POLI8H (AUTO)—Durolae, 1 pi., 60c; 1 qL, $1.00. 

POLISH (FURNITURE)—Durolae, 1 pi., 

OaloL % Pt. 80e eaeh; 1 pint. 45c; 1 quart, 

$1.15: 1 gallon, $2.00; 5 gallons, $7.50. 

Liquid Veneer, 4 ounce, 80c each; 12 ounce, 60c; 1 
$1.25. 

O-Oedar—4 ounce, 80e eaeh; 12 ounce, 60e; quart, $1.25; 
% gallon, $2.00; gallon, $8.00. , _ 

Johnson's Prepared Wax, 6 ounce, 45c eaeh; 1 pound, 85c; 
2 pounds, $1.70: 5 pounds, $8.00. 

METAL—NonOlio, % pint, 50e eaeh; 1 pint, 75e; 1 quart, 
$1.25. 

SHOE—Shuwhite, 15e eaeh; Midnight OIL 25c; Royal, 15e; 
Jet-Oil, 15c; 4 0 8 Shoe Satin, 10c; 9 08 Shoe 8atin, 15e; 
1 O Satinola, 10c; 2 0 Satinola, 15e; 6 P 8 Shoe Satin, 10c; 
10 P 8 Shoo Satin, 15c; 5 P Satinola, 10c; 10 P, 8atinela* 
15 c. 

STOVE—Liquid, No. 6 Black 80k, 20e eaeh; 8, Black Silk, 
25c; 2, Black Eagle, 25c; 10 E, Enameline, 15c. 

Paste. No. 5, Black 8ilk, 15c each; 10, Black Silk, 25c; 
20 , Black Silk, $1.75; 01, Black Eagle, 45c; 95 Blaek Eagle, 

5 2.00; 4 E, Enameline, 15c; 6 E, Enameline, 15e; 75 Black 
ack, 25c; 1, Rising Sun, 10c. 


POTS—Fire. 

Gasoline, OAL. 


21 17.40 

71 .22.50 

72 .19.75 

5 20.85 

1 22.30 

Watering Galvanised 

4 Quart . 1.00 

6 Quart. 1.25 


8 Quart . 

10 Quart ........ 

12 Quart.. 

... 1.40 
.. . 1.60 
... 1.85 
... 9.96 

Tin 

4 Quart ........ 

... .86 


... 1.00 

$ Qn|rt ........ 

... 1.95 


... 1.60 


Digitized by 


Google 
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HARDWARE WORLD 


RETAIL SELLING PRIOBB. 


PULLERS—Nail—Six, 12.00 each; Rex, Jr., tl.85: Rad DeviL 
•2.50; Morrill's, $£2?; Little diant, 82*6. # 

Pt 5 iL 5T S ~7 Brai# 8cr#w » No. 850, H Inch, 20o each; %, 25c: 

SMh? 1°, ; 60 c. 80C; 40#; lhk ' 66 * *°* #70 ' % 40i 

ii?i a8 L fl t id rt- 115 v°* » 35o sseh; %, 80s. No. 

A 1 JO, H inch, 40o eseh; %, 45o. 

5 1 rM , 1 Upright—No. 500, 86e ssch. 

^^Oiothos Lino—No. 810, 2 inch, 20c each; 2)4. 25c. No 

?22k 2 2n’ 8 T£r. 8 £° 8 Ml®, 2 inch, 25o; 2)4. 85c; 1680, 25c; 
1670, 80c; 88500, 85o; 65000, 55c. 

ST. F 2r k 4. No * 12fl7 » ® 0c ••<*! 6®a. 60c; 796, 75c; 46, |1; 
*061, 21.75. 

Pt S I ^A Y ^7“ F I“5t~ N ^* 4 » Vr dot, 90c; No. 5, 

•1,00; No. 9, 96c; No. 105, 90c; No. 109, 90c. 

PUMPS—P. 8.—1, $6.00; 2, $5.40; 8, $6.10; 4, $7.00. 

PUTTY—Per lb, 16c. 

“ d i4 ^ 

^S^in—$1*60 Hors# BMpl —ld*ln, each •l.OO; 16-in, •1.25; 
18^n“V^0? Ori# •» ch $1.25; 16-in, •l.SO; 

uS; »^ a T"*!rio?fei I :nVo*o 1 : 35: i,to ' * i - so: 
uX? woTu ti!' *a!«0 95#: 1,!n - ,1,#! 14 to - • 1 - 50: 

RAZORS (SAFETY)— KT.re.dj 

No. }fo 

70 J; 2* J-gg 709 B - B1 « 8 «. pi, .,o 

800. ,Mh.1.00 * m 800 B, BUd,,. Pk,.... .50 

Enders 

• 0# - 1.00 000 B, BUn, Pkg.86 

Durham Domino 

1000, each . 1.00 1000 B, Blades, Pkg... 50 

v OIU#M * 

00, each. 7.60 480, each.g.Tfc 

4 JJ» • ach ..8-00 500, each.5.00 

460 B, each. 5.00 500 R a*n)i . a XX 

«?.••<* k .6.00 Sol mSt. :::::::: S:?® 

"IMfaiZ-# i?:S? 8 **»>•<«-. **• m 

An to Strop 

as' 21 ••••••*•••• • 5-2® «00 1 bI l *Bi»di7 pkf.; f.'oo 

•Sf: % Si? "»****&&*. » 

REELS—Hose—No. 1 Wire, $1.66 each; No. 60, Wood, MJ5. 
REVOLVERS— 

Oolts, Model Each 

Pocket Positive. 80.00 824 B .. 17** 

Police Positive Special 82.50 848, 868 .IIIIIIIXT TS 

?~ C ® a PoB,ti 7 e target 85.25 848 B, 868 B........ lsloo 

Army Special. 34.00 844, 854. 18.00 

aym-::::::: IS:®® Sal-. 8 ! 48 *;. %■% 

jW 4 * * “ eh r^ 60 846 8 . 

S£ W “ * w “«— 

225 S[„2 84 B .13.50 1006 Mniury Polio*. .84.60 

268, 278 .12.50 Regulation Police .... 82.50 

268 B, 278 B .......12.75 1*08 Hand Ejector... 80.50 

264, 274 .12.75 88 8. A W. Perfected 80.60 

264 B, 274 B.18.00 1*08 Military. 85.00 

Irer Johnson— 1911 Target. 86 00 

800,808,828.16.50 New Departure 88.... 80.60 

800 B, 808 B.16.75 

•04 .. Marlin— 

RIPLES—No. and Model— 22 £5™S* 4 **. 0 ® ?rl.. 18.50 

Daisy Air— Each 2JTD-—Round Brl... 21.80 

25 f. 5J85 TD~P c ta«on Bariol. 24.55 

40 . 5 25 TD—Ronnd Brl.. 15.60 

8 . 8 00 l 8 ? 7 ID—Round Brl. 22.75 

80 .2*86 T^-Octagon Barrel. 24.80 

12 .. ».oo 4 <td—O ctagon Brl... 16.64 

* . 6 TD—Round Brl....10.46 

King Air— 8 A TD—Round Brl..78.27 

4 .2.95 12 TD—Round Brl...28.48 

8 . 8.15 TD—Octagon Brl....81.95 

J1 . 2.00 14 A TD—Standard..58.86 

22 . 2.85 TD—Carbine.57.25 

804 B .17.25 16 A TD— Standard.. 44.61 

828 B .17.00 Savage — 

824 . . 1899 250 800C . .60.00 


18J9 TO, Tenth'wt ..55.00 

189 8F .48.00 

1J04 TO, Single shot. 9.75 
1914 TO, Hammerless 28.60 
8tevena— 

Little Scout . 7.50 

Crack Shot . 9.50 

Marksman .11.00 

Favorite .18.00 

70 TD, .22.19.00 

1919, .22 .26.75 

Winchester- 

1886 SF—Round Brl. 49.00 
TD—Round Brl. 64.80 
1890 TD—Oct. Taney 67.50 
TD—Oct. Plain. 81.50 


1892 SF—Round Brl. 87.60 
SF—Oct. Brl. ..89.40 
TO—Oct. Brl... 45.76 
SW—Carbine ..88.55 

1894 8F—Round Brl. 40.85 
SF—Oct. Brl... 42.60 
SF—Carbine .. 86.85 
TO—Oct. Brl. ..54.50 

1895 SF .58.15 

1895—Govt. Model.. .58.15 

1895 TO.67.10 

1902 TD—22.10.50 

1908 TD—Plain.44.80 

1908 TD—Fancy ....69.00 
1904 TD .22 .12.60 

1906 TO.28.55 

1907 TO.61.50 

RIVETS—Slotted Clinch, Ooppered Steel—No. 9, 16c bos; 98, 
10c box. 


-With Bn: 


)6 Lbs. 

Lbs. 

Rise. 

)6 Lbs. 

Lbs. 

.85 

.65 

7—Asst. . 

.. .85 

.70 

.85 

.65 

8 

.. .40 

.70 

.85 

.70 

9 

. . .40 

.75 

.40 

.70 

10 

. . .40 

.75 

.40 

.75 

12 

. . .45 

.80 


Copper 
Sis* 

7—g 
8 
9 

10 
12 

Copper Iron, with Burrs—08 Asst, 25c, %-lb. box; 010, 20s. 

RI 7^T?T 1 Ti l n * r V“? Uc . 1 ‘ 1111 tisM On kegs), 20c lb. Tinned. 
8 , 8)6 (in kegs), 80e lb.; 4, 5. 80s; 6 , 7, 8 , 85c; 10, 86 c. 

RODS, CURTAIN—No. 2 , H-ln, Steel, Brass Covered, 18c ft: 
3, %-inch Steel, Brass Plated, 15c; 80, 1 -in, Wood, Brass 
Covered, 80c; 1 %-in., Wood, Brass Covered, 860 . 
ROOFING—(See Paper)— 

ROPE—Cotton, Thread—3-16, 70c; % to 5-16, 65c lb.; % to 
70c; % to 1, 75c. ’ 

Manila—Base, 30c lb. 

Sisal—Base, 25c lb. 

RULES, Boxwood—Lufkin-Stanley—No. 171(86), 60c each; 

?Z!,A 88 *>' 86a i 878 <«>• 886 ( 82), 90c; 888 

•V®°. ! 438 (57) - 800 : 681 < 88 >. 88 «; 7oa (u), 

88 «i jf 1 < 8 i>> 40 «j 753 (70), SOe; 701 (05), 50o; 7538 
(7), 31.40; 771 (84), 86 e; 780 («3H), $ 1 . 00 ; 781 (63). 

L 8 . 61 *., ( 5 l ' i) !. 81 - 00: . 88S0 < 8 *%i 31.50; 871 (83), 
95c; 88 ’ * * ‘“ * * 

8851Y 



2ft ESNSS2%.%? #5 414,1 4,4,1 * lr8 **- 


RULES—ZIG ZAG—Lufkin—Stanley—No. 804 F, 65c each; 

F «5*?2 es /JK 18 . <0 V* 55c i 86 ^ 4 <°4)t 70c; 8516 (05), 
90c; 8516 (06), $1.05; 8518 (08), 81.40; 8528 (408 F). 
50c; 8524 (404 fr), 65c; 8525 (405 F), 86c; 8526 (406 F), 
Si’, 0 - 0 ’/ 88 lv 8 L 108 >» 55c I 8614 < 104 ). 7^c; 8615 (105), 90c; 
8616 (106), 81.00; 8624 (854 F), 65c; 8626 (856 F), 95c. 

SAWS" One Man—Cross*cnt~~ 


ft. 


7)6 ft. 


Chinook 

8.25 
8.50 

9.26 
.10.50 
.11.50 


Disston 

8 ft.4.00 

8)6 ft.4.60 

4 ft. 5.35 

4)6 ft.5.76 

5 ft.6.50 ... 

Simonds Falling samo price as Royal Chinook Cross Out. 

SAWS—Hand- 

12 Disston or 69 Atkins 

18 inch . 8.70 

20 inch .4.00 

22 inch ..4.85 

24 inch .4.70 

26 inch . 5.10 

28 inch . 5.50 


Royal 

Chinook 


12.60 

14.26 

15.50 

16.75 


SO Inch.9.85 

22 inch .8.10 

24 inch .8.40 

26 inch. 8.60 

28 inch . 4.00 

No. 120 Disston 
26 inch. 6.20 


»*-»<*» or si Atun. 3, ; ;.«<> 

18 lnch . 810 No. 113 DiaMon 


20 inch . 8.50 

22 inch . 8.65 

24 inch . 8.75 

26 inch . 8.95 

28 inch . 4.45 

No. 7 Disston 

18 inch .2.65 

Simonds Hand and Cross-cut Bsi 
SAWS—Misoellaneoui 


96 inch . 5.25 

28 inch. 5.60 

No. D 100 or No. D 20 
Disston 

26 inch .. 4.85 

28 inch . 4.85 

Prices on Application. 


Back Ssws 

12 inch .. 

. 8.00 

Compass No. 2 
19-fnch . . 

85 

14 inch..... 

8.25 

1 4- inch . . 

. .90 

16 inch . 

, 8.50 

16-Inch . 

i -95 

22-inch . 

. 4.00 

Kitchen No. 2 

12-inch . 


24-inch . 

. 4.25 
, 4.75 

. .65 

26-inch . 

28-inch . 

Butcher No. 10 
16-inch . 

, 5.50 

. 1.80 

16-inch . 

Mitre 

24-lnch __ 

• •iv 

. .76 

. 6.25 

18-inch . 

1.90 

26-inch . 

. 6.75 

40-inch . *... 

2.00 

2A-inch 

. 6.50 

92-inch . 

2.15 




Digitized by 


Google 
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8AW&—MI80BLLANE0US—Continued— 


NNt, OsmpliU 

No. 8.8.50 

Pruning 

No. 60 California, 18 in. 1.85 


No. 50 California, 14-in. 1.40 
No. 51 California, 11-la. 1.80 
No. 51 California, 14-in. 1.00 
Disston, No. 0, 14*inch. 8.00 
Disston, No. 10, 14-lnoh 8.85 


Buck— 

Com 8*1 Brace Y tooth. 1.75 

Oom Dbl Brace Tattle tooth. 2.50 

Com Dbl Brace V tooth. 2.75 

No. 150 Special. 1.95 


SAW «^ LA 3 fP8 ^: No 8 ’ 82 00 ; 0. $1.35. Perfection, No. 1W, 
82.25; No. 8W, $2.75; No. 2W. $8.25; No. 11, with Guide, 
$3.25: Bishop*a No. 750, 86c; Stearns* No. 105, $2.75; No. 
200, $1.75; N33, $2.25; No. 8, Disston, $4.50. 


8AW SETS— 

201 GAP.1.60 

Spec Merrill .8.00 

106 Morrill.60 

1 Merrill.8.00 

10.1.80 

77 . 1.00 

SAW TOOLS— 

Clipper Outfit.80 

Merrill'e Baker Gauge- 

No. 1.1.60 

No. 6.8.86 

No. 9.8.60 

Atkins Baker Swage.. A0 

5-M Tooth Gauge. .25 

Jointere Pikes Perf... .76 

Jointers No. 7 Sterns .70 


X OUT— 

Morrill No. 8_ 

Baker No. 8. 

Colonial . 

7 Taintor . 

28 Triumph. 

Hammer . 

Lerer . 

.. 1.85 

... 2.86 
... 1.85 
... 2.00 
.... 1.66 
... .86 
... 18 

Morin No. 2. 

... 6.00 

Morin No. 2% .. 

... 6.00 

Morin No. 8 .... 

_2.66 

Setting Tool Disston— 

No. 100. 

.80 


MW. iWV • ............ ,0V 

No. 4 Setting Blocks— 
No. 4 Blocks, Morin.. 8.00 
Swages No. 0 Disst... 4.76 
Swages, Whitings.... 1.00 


Atkins, Bex . 1.00 

Atkins, Excelsior.86 


SCALES—Family, testing without scoop, $4.00; with scoop, 
$5.00; Peddlers* glass sash, $6.00; glass sash with chains, 
$6.50: brass dial, $7.25; brass dial with chains, $7.50. 

Spring Balance, No. 50, 25c each; 51, 50c; family, $6.50; 
No. 208, $6.50. 


8CI80OR8—Oast—No. 10, 60o each; No. 44, 7% inch, 60c; 
8% inch, 65c; 240, 4 inch, 25c; 4% inch, 80c; 255, 4 inch, 
80c; 4% inch, 85c; 6 inch, 85c; 5% inch, 40c; 6 inch, 45c; 
320, 85c; 850, 75c. 


Wise—No. 14 B H, 81.85; 54%, $1.20; 55, $1.25; 55%, 
$1.80; 56, $1.40: 56%, $1.50; 57, $1.60: 154%, $1.45; 
155 $1.50; 155%, $1.55; 156. $1.60; 156%, $1.70; 157, 

$1.85; 864, $1.65; 864%, $1.60; 865, $1.65; 866, $1.85; 

468, $1.40; 468%, $1.45; 464, $1.50; 578, $1.85; 578%, 

$2.10; 574%, $2.80; 663, $1.85; 663%, $2.10; 664, $2.30; 
768, $1.30; 768%, $1.40; 764, $1.45; 764%, $1.50; 765, 
$1.55; 765%, $1.60; 766, $1.75; 773, $1.45; 773%, $1.50; 
774, $1.55; 814, $1.55; 814%, $1.60; 815, $1.65; 815%, 
$1.70; 816, $1.88. 


SOOOP8—Common Hollow Back—Black—No. 2, $2.15 each; 

8, 82.25; 4, $2.85; 5, $2.45; 6, $2.55; 7, $2.65; 8, $2.75; 

9, $2.85; 10, $8.00. 


8QUEENS—Adjustable—Window—Wabash. Wood Frame, 15x 
88, 80c; 18x38, 90c; 24x88, $1.16; 80x88, $1.45; 24x87, 
$1.25; 28x37, $1.50. 

Sherwood, Steel Frame—18x88, $1.20; 24x88, $1.85; 24x 
37, $1.50; 80x87, $1.75. 

SCREWS—Cap and Set— 


Machine, Brass, Flat or Round Head—• 

Prices shown are for full gross packages. For price of 
one dossn, use one-tenth of the full package price shown. 


Size. 

%-in. 

%-in. 

%-in. 

%-in. 

1-in. 

2. . . . 

.30 

.35 

.40 

.45 


4. . . . 

.35 

.40 

.45 

.50 

.60 

6. . . . 

.45 

.50 

.55 

.60 

.75 

8. . . . 

.65 

.75 

.85 

.90 

1.10 

10.... 

.90 

1.05 

1.20 

1.35 

1.70 

12. . . . 

. 1.15 

1.35 

1.55 

1.70 . 

2.00 

14.... 

. 1.50 

1.70 

2.05 

2.25 

2.75 

16.... 

. 2.40 

2.60 

2.90 

' 3.15 

3.65 

18.... 

. 3.00 

3.40 

3.65 

3.95 

4.70 

20.... 

. 3.80 

4.10 

4.50 

4.95 

5.80 

Size. 


1 % -in. 

1 % -in. 

1 % -in. 

2-in. 

4. . . . 


. . .75 

.90 

1.10 

1.40 

6. . . . 


. . 1.00 

1.25 

1.55 

1.90 

8. . . . 


. . 1.35 

1.55 

1.90 

2.25 

10.... 


. . 1.95 

2.20 

2.50 

2.85 

12. ... 


. . 2.35 

2.70 

3.10 

3.50 

14. 


. . 3.10 

3.45 

3 85 

4.25 

16. 


. . 4.05 

4.55 

5.10 

5.80 

18.... 


. . 5.15 

5.70 

6.35 

7.10 

20. 

Iron. 

Flat or Round 

. . 6.55 

Head— 

7.45 

8.25 

9.10 

Size. 

%-in 

%-in. 

%-in. 

%-in. 

1-in. 

2. . . . 

.25 

.25 

.30 

.30 


4. . . . 

.25 

.25 

.30 

.30 

AO 

6. . . . 

.30 

.30 

.30 

.35 

.40 

8. . . . 

.35 

.35 

.40 

.40 

.50 

10.... 

.50 

.55 

.55 

.60 

.70 

12.... 

.55 

.60 

.65 

.70 

.75 

14.... 

. 70 

.70 

.75 

.80 

.95 

16.... 


.90 

.95 

1.00 

1.15 

18.... 



1.25 

1.35 

1.50 

20.... 




1.65 

1.80 


Size. 

1%-in. 

1 % -in. 

1 % -in. 

2-in. 

4. 

.50 

.o;> 

.60 

.70 

6. 

.50 

.55 

.65 

.85 

8. 

.55 

.65 

.70 

.95 

10. 

.85 

1.00 

1.15 

1.30 

12. 

.90 

1.05 

1.20 

1.35 

14. 

. 1.10 

1.25 

1.40 

1.65 

16. 

. 1.30 

1.60 

1.90 

2.20 

18. 

. 1.80 

2.10 

2.40 

2.70 

20. 

. 2.10 

2.40 

2.70 

3.00 


Prices shown are for dozen lots. For price of one only, 
use one-tenth of the dozen price shown. 

U. S. S. Thread, Iron— 


Length 

%-in. 

5-16-in. 

%-in. 

7-16-in. 

%-in. 

%. 

.35 

.35 

.40 

.50 

.60 

%. 

.35 

.35 

.45 

.50 

.65 

1 . 

.35 

.40 

.45 

.55 

.65 

1%. 

.40 

.40 

.45 

.60 

.70 

1%. 

.40 

.45 

.50 

.60 

.75 

1 %. 

.45 

.45 

.50 

.65 

.85 

2 . 

.45 

.50 

.55 

,70 

.90 

2 %. 

. . .50 

.60 

.60 

.75 

.95 

2%. 

.55 

.65 

.65 

.80 

1.05 

3 . 

.65 

.75 

.80 

.90 

1.15 

3 %. 




1.05 

1.35 

4 . 




1.20 

1.50 


Length 

% -in. 

% -in. 

%-in. 

1 

1 . 


1.35 

1.95 


1 %. 

. 1.05 

1.35 

1.95 


1%. 


1.45 

1.95 


1%. 

. 1.15 

1.55 

2.10 

2.50 

2 . 

. 1.25 

1.65 

2.25 

2.70 

2%. 

. 1.35 

1.75 

2.40 

2.95 

2%. 

. 1.45 

1.85 

2.55 

3.25 

3 . 

. 1.65 

2.25 

2.85 

3.65 

3 %. 

. 1.85 

2.60 

3.25 

4.15 

4 . 

. 2.15 

2.90 

3.60 

4.65 

S. A. E. Thread, 8teel— 




Length 

%-in. 5-16-in. 

%-in. 

7-16 in. 

%-in. 

% . 

.40 .45 

.50 



% . 

.40 .45 

.55 

.70 


1 . 

.45 .50 

.55 

.75 

.80 

1 % . 

.45 .50 

.60 

.80 

.90 

1% . 

.50 .55 

.60 

.85 

.95 

1% . 

.50 .60 

.65 

.95 

1.05 

2 . 

.55 .65 

.70 

1.00 

1.10 

2 % . 

.65 .75 

.75 

1.10 

1.20 

2% . 

.70 .80 

.80 

1.15 

1.30 

2% . 

.80 .85 

.90 

1.20 

1.40 

3 . 

.85 .90 

1.00 

1.30 

1.45 

3% . 



1.50 

1.70 

4 . 



1.70 

1.90 

Length 


9-16-in. 

%-in. 

%-in. 

1% . 


. 1.30 



1 % . 


. 1.35 

1 60 

1 85 

1% . 


. 1.45 

1.70 

1.95 

2 . 


. 1.55 

1.85 

2 10 

2 % . 


. 1.70 

1.95 

2.25 

2% . 


. 1.85 

2.10 

2.40 

2 % . 


. 1.95 

2.25 

2.60 

3 . 


. 2.05 

2.40 

2.80 

3 % . 


. 2.35 

2.75 

3.25 

4 . 


. 2.70 

3.15 

3.65 


Square Head, V or U. S. 8. Thread— 
Prices shown are for dozen lots. 


onlv, use one-tenth of the dozen 

price shown. 



length 


% -in. 

5-16-in. %-in. 

7-16-in. 

%-in. 

% . 


.20 

.20 

.25 

.30 

.35 

% . 


.20 

.25 

.25 

.30 

.35 

% . 


.20 

.25 

.25 

.30 

.35 

1 . 


.25 

.25 

.30 

.30 

.40 

1 % . 


.25 

.25 

.30 

.35 

.45 

1% . 


.25 

.30 

.30 

.40 

.45 

1 % . 


.30 

.30 

.35 

.45 

.55 

2 . 


.35 

.35 

.40 

.50 

.60 

2 % . 


.40 

.40 

.45 

.60 

.70 

2% . 


.45 

.45 

.50 

.65 

.75 

3 . 


.55 

.or> 

.65 

.75 

.90 

3% . 





.80 

1.05 

4 . 





.90 

1.20 

Length 



%-in. %-in. 

%-in. 

1-in. 

% . 



. .50 




% . 



. .55 




1 . 



. .60 

1.00 



1% . 



, .65 

1.10 

1.55 


1% . 



. .75 

1.20 

1.65 

2.20 

1% . 



. .80 

1.30 

1.80 

2.40 

2 



.90 

1.40 

1.95 

2.60 

2 % !'.!!! 



. .95 

1.45 

2.10 

2.80 

2% . 



. 1.05 

1.55 

2.25 

3.00 

3 . 



. 1.20 

1.75 

2.55 

3.40 

3% . 



. 1.35 

1.95 

2.85 

3.80 

4 . 



. 1.50 

2.20 

3.15 

4.20 

Prices shown 

sre for 

full gross packages. 

For p 

rice of 

one dozen, 

use one-tenth 

of the 

full packages price shown. 

Wood— Brass, 

Flat or 

Round 

Head— 




% -in. 

. %-in. 

%-in. 

%-in. %-in. %-in. 

1-in. 

0 . 

.55 

.55 

.60 




1 . 

.55 

.55 

.60 

.60 



2. 

.55 

.60 

.60 

.65 .70 

.90 



Digitized by 


Google 
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WOOD SOBIW8—Ooatifiud— 


Biss. 

Min. 

%-in. 

%-in. 

%-in. 

%-ln. 

%-ln. 

1-in. 

3. 

.60 

.60 

.65 

.70 

.75 

.95 

1.05 

4. 

.60 

.65 

.70 

.75 

.80 

1.00 

1.10 

5. 

.65 

.70 

.75 

.85 

.90 

1.05 

1.10 

6. 


.75 

.85 

.90 

.95 

1.10 

1.15 

7. 


.85 

.90 

1.05 

1.10 

1.20 

1 35 

8. 


.95 

1.05 

1.20 

1.30 

1.40 

1.55 

9. 



1.20 

1.35 

1.45 

1.60 

1.80 

10. 



1.35 

1.55 

1.70 

1.85 

2.00 

11. 




1.65 

1.90 

2.10 

2.30 

12. 




1.90 

2.10 

2.35 

2.60 

13. 




2.10 

2.35 

2.60 

2.90 

14. 




2.35 

2.60 

2.90 

3.20 

15. 




2.60 

2.90 

3.20 

8.60 

16. 




2.85 

3.20 

3.60 

4.25 

Size. 

1%-in. 

1%-in. 

1%-in. 

2-in. 

3 %-in. 1%-in. 

8-In. 

3. 

1.35 







4. 

1.40 

1.90 





.... 

5. 

1.45 

1.95 






6. 

1.50 

2.00 






7. 

1.55 

2.05 

2.55 

3.30 




8. 

1.80 

2.10 

2.60 

3.35 




9. 

2.05 

2.30 

2.65 

3.40 


6.00 


10. 

2.25 

2.70 

3.00 

3.45 

4.45 

6.05 


11. 

2.60 

2.95 

3.40 

3.90 

4.60 

6.10 

8.85 

12. 

2.95 

3.40 

3.85 

4.35 

5.05 

6.20 

8.90 

13. 

3.40 

3.80 

4.30 

4.80 

5.60 

6.25 

8.95 

14. 

3.70 

4.25 

4.70 

5.40 

6.25 

6.85 

9.10 

15. 

4.15 

4.85 

5.50 

6.20 

6.85 

7.60 

9.30 

16. 

4.60 

5.30 

6.05 

6.80 

7.65 



17. 


5.80 

6.65 

7.45 

8.30 



18. 7.00 

Flat Head, Bright— 

7.90 

8.90 

9.80 



Size. 

%-ln. 

%-in. 

%-in. 

%-in. 

%-in. 

%-in. 

1-in. 

0 to 2. 

. .35 

.35 



3. 

.35 

.35 

.35 

.35 

.35 

.35 

.35 

4. 

.35 

.35 

.35 

.35 

.35 

.35 

.40 

5. 


.35 

.35 

.35 

.40 

.40 

.40 

6. 


.35 

.40 

.40 

.40 

.40 

.45 

7. 


.40 

.40 

.40 

.40 

.45 

.45 

8. 


.40 

.40 

.45 

.45 

.45 

.50 

9. 


.45 

.45 

.45 

.50 

.50 

.50 

10. 



.50 

.50 

.55 

.50 

.55 

11. 



.50 

.55 

.55 

.55 

.60 

12. 



.55 

.55 

.60 

.60 

.65 

13. 




.60 

.65 

.65 

.75 

14. 




.60 

.70 

.70 

.80 

15. 





.75 

.80 

.90 

16. 





.80 

.90 

1.15 

17. 







1.20 

18. ... . 







1.25 

20. 







1.60 

Bise. 

1%-in 

1%-in 

. 1%-in 

. *-ln. 

1%-in. 

1%-in. 8-in. 

3. 

.40 

.45 






4 .... . 

.45 

.50 






5. 

.45 

.50 

.60 

’.65 

.70 

.85 


6. 

.50 

.55 

.60 

.70 

.75 

.90 

1.30 

7. 

.50 

.55 

.65 

.70 

.75 

.95 

1.35 

8__ 

.55 

.60 

.70 

.75 

.80 

1.00 

1.40 

9. 

.55 

.60 

.70 

.75 

.85 

1.05 

1.45 

10. 

.60 

.65 

.75 

.80 

.90 

1.10 

1.50 

11. 

.65 

.70 

.75 

.85 

.95 

1.15 

1.50 

12. 

.70 

.75 

.80 

.90 

1.00 

1.20 

1.55 

13. 

.75 

.80 

.90 

1.00 

1.05 

1.25 

1.55 

14. 

.85 

.90 

1.00 

1.10 

1.20 

1.30 

1.60 

15. 

.95 

1.05 

1.20 

1.25 

1.40 

1.50 

1.70 

16. 

1.15 

1.25 

1.30 

1.40 

1.60 

1.65 

1.90 

17. 

1.25 

1.45 

1.60 

1.65 

1.75 

1.90 

2.15 

18. 

1.50 

1.70 

1.80 

1.90 

2.05 

2.10 

2.50 

20. 

2.15 

1.95 

2.05 

2.15 

2.40 

2.60 

2.95 

Round Head, 
prices shown for 

Blued—Sell at 10 per cent 
Flat Head, Bright. 

advance 

over 


SAFETY SET—(Bristo)— 

% -inch, any length, 10c each; 5*16, 10c; %, 11c; 7*10, 15c; 
%, 18c; %, 15c; %, 80c; %, 85c; 1-inch, 40c. 


SCREW8—Lag—Gimlet Point, Square Head—80% below. 

%. 5-16-in. %-in. %-in. %-in. %-in. 



10 

100 

10 

100 

10 

100 

10 

100 

10 

100 

1%. 

.25 

2.25 




- - T - 





1%. 

.25 

2.25 

.30 

2.70 






.... 

1%. 

.30 

2.45 

.35 

2.95 







2 . 

.30 

2.45 

.35 

2.95 

.50 

4.10 

.70 

6.00 



2%. 

.30 

2.65 

.35 

3.25 

.50 

4.50 

.75 

6.50 



3 . 

.35 

2.85 

.40 

3.50 

.55 

4.85 

.80 

7.00 

i.i5 

*9.90 

3%. 

.35 

3.05 

.45 

3.75 

.60 

5.20 

.85 

7.50 

1.20 

10.60 

4 

.35 

3.25 

.45 

4.00 

.65 

5.55 

.90 

8.00 

1.30 

11.30 

4%. 

.40 

3.45 

.50 

4.25 

.70 

5.90 

.95 

8.50 

1.40 

12.00 

5 . 

.40 

3.65 

.50 

4.55 

.75 

6.30 

1.05 

9.00 

1.50 

12.70 

5%. 

.45 

3.85 

.55 

4.80 

.75 

6.65 

1.10 

9.50 

1.55 

13.40 

6 . 

.45 

4.05 

.60 

5.05 

.80 

7.00 

1.15 

10.00 

1.60 

14.10 

6%. 



.60 

5.30 

.85 

7.35 

1.20 

10.50 

1.70 

14.80 

7 



.65 

5.55 

.90 

7.70 

1.25 

11.00 

1.80 

15.50 

7% . 



.70 

5.85 

.95 

8.10 

1.30 

11.50 

1.90 

16.20 

8 . 



.75 

6.10 

1.00 

8.45 

1.40 

12.00 

2.00 

16.90 

9 . 





1.05 

9.15 

1.50 

13.00 

2.10 

18.30 

10 . 





1.15 

9.90 

1.60 

14.00 

2.30 

19.70 

12 . 





1.25 

11.30 

1.85 

16.00 

2.60 

22.50 


SCREW DRIVERS—Machinists’. No. 51, 50c each; 51 %. 75c; 
52. 85c; 52%, $1.10; 53. $1.15; 53%, $1.40; 54, $2.65; 
210, $1.90; 215, $2.25; 218, $2.75. 


Yankee Ratchet—No. 11, 1-inoh, 75c each; 8, 06c; 4, 
$1.00; 5, 81.15; 6, $1.15; 8, $1.50; 10, $1.75; 18. $1.15; 
15, 2-inch, 85c; 8, OOo; 4, 05c; 6, $1.00. No. 80, $$-*0; 81, 
$4.75; 85, $2.65; 60, $1.16; 180, $4.00. 


SCREW DRIVERS—G 

A P. 

—1%, 40c; 8, 40c; 

4, 50c. 

SCYTHES—Bush— 


Grass - 


No. 

Each. 

No. 

Bach. 

400 . 

. 8.50 

200 . 

.. 8.50 

450 .. 

, f.85 

860 . 

.. 8.85 

Weed- 


100 . 

.. 8.50 

800 . 

. 8.50 

iso . 

.. 8.85 

850 . 

. 8.85 




SHEETS—IRON—Galvanised—10 to 16, ll%c; 18 to 14, 
12c; 26 to 27, 18%e; 28, 18e; 80, 14c. Black, 11 to 16, 
10c lb.; 18 to 28, lie. Add 10 per cent for cutting. Cor¬ 
rugated, Ptd.. 28 Ga., $8.26; Oalv, 26, $12.00; 28, $10.60. 
Rockfaee Siding, $11.60. 

SHEETS—STEEL—Black, soft, 18-20, 22-24, 26, 27, 28, 80 
gauge, 16c cut, 12c full sheet. 

Galvanised Flat, 12-14, 16, 18-20, 22-24, 26, 27, 28, 80 

gauge, cut, 18c; 14c full sheet. 

SHIELDS—Lag Screw — Expansion — 8EB00—Per hundred 


list. 

8*15 inch. 

.18.00 % . 

.88.00 

^ . 

.15.00 % . 

.45.00 

6-16 . 

. 18.66 ( . 

..........65.00 

% . 

.85.00 % 

.*05.00 

7-18 . 

.88.00 1 . 



SHINGLES—Tin, 5x7, $8.00; 7x10, $6.00. 

SHOT—Air Rifle, bulk, 20c lb.; 4 and *6-o*. tubes, lOo tube. 
Balls, Nos. 0, 00. 000, 20c lb. Buck Nos. 1, 2, 8, 20c lb. 
Drop, Nos. 1 to 12, B, BB, BBB, 20o lb. Chilled, 8 to 0, 20c. 
SHOVELS—D or Long Handle, Bound or Square Point—Plain 
Back Black—4th Grade, $2.00 each; Carter's, $2.50; Ames, 
$2.75. 

Plain Black Polished—4th Grade, $2.10 each; Carter's, 
$2.65; Ames, $8.00. 

Riveted Strap Back Black—Ames, $2.65 each. 

Riveted Strap Back Polished—4th Grade, $2.60 each; 
Ames, $2.75. 

Solid Socket—Maynard—Black, $2.75 each; Polished, 

$ 8 . 00 . 

Fire, Sheet Steel—Jumbo, 85c each; 64, Japanned, 20e; 
66, Japanned, 25c; 280, Galvanised, 20c. 

Special—Northwest—Pacific, $2.00 each; Occident, $2.85; 
Maynard Pstr., $2.60; Genuine Msyn, $2.85; Cheater, $2.00. 
SLEDS—Hand and Coaster— Racer.6.76 


Flexible Flyer— 

No. 1.4.25 

No. 2. 5.00 

No. 8. 6.50 

No. 4. 7.00 

No. 5.9.50 

Jr. Racer...5.50 

SMOOTH-ON—75c lb. 

SOLDER—% and %, 45c lb. 


Fire Fly- 

No. 9.2.75 

No. 10. 8.25 

No. 11. 4.00 

No. 12.4.60 

Raoer.4.75 

No. 1. 90-100, 45c; Wiping, 


40-60, 50c; Wire, 50-60, 50c; Electrical Wire, 40-60, 55c. 
SPARKfeRS—Red Seal—tfo. A141, $8.00; A152, $8.66; A162. 

$4.35. 


56 


Handballs.86 

Boxing Gloves. 8-os.. .18.50 

Striking Bags .9.00 

Championship Tennis 

Beet Gndo Rackets, 

Sutton .12.00 

Cotton Gym Shirts.75 

White Banning Paata. 1.00 

Bika Jookey Strap.75 

Rubber Soled Tennis 

Gym Shoes. 1.95 

Rubber Soled Tennis 

or Gym High.2.25 

Basketball Shoes -6.00 


SPORTING GOODS— 

Each 

Official Baseballs_2.50 

Second Grade Baseb’la 2.00 
Playground B. B., Out 
or Plain Seam— 

14-inch .8.00 

12-inch .2.75 

Baseball Bats, leagno.. 1.76 
Baseball Masks, T ’ 10.00 

Chest Protectors.8.60 

Official- 

Rugby Footballs... 10.00 
Soccer Footballs.... 12.00 
Basketballs.16.00 

Volley Balls.8.00 ... 

SPRAYERS—Myers’ Bucket Pump, 8 lbs- *18.75 each; 6 
lbs., $9.00. Hand—Faultless, 75c each; Misty, 95c. Knip- 
sack— Kant Klog, $7.60; Perfection, $9.00; Utility, $7.26. 
SPRAY PUMPS—Faultiest Tin, 75e each; Barnea No. 254. 
$8.00; Barnes, 276, $12.30; Little Giant, 827%, $7.25; Acme 
Pressure 345, $9.00; Defiance, No. 324, $10.00. 

SPRINGS, DOOR—Coiled 16-inoh. Japanned Spring, %-tnch. 
15c; 9 32, 15c; 11-82, 15c; 18-82, 15o; %, 20o. Faultless, 
Tight No. 12 Steel Wire, 16-inch. 45c each. Victor, Adjust¬ 
able Tension, 9-inch; 25c each; 10-inch, 80c; ll-tnch„ 40c; 
12-inch. 50c. Reliance, Extra Heavy Ratchet Tension, 10- 
inch, 60c each. Warner’s Coppered Steel Wire for screen 
doors, each 25c. Torrey Screen Door, 39 in. steel rod, 50c. 
SPRINKLERS. LAWN— 

Perforated Tube, Dew Drop, 7 feet long, brass, $3.00 each; 
8 feet. $3.25; 8 feet, galvanized, $3.00. 

Pluvius—Revolving Brass Spoon, $1.15 each; Revolving 
Arms, 6-inch, $1.35; Revolving Arms, 11-inch. $2.50. 

Ring—5% inch diameter, 75c each; 8%-inch, $1.25. 

Rose—3-inch perforated oblong plate spray, $1.00 each. 
Ross —Perforated oblong plate spray, $1.00 each 
Thompson's—Twin. 40c each; Fountain, 50c; Fan, 25c; 
Simplex Circle, 40c: Shower, 50c; Peerless, 55c. 

Will’s Galvanized Pipe—6 feet, $2.25 each; 7 feet, $3.00, 
8 feet, $8.50. 
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RETAIL SEXXnro PBXOB8—OontiinMd. 


STAPLES—Fence Wire—Polished, 10c lb,; galvanized, 12He. 
Poultry Wire, M-inch, 15c lb. 

8TARRETT8 TOOLS—Add to Catalogue— 

Micrometers, 50% 

Thickness Ganges, 50% End Mom. Bodo, 50% 

Gr. Plot Stock. 50% Caliper Gauge*, 60% 

Handy Eeuiv. Table, 50% Micrometer Oases, 50% 
Balance of Book (not itemised) add to list 40%. 

STEEL—Mild—See Iron. Tool, 22c; Drill, Co., 20c. 



STONE8—Gkrbornndu 
109, 

11 «. 

120, f«.vv, f i.«v, xaa, , i««, fi.ao, *•«, fi.wj 

150, 75e; 181, 76e; 142, 75e; 148. 75e; 144, 75c; 145, 50c; 
140, 60c; 147, 60c. 

Pike's Oil and Watei^-No. 18, 60s each; 14, 80c; 16, 10c; 
20, 40e; 22, $1.00; 26, 15c; 87, 25e; 40, 26c; 49. 86c; 
48, 60s; 61, $1.00; 52. $1.26; 68, $1.60; 54, $1.00 : 55, 
$1.25; 56, $1.60; 69, lie: 60, $1.75; 62, $2.25; 66, $2.76; 
68, $8.75; 78, 60e; 80, 60s; 86, 75o; 88, $1.00; 92, 50e; 
94, 60s. 

Pike's 8cythe—No. 89, 16e each; 40, 15c; 41, 16e; 42, 90s. 


STOVES—Oil Heating, Perfection—No. 520, $8.50 each; 560, 
$11.00; 660B, Blue, $18.50; 660W, White, $15.00. 

Boyle (Airtight)—No. 16, $8.50 each; 20, $5.00; 22, 
$8.75; 122, $9.75; 418, $10.00; 518, $14.25; 818, $17.25; 
918, $19.50; 1018. $5.75; 1818, $8.00; 1518, $16.00; 1618, 
$21.75; 1718, $24.76; 1818, $28.25. 


TENTS—Single Pilling— 


8iso 

8-os. 

10-os. 

Sise 

8-os. 

10-os. 

7x7 .... 

..14.80 

17.50 

16x18 . 

.67.26 

67.25 

7x9 .... 

..17.65 

20.46 

16x20 ..... 

.68.10 

78.8® 

9x9 .... 

..20.26 

28.70 

16x24 . 

,71.85 

89.60 

814*18 . 

..28.85 

97.86 

16x80 . 

.86.96 

101.80 

12x14 .. 

..82.00 

87.55 

A or Wedge— 


12x18 .. 

..89.50 

46.15 

5x7. 

, 9.26 

10.76 

14x16 .. 

. .42.00 

49.80 

7x7. 

,11.65 

18.60 

14x20 .. 

..52.16 

60.60 

7x9 . 

,15.95 

14.85 

Flys Half Pries of Tents. 




Wagon Covers Single Filling— 



Biss 

8-os. 

10-os. 

Sise 

8-os. 

10-os. 

10x14 ... 

... 8.86 

11.10 

12x16 . 

.19.90 

15.90 

10x16 ... 

...10.16 

12.70 

12x18 . 

,14J6 

17.90 

Stockmen's Bed Sheets—Stogie Filling— 


Sise 



8-os. 

10-os. 

19-os. 

6 x12 . 



... 6.00 

6.60 

7.50 

6x14. 



_ 6.86 

7.50 

9.75 

7x14. 



_ 8.85 

10.85 

12.85 

7x16. 



.... 9.86 

12.60 

14.10 


THIMBLES—Phis—6-in., 10s; 7-la., 15c; 6-in. to 7-in. AdJ„ 
15o. 


TIN— 

Bar and Pig. $1.20 lb. 

Common Roofing, 40o per eheet. 

Valley, No. 4, 6c per ft.; 10, 10c; 14, 17o; 20, 25c. 
Painted 1 side, lc foot extra; two sides, 2c. 

Flashing IC, lxl, $3.00 per 100 feet; %xl, $3.00. 
Shingles—5x7, $8.50 per 100 ft. . ^ _ 

Valley —14 inch, 15c per foot, $14.00 per roll; 20*inch, 22c 
per foot, $21.00 per roll. 


STRIP—Weather—Rubber, %-ineh, 5s ft.; 
Pelt, M-toeh, 6c ft.; Minch, lOo. 


Minsk, 7e ft. 


SWEEPERS, CARPET—Bissell's American Queen, $6.75; 
Club, $12.00; Elite, $7.50; Gold Medal. $6.25; Grand Rapids 
(Nic.), $6.00; Grand Rapids (Jap.), $5.50; Grand (Jap.), 
$7.50; Parlor Queen, $7.00; Princess, $6.25; Prize, $6.25; 
Universal (Nic.), $5.75; Universal (Jap.), $5.25. 

Vacuum—Superba, $18.00; Grand Rapids, $11.00; House¬ 
hold, $9.00. 

On account of the freight, retail prices 50 cents higher 
will prevail in the following Western and Southern States: 
Colo., New Mex., Wyo., Mont.. Ore., Utah, Axis., Nev., Ida., 
Wash., Calif., Tex., Okie., Axk, La, Miss., Ala, Fla, Ga, 
N. O. and S. O. 


TOGGLE BOLTS—Sebco No. 1—Per hundred llet. 

—Diameter 


Length 

8-inch . 

8 % -inch ... 
4 . 

M-to. 

... 6.00 

. 6.26 

8 - 16-in. 
8.00 

8.00 

8.60 

M-to. 

12.50 

9.00 

18.80 

5 . 

. 7.60 

9.25 

14.80 

6-inch . 


10.00 

15.00 

Sebco No. 
screws— 

5—With either round or 

fist heed machine 
—Diameter— 


Length M-in. 

3- inch. 2.68 8.15 

4- inch. 9.97 8.50 

6-inch. 8.82 8.86 

6-inch........ 8.67 4.20 


Min. 

8.50 

6.85 

4.20 

4.65 


TACKS—Bill Posters’—No. 8, 30c lb.; 4, 30c: 6, 30c; 8, 30c. 
Carpet—Cut, M*lb.paper8—No. 4, 10c; 6. 10c; 8, 10c; 
10, 10c; 12, 10c. Wire, H-lb. papers—No. 3. 10c box; 
4, 10c; 6, 10c; 8, 10c; 10 10c; 12, 10c. Wire in bulk— 
No. 3, 35c lb.; 4, 35c; 6. 35c; 8, 35c; 10, 35c. 

Gimp— % lb., 2M, 10c box; 8, 10c; 4, 10c. M lb., 6, 
10c; 8, 10c. 

Upholsterers—Cut, M lb. papers—No. 1H, 10c box; 2, 

10c; 3. 10c; 4, 10c. %-lb., 6, 10c; 8, 10c; 10, 10c; 12 to 
lfJ, 10c. Cut, in bulk, No. 3, 35c lb.; 4, 35c; 6, 30c; 8, 
30c; 10, 30c; 12, 30c. 

Double Pointed—Blued, M lb. papers, No. 9, 10c box; 

10, 10c; 11, 10c; 12, 10c. Blued in bulk, No. 9, 35c lb.; 
10, 35c; 10, 30c; 12, 30c. 


TAPES—MEASURING—(Lufkin) 
Asses' Skin 


No. 


Each 

710 


. . .80 

713 . 

715 . 

716 . 

730 . 

733 . 

735 . 

736 . 

Metallic 

. . 1.00 
. . 1.50 
.. 1.85 
. . 1.00 
. . 1.75 
. . 2.00 
. . 2.50 

500 . . 

503 . . 

505 . . 

506 . . 


. . 3.75 
. . 5.50 
. . 6.00 
. . 8.75 

143 . , 

Pocket 

. . .95 

145 . , 

165 . , 


. . 1.10 
. . .25 

3143 , 


. . .60 


(Starrett)— 

Steel 


100 6.25 

103 9.75 

200 7.00 

203 11.25 

205 .16.50 

206 .19.75 

240 5.50 

243 6.50 

245 8.75 

246 .11.25 

260 . 6.00 

263 7.25 

265 . 9.35 

266 .12.50 

550 5.50 

553 7.00 

555 . 9.00 

556 .11.25 

2240 4.85 

1243c 6.35 

1260 5.60 

1263 6.75 


Asses' Skin Case—25, 65e; 60, 86e; 76, 9115; 100, $1.86. 
TAPE—Friction—% lb., 50o; 2 os., 16c; 1 ox- 10c. 


TORCHES—Clayton A Lambert—No. 28, Alcohol, 84.86 each. 

Gasoline—No. 14, $6.50 each; 37, $9.00; 38, $9.50; 81, 
$10.00; 82, $10.50; 48, $12.25; 107, $9.50; 122, $8.00. 


TRAPS—Fly—Paragon, 35c each; Balloon, 30c; Avis 2, $2.50; 
$2.00; Edgewood 2, $2.00; Avis 1, $2.75; Avis 2, $2.50; 
Avis 3, $2.25; Perfect, $1.45. 

Game—No. 0 Newhouse, 60c each; 1 Newhouse, 70c; lM 
Newhouse, $1.10; 2 Newhouse, $1.40; 3 Newhouse, $2.15; 
4 Newhouse, $2.50; 5 Newhouse, $19.50. No. 1 Oneida Jump, 
35c; 1H Oneida Jump, 55c; 2 Oneida Jump, 85c; 3 Oneida 
Jump, $1.20. No. 0 Victor, 25c; 1 Victor, 30c; 1M Victor, 
40c; 2 Victor, 55c; 3 Victor, 95c; 4 Victor, $1.15. 

Gopher—Western, 25c each; Noxall, 25c; Maccabbee, 26c; 
Easy Set, 25c; Newhouse, 85c; California Pocket, 85c. 
Mole—Reddick, $1.50 each; Out-O-Sight, $1.75. 

Mouse—Sure Catch, 6c each; Security, 10c; Choker-Wood, 
20c; Choker-Tin, 15c; Delusion, 80c; Holdem, 90c; Osge, 30c. 
Cage, 25c. 

Rat—Sure Catch, 20c each; Security, 25c; Holdem, small, 
$1.35; Holdem, large, $1.65. 


TROWELS—Rose Brick, Wood Handle, $2.25; Rose Brick, 
Leather Handle, $2.50; Marshalltown Plasterer's, $3.00; Fin¬ 
ishing, $2.75. 


TWINE—Cotton—Wrapping, 60c lb. Budding, 60c. 

Flax—18 BB, 60c lb.; 24 BB, 60c; 18 BC, 70c; 24 
BC, 70c; 36 BC, 70c. 

30 Sacking, 70c; 40 Sacking, 70c; 33 Sacking, 85c; 44 
Sacking, 85c. 

VALVES— 


Standard Globe and Standard Gate Valves— 


Angle Valves— 

H . 

.75 

M . 

M . 

. 1.95 

. 1.50 

14 . 

.75 

\ . 

. 1.50 

% . 

.80 

H . 

. 1.70 

% . 

1.05 

M . 

. 2.15 

*4 . 

1.30 

1 . 

. 2.95 

l . 

1.90 

1V4 . 

. 3.90 

1 H . 

2.65 

1M . 

. 5.25 

1M . 

3.70 

2 . 

. 7.65 

2 . 

5.55 
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RETAIL SELLING PRICBSS—Continued. 

TINWARE . 


Boilers, Ooffee 

27 . 1.30 

Covers, Pot 

6-9.10 

20, Jelly.35 

IC. Ret. 

301, 302 .25 

4 .55 

61%, Cake ... .45 

12 . 15 

29 . 1.75 

10-11.15 

304 .85 

14 . 20 

352 .95 

13 .25 

Pails, Dairy 

IC, 6-qt.35 

IC, 10-qt.45 

306 .45 

20 .55 

354 . 1.30 

15 .35 

308 .50 

40 . RO 

356 . 1.65 

Cups 

211, 212.10 

09, 010.15 

3100 .60 

Sieves, Flour 

2, 316.30 

318 .35 

Boilers, Wash 
Copper Bottom 

10 8. 3.75 

10 9. 4.00 

IX 8. 4.00 

3120 RO 

IX, 10-qt.75 

IX. 14-qt.90 

Pans, Muffin 

6 25 

9 35 

12 .45 

Pans, Patty 

All Nos.10 

Pans, Pic 

6, Shallow.10 

0 15 

9, 10, 214.20 

Dippers 

2 .15 

IXX, 10-qt.95 

IXX, 14-qt_ 1.05 

IXXX, 12-qt... 1.30 
IXXX, 16-qt... 2.10 
IXXXX, 18-qt.. 2.35 
IXXXX, 20-qt.. 2.50 
Pails, Fruit Picking 
14-qt.65 

Pails, Peddlers 

Small.45 

Large.55 

Pails, Strainer 

IX, 10-qt. 1.10 

Sifters, Flour 

0 .40 

IX 9. 4.25 

1 .45 

IXX 8. 5.50 

4 6l.20 

10 .70 

IXX 9. 5.75 

Copper Rim 

IX 8. 5.00 

IX 9. 5.25 

02, 31, 82 .25 

83, 34 .30 

48 50 

Acme.40 

Ncsoo.40 

Shaker.45 

Fillers, Fruit Jar 

25 .15 

Forks 

419 .15 

Skimmers 

10 .20 

Bowls, Wash 

06% .15 

Deep .15 

Pans. Pudding 

IC, Plain 

015 to 018 ... .15 

019, 020 .20 

45 .10 

OR 26 

Spoons, Basting 

110 .10 

ru an 

1197 .20 

8 45 

1198 .25 

Buckets, Covered 

11 .15 

12 .25 

14 .85 

Buckets, Dinner 

1 70 

208 . . . .65 

IX 12-qt 1 j6 

114 .15 

206 -85 

IXX, 12-qt. 1.55 

IXX, 14-qt 1 65 

021, 022 .25 

812 .20 

10 15.10 

IC, Ret. 

16 .25 

816 .30 

20’.15 

Gem, 12-qt.... 1.50 
Gem, 14-qt.... 1.65 
Pans, Bread 

01, 110, 80... .20 

140 200 80 

8poona, Mixing 

16 20 

80 .20 

18 .85 

85 .25 

20 .40 

26 .... 15 

285 . 1.35 

22 50 

Steamers 

iva 

8 .95 

885 . 1.65 

Pans, Rinsing 

IC, Plain 

8 .40 

80 .75 

40 .85 

600 . 1.05 

6CA 1 Af\ 

Graters 

02 .10 

300 .35 

7U .40 

00 .05 

Pans, Corn Cake 

06 .80 

Steepen, Tea 

12 25 

020, 100 .20 

14 .50 

OOU • • • . 1.4U 

ntve 1 a a 

080. 150 .25 

00 45 

17 .60 

Strainers 

Gravy 

2, 8.15 

070 . 1.00 

Cans, Mllx 

1 .35 

Kettles, Lipped 
Preserving 

012 55 

Pans, Cake 
Perfection 

Round, 9%-in.. .20 

Ronnd. 10%-in. .25 
Square, 8%-iu.. .25 

Square, 9-in.85 

Mt.. 9%-in.25 

Tube, Rd., 9%. .30 

Tube, Sq., 9-in. .50 

Pans, Dish 

R TV T*1n 7C 

IC, Ret. 

8 .60 

14 RO 

8 .55 

160 40 

200 50 

240 70 

280 85 

17 1 OO 

020 .*0 

4 .70 

Pans, Lipped Sance 
016 .40 

80 .25 

01 .30 

08 .55 

Jelly 

120 25 

Ladles 

010 .25 

020 50 

024 70 

028 85 

Pota, Coffee 

1 .80 

2 40 

04 .75 

1 AO 80 

102 4 R5 

Milk 

10 35 

121 45 

128 .60 

108 . 5 25 

11 .30 

1020 . 6.00 

1040 7.85 

Cans, Oil 

30 40 

81 60 

Measures 

63 .20 

QQ on 

85 .55 

86 .75 

14 1 OO 

4 .55 

Milk Can 

Oil . 1.00 

38 .60 

21 . 1.85 

Pots, Tea 

240 .25 

Colanders 

10 80 

122 .20 

124 .25 

Pans, Milk 

IC, Plain 

200 201 10 

241 .80 

55 .85 

242 .40 

60 .2.10 

12 . 45 

126 .60 

Raisers, Bread 

114 . 2.00 

Soup 

20 .40 

104 .45 

Moulds, All Kinds 

1 \f «lnn 1 10 

202* 208 .15 

306 . 60 

204 20 

Cookers, Steam 

42 . 3.25 

3, Melon . 1.50 

4, Melon . 1.75 

205, 206 .25 

208 .30 

117 . 2.50 

Scoops 

2 85 

Turners, Cake 

1, 2, 71.10 

45 . 4.00 

10, Jelly.25 

2100 .85 

6, 13.15 




WAGONS—Boys’— 

AniriMB W ip wi— 

Wo. ui SUo. Bath. Wo. lT..10.00 

I o a Q_| q • f\n No. SO oooooooaooooo 11.60 

iiSZioli*. 5 22 No - * 4 .i».oo 

J25ZJ225. 2‘«2 Ooootor—Star— 

HS~?£!2. ; *2 no. to.10.50 

lia 16x61. 6.00 Jf 0 90.11.60 

Bunion No. 40 ......#oooo«o 16.60 

816—11x66. 4.00 Mars-Wslls— 

818—18x18. 4.16 No. 10.7.60 

881—16x81. 6.60 No. 11.8.00 

88 6—16 x86. 7.16 No. 11.0.60 

WASHERS—Oast Iron—Bise % to 1. 18o lb.; Angls, 14e. 
Malleable—Standard, S6e lb.; Noil Holt. 15e lb.; Angle 
86o lb. 

Oat—8lso 8*16, S9o lb.; %, 14c; 6*16, He; %, lOe; 7-16, 
10c: %. 18c; % to 1. 17a. 

WASTE—-Cotton—No. 6X White, 18c lb.; 1 White, 16e; 1 
White. 85e: 01 Colored, Sic; 01 Colored, 10c; 10 Wool, 88o. 
WAX—Floor 05c lb. 

WEANER8—Calf—Shews No. 1, 65c; No. 1, 75c. Hooder 
Vo. 11. 7Kc: No. 12. 85c. Kantsuk— Calf, 50c: Oow. 60c. 
WEDGES—Truck ee-Alkl, lb., 20c: Oregon- Atha, 10c; Cedar- 
Atha. 22c: Cedar*Alki, 20c; Felling, 27c; Saw, 17c. 
WHEELBARROWS—Garden—No. 0, 1 % cu. ft. capacity, 

$8.50 each; No. 1, 8% cu. ft., $9.75; No. 2, 4% cu. ft., 
$14.25. 

Railroad—Bolted. $8.50 each; Stave, $7.25. 

Steel Tray, Wood Frame—Star. $7.75 each. 

Steel Tray and Frame—AX, $12.75 each; 4, $15.00; 5, 
$17.00; 10, $22.50; 25, Concrete. $16.25. 

WICKS— 

Oil Cook Store Wicka—New Perfection with wire carrier, 
each. 45c; Bon Ami with wire carrier. 46c. 

Oil Heating Store Wioks—New Perfection with wire 
carrier, ea ch . 46c. 

Lamp or Lantern Wicka—Flat—No. 0, width %-ln., 2%c 
each; No. 1, %-lnch., 2%c; No. 1, 1-in., 2%e; No. 8, 
1%-tn., 5c. 

Rochester Wicka—Circular—No. 1R, sise 4x6 in., each, 
10c; SR, 5x6 In., 10c; 8B> 8x8% in., 15c. 


WIRE— Plain Penoe. Baling. 


Per 100 lbe. 

8 gang* . 

Black. 

Galr. 


4 . 

6 ert 

7.80 

7.20 

7.26 

7.80 

7.86 

7.46 


6-8.0 . 

6 50 


10 . 



11 . 

6 60 


12 . 

” »* 6 60 


18 . 

******* 6*76 


14 . 


7.66 

8.00 

8.10 

7.00 

7.10 

15 . 


16 . 


7J0 

IT . 


7.60 

18 . 


9.66 


Barbed Fence—GUdden Pat. $6.50; Glidden Galr., $6.85; 
Baker Patent, $7.15; Baker Galr., $8.00; Waukeranito Galv., 
$8.50. Hog. Cattle 

Am. Special Galr., 80-rod spools, each. 5.00 4.75 

Glidden, 80-rod spools, each. 6.50 6.40 

Broken Coils—Add, 1 te 14 lbs., 8c; 15 to 49 lba„ 1c; 60 
to 99 1-s., lc per lb. 

Store Pipe Wire, 50-ft. coils, lOo each. 

WTRF CLOTH—See Cloth. 

WOOD ENW ARE—Boards, Pastry—16-inch, 95c each. 

Bowls, Chopping—11-inch, 45c each; 15-inch, $2.00; 17- 
inch. $3.35. 

Pins,. Rolling, 55c each. 

8poons, 18-inch, 15o each: 15-inch, 20c. 

WOOL—Steel—1 -lb. rolls—0, $1.25; 1, $1.10: 2 and 8. $1.00 
8-os. packages, 80e each. 

WRINGERS—Mop—Vanco 78, $5.50; 88. $4.00; 89, $5.50. 

Dana or Eagle. 5, 88.15: 10, $4.50; 10, $5.00. 


White’s 3, $4.50; 0, $7.50; 8, $5.00. 

RENOHES — 8tiUaon B arealo Bareal* 

Agr. Goes. Orescent. Trimo. N. Semi-fli 

6-inch.90 1.65 1.00 1.60 1.35 1.25 

8-inch_ 1.00 2.00 1.25 1.80 1.40 1.25 

10-inch_ 1.25 2.50 1.50 2.00 1.75 1.50 

12-inch_ 1.75 3.10 2.25 _ 2.65 2.00 

15-inch_ 2.25 4.25 3.40 _ 4.00 2.75 

18-inch. 5.50 . 4.00 

21-inch. 6.75 _ 10.80 _ 6.00 


ZINC—Full sheets, 25c lb.; less then sheets, 30c lb. 


Digitized by 


Google 





























































































































































































































HARDWARE WORLD 


209 


▲bsorene Mfe Co.180 

Albert Lee Sprayer Co. 68 

Albertaon A Co.163 

Allen Window Service .165 

Alert Tool Co.178 

Aluminum Good* Mff. Co.17-210 

Aluminum Products Co.190 
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Beh A Company. 91 

Belmont Tumbler Co. 97 

Benson Importing Co. 93 

Best Cutlery Co.167 

Berger Bros. Co. 72 

Bernz Co., Otto.181 

Bissell Carpet Sweeper Co. 99 

Blaich, Adolph, Inc. 87 

Boiler Machine Works. 71 

Bommer Spring Hinge Co. 77 

Boston Brass Co.184 

Boston Woven Hose A Rubr. Co. 106-Cover 

Brainard Mfg. Co. 76 

Bridgeport Hardware Mfg. Corp. 90 

Bright-Lite Lamp Mfg. Co.171 

Buckeye Aluminum Co. 63 

Buffalo Forge Co. 66 

Buff urn Tool Ob. 21 

Burch, F. 8. A Co.172 

Burgess-Norton Mfg. Co. 78 

Butterfield A Co.167 

O 

Caldwell Sales Co.172 

Cannon Oiler Co. 76 

Champion Blower A Forge Co. 72 

ChatlflozL John A Sons. 63 

Chicago Flexible Shaft Co. 24 

Childs, O. J. Co.173 

Cincinnati Tool Co., The. 76 

Church, C. F. Mfg. Co.179 

Clark, Geo. M. A Co. . ^ .___ r ,65 

Clayton A Lambert Mfg. Co.181-187 

Clemson Bros.86-37 

Cleveland 8tone Co. 74 

Clifton Mfg. Co.169 

Coes Wrench Co. 10 

Coldwell Lawn Mower Co. 61 

Coleman Lamp Co. 81 

Columbian Rope Oo. 35 

Columbus Anvil A Forging Co. 77 

Comstock-Bolton Co. 97 

Connors, Wm. Paiut Mfg. Co. 72 

Converse Rubber Snoe Co.141 

Cook, H. O. Co. 98 

Cook. Ernest C. Co. 98 

Corbin Cabinet Lock Co.Cover 

Corning Glass Works. 49 

Crescent Tool Co. 58 

Cronk A Carrier Mfg. Co. 95 

Curtis Pneumatic Machinery.173 

D 

Delta File Works . 58 

Diamond Saw A Stamping Works. 62 

Dietz, R. E. Co. 8 

Disston, Henry A Sons.2-3 

Dixon. Joseph Crucible Co. 87 

Dulutn 8how Case Co. 96 

Dunham, Carrigan A Hayden Co. 89 

Du Pont Powder Co. 29 

Durham Mfg. Co. 94 

E 

Elastic Tip Co. 82 

Elgin Stove A Oven Co. 55 

Elite Mfg. Co.168 

Empire Rubber A Tire Co.162 

Empkie-Shugart-Hill Co.167 

Eyelet Tool Oo. 98 

F 

Faultless Caster Co. 56 

Featherstone Furnace Co., C. L.177 

Freeman Mfg. Co., June. 93 


INDEX TO ADVERTISERS 


G 

Gardiner, Thos. M.159 

Gem 8afety Razor Corp.101 

Giant Powder Co. 47 

Gillette Safety Razor Co. 5 

Gilson Co., J. E. 59 

Gold Medal Camp Furniture Co. 69 

Goodell-Pratt Co. 45 

Goodyear Rubber Company . 78 

Gottschalk Co., John W. 52 

Grossman Mfg. Co., Emil.146-147 

Gurney Refrigerator Co. 16 

Gute, H. J. A Co.102 

H 

Hammer-Bray Co. 85 

Hardy, John E.170 
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Nicholson File Co. 14 
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Vmo 


Your ^Viko Investment 
Wrings Wig Wgturns 

Cooking utensils have been used for 
thousands of years; aluminum cooking 
utensils for but a comparatively short time. 
Yet, today the making of aluminum kitchen 
ware is one of the great industries. This 
quick rise to commercial importance can 
be due to nothing less than this metal’s 
extraordinary fitness for cooking»utensil use. 

VnCO,The Popular Aluminum, is the largest 
of all lines. It contains utensils for every 
kitchen need; and they are built with the 
sturdiness and the fine design that are found 
usually only in ware made to be sold at a 
higher price. You will find it profitable 
to handle Viko. For full information — 

oAsk Tour Jobber 

Aluminum Goods Manufacturing Company 
General Officers Manitowoc. Wisconsin. U.&A. 
Makeri of Everything in Aluminum 


Popular Aluminum 














FEATURES 


Direct Suspension —The only direct suspension shock absorber on the mar¬ 
ket using: conical springs. Springs work with the Ford Springs not 
against them. 

Typee —Made in two types only—Regular for Touring, Runabout and 
Coupe. Special for Sedan and Light Delivery. 

Durability —Twelve hardened steel bushings used in each set—some other 
makes use four—others use none. 

Adjustment —Provision is made to take up wear by means of castellated 
nuts, an exclusive Apco feature which prevents rattle. 

Side Sway —Eliminated in the Apco Shock Absorber by the side links~ 
which are not found on other makes. 

Material —Spring is high grade heat treated steel, ground^on each end. 

Half inch wire 4*/> inches in diameter, the largest ever used on a 
Shock Absorber for Ford Cars—Castings malleable iron. Bushings 
hardened steel—Suspension link high grade carbon steel bent cold. 

Installation —Simplicity and ease of installation were constantly in mind 
when the Apco Shock Absorber was designed and there is no other 
that can be installed as easily. Shipped completely assembled ready 
to install. 

Parts —A complete set of parts for the Apco Shock Absorber list for $20.00 
so that maintenance is not a costly item. 

Guarantee —Guaranteed to be the easiest riding shock absorber on the 
market and also guaranteed fully against defective workmanship 
and material including springs. 

List $20, Set of Four 

Slightly Higher in Far West 
Ask Your Jobber for Prices 

APCO MANUFACTURING CO., Providence, R. 1. 
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EQUIPPED WITH 

STANLEY 

Ball - Bearing 

GARAGE HINGES 


No. 1458 — 36 inches long . 


3 pair to a door 


• :i Vi* 


Main offices and plant 

NEW BRITAIN, CONN. 

_l New York Chicago SanFrancy 

Branch offices. , Anf ,j M cL~i- A*iJj 


XNewloric v^mcago banrrancLsco 

Los Angeles Seattle jze Atlanta )OQL 




STANLEY 


_ 


_ 





























HARDWARE WORLD 



MOST PEOPLE LIKE TO DEAL WITH 
THE MAN WHO GIVES THEM BEST 
VALUE FOR THEIR MONEY. WHEN 
THEY WANT ROPE*, FOR FARM OR 
FACTORY, LARIAT OR MOORING LINE, 
WISE BUYERS ARE GOING TO THE 
DEALER WHO CARRIES WHITLOCK. 
THAT IS WHY WHITLOCK CORDAGE IS 
BUILDING BUSINESS FOR RETAILERS 
THROUGHOUT THE COUNTRY. 


^\\vu.0(7 r 




Let us tell you rope facts you should know. 

Whitlock Garbage Company 

46 South Street, New York 


Factory and Warehouses: Jersey City, N. J. 


___ The Salt Lake Hardware Oo., Salt Lake Olty, Utah. 

Western I Townley Metal ft Hardware Oo., Kansas City, Mo. 
Distributors "i The Hendrle ft Bolthoff Mfg. a Supply Oo., Denver, Oolo. 
Hackett, Gates, Hnrty Oo., St. Paul, Minn. 
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PROFIT PLANS 

Published Monthly in the Interest of Merchants Selling Disston Tools 


Sales Points (or the Man Behind the Counter 


H OW many times, when using 
a pair of grass shears, have 
you skinned your knuckles 
on a peach pit or a rough stone, or 
by just rubbing the back of your 
hand against the ground as you 
closed the blades and. let them 
spring open again? 

'Take a pair of Disston Grass Shears out 
of the box and squeeze them. Run them 
along the counter 


A bolt extends through the first blade 
and is screwed into the threaded hole of 
the second blade. It is tightened until 
the proper tension in the blades is 
reached; then a lock nut caps the end of 
the bolt. Any tension can be obtained, 
and anybody can adjust it because of the 
simplicity. It is a positive adjustment 
that cannot work loose. The beauty of 
it is that there is no spring to vary the 
tension, or to break. 

Another sales 


as tho you were 
clipping grass. 
See how your 
hand is kept up 
off the ground. 
That is because 
ot what we call 
the trowel shank. 
It gives a good 
lift. Notice the 
balance. Isn’t 
this the kind of a 
shear you can use 
for a long time 



feature of these 
shears is the bal¬ 
ance. The curve 
or “rise” of the 
tang as it enters 
the handle puts 
the blades in po¬ 
sition of “point¬ 
ing up” when in 
use and gives a 
mighty fine bal¬ 
ance to the took 
This makes these 


without tiring 


shears exception- 


your hand and 


ally easy work- 


arm ? 


ing. 


And the quality is the same clean Disston 
made steel, careful workmanship, and 
good finish that is found in every Disston 
tool. 

Prove These Points 

Take up a pair of Disston Hedge 
Shears. Open and close the blades and 
feel the tension. Good, isn’t it? We get 
it in this way. Where the blades 
cross, one blade has a smooth hole. The 
other blade has a hole which is threaded. 


Disston Hedge Shears are made in all 
styles and sizes. In most styles the tang 
extends thru the handle and is riveted on 
the end. This makes it impossible for the 
handle to come off—entirely eliminating 
loose handle trouble. All patterns (ex¬ 
cept ladies’ pattern) are made with 
notched blades, if desired. The notch 
in the blade is to prevent twigs from slip¬ 
ping. 
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HOW MANY? 

The House of Disston will be glad to furnish you, 
free of cost, attractive envelope slips imprinted with 
your name illustrating any Disston product you wish to 
feature. They go out in your regular mail and are business- 
getters. Which ones may we send you—and how many f 


A Few Thoughts on 
Sales Letters 

In another issue, a suggestion was made to do a little 
direct-by-mail work among the parents of boys taking 
manual training courses, with the idea of arousing their 
interest in possible tasks for their son to do around the 
home, and furnishing the incentive to supply that son with 
a kit of good, serviceable tools. 

The kind of letter to send is a natural consideration. 
We shall not try to give the elements of let ter-writing, 
but there are two things we want to remind you of par¬ 
ticularly. 

First—a letter of this kind has the rather difficult 
task of persuading a parent that his son is actually useful 
for the small jobs to be done around the house. That his 
son can, from his training in the Manual Training Courses, 
do work that has so far been given to outside men. Too 
many parents have the idea that, while their son should 
do this kind of work, he is not able to do it. Your letter 
should attempt to change this attitude. 

In this connection, however, we remember being a small 
boy at one time, and how some of these odd jobs around 
the house certainly got on our nerves. Would it not be 
well for you to suggest that the parents offer some sort 
of reward for this work? If that is done, the boy, if he 
sees your letter, will not be disgruntled at your store 
because you have “made him work.’ 1 

The second point that we wish to raise here is a 
warning against making your letter flowery or “formy.” 
A flowery letter is cheap and artificial, and most men 
throw it away without second thought. A “formy” 
letter is so dry and uninteresting that it receives the 
same treatment. Let your letter read just as tho you were 
talking to the man in person, in your store. Let it be 
cheerful, happy, and personal. 

It is well to remember that a sales letter is only a 
sales talk—by mail Is there anything we can do to assist 
you with your letters? We will be glad to give as much 
help as we can. 
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HENRY DISSTON & SONS, Inc. 

Philadelphia, U. S. A. 


THE SEW CM ABLE MONO 


IN ADDITION TO 

The Saw Most 
Carpenters Use 

DISSTON MAKES 

Back Sawa 

Band Sawa for Wood and Metal 

Bevels 

Buck Sawa 

Butcher Sawa and Blades 
Circular Sawa for Wood, Metal 
and Slate 
Compass Saws 
Cross-cut Sawa and Tools 
Cylinder Sawa 
Drag 8aw Blades 
Piles and Rasps 
Gauges — Oapenters' Marking 
etc. 

Grooving Saws 
Hack Saw Blades 
Hack Saw Frames 
Hand Saws, Oroes-cut, Rip, and 
Panel 

Hedge, Grass, and Border Shears 
Ice Saws 

Inserted Tooth Circular Saws 
Bley hole Saws 
Kitchen Saws 

Knives—Cane, Corn, Hedge 
Knives—Circular for Cork, 
Cloth, Leather, Paper, etc. 
Knives—Machine 
Levels — Carpenters' and 
Masons' 

Machetes 

Mandrels 

Milling Saws for Metal 
Mitre-Dox Saws 
Mitre Rods 

One-man Cross-cut Saws 
Plumbers’ Saws 
Pruning Sawa 
Be-saws 

Saw Clamps and Filing Guides 

Saw Gummers 

Saw-sets 

Saw Screws 

Screwdrivers 

Screw-slotting Saws 

Segment Saws 

Shingle Saws 

Squares—Try and Mitre 

Stave Saws 

Sugar Beet Knives 

Swages 

Tools for Repairing Saws 
Tool Steel 

Trowels — B r i o k, Plastering, 
Pointing, etc. 

Veneering Saws 

Webs—Turning and Felloe 
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THE AMPCO COASTER 


HUSKY SAFE SIMPLE 

EASILY ASSEMBLED NO NUTS, BOLTS OR SCREWS 

ALL STEEL—INDESTRUCTIBLE 



When you sell one of these All-Steel 
Coasters you sell an investment. It lasts. 
It serves. The boy can't break it. There's 
no come-back on your talking points. 

IT IS THE BEST COASTER MADE 

And it costs no more than the high- 
' class wooden coaster. 


0. B. Cleve- 


Price 

$72.00 

Dozen 


Prompt deliveries, 
land, Ohio. 


F. 


4 ‘THE MAN-0 ’-WAR OF THE COASTER WORLD” 


MANUFACTURED BT 

The Johns Machine & Stamping Works Co. 


General Office*: 
224-228 Euclid Avenue 
Cleveland, Ohio 


BOWMAN ASSOCIATED TOT FACTORIES 

The Johns Machine & Stamping Works Co. 
The Geo. H. Bowman Co. 

The Bowman Vaughan Co. 

The Bowman-Hosterman Co. 

The Minerva Manufacturing Co. 
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Can You Supply the Tool 
He*s Looking For? 

Nine depth gages are included in the Starrett line. 
Two of these—one of which this machinist is look¬ 
ing for—are designed primarily for measuring to 
dose limits the depth of grooves, holes, or irregular pares. 
Three others are invaluable where accurate measurements are 
necessary on work such as gaging the depth of holes and 
recesses in jigs, dies, fixture work, etc. The other four gages 
are popularly used on work which calls for less accuracy. 

Can you supply this man with the tool he should have? Check 
up your stock with the new Starrett Catalog No. 22-B. F. 

THE L. S. STARRETT COMPANY 

Tk Wirt** GrtMtt Tmlmmktrt 
SUtm/tOmrtrt tf Htei Stmt UmtxttHtJ 

ATHOL, MASS. 



42188 
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Put an idea in your window 

and it will draw people inside 


T O bring people into my store is my 
first problem. That is why I 
consider my windows the most 
valuable space I have. They attract 
people and bring them inside. And if I 
once draw an interested person inside 
the sale is half made,” said Mr. C. R. 
Springer, one of the most successful 
retailers in Kansas City. 

“A lot of people make purchases just 
because they see something in the window 
they happen to need—or something that 
interests and attracts them. But to arouse 
the greatest interest—to bring in the greatest 
number of people ready to buy, there must be a 
reel idea in the window display. 

“For instance, almost every man is 
interested in the story told by an 
AutoStrop Razor display. It explains why a 
stropped blade gives a quicker, cleaner shave 
than an unstropped blade. It shows how the 
AutoStrop Razor strops itself in a few seconds. 
It explains how the AutoStrop can be stropped, 
used for shaving and cleaned—all without 
taking apart. 

“These are new ideas to many men, ideas 
that any man wants to know more about. In 
many cases, a man will step inside, and a 
demonstration will complete the sale. I find 
that my sales of AutoStrop Razors show a 
decided increase when I have an 
AutoStroyp display in my window.’’ 


Many other dealers profit from 
the same idea 

Like Mr. Springer, thousands of merchants 
are increasing their business because they 
realize how easily “window shoppers 1 ’ may 
be turned into steady customers. The 
AutoStrop Safety Razor Company is glad to 
supply dealers with interesting, attractive 
window displays. From Maine to California 
these displays have proved that they can get 
across an idea—the kind of idea that will 
bring customers into your store. 

Write for information about our 
merchandising plan and other dealer helps. We 
can help you in many ways to speed up your 
AutoStrop Razor sales. 

AUTOSTROP SAFETY RAZOR CO. 

New York Toronto London Paris 



/u*a£trop Razor 
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J£m b a s's’a d or 

The dignity and beauty of this new 
pattern are most happily suggested by its 
name. 

The Ambassador carries to the court of 
public approval the highest credentials as a 
representative of a line traditional for 
quality. 

Unusually attractive advertising will 
announce this new pattern to the general 
public. 

Illustrated folder and price list will be 
sent upon application to Advertising 
Department, International Silver Co., 
Meriden, Conn. 


>,V I \ I I I! WIN )\ \l "II \ IT, CO. 
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The Secret y 
of Getting More 




Business on Gillette Blades 


G O into any store where 
the merchant is known 
to be a big seller of Gillette 
Blades—and you will notice 
that he keeps his stock of 
Gillette Razors where people 
can see them. 

Stop to think of it—what 
better way is there to remind 
a Gillette user that he may 
need some new Blades than 


by letting him realize he is 
in a real Gillette head¬ 
quarters? 

Good business and a fine 
year’s profit! The dealer i 
with an active trade in Gillette 
Blades makes more money 
on them, in the course of 
a year, than on all other 
items in a razor stock com¬ 
bined. 


No Stropping—No Honing 



Canadian Factory: 

New York 

Paris 

Copenhagen 

Sydney 

Constantinople 

73 St. Alexander St. 

Chicago 

Milan 

Amsterdam 

Shanghai 

Port Elizabeth 

Montreal, Quebec 

San Francisco 

Madrid 

Geneva 

Singapore 

Rio de Janeiro 


London 

Brussels 

Buenos Aires 

Calcutta 

Tokyo 
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Point Out All These Uses 


It is really surprising how many extra sales 
of screw wrenches can be made during the 
spring and summer season by a little extra 
effort on the part of merchants and your 
sales force. 

For example: Think of all the lawn mowers 
that are being used—all require frequent ad¬ 
justing for short and tall grass and other 
needs and most people prefer a Coes Knife 
Handle Wrench for this work because it will 
fit all the nuts and is the strongest and han¬ 
diest tool they can use. 

Then there are the home garden implements, 
cultivators, etc., which must be adjusted to 
meet requirements, not forgetting the much 


used wheelbarrow which should be kept 
bolted up good and tight. 

Now consider the farmer—think of all the 
implements and vehicles he uses which have 
bolts and nuts that call for a powerful, 
quickly adjusted wrench. 

And for the work bench in the garage as well 
as those little jobs about the house—a Coes 
Knife-Handle Wrench is just the thing. 

Very often just asking a customer if he needs 
a wrench for general use and reminding him 
of all the different uses a Coes Knife-Handle 
Wrench answers will result in extra sales. 

Try it and see. 


Cost 

a trifle more 
to return 
more of the 
cost in 

“SERVICE” 



Your 

Jobber 

Will 

Supply 

You 


COES WRENCH COMPANY 

Established 1841 

WORCESTER, MASSACHUSETTS 

AGENTS 

Pacific Coast Agents John H. Graham A Co. 

John H. Graham A Co. 113 Chambers St, New Tort 

268 Market St., San Francisco 


J. C. McCarty A Co. 

29 Murray St., New York 
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SILVER 

STEEL 




A Large Demand 

The items shown on this page 
will be needed by you this 
year. Put in a stock of Atkins 
and profit on our advertising 
to carpenters, machinists, 
farmers and householders. 

We will assist you to sell our 
saws and tools. 

Write for our free Advertising 
Catalogue and plans to in¬ 
crease your saw and tool 
business. 

We will be glad to send you 
samples of literature to enable 
you to select what you 
require. 


Imprinting your name 
and address will be done 
free if you are an Atkins 
dealer. Write today. 


E.C. ATKINS © CO. 

ESTABLISHED 1897 THE SIIVER STEEL SAW PEOPLE 
Home Office ejvdffcctoiy, INDIANAPOLIS.INDIANA 
C**wdlw\ Factory, H emilton Oirfkrio 
M&chfoe Knife Factory. Loncteter N.Y.. 


Cvryitg Comfhf S4odU±n*fV*»ri*fCJd—’ 


Arlene* 

MempKl* 

Chicago 

Miiu\«%ooiif 


New OHmm 
N ew York City 
Portlcuvd.Oro. 
Sen FVenolsco 


fteettl* 
PerU.Frenes 
Sydney. N. S.W. 
\Wouvtr, B.C. 
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Criminals thrive on carelessness 


Citizen “John Jones 19 walking home 
after lodge meeting is held up and duly re¬ 
lieved of all his possessions. 

All along, Jones knew he needed a pocket 
gun but like many of us he carelessly put it 
off till tomorrow. 

Likewise the chances are that he will 
continue to go around without protection 
unless some gun dealer, meaning yon, is on 
the job. 

On the job means, perhaps, a window dis¬ 
play or a “pet” stunt of yours, anything 
from advertising to demonstration that will 
pull Jones off the street and into your store 
with a demand for a pocket arm that will 
give protection. 


Add to Jones the bankers, merchants, ex¬ 
pressmen, automobilists and those who are 
the natural prey of the criminal, and you 
will have a list of prospective gun buyers 
that will make a sales campaign a real 
success. 

Such a campaign, as you know, will yield 
in proportion to the extent of your effort. 
But wouldn’t a campaign during the present 
open season for crime be much more pro¬ 
ductive of sales than later on when law 4 and 
order is restored ? 

Preach pocket arm preparedness to the 
responsible citizens of your community. It 
will pay you and it will pay them. 


The clean lines of the Remington Model 51 .380 Automatic 
pistol will attract attention in the show case. The safety 
features and simple operation will sell the gun to the average 
citizen. 



The Remington Model 51 Automatic Pistol is 
essentially a safe gun—it can be fired only when 
magazine is inserted, safety lever is in firing position 
and trigger is pulled, as grip safety is depressed auto¬ 
matically by the grip of the hand. Should a cartridge remain in the 
chamber when magazine is removed, discharge is impossible since 
withdrawal of magazine instantly locks the hammer. 


Ask Your Jobber 


Remington Anns Company, Inc. 

Woolworth Building, New York City 

Successor to 

The Remington Arms Union Metallic Cartridge Company, Inc. 
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GOODELL 

PRATT 


1500 GOOD TOOLS 


GLASS CUTTERS 


WITH WHEELS THAT CUT LIKE DIAMONDS 



No. 1 ~ Turret Head Glass Cutter 


*= = . - =* 

Goodell-Pratt Glass Cutter Wheels are made of tool steel, hardened by a 
special process, and to insure wheels that are absolutely right they are honed 
twice and tested by actually cutting glass. 


These points of advantage should be brought to the attention of your trade, 
as the efficiency of a glass cutter depends entirely upon the cutting wheels. 


14 Styles with Many 
Refinements 

There are fourteen styles of Goodell- 
Pratt Glass Cutters, for cutting 
Straight, Round or Tubular pieces. 
We are the originators of the six- 
wheel turret head glass cutters, now 
so popular. 

Stock Goodell-Pratt Glass 
Cutters, they are Efficient, 
Long Lived and Dependable. 

We can supply you with at¬ 
tractive circulars of our en¬ 
tire line for distribution to 
your trade. 


4* -—- - - - - — =* 

A few of our 14 Styles of Glass 
Cutters. 

There are over 2000 Sizes and 
Kinds of Goodell-Pratt Tools. 
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Building time 

is hardware time 


Every new home or building must be 
equipped with hardware. Are you pre¬ 
pared to get your share of this business ? 

Sargent Hardware is easy to sell be¬ 
cause of its beautiful designs and known 
reputation for quality. Year ’round 
national advertising keeps these advan¬ 
tages before the public. 

Display Sargent Hardware and talk it. 
To be known as a dealer in Sargent 
Hardware will increase your prestige 
and your sales. 

Let us co-operate with you in obtaining 
more of this profitable business. Send 
us the names and addresses of the pros¬ 
pective home builders in your neighbor¬ 
hood and we will send each of them a 
copy of the handsome Sargent Book of 
Designs and refer them to your store. 


Sargent & Company 



NEW HAVEN, CONN. 


New York 


Chicago 



LOCKS AND HARDWA 


E 
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Tin Cans and Pails 

The amount of fruits, vegetables, syrups, honey, oysters, 
paints, oils and similar products that are packed in tin con¬ 
tainers is enormous. 

Because the use of tin containers insures a big saving —no 
breakage and are light in weight. 

Last year Hardware Jobbers and Dealers sold millions 
of our Tin Cans and Pails to packers, farmers, home canners 
and others. 

All standard styles and sizes from % pint to 5-gallon 
containers according to products. 

We pack them in corrugated strawboard cartons and 
wooden crates or cases of convenient size to make distribu¬ 
tion easy for Jobbers and Dealers. 

Write for prices and particulars 
now, stating requirements. 

W. W. Boyer & Co., Inc. 

2327-2369 Boston St. Baltimore, Md. 


I 


IlL. 


A Trade 
Builder 

Every R-W grindstone you sell is a trade builder for 
other R-W products. 

The reason is simple—it’s a quality grindstone—and 
there is a type to meet each individual demand. 

Angle iron frame—tubular frame—wood frame. 

Pedal—hand—or power operated, as desired. 


Send for catalog to use in your 
Purchasing Department 


Ask for 
Catalog HB3 




1 1 

1 | c u ! 
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STAINLESS—The New Cutlery Steel 


ii 


NEITHER RUSTS, STAINS NOR TARNISHES' 


S tainless cutlery is a splendid 

“leader”—but it must be displayed to as 
good advantage as any other line of cut¬ 
lery. Good sales are assured if the dealer will 
take advantage of the merits of this novel 
material. Not only is it new, and a labor-saver, 
but it is attractive. Furthermore, it is manu¬ 
factured and guaranteed by successful makers 
of silverware and cutlery. 

These blades are furnished with a variety of 
attractive handles — celluloid, aluminum, 
wood, rubber and “stainless,” and in a great 
variety of paring knives, grapefruit and din¬ 
ner knives. Stainless is also furnished with 
the various nationally advertised patterns of 
silverware — patterns with which the public 
have become familiar through consistent ad¬ 
vertising. 

Write direct to the companies listed below — it will Pay you 
to investigate Stainless 

^Stainless Cutlery is “Made in America” by the following: 



AMERICAN SILVER CO., 

Bristol, Connecticut. 

AMERICAN CUTLERY CO., 

Chicago, Illinois. 

CLEMENT MANUFACTURING CO., 
Northampton, Massachusetts. 

FAILOR-MARTIN CORPORATION, 
Bloomfield, New Jersey, 

INTERNATIONAL SILVER CO., 
Meriden, Connecticut. 

JOHN RUSSELL CUTLERY CO., 

Turners Falls, Massachusetts. 

LAMSON A GOODNOW MFG. CO., 

Shelburne Falls, Massachusetts. 

LANDERS, FRARY & CLARK, 

New Britain, Connecticut. 

MERIDEN CUTLERY CO., 

Meriden, Connecticut. 


NORTHAMPTON CUTLERY CO., 

Northampton, Massachusetts. 

REED & BARTON CORPORATION, 
Taunton, Massachusetts. 

ROGERS LUNT & BOWLEN, 

Greenfield, Massachusetts. 

SIMEON L. & GEORGE H. ROGERS CO., 
Hartford, Connecticut. 

WM. A. ROGERS, LIMITED, 

Niagara Falls, New York. 

SHELTON TOOL & MACHINE CO., 
Derby, Connecticut. 

THE WATSON CO., 

Attleboro, Massachusetts. 

WASHINGTON CUTLERY CO., 
Watertown, Wisconsin. 

WINCHESTER REPEATING ARMS CO., 
New Haven, Connecticut. 

R. WALLACE & SONS MFG. CO., 
Wallingford, Connecticut. 


American Stainless Steel Company 

1543 Oliver Bldg., PITTSBURGH, PENN A. 
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MAKE YOUR SALE A SUCCESS 

Handle 

American Maid Aluminum Ware 

The Popular Price Line 



“American Maid” 

For years we have had one main ideal in the manufacture of aluminum cooking utensils 
—“to produce and sell at a moderate cost a line to meet all demands, coupled with entire 
satisfaction.” We have attained this in the production of the 

American Maid Line 

Mr. Dealer: You will find every housewife an enthusiastic buyer for 

American Maid Ware 

—she cannot resist the popular prices; your sales will prove a success and your profits 
astonishing. 

Ask Your Jobber for American Maid Aluminum Ware 
Manufacturers 

ILLINOIS PURE ALUMINUM CO. 

LEMONT, ILLINOIS, U. S. A. 
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OE many years Bassick Casters have 
filled every caster need, from the tiny 
cabinet caster to the 8-inch truck 
caster that permits the easy moving 
of huge loads from place to place in 
the factory or warehouse. 


In many ways, in many industries, 
they have helped to cut costs in han¬ 
dling goods. 

There is a large demand for the well 
known Steel Gem Line, also for the 
Gem and new steel Harvard truek 
casters. 


Are you in a position to meet your 
customers’ wants for this line? 


Write for descriptive circular 
No. 200 W 


The Bassick Company 

Which it a consolidation of— 

T7is Uniosrstd Caster A Foundry Works 
The M. B. Schsnck Company 
The Bums A Bassick Company 

General Offices 

BRIDGEPORT - CONN. 
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Making Sales Stick 


voss 

lOCLOCK 



, NINE 
O’CLOCK 


“The World’s 
Finest Electric 
Washer” 


* r 



h—JtsS 






You want every washing machine you sell to 
stay sold and give satisfaction. The best way to 
be sure of this is to handle only those lines which 
are built by ripened and tested experience. 

Voss Washers have been on the market 44 years. 
Every one of the nine models has been thorough¬ 
ly tested, and there are today more than a million 
Voss users who are willing to voicQ their satis¬ 
faction. 

Our famous Triple Tub Washer is shown above. 
All three tubs connected with a built-in drain 
pipe. No other tubs necessary. The reversible 
wringer—with hand and foot control, slides into 
position over each tub. 

This washer is as convenient as a kitchen 
cabinet. It can be moved anywhere and is operated by 
either a direct connected electric motor or by pulley drive 
for gas engine power. 

There are eight other popular models ranging 
from inexpensive, easy operated hand power machines to 
our DeLuxe all metal Sea Wave Washer, 

Voss Sea Wave Washer 

The tub is built like a thermos bottle and will 
keep boiling water hot—five hours. Finished in white 
enamel, baked on. The steel cabinet is finished in a beau¬ 
tiful sea green enamel. 

The wringer is reversible, adjustable in any 
position, and has safety release. The driving mechanism is 
simple and works without jerk or vibration. 

This washer is worth $25 to $50 more than the 

average electric washer, yet it is sold at a price that meets 
the new conditions, and so are all other Voss Washers. 

Write for booklet. Get the exclustoe agency for your city 

Voss Bros. Mfg. Co., Davenport, la. 

The First Washer Was A Voss—44 Tears Ago 

BRANCH SALE 8 OFFICES: 

Voss Bros. Mfg. Co., 430 I. W. Heilman Bldg., Los Angeles* Calif. 
B» M. Barton Sales Agency, 1006 Alaska Bldg., Seattle, Wash. 
O. P. Brett, Manager of Exports. 136 Water Street, New York City 
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Mueller “Big 3" Convector 

(Pipeless Heating System ) 

L. J. Mueller Furnace Company, 233 Reed st., Milwaukee, wu. 

ESTABLISHED 1857 

Dimtributon; The Salt Lake Hdwe. Co., Salt Lake City, Utah, and Pocatello, Idaho; Holbrook, Merrill & Stetson, 
San Francisco and Los Angeles, Calif.; Richards and Conover Hdwe. Co., Kansas City, Mo. and Oklahoma, Okla.; 
The Jackson Hardware Co., Aberdeen, So. Dakota. 

J.: Baltimore, Md.; Toledo, Ohio; Nashville, Tenn.; Detroit, Mich.; 
Stocks also carried at Brooklyn, Buffalo and Syracuse, N. Y.; Pitts- Minneapolis and St. Paul, Minn.; Chicago, Ill.; St. Louis, Mo.; 
burg, Scranton, Lancaster and Philadelphia, Pa.; Atlantic City, N. Portland, Ore.; Wenatchee, Spokane, Seattle, Wash. 


T here is a bigger market for tke Con¬ 
vector in j)our community than for any 
other type of heating system. 

This, simply because it is the most practical, 
healthful and easily installed type for new 
houses or old. 

An>) pipeless system may heat a home, just 
as a pot-metal hatchet majj) chop doWn a 
tree. But not every pipeless system will 
breed the satisfaction that comes from the 
life-long service, comfort and economy of a 
Mueller “Big 3” Convector. 

Sell the superior, nationally advertised, guar¬ 
anteed Convector vJith its three big exclusive 
features. Let Mueller co-operation make 
sales for you. Send for tHe Mueller “Plan 
for Profit.” 


Sectional View of Convector 


More than 166,000 homea 
and buildings are Mueller 
heated. 

TKeLJ.MuellsrFurn.es 
Company! make, superior Keating 
systems of all types — warm air, 
steam, vapor, vacuum and hot 
water. Mueller ratings are guar¬ 
anteed. 


MUELLER 

Boiler 
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The Market at Your Door 


Through Mirro Aluminum advertising 
we are constantly creating new sales op¬ 
portunities for Mirro dealers. 

Every reader of every Mirro adver¬ 
tisement is a “prospect” for a Mirro 
Aluminum sale. Together, these readers 
in the community constitute a ready¬ 
made market which the dealer has only 
to reach out for to make his own. 

Many million pieces of Mirro Alumi¬ 
num were sold last year. Many Mirro 
dealers report a greater volume of sales 


this year than for the corresponding 
period of 1920. These merchants are ag¬ 
gressive in going after Mirro business. 
Mirro is displayed in store windows, on 
counters and shelves. They advertise. 
And dealers’ helps are used judiciously. 

If you do not handle the Mirro line 
write for our dealer proposition. 

Note: Mirro national advertising for 
May, full-page size in leading women’s 
publications, will show the Colonial Tea 
Pot. Features explained below: 


1 Sore-grip, ebonixed, detachable 
handle which insures comfort¬ 
able handling and easy pouring, 
ft 2 Handle sockets welded on. 

3 Spout welded on. 


ft 4 The combination hinge and 
cover tipper welded on. 
ft 5 Rivetless, no-burn, ebonixed 
knob. 

4 Flame guard protects handle 
when the pot is on the stove. 


7 The famous Mirro finish. 

I Beautiful Colonial design, 
ft 9 Famous Mirro trade-mark 
stamped into the bottom of 
every piece and your guarantee 
of excellence throughout. 


n ruionn Every Mirro Utensil 
Luunwuh Bears This Imprint 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U. S. A. 
Makers of Everything in Aluminum 


fRRO 


ALUMINUM 

Keflects 

Qood Housekeeping 


Digitized by 


Google 


































24 


HARDWARE WORLD 



Manufacturers 
of the 


Trade requests for samples and 
information are receiving 
immediate attention 


DOMESTIC Chicago Flexible Shaft Company 

—a good, honest electric 5604 Roosevelt Road, Chicago, Ill. 

iron at a low price. ° 


The achievement of experienced mechanics and 
master designers — immediately evident in every 
detail of the sturdy interior, the grace of lines and 
proportions, the richness of finish, choice of 
appointments and the beautiful stand. 

The World’s Finest Electric Iron 


It anticipates every requirement of the discriminating buyer, 
and assures dealers the patronage of that large class of 
women who at all times seek the best. Nationally advertised. 
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Facts that Every Dealer 
Should Know about 
Du Pont 

It is a fact that Du Pont 
Powders have been standard for 
over a century. Made in great 
quantities by the world*s largest 
makers of explosives, they have 
always been known for their fine 
quality and their uniform per - 
formanceyear in year out. 

Other reasons why “Du Pont ’ 9 
has the largest sale of any 
powder made: 

—because it gives the highest ve¬ 
locity. 

• * * 

—because it gives the closest pat¬ 
terns. 


Concentrate Your Stock 
—and speed up your sales of Shotgun Shells 

T HOUSANDS of dealers have found that the Du Pont Plan 
of standardizing loads of shotgun shells enables them to 
achieve at least one, and in many cases two, extra turnovers 
per year. The plan is briefly this:— 

Drawing on our one hundred and nineteen years of experience 
as powder makers, we have selected the loads listed below as those 
which will give the best results in the field or at the traps. 

These are the DU PONT STANDARD LOADS and they will 
do the work! 

They meet the demands of the vast majority of sportsmen who 
are looking for results and who do not care to experiment. Con¬ 
centrate your stock on these Standard Loads and you will have 
fast-selling shells that will move rapidly and give you that extra 
turnover this year that is so desirable. 


—because it develops the lowest 
initial pressure, which means less 
strain on the gun. 

* * a 


Most Shooters Use Du Pont Shotgun Powders 

STOCK THEM IN THESE STANDARD LOADS 



—because it is the cleanest-burning 
powder made. 

* * a 

—because it is waterproof, depend¬ 
able, and absolutely uniform year 
in and year out. 

• a * 

A shell is only as good as the 
powder it contains. 


E.I.du PontdeNemours & Co.,Inc. 
Sales Dept.: 

Rifle and Shotgun Powder* Division 
WILMINGTON. DEL. 


-( 50 POND - 

Standard Twelve Gauge Loads 


DUPONT BALLISTITE 
SMOKELESS SMOKELESS 
Dram* Grains 


DUPONT 

BLACK 

Drams 


OUNCES 

Shot 


3. 3«or3'i 24,26 or 28 

3. 3*4 or 3% 24. 26 or 28 


Large Duck* . 

Small and Medium Ducks 
Grouse, Partridge, 

Prairie Chicken . . . 
Pheasant* . . .- . 

Gees*. 

Wild Turkey. 

Squirrel, Rabbits . . . . 

Doves, Pigeons. 

Quail. 

Snipe, Woodcock . . . . 

Shore Birds. 

Sora Rail.. . 

Trap Loads . 


lVs or 1*4 
IS* or l l 4 


3 or 3Vi 
3 

3 ^ 

3** 

3 

3 or 3K 
3 or 3Vi 
2 3 * or 3 
2*4 or 3 
2M or 3 
3 or 


24 or 26 
24 
28 


1* 

1* 

1 or 
l or 

1 or 1V» 
1 or l!£ 
I'.HorlX 


24 

24 or 26 
24 or 26 
22 or 24 
22 or 24 
22 or 24 
24 or 25 
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Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong 1 and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; hut for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


American Steel & Wire Company 

UNITED STATES STEEL PRODUCTS COMPANY 

SELLING AGENTS 

San Francisco Los Angeles Portland Sea ttl e 

Awarded the Grand Prize at the Panama-Pacific Exposition 
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Time and Space 


Improved Model Nall Bln 

No. 25. 48" wide, 56" 

high. 5 sections, 25 divi¬ 
sions, each division 22 x 


Nail Bin 
will save 
both for you 


Have you ever figured 
the rental value of the prof¬ 
itable display space used by 
your old style counter nail 

bins? 

Do you know how much 
it costs you in waste of time 
to sell nails from counter 
bins when your clerks might 
be occupied in more profit¬ 
able work ? 

Do you know how much 
you lose through giving over 
weight because it’s easier to 
throw in a few extra nails 
than to return same to the 
bin several steps away? 


Important considerations, in these times of high prices and high salaries. 

The Eclipse nail bin eliminates all the waste from the selling of nails. It 
occupies but a few square feet of floor space yet is large enough to hold a keg 
each of all sizes; It saves 10 lineal feet of counter space which can be used for 
displaying other merchandise more profitable than nails. 

The Eclipse Improved Bin is solid all steel construction with sections that 
revolve individually on full metallic ball bearings. Capacity of 100 pounds per 
bin, 5 bins to the section and 5 sections. 

Spring scales swing in direct line with where you are weighing out. No 
trouble, no waste—just efficiency. 

More than 6,000 concerns are using the Eclipse and not one of them would 
go back to the old style bins. 

If your jobber does not tell the Eclipse, write us direct, 
or just tear out this page and send it in. Full 
information and prices utiU be forthcoming promptly . 

THE WELLSTON MANUFACTURING CO.— 

WELLSTOK, OHIO, U. S. A. 
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BALDWIN 

D ry-Air Refrigerator 






T 1 


A Baldwin Refrigerator can be had to fill your every demand— 
from the smallest sizes for small families to the largest sizes for 
large families, hotels, clubs and grocers. Every one is of the 
highest quality. Prices are moderate. Oak and ash cases. Porce¬ 
lain, Galvanized and White Enamel lined. 

The Baldwin Refrigerator Co. 

Burlington, Vt. 

Stock Carried by Heym&n-Weil Co., San Francisco 
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Setf Higher Standards 

Let the quality of the tools you sell reflect the 
high standard of your services. 

Sell Pexto Tools—they have been accepted for 
generations as the highest standard of quality, dura¬ 
bility and perfection and they are fully guaranteed 
by the maker. 

There are numerous features built into k Samson 
Brace which good mechanics look for and demand, 
viz., “The ball bearing chuck, perfect adjustment 
of the forged steel alligator jaw, the ball bearing 
head, the concealed ratchet, the concealed brass 
friction washers, the full steel clad head and other 
Pexto features.” 

Brace Display in your window or on your counter 
will attract attention, create interest, arouse desire 
and then the sale is practically made. 

Less time and less effort reduce selling costs. 

Send for Our New No. 20 Catalog 



Worth While Tools 


The Peck , Stow & Wilcox Cb.< 




Southington, Connecticut ,U. S.A. j 
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Harvester O Hay Tools 


Extra Strong Where Strength is Needed 

Good goods make fast friends. 

The first season is no test of a hay carrier—it’s the idle 
months, not the short period of use, that wears them out. 

Harvester Hay Tools are extra strong where strength is needed— 
when not in use, there are no working parts exposed—as a result 
they give satisfaction season after season—always ready—always fit. 
Still good for years of service after other carriers are worn out. 

All styles, sizes and types to fit every need and requirement everywhere. 

Send for the Catalog. lt*s worth hearing 
whether you want to change lines or not. 


Hunt, Helm, Ferris & Co. 

Harvard, Illinois com„/.»« Bam outrut, Albany, New York 

Designers and Manufacturers of 



menx 



Goo< 


We 

CTAR 

LINE 
**Something to Sell 

(Ac Year Around** 

Stalls, Stanchions 
and Pens 
Utter Carriers 
Water Bowls 
Feed Trucks 
"Harvester” Hay Tools 
Door Hangers 
Garage Equipment 
Coaster Wagons 
Tank Heaters 
and Other Farm Specialties 
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The Old Way 


Lawson Nu Jamb Spring Hinge 


hinges, customers won’t buy others. 
The hinge that requires no strips out¬ 
sells all the others put together.” 

Stock LAWSON hinges, compare sales 
with ordinary hinges, note how easily 
they sell once you explain the direct- 
application feature, and you too will 
prefer to handle LAWSON’S hereafter. 


Write today for illustrated catalog describing in detail this and other styles 
of Latvson Spring Hinges , for residence, office and factory doors, gates, etc . 

Lawson Manufacturing Company 

Dept. 7784 230 W. Superior St^ Chicago, I1L 

Eastern Representative 

John H. Qraham & Co. 

3 Chambers St. 05 R^tde St. 

New York City 


Los Angeles 


iyV jOO 






























Complete Garage Sets 


C OMPLETE hardware door sets 
for garages of all sizes, shapes 
and designs are among the recent de¬ 
velopments of the McKinney Manu¬ 
facturing Company. Garage doors 
hung with these sets are easy to oper¬ 
ate, offer greater protection and 
assure an entrance that adds dignity 
and charm to the whole structure. 

These garage sets have a remark¬ 
ably wide range of usefulness embrac¬ 
ing the swinging, sliding-folding and 
“around the corner” types of doors. 
Doors hung with the sliding-folding 
set fold smoothly out of the way into 
the garage. “Around the corner” 
hung doors, used where space is com¬ 
paratively limited, slide along the in¬ 
side wall. McKinney hung doors close 
weathertight — without sagging or 
sticking. All these sets, including 
drawings and directions, are packed 
complete in wooden boxes. 


McKinney Garage Door Sets have 
been given the same careful attention 
that is responsible for the worth and 
work of McKinney Hinges and Butts. 
The McKinney Manufacturing Com¬ 
pany has been identified with the de¬ 
velopment of builders’ hardware for 
fifty years. 

McKinney hung garage sets are 
being extensively advertised in The 
Saturday Evening Post, The Literary 
Digest, System and a number of the 
leading Architectural and Builders’ 
Magazines. McKinney Dealers 
should be equipped and ready to fol 
low up this advertising with sales. 
Send for the illustrated booklet on 
McKinney Garage Sets and informa 
tion on the general McKinney adver 
tising helps. These include counter 
and window display cards, proofs of 
the national advertising, booklets and 
a complete campaign of general hard 
ware advertisements for your local 
newspapers. 


MCKINNEY MANUFACTURING CO., Pittsburgh 

Western Office, State-Lake Bldg., Chicago. Export Representation 
John H. Graham Sc Co., 268 Market St. v San Francisco, Cal. 

MCKINNEY 

Hinges and Butts 


Also manufacturers of McKinney garage and farm building door 
hardware, furniture hardware and McKinney One-Man Trucks 
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GUARANTEED 

ROPE 


“Yes—it’s Tape-Marked Columbian 
Pure Manila Rope” 

“See this Tape with the red, white and blue colors bearing the name 
and trade mark of the Columbian Rope Company, which I have pulled out of 
this strand and untwisted. This Tape-Marker is imbedded in that strand for 
the entire length of the rope and is an absolute guarantee that the Columbian 
Rope Company stands behind its Tape-Marked. Rope as regards durability, 
strength, quality of fibre and workmanship. 

It’s easy to sell this superior rope when the broad guarantee of the 
manufacturer is backed up by this red, white 
and blue marker and signature in every foot 
of it. Each customer benefits by that guar¬ 
antee whether he buys ten feet or ten coils of 
this Columbian Cordage.’’ 


COLUMBIAN ROPE COMPANY 

AUBURN, N. Y. “The Cordage City ” 


Branches: — 


New York 
Baltimore 


Chicago 

Houston 


Boston 


& 
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Some High Grade Standard 

Rubber Tips and Bumpers 


For Chair Legs 




Poncing Foil 
Tip 







Bnbbor Caster Caps 


Fender 2 Msee 


Each made in 6 sixes 



No. 282 No. 288 

Slotted Screw Tips 


t t ® 

H No. 148 


| | I No. 141 No. 142 

■ if 10 cents per dosen 

f f No. 144 

Braes headed nails only used in the manufacture of these robber nails 


Hocking Chair Tip 


Crutch Tip 


1 



That ought to 
be in your 


stock 


Rubber Tips and 
Bumpers are in big de¬ 
mand these days—peo¬ 
ple are beginning to 
realize the great advan¬ 
tages of their use. 

But all tips are not 
good tips—and a bad tip 
prevents further sales— 
further business. 

It is up to you to 
stock the best and most 
varied line. Inspect 
some of the illustrations 
—there's a tip in our 
line for every practical 
tip purpose. Youhad bet¬ 
ter investigate—for the 
sake of good business. 

Write today—ask for 
catalog, prices and 
terms. 


THE ELASTIC 

TIP COMPANY 

370 Atlantic Avenue 
Boston, Mass. - U. S. A. 


No. 284 
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THE CENTRAL STAMPING COMPANY NEW YORK 


Bepresented in California 

by 

BARRETT h ROSS 

Rialto Bldg., Boom 234, New 
Montgomery and Mission Sts., 
San Francisco, Cal. 


TRADE MARK 


Bepresented in the States of 
Washington, Montana, Idaho, 
Oregon, Colorado and Utah 
by 

FRED A. LEE 

1620 13th Ave: Seattle, Wash. 
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HARNESS SNAPS BRIN 


'Without 

Extra 

Overhead 

V m v. / 


A TALK WITH 
PROGRESSIVE 
HARDWARE 
DEALERS 


Many hardware dealers are already 
well established in this lucrative field, 
selling snaps and other harness hard¬ 
ware and increasing their profits with¬ 
out increasing their overhead. 

A good assortment of harness snaps 
does not require extensive space. 

A reasonable variety of standard 
types, such as those illustrated on 

this page, can be carried without inconven¬ 
ience. When the snaps are displayed, farm¬ 
ers and teamsters are attracted to your store 
and they form the habit of trading with you 
regularly, buying merchandise in general, in 
addition to harness hardware. 

A moderate investment of this kind has often 
been the means of building up a profitable and 
permanent business. 


NO. 14 ROUND EYESNAP 


NO. 16 SWIVEL EYE SNAP 


NORTH & JUDD 
MANUFACTURING CO 

NEW BRITAIN, CONN. 


If your jobber doesn’t sell “Anchor Brand 1 
Hardware Products please notify us. 
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Gerk B has made a cash sale for $1.00 

The indication at the top of an up-to-date National 
Cash Register gives publicity to every transaction. The 
merchant, the clerk, and the customer see this record. 

This prevents mistakes in price and in making change. 

It removes temptation. 

The record shown in the indication is printed on a strip 
of paper which is locked up inside the register. This 
record also is printed on a receipt for the customer. 

The amounts indicated and printed are added into 
totals which show, at a glance, (I ) the total business 
handled by each clerk, and (2) the total of each kind 
of transaction. 

This assures the merchant that every sale is handled 
accurately. It also assures him of accurate records 
which give him control of his business. 


^femake cash registers fcr cvoy fine of business, fticed $75 and up, 

NATIONAL 



DAYTON, OHIO. 




In - 

1.00 


This it the indication. 
**Ca’* shows it was a 
cash sale. “B" is the 
clerk’s initial. **1.00** 
is the price. 

Charge sales are indi¬ 
cated by **Ch f ” re¬ 
ceived on account by 
“Re," and paid out 
transactions by “Pd.“ 

The same indication 
shows on both front 
and back of the register. 
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Monarch Refrigerators 

Big Stocks Carried Where You Can Get 
Them Quickly. No Waiting 



Attractive designs and popular sizes, which sell easily and show you a good 
profit. An old established make, but abreast with the times in all details. 
Cabinets of ash and oak. Lined with porcelain, white enamel and galvan¬ 
ized. Removable flues, waste pipe, and inside trap. Tinned wire shelves 
and strong, handsome hardware. 

Monarch Refrigerator Works, Burlington, Vt. 

Hoffman Hardware Oo. Sloes k Brittain 

Lot Angeles Ban Francisco 
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Square Lip Strainer Pail 


These Dairy Pails 
are Big Sellers— 


Every One of Them 

B ECAUSE in the design ancf 
construction of them, we have 
spent a great deal of time in find¬ 
ing out just which types are best 
suited to the Dairyman’s require¬ 
ments. In other words, they are 
built to please him, and that is the 
secret of their enviable popularity. 

IRON HORSE 
DAIRY PAILS 

are built from heavy gauge bright tin¬ 
plate, equipped with extra heavy bails 
ancf our own patented reinforced ears. 
They are carefully formed, hand sol¬ 
dered, and securely wrapped and packed 
for shipment. 

Qet in touch 'with your jobber today. 

If he cannot supply you , write us. 


Rochester Can Co 

ROCHESTER. N. Y. 


Nestable Strainer Pail 


Hood Dairy Pail 
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Round Lip Strainer Pail 


Two-king Dairy Pail 


Sanitary Milking Pail 


lROt{HORSE METALWARE 

eAs Strong As Tlye Name Implies 

Diait'zed bv CjOOdlc • •' 






















42 


HARDWARE WORLD 


SUBSTANTIAL 


SANITARY 


SAFE 





mm 


mt 


WITT 1 

CORRUGATED v 

Substantia/ Sanitary Soft m 

I 8 ii 


WITT CORRUGATED 

GARBAGE PAILS 

The heaviest and strongest garbage pails on the market. 

Built to hold up under constant hard use. 

Made of heavy corrugated sheet steel with extra heavy bottoms and lids; “hot-dip” 
galvanized after being formed and riveted, thus closing all seams and joints, making con¬ 
tainers absolutely water tight. Each pail is given water test before leaving the factory. 
Made in four sizes: 5, 6 6-10, 8*4 and 10 gallons. 

The same quality which has characterized the well known Witt-Corrugated Ash Cans 
is found in these Witt-Corrugated Garbage pails. 

FOB SALE ON THE PACIFIC COAST BT 

Baker, Hamilton A Pacific Co.San Francisco Seller Bros. A Co.San Francisco 

Dohraum CommercUl Co....Sin Fr»nci»co Wilton Hardware Oo.Seattle 

Dunham, 0artisan ft Hayden Oo.San Frandaco n, - . 

Herman-Well Co.;.San Francisco Tnomson-Dlggs Co.Sacramento 

Holbrook, Merrill A Stetson, Inc.San Francaico M. Seller A Oo.Portland, Seattle, Spokane 

Man gram A Otter, Inc.San Francisco Honeyman Hardware Co.Portland 


Manufactured by 

THE WITT CORNICE CO. 

Cincinnati. Ohio 


Pacific Coast Representatives 

GRIFFITH SALES CO. 

69S Mission St, San Francisco 
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Many White Frost Dealers Have 
Been Appointed Since Our Origi¬ 
nal Announcement Was Made 

Are You One of Them ? 

'T'HIS may be your last opportunity to get 
* a White Frost dealer franchise. 

But one dealer is granted the sale of White 
Frost Refrigerators in each town and nat¬ 
urally the appointments are being snapped 
up rapidly. 

Dealer inquiries are coming in from every 
section of the country. This is a mighty 
good indication of how enterprising hard¬ 
ware, house furnishing and department 
store merchants everywhere view this 
proposition. 

Present dealers who have a White Frost Refrig¬ 
erator to display are reporting keen interest on 
the part of their customers. 

If you have ever seen a White Frost you can 
understand why it is referred to as “The Refrig¬ 
erator That Sells Itself.” 

And it sells best in competition. By comparison 
it so overshadows other refrigerators that you 
wonder how other types are sold. 

Besides rapid and easy sales you will find that 
the White Frost business is not seasonable like 
other types. 

One reason for this is because women appreciate 
the convenience of their White Frost—its easy 
cleaning features and the fact that it consumes 
comparatively little ice—and they like to use 
their refrigerator the year around. Their friends 
see these same advantages and immediately be¬ 
come prospects. 

Don’t get the idea that you must lay in a large 
stock of refrigerators to become a White Frost 
dealer. We know lue White Frost will sell—we 
therefore don’t expect our dealers to overstock. 
Our selling plan includes dealer helps—local 
newspaper advertisements and real sales co¬ 
operation. 

Write or wire today for further detailt 

HOME PRODUCTS CORPORATION 

JACKSON, MICHIGAN, V. S. A. 
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New Style “ACME” Fry Pans 


ONE PIECE 
COLD HANDLE 

% 

THEY BUILD 
UP YOUR 
TRADE AND 
SATISFY YOUR 
CUSTOMERS 

% 

INSIST ON THE 
“GENUINE” 
ACME 

% 

SOLD BY ALL 
FIRST - CLASS 
JOBBERS 
THROUGHOUT 
THE WEST 


H 


Pacific Coast 
Representatives 

Win. P. Horn Co. 

Rialto Bldg. 
San Francisco 

Portland 
Lot Angelas 
Seattle 



NEW YORK STAMPING COMPANY 

Brooklyn, New York 
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B ECAUSE of their faultless per¬ 
formance under conditions high¬ 
ly trying to ordinary firearms, because 
their dependability is proverbial, 
Savage Rifles are included in the equip¬ 
ment of the third Asiatic Expedition. 

Savage Rifles and Firearms have 
been “the right arm” of many of the 
important scientific and explorative 
Expeditions of recent years. 

SavagbArms Corporation 

UTICA, N. Y. 

Executive and Export Offices: 50 Church St., New York 


ROY CHAPMAN ANDREWS 
on his pony “Kablai Khan” with a Mongol Antelope. 

“ The Savage JSO-SOOO r\/le did splenaid work on the Mon¬ 
golian plains where we seldom shot at less than 300 yards. 
I killed several running antelope at ISO yaras and found 
that the great kiliing^ower of the Savage projecUie made 



OWNERS AND OPERATORS OF J. STEVENS ARMS COMPANY, CHICOPEE FALLS, MASS. 
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YOU GET THE CREAM 
of the SEPARATOR BUSINESS if 



BAKER, HAMILTON & PACIFIC CO., San Francisco 
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I-FREEZING 

m 

the new high 
explosive that 
will not freeze 

Zero—20 below—40 below—60 below—the 
coldest temperature known to man cannot af¬ 
fect Giant Non-Freezing. It does not freeze, 
it will not freeze, it CANNOT freeze. 

Ever since the invention of dynamite, the 
ideal has been a high explosive that would 
work as well in Midwinter as in Summer—that 
would end thawing forever. In Giant Non- 
Freezing the Giant Powder Company, Con., 
has achieved this goal. 

Giant Non-Freezing, the result of years of 
experimental laboratory work, is offered to 
the trade only after exhaustive field tests 
have proved its superiority for every class of 
work in which high explosives are employed. 

It has been used in quarries, pits and mines; ^ 
in rock, earth and ore; at every range of tem¬ 
perature from torrid to below zero. 

Giant has succeeded in producing a non- ^ 
freezing powder that will not explode prema- ^ 
turely. Its use ends headaches from handling 
or fumes; there are no objectionable fumes. 

It insures safety. Use nothing weaker than a 
No. 6 blasting cap to detonate it. It has the 
stability and uniformity that distinguish other 
Giant High Explosives, with the added quality 
of non-freezing. 

Giant Non-Freezing is made in five grades, 
thus meeting all blasting requirements. 

Tell us what explosive you are using. We 
will tell you the grade of Giant Non-Freezing 
for your >/ork. 

THE GIANT POWDER CO., Con. ^ 

First National Bank Building, San Francisco 

Branchc» : 

Butte, Mont., 521 Granite Street; Denver, Colorado. 

Ideal Building; Portland. Ore., Selling Building; 
Spokane, Wash., 5 South Stevens Street; Salt Lake 
lty, Utah, Judge Building; Seattle, Wash., Oolman 
Building; Los Angeles, Cal., Central Building 


^FREEZING ^ 



— NO objecti 
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Here is One of the Best Selling 

Novelties 



The Wilmdrt Crumb Sweeper 

We also sell FOB THE FACTORY, saving you Middleman’s Cost: 

BEE - VAC Electric Carpet Cleaner 
Electric Percolators 
Pyrex Casseroles 

Two full lines to select from. We know this business from the ground up, 
and can assure you that these lines are the BEST VALUES. 

We have also, the biggest special so far produced in the electrical utensil 
line: 

The HIRSCH ELECTRIC POT PERCOLATORS, 

which cost you only $7.50 F. 0. B. 

New York. We guarantee 
these first class. 

tf.d.CrVTE &CO. 

PACIFIC COAST 
FACTORY REPRESENTATIVES 

150 Post Si. Sa^n Francisco 

Cali f'orn la 
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THE JAMES SWAN COMPANY 

SEYMOUR - 


BITS 

AUGURS 



CONNECTICUT 

CHISELS 
DRAW KNIVES 




NAIL SETS 
GIMLETS 


GOUGES 

SCREW DRIVERS 


New York Office: 28 Warren Street 

WE WEBB AWARDED THE MEDAL OF HONOR OH MECHANICS’ TOOLS AT THE PANAMA 

PACIFIC EXPOSITION 

Sold by THOMSON-DIGGS COMPANY, Sacramento California 


PHOENIX 


HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 


BEST IN THE WORLD 

Phoenix Shoes art Kept In Stock by the Following Hows os 


Albuquerque, New Mexico.J. Korber A Go. 

Boise, Idaho.Northrop Hardware Oo. 

Butte, Montana.Montana Hardware Oo. 

Denver, Colorado... .Moore Hardware & Iron Oo. 

El Paso, Texas.Momsen-DuimeganrRyan Oo. 

Fresno, California.Inland Iron Oo. 

Hamilton, Montana... .The Valley Mercantile Oo. 
Los Angeles, Calif.— 

W. T. MoFie Supply Company 
Perdval Iron Company 
Waterhouse A Lester Company 

Ogden, Utah.Geo. A. Lowe Company 

Phoenix, Arizona— 

Palace Hardware & Arms Co. 

Arizona Hardware A Supply Co. 


Portland, Oregon— 

Northwestern Hardware A Steel Oo. 

J. E. HaseltJne Company 

Pocatello, Idaho. .Salt Lake Hardware Company 
San Francisco, Calif.— 

Holt Bros. 

Scovel Iron Store Company 
Spotswood-Helfer Company 
T&yior-Spotswood Hardware Company 
Waterhouse A Lester Company 
Salt Lake City, Utah... .Salt Lake Hardware Oo. 

Seattle, Washington.Gray Brothers 

Stockton, Calif.Hickenbotham Brothers 

Tacoma, Washington.West Coast Steel Oo. 

Tucson, Aziz..Albert Stefnfeld A Oo 


MANUFACTURED BT 


PHOENIX HORSE SHOE CO. 

Largest Horse Shoe Manufacturer* in the World 

BOLUNO WTT-T.W AMD FACTORIES JOTLET, ILL., POUGHKEEPSIE, MEW YOKE 
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ADJUSTABLE TAT WRENCH W»TH EACH r ,C 
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No. 50. Cham¬ 
pion One-Fire 
Variable Speed 
Electric Black¬ 
smith Blower. 


No. 401. Rivet Forge 


The EASY 


Screw Plates in Four Styles, Cutting up to l 1 /* 
CHAMPION TOOLS, Built for Service 
CABB1ED IN STOCK AND DISTBIBUTED 
BY ALL THE LEADING JOBBEBS 
Write for Our 350 Page Catalog 

CHAMPION BLOWER & FORGE CO. 

Lancaster, Pa., U. 8. A. 


Simonds Hack Saws 
Are Distributed by 


SEATTLE HARDWARE CO. 


SEATTLE, WASH. 


MARSHALL-WELLS 
HARDWARE CO. 

PORTLAND, OREGON 


BAKER, HAMILTON & 
PACIFIC COMPANY 

SAN FRANCISCO, CALIF. 


JENSEN-KING-BYRD GO. 

SPOKANE, WASH. 

Simonds Manufacturing Co. 


PORTLAND, OREGON 
SEATTLE, WASH. 


The Saw Makers’ 


SAN FRANCISCO, CALIF. 
VANCOUVER, B. C. 


No. 90. SoU 
Feed Post 
Drill. 



















UNLESS THI 
NAME 




APPEARS, 

ON THE 
HANDLE 

# I 

■■■uineI 
CRtSCENT 
WRENCH 




Remove Stock Rapidly 
E and Smoothly a 


rpILESl 

.QUALITY^ 


DELTA 


Is the only Line of Files 
from 3 to 24 inches that are 
made absolutely of 

CRUCIBLE 

STEEL” 

This high quality material 
and our scientific hardening 
and tempering methods en¬ 
able us to produce files of 
exceptional durability. 

Delta Files are made in sev¬ 
eral shapes and sizes—there 
is a shape and size for your 
particular requirement. 

Use Delta Files in your shop 
—you will increase your out¬ 
put and greatly reduce your 
cost of filing. 




DELTA 

This trade mark safeguards the 


everywhere. Always look lor tt. 

DELTA FILE WORKS 

PHILADELPHIA, PA. 
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READ THIS” 

From a Hardware Dealer 

From H. W. MILLS ft 00* 

Passaic, J. 

Gentlemen: 

We looked for a long time for a machinist's 
chest such as demanded by first class me¬ 
chanics. and as soon as we saw your chests 
we decided that they were the ones we had 
been looking for. 

We have received three shipments from 
you within the past few months and have had 
no trouble in disposing of them. 

We have had no complaints from any of our 
trade, but have heard several very favorable 
comments in reference to the style and finish 
of these chests. 

Any dealer desirous of securing a first class 
line of tool chests will make no mistake in 
securing the Union. 

Yours truly, 

ucaajsi 


Will give yon and your customers the same absolute 
satisfaction they gave above dealer. 

Styles and Sixes for all mechanics. Highest quality 
tool chests made and absolutely guaranteed to the 
dealer as well as to the consumer. 

8old exclusively through good dealers. 


Are the pioneer tool 
chests and more of them 
are in use and being sold 
than any other make on 
the market. 

They are the easiest 
chests to sell because 
they are better chests, 
and widely advertised. 



Write for our Dealer 
Proposition. 


A fair and square 
liberal selling policy, 
backed by fractional 
Advertising. 


It will interest you. 



UNION TOOL CHEST CO., INC. 
105 mil St., Rochester, N. 7. 

Branches: 

Hew York Chicago Ban Frandsoo London,: 


Every Foot of 



Ludlow-Saylor “Perfect” 
Galvanized Hardware 
Cloth.... 


by reason of 

our thorough 

equipment, 

extensive 

experience 

and 

established 

high 

standards, 
is more than 
a Galvanized 
Hardware 
Cloth; 
it is “The 
Hardware 
Cloth 

that stands 
Hard wear” 
and is 



It is woven of the best steel wire, 
the joints are all securely soldered by a 
good coat of galvanizing after weaving, 
and measures up to the most exacting 
demands of critical customers. 

Order your requirements through 
your regular jobber, also the “Perfect" 
Window Screen Cloth, Poultry Netting, 
Fly Traps, etc. 


Manvf actnrad tqr 

The LUDLOW- SAYLOR 
WIRE CO. 

ST. LOUIS, MO. 
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“Pittsburgh Perfect” 

Electrically Welded 

Poultry and Garden Fencing 

A popular fencing among poultry 
raisers. Neat appearance and light 
weight are combined with strength 
and durability. No top rails or bottom 
boards are necessary. 


SPACING BETWEEN 
BARS. INCHES 


S 8 !S?Ss!g!i 

I!*SSS!!hS!I > SSSnn*!SSSS 

l; 8 jjii gSSiggiim! Bg^SSjgj ji! 


MHW 

ililliiiili 


This fencing will w i n friends 
among your customers, and develop 
profitable sales for you. Made in several 
styles from our own Open Hearth Steel, and every 

rod guaranteed. 

Write for Catalog 




Pittsburgh Steel Company 

GENERAL OFFICES: PITTSBURGH, PA. 

Pacific Coast Office 

359*363 Monadnock Bldg., San Francisco, Cal. 

Distributors of “Pittsburgh Perfect” and “Columbia” / 
Wire Fencing: 1 


Dunham, Corrigan A Hayden Co. 

San Francisco, Cal. 
Northern California and Nevada 


Whlton Hardware Company 
_ Seattle, Wash. 
Washington and Oregon 


“EAST EMPTYING" 

Grass Catchers 


**Favorably known the 
world over” now made 
with 


made 



Re-Merced 


Bottom 

BJgld Light 
Durable 

Many exelusive 
patented fea¬ 
tures and strong 
selling points 
explained in 
Catalog No. 20. 

Write for H 


SOME OF OUR PACIFIC 00A8T JOBBERS 
California Hdwe. Oo. Baker, Hamilton A Pi 

Union Hardware A Metal Oo. 

_ Honeymaa Hdwe. Oo. 

Hoffman Hdwe. Oo. Jensen, King, Bird A 


Harper A Reynolds Oo. 
Failing-McOalman Oo. 
Marshall-Wells Hdwe. Oo. 
Holley-Maaon Hdwe. Oo. 


Baker, Hamilton A Pacific 
Oo. 

Honeymaa Hdwe. Oo. 
Jensen, King, Bird A Oo. 
The Sohaw-Batcher Oo. 
Sohwabaeher Hdwe. Oo. 
Seattle Hardware Oo. 

The Thomson-Digft Oo. 


Thompson “Junior” 
Revolving Sprinkler 



Dunham, Garrigan A Hayden Oo. 

IK SPECIALTY MFGLC0 n St Pmd f MiML > U.S./L 


The “Dollar-Seller” 

The embodiment of simplicity has been the 
watch-word in the construction of this 
Sprinkler. For service and durability we 
recommend its use. 

We solicit your inquiries on the problems 
of sprinkling. 

Thompson Manufactory Compaq 

E&fft Eighth and Santa Fe Am 
LOS ANGELES 
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“THE RECOGNIZED LEADER” 


ELECTRO-ZINCKED AFTER WEAVING 

GALVANOID has won the pre-eminent favor of the trade because it is the most depend¬ 
able zineked screen cloth made. Ton can confidently recommend GALVANOID to your 
best trade. 

ORDER NOW AND TAKE SHIPMENT EARLY 

If your Jobber cannot furnish, advise us and we will see that you are supplied. 

WE ALSO MANUFACTURE 
BRONZE, COPPER, PAINTED AND GALVANIZED 


AMERICAN WIRE FABRICS CO. 


208 So. La Salle Street, Chicago, Illinois 

FACTORIES: 

Chicago, Illinois Mt. Wolf, Pa. 

REPRESENTATIVES: 

EWING-LEWIS CO., San Francisco and Los Angeles, CaL D. L. HERMAN, Seattle, Wash. 
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Breezo 

Disk Fans 


j 1r| Breezo Pans remove 1000 cubic feet of air 

V,| every minute. That means 1000 cubic feet of 
j pure fresh air—not air simply stirred up. 

I 0 'rp Breezo is the fan of a thousand uses, it will 

\j( remove the noxious fumes of paint, oils, var- 

" V r\ • ./ nishes and other finishing materials. 

Will remove foul air or excessive heat from 
lavatories, engine rooms, kitchens and restau¬ 
rants. 

Improves the efficiency of the men working in factories by removing dust, lint, 
steam and overheated air. 

EASY TO INSTALL—POSITIVE IN OPERATION—NOISELESS. 

Dealers, this is a fan that can \)e used in hundreds of different ways—and is a 
GOOD SELLER. 

Can make immediate shipments from Los Angeles branch. 


For information write Department 37 

BUFFALO FORGE COMPANY 


Buffalo, N. Y. 


PORTER'S 

New Easy Bolt Clippers 

Look! 

A New Clipper 


12" long; cuts up to 3/16". 

The low price will sell it over the counter. 
No tool kit complete without it. 

Ask your jobber for 

Porter’s No. 1865 Clipper 

SALES OFFICE8: 

Omer Oox, Atlas Building, San Francisco, California 
Sands A ©ox, San Fernando Building, Los Angeles, OaL 
Sfrimple A Oox, L. O. Smith Building, Seattle, Wash. 
Strimple A Oox, Corbett Building, Portland, Oregon 
Jonea A Oox, Ne who use Building, Salt Lake Oi ty, Utah 
Taylor, Youngs A Oox, Temple Court Bldg., Danver, Oolo. 


H. K. PORTER 


Everett, Mass. 


The “Pony” Riveter 

Every “PONY” Machine will set both tubular 
and split rivets and is the best riveter made for 
repairing harness. 



Every Farmer Should Have One 

The Machine is guaranteed against imperfections 
in workmanship and material, and the body being 
made of MALLEABLE IRON, will not break if 
abused. MADE BY 

F. H SMITH MANUFACTURING 00. 

3047 Carroll Ave., Chicago, Illinois 

Manufacturers of 

“Perfection” Spots, Spot Setting Machines and 
Rivet Setting Machines 
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MILLIONS OF MOPS 

Every morning there are literally millions of mops 
put to work — in homes, stores, factories, offices, 
hotels and other big buildings. And a lot of those 
mops are working right in your town. Are you 
making the most of this trade, getting all the 
business you should ? 

Dealers in all parts of the country are finding that Masco 
Mops build more trade and bring more profits than ordinary 
mops. They do this because they are made of special selected 
yarns, built to wear and built to clean. 

Write us today for particulars . 

TTlasco lTlops 

mnssnsoiT mnnuratruHinc Company 

Full RiUEB-mnss- 



LANE’S 
“H-C” JACK 

Easily Operated. Ton Keep Glean. 
Absolutely Dependable. 



Handle is jointed in the middle for 
storing away. 


PLACED 

OPERATED 

REVERSED 

WITHDRAWN 


by one hand from 
end of handle 


No. 14, FOR 3000 LB. CAR 
No. 16, FOR 5500 LB. CAR 


LANE BROS. GO., Manufacturers 

Rivor St«i Po n^hk oopolo, IT, Y>, XX, 8, A* 


SNAPS 

FOR THE HARDWARE MAN 

PROM THBBBSTLINB MANUFACTURED 



1KOJAN open bye snap 
N os. 520 Bit, 521 Chaia, 522 TraM 

S»UhAUJ»U0n 

COVERT MFG. CO. 

TROY, N. Y. 
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The Segal Rectifying Key Cutter 

1. Cuts both flat steel and grooved or para¬ 
centric keys. 

2. It does not cut one make of grooved key 
only, but all makes—Yale, Sargent, Cor¬ 
bin, Russwin, offset keys and even the 
freak keys the dealer meets now and then. 

3. You do not have to change cutters or 
guides. 

4. It enables you to cut from the lowest 
groove as the manufacturer does or from 
the back of the key, as you prefer. 

5. Our one-piece or “unit" vise holds the key 
in place without slipping. 

6. It enables you to gage the key from the 
upper shoulder. 

7. The rotary shaft bearing is exceptionally 
long, in order to insure accuracy and 
long, hard service. 

8. The cutting operation takes less than a 

minute. 

9. It will often make an accurate duplicate 
out of an inaccurate blank. That is why 

it is called the Rectifying Key Cutter. 

10. It can be operated 
by hand or power. 


P. S .—Protect your cut to - 
met with the Segalock. It 
is absolutely jimmy proof. 






FATHER NOW REPAIRS THE 
FAMILY SHOES HIMSELF 


THRIFT IS WAKING 

COBBLER OUTFITS will be wanted 
when both eyes are open to the possibility 
of saving money on the family’s shoe re¬ 
pair bill. Are you prepared to supply the 
host of home shoe repairers in your locali¬ 
ty! How are you fixed on Star line of 
COBBLER OUTFITS, LASTS and 
STANDS, HAMMERS, ETC.! 

Better get an order off to your jobber. 
It pays to display COBBLER OUTFITS. 

Star Heel Plate Company 

357-391 Wilson Avenue, Newark, N. J. 


Strike 

While the Iron is Hot 

Now while business 
in general is bad is 
the ideal time to get 
into a paying busi¬ 
ness. People won *t 
save — when business 
is bad they do. We 
have found our cus¬ 
tomers make more 
money with the Hat¬ 
field in bad times 
than in good. The 
Hatfield sharpens all 
makes of safety razor 
blades—the old fash¬ 
ioned jack razors, bar¬ 
ber's clips, horse clip¬ 
per 's clips, knives, 
scissors, shears, etc. The Hatfield is one of the 
most wonderful inventions of the age to help you 
start a permanent business of your own. Write 
for catalog—1, 2, 4, 6, 12, 18 and 24 Blade 
Machines. 

, HYFIELD MFG. CO. 

292 Church St. ... New York, N. Y. 
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Kingsbury 
All-Steel Trowel 

Made from one piece of heavy gauge 
steel with handle shaped to fit the hand. 
Sharpened point makes digging easy. Very 
strong and substantial yet light to handle. 
Florists and home gardeners will find it 
far superior to any trowel on the market. 

Entire length ll 1 ^ in.; blade 6 V 2 in.; 
weight 6 oz. Each Trowel packed in at¬ 
tractive lithographed box. 

Send for Complete Catalog of Garden Sets 

KINGSBURY MANUFACTURING CO. 

Keene, New Hampshire 

Hew York Office end Salesroom 
11-10 Union Square, West, New York 

Represented by RJBMANN, 8BABRSY CO. 

Largest Manufacturers of Automobile Toys in America 



CARRIAGE CLAMP 


(QUICK SALE) 



An exceedingly well made tool, having strong 
malleable frame and steel screw. 

PERFECTION CLAMP 

(THE TRADE WANTS IT) 



This is a strong, durable, convenient 
general purpose Clamp. 

Send for our new catalog showing complete line 
of up-to-date Clamps, ana many other “HAR¬ 
GRAVE QUALITY” TOOLS, for which yon 
would have a ready market. 

THE CINCINNATI TOOL CO. 

Montgomery and Waverly Ave., Cincinnati, Ohio 

A O. RIDDELL, Pacific Coast Representative 
Higgins Bldg., Los Angolas. Marvin Bldg., San FranoUoo 



Superior 

Casement Adjuster 

For windows that open out 
Operates without disturbing the screen 

Superior Casement Adjuster is ths mow 
convenient to operate because all that is rt 
quired to unlock and move the window is to 
simply more the handle; when you let go tae 
handle the window ia locked automatically- 

Superior Casement Adjuster is tbs strong 
est because it locks on the rod fastened to 
the window and thus combines the strength 
of the two rods. 

Superior Casement Adjuster holds the wia 
dow firmly at any angle and does not alio* 
the window to rattle. 

SUPBRIOR SPRING HINGE CO. 


Handle Detached. Out allows Bight Hand Casement Adjuster 136 W. Lake Street, Chicago 




eh Door Hangers and Tracks ( 


Quality hangers and tracks designed to overcome all the troubles snd 
draw backs of cheaply built hangers and tracks that are made merely to sell 
at a price. Wagner Hangers have roller-bearing wheels, tandem trolley with 
bumper on end to protect wheels, a very simple and practical earn vertical 
adjustment and other features that put them out of the ordinary elass. Tracks 
are self-cleaning, bird-proof and much heavier than . ordinary tracks. They 
please customers and build trade Write for catalog showing entire line. 



RoUmr Bearing * 


Complete stock carried of Tigard, Oregon, Branch 


WAOHBB MPO. 00.. D»pt. T, <MU TM 
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SAGER CHEMICAL 
PROCESS AXES 

AND 

BULL DOG 
LOGGING TOOLS 

Recognized all over the 
United States as the 
BEST money and skill 
can produce 

WRITS FOR CATALOGUE 



ICHK1T HONOR 
AWARDED 

• Y 




WARREN AXE STOOL CO, WARREN * PaTu.S.A. 
DAILY CAPACITY MOO AXES AND LOOOINO TOOLS 



ErtofcftsM 1863 


"Highest Award (Medal of 
Honor) for FILES and 
RA8PS, Panama-Paoifie 
International Exposition, 
San Franelsoo.*’ 




WM. H. OTTEMILLER CO., York, Pa. 
Maaifactirere of Cap ail Sit Screws, Screw Machiia Wart 

REPRESENTATIVES 

Omer Cox, Atlas Building, San Francisco, California 
8ands A Cox, 8an Fernando Bldg., Los Angelas, OaL 
Strimplo A Oox, L. 0. Smith Bldg., Seattle, Wash. 

Jones A Oox, Newhonae Bldg., Salt Lake City, Utah. 

Taylor, Youngs A Oox, Temple Court Building, Denver Colorado 
Stnmple A Oox, Oorbett Bldg., Portland, Ore. 



BOLLER’S CRANK MOP WRINGERS 

Can Ba Used Kvarywhara 

Large Openings, Long Leverages and Cranks to 
turn out the Mops. No pulling or tearing the 
Mops to pieces. For QUALITY MOP WRINGERS, 
where one sale means repeat orders, stock onr line. 

PETER ROLLER MACHINE WORKS, 122-124 JL Cart* St, CMcags, HL 

Pacific Coast and Intor-Mountaln Repr esent at i ves 
THAYER A BOWER 

845 Monadnock Bldg., San Francisco, 320 Story Bldg., Los Angolas 
Status and Denver 
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V & B Hammers K® 


The No. 999 Tradesman’s Ham¬ 
mer is one of the 28 Hammers 
in the V & B line. This is a 
combination ripping and ball 
pein hammer. Ideal for all 
classes of trades. The weight 



No. 999 Tradesman's Hammer 

is placed where weight counts. 
The heavy poll does the work of 
a sledge. Especially adapted to 
portable tool chests. Properly 
displayed it is a ready seller. 

VAUGHAN A BUSHNELL MFG. CO. 

For OYer 50 years makers of Fine Tools 
2114-2138 O&rroU Ave. - Chicago 

It Pay to Bay Good Tool s 


MANUFACTURING co 


YOUR JOBBER WILL SUPPLY YOU WITH 
THE OLD RELIABLE 

GENUINE 
Hay-Budden Anvil 

Hundreds of thousands in use and giving 
perfect satisfaction. 

A LOOSE FACE IMPOSSIBLE 

FULLY GUARANTEED 

WESTERN SAINS REPRESENTATIVES 
Omer Cox. Postal Telegraph Rida., San Francisco, CaL 
Sands A Oox. San Fernando Building, Los Angelos, OaL 
Strlmple A Oox, L. 0. Smith Building, Seattle, Wash. 
Strimple A Oox, Corbett Building, Portland. Oregon 
Jones A Oox, Newhouse Building, Salt Lake City. Utah 
Taylor, Youngs A Oox, Temple Court Bldg., Denver, Goto. 


Shelby Extra Heavy Foot aid Ckala Balts 

6 and 8-Inch Sizes 

Designed and built for heavy garage, bam and 
warehouse doors. 

They are made in 6 and 8-inch sizes. The shells 
are of heavy wrought steel, and the slides are 
made of steel rod. Ask for prices. 

THE SHELBY SPRING HINGE CO., Shelby, Ohio 

Coast Representatives 

FOND HARDWARE SPECIALTY CO.Lot Angeles, CaL 

D. L. HERMAN.Seattle, Wash. 

TAYLOR A YOUNGS.Denver, Colo. 



SAMSON SPOT SASH CORD 


Extra Quality, guaranteed free from all imperfections. 
Can bo distinguished at a glance by the Colored Spots. 
Specified by architects and builders everywhere. 

We manufacture braided cord in all aises and colors, for 
all purposes. Carried by all jobbers. 

Sadi Cord Shade Cord 

Clothes Lines Masons' Lines 

Solid Braided Bops Chalk Lines 

Send for catalogue *nd samples 

SAMSON CORDAGE WORKS - Boston, Mass. 

JOHN T. ROWNTREE, HTO., Rep. 

San Francisco, Los Angeles, Seattle, 

Denver, Salt Lake City 


THE 

“CANNON 
OILER" 


FORCES 
THE OIL 
ANYWHERE 


Cmrm Pwp 
M en 

Force the oil 
anywhere re¬ 
gardless of po¬ 
sition of can. 

1 pt., 1% pt, 

1 qt 

Write for 
Catalog. 

CANNON 
OILER CO. 

Kelthsburg, IB- 
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EASY TO HANDLE 

OUR PATENTED PRESSED STEEL 
WING NUT IS LIGHT IN WEIGHT. 
ALTHOUGH OF MAXIMUM 
STRENGTH. 

FACILITY IN HANDLING HAS 
BEEN TAKEN INTO ACCOUNT IN 
THE PROPORTION AND SHAPE 
OF THE NUT. 

THE RESULT IS A WING NUT 
AFFORDING THE GREATEST 
AMOUNT OF LEVERAGE POSSIBLE 
WITH A SMALL AMOUNT 
OF EFFORT. 

SAMPLE SET UPON REQUEST 


THE NAME 

Marshalltown 

ISA 

Nationally Known 
Quality Guarantee 

FOE 

TROWELS 


“PRODUCTS THAT 


SITE SATISFACTIOH” 


REED & PRINCE MFG. CO. 

WORCESTER. MASS.. U. S. A. 

BRANCH AT CHICAGO. ILL. 


MABSHAI.LTOWN TROWEL 00. 
M arshall t own, Iowa 



MAYDOLE HAMMERS 

THE WORLD’S STANDARD 

Highest Quality Steel Handled Hammers 
Guaranteed First-Class in Every Respect 

The David May dole Hammer Co. 

NOBWICH, N. T, U. B. A. 



PEERLESS STRAP WRENCHES 

Will not crush the thinnest tubes, and they can¬ 
not slip when properly adjusted. Double woven 
linen strap is the strongest and most durable 
made. Patented cam locks the strap securely in 
any position. Wrench is drop-forged steel. 

The ideal wrench for polished pipe. 

GEORGE H. WILKINS 00. 

180 N. Market Street Chicago, HI 

BP RAKE SALES OO., INTO. Representatives 
Los Ahgelea San Francisco Portland Denver 

»6 Higxin* BMc. MS Market St. AO Ry. Ex. Bid. S0« Charles Bid. 
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MR. DEALER 

Have yon placed your Sprayer order for 
1921 f We want your business, and your 
trade wants our Sprayers. 

There is no other line of Sprayers so simply 
made or that gives better satisfaction to 
Dealer or user than 

THE UTILITY LINE 






No. 40 Portable Outfit 

Write for 
Catalog and Price* 

ALBERT LEA SPRAYER CO 

ALBERT LEA, MINK. 



The World’s Standards 

“SPECIAL’* and “No. 1” Sawsets for 
hand saws not over 16 gauge. 

No. 3 Sawset for Cross-cut and Circular 
saws 14-20 gauge. 

No. 4 Sawset for “Champion,” “M” and 
double toothed saws 14 to 20 gauge. 

No. 5 Sawset for timber and board saws 
6 to 14 gauge. 

Nail Puller—the longest lived and easiest 
operated made. 

Bench Stops, Hand Punches, Lead Seal 
Presses, Box Openers and Liquid 
Soap Dispensers 

CHAS. MORRILL 


104 Lafayette St, 


New York, N. Y. 


BRIDGEPORT HARDWARE MFG. CORP. 

BRIDGEPORT, CONN. 

AUTOMOBILE TOOLS 


MATCHLESS KNIFE HANDLES 

Length 11H inches. 

List. 

No. 88 Polished Ends.*6.00 dot. 

No. 80 Full Polished.$9.00 dos. 


REX—ALL STEEL 

Size lttxmxll* 

List. 

No. 154 Blued Polished Ends.$4.00 dos. 

No. 1154 ALL Bright .$8.00 dos. 


COMBINATION SIDE CUT PLIER 

Hardened snd Tempered Jsws 

6-in. 7-in. 8-in. 

No. 118 Block, List, dos_$14.50 $12.00 $18.60 

No. 682 Pol'd, List, dos_ 18.00 19.80 21.00 



VALVE LIFTERS 

Nstnral Forgo Finish 

No. 1—Fav-Oh-Rite, 12 ineh. List, dosen.$24.00 


TIRE TOOL 

Bright Finish 

No. 250—Thor, %x%xl6. List, dosen.$4.00 

C. W. CAUSE CO., Western Sates Agents 

60S Mission St., San Francisco, OaL 


BIO BULLY DRIVER 

Blade through the handlo. 

No. 800 Oct'g Blado 7-16x8. List, dozen.$9.00 

I. C. McCARTY CO. 

Eastern Salee Agent* New Yoxfc City 
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Slaymaker Padlock 

FOR AUTOMOBILE TIRE CARRIERS 


Lockwood Locks, recognized 
as standard goods, are well- 
why I niade, of long life and afford 
a the users unexcelled security. 
The line includes locks for all 

I purposes. 

Lockwood Designs, which can 
be had to harmonize with 
every architectural style, are 
pleasing in design and cor¬ 
rect in their details. The 
wrought designs, for low-cost 
houses, are particularly at¬ 
tractive. 

Lockwood Manufacturing Co. 

Manufacturers of 

BUILDERS’ HARDWARE 

SOUTH NORWALK, CONN., U. S. A. 

F. O. HXQanr, Western Representative 
2833 muigs— Ave., Berkeley, Oallf., U. 8. A. 




The Universal Tire 

yQ a. / \ Carrier Lock 

I] l L Adapted for use 
on ALL ears. The 
only loek that will 
eompletely protect 
tires on the new 
tire-carrier on the 
Buick, Overland, 
Oakland, Chevro¬ 
let, Dort. Nash, 
No. 1098 Haynes, lurd, etc. 

Size across case 1% inches. 

Inside measurement of shackle is % of an 
inch. Adjustable to 1% inches, insuring a perfect 
fit of the lock on the tire-carrier. Diameter of 
shackle is % of an inch. 

Case —Heavy, cast brass, polished. 

Shackle—Formed nickeled steel rod. 

Spring lever tumblers. In many key changes. 
Two corrugated, nickeled steel keys with each 
lock. Packed, each lock in an individual box. 
One dozen in a container. 

Made only by 

FRAIM-SLATMAKER HARDWARE GO. 

Lancaster, Pa., U. 8. A. 

A. 0. RIDDELL. Western Bales Manager 
Higgins Bldg., Los Angeles 


Higgins : 


, Los Angeles 



RULES 



SPRING JOINT STEEL 

WITH NOTEWORTHY IMPROVED FEATURES 
INSURING ACCURACY OF READING. EASE OF USE, AND SAVING OF TIME 

APPEAL TO MECHANICS ON SIOHT 


ROMMED 

UlSPRIHG HIHGESlIl 


STANDARD FOR OVER 45 YEARS, and steadily improved, retaining superiority 
over all others. In universal demand. QUICKEST TO SELL. Easiest to apply. 

BOMMER SPRING HINGE COMPANY, Manufacturers, Brooklyn, N.Y. 
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AMERICAN SEAL 

PAINTS and CEMENTS 

"MAKE QOOD” 

WITH YOU AMD YOUB CUSTOMERS 
STAND FOE 

QUALITY and DURABILITY 


BERGER BROS. CO. 

Office, 229-231 Arch Street 
Store, 237 Arch Street 

Wareroonu and Factory 100 to 114 Bread Street 

PHILADELPHIA 


WHITE US FOB DEALER’S PROPOSITION 

MANUFACTURED BY 

The Wm. Connors Paint Mfg. Co. 

1862 TBOY, M. Y. 1021 


SPRINGS 


All kinds of Coil Wire 
Springs made from any 
size wire up to i^-inch 
diameter. Special atten¬ 
tion given to the Porch 
Swing Spring, which is an 
ideal seller during the 
summer months. 


NORCROS S garden 

l\UKtKU33 CULTIVATORS 

« Growing in Demand 

Sell one to a customer—and 
you get hia next door neigh¬ 
bor. 

Comes in (8) sizes, 6- 
PRONG, 8-PRONG sad MID 
GET, suited to both Mem mad 
Women. 

The “NORCROSS" it Dis¬ 
tinctively a “Quality*' Lima. 

Handsome in appearaaoe 
and built to rive long Service 
and Satisfaction. 

You'll enjoy selling them 
because of their wonderful 
efficiency—and because you 
can confidently recommend 
them. 

More than 300 Jobbers carry the // 
♦ MORCROSS” Line // 


MANUFACTURERS 

THE SUPERIOR SPRING 
COMPANY 

SPRINGFIELD, OHIO 


Manufactured by 

C. S. N0RCR0SS & SONS 

BuahnelL I1L 
Distributed by 
LEADING HARDWARE 
JOBBERS 
EVERYWHERE 
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‘HONOR-BILT 

"Make Profits 

MoreCerfain” 


quest. 


clusively. 


YOU ABE BIGHT IK 
BEOOMMENDIKG 

44 WORLD’S BEST” 

IN NAME ABB FACT 

World’s Best 
Tubular Truck 

Bam, Factory 
and 

Warehouse 
Door Hanger 

BX0LU8XVB FEATURES 
Frame U beet grade malleable iron. 

Wheel underneath track prevents derailment. 

Wide bearing of the wheel distributee weight and 
makea it the Barest Running Hanger on the market. 

Peeked one pair in box complete with bolts; one* 
half doaen pairs in a ease. 

Track has Slidable Bracket, which has made the 
World's Best Hangers so popular with the building 
trade. 

If your jobber ean't supply you, we will. 

THE TOPPING MFG. CO. 

For 18 Years Safety Door Hangar Co. 
ASHLAND. OHIO. U. S. A. 


“I Want to Get a Hatchet” 


THE 


Branch Offices: 

4 Meadow St., 
Providence, R. I. 

717 Ellis St. 
San Francisco, Cal. 


WHEN A CUSTOMER SAYS THAT— 
DO YOU Sell HIM A Good HATCHET? 

ALL STEEL HATCHET 

IS EASY TO SELL 

Write as for Special Moderate PllCe: 

Advertising Plane So priced to you that you can undersell 

°etM,to r heip r yoa tc ' wood handled hatchets and make more 

profit. 

Unbreakable: 

The reinforced steel handle that cannot 
break or come off appeals to every man. 
To show it, is to sell it. 

Oil Tempered Blade: 

And hardened head mean good service. 

Displays Double Sales : 

V Make a big window display of BUR-NORS 

—you ’ll be amazed at the excellent results. 

Salas Service Department 

W BURGESS-NORTON MFG. CO. 

503 Peyton Street, Geneva, Illinois 


The folks living in your community will 
not permit their fruit trees to suffer 
because of the uncertainty of prices. 
This Spring spra ying will be resumed 
with vigor, and MYERS “Honor-BUt” 
Spray Pumps will be in great demand. 
Atomizers, Knapsacks, Bucket and Bar¬ 
rel Pumps, Power Pumps and Complete 
Power Rigs—best hose, nozzles and 
fittings. Make your profits certain 
by selling 

Myers Spray Catalog and 
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“Forstner” Brace and Machine Bits 

For Fine Carpenter, Cabinet and Pattern Work 

SPECIALLY ADAPTED FOB 3ABDWOOD WORKING* 

© mm The Poster Labor Saving Auger Bit, unlike other bits, la guided 

its Ciraular Bim instead of its center; consequently it win bore 
any arc of a circle and can be guided in any direction regardless of 
— grain or knots, leaving a true polished surface. It is preferable and 

. m . ore expeditious than chisel, gouge, scroll-saw, or lathe tool eom- 
I bined, for core-boxes, fine ana delicate patterns, veneers, screen 
-— work, scalloping, fancy scroll twist columns, newels, ribbon mould¬ 
ing and mortising, etc. 

Manufactured by THE PROGRESSIVE AlFO. GO., Dept "A,” Torrington, Conn. 

Bntnta of Your Hardware Jobber*, or WHte Us Direct. Supplied in Seta Writ# for Oatalofie 


ggM Metal Building Corners 

. CUT BUILDINO COSTS 
lyHif BUT ADD TO TOUR 

jSJJH PROFITS 

WE HELP YOU SELL 
jgggrfjpj THEM 

A card to Dept. 50 will 
J/J bring particulars and 

#4, 1 samples 

Shfj? F. D. KEES MFC. CO. 

- ^T j r Beatrice, Nebr. 

Mahan of Broumla Rollar Skat** 


Harvest King 


Sharpen it on a 
Cleveland 

Dull tools are sharpened 
much quicker and easier 
on a power stone. The 
cost of the stone is not 
much, the work is excel¬ 
lent and the man who has 
much grinding — after 
once using a power 
driven grindstone — will 
never go back to the old 
method. 

The Ctovetad StOM Co. 

Cleveland - Ohio 
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"PHILADELPHIA 


A MOWER FOR 
EVERY PURPOSE 

Write for FOLDER 
giving details. 


LAWN MOWERS 


Styles '‘Graham” Qfl Wf continuous 

and "A” All Steel YaJP will. 

Practically indestructible 

MOTOR MOWERS are becoming more popular each 
season as great time and labor savers for Parks, Ceme¬ 
teries, Golf Courses and lam Estates and like our 
Hand and Horse Mowers, the Genuine “PHILADELPHIA” 
are the very finest that can be produced. 

THE PHILADELPHIA LAWN MOWEB 00. 
31st and Chestnut Street, Philadelphia, Pa. 

HAVEN ft HAVEN, 508 Mission Street San Francisco 
California Selling Agents 


These HIGHEST GRADE Lawn Mowers which are 
known and used in every State in the Union require no 

introduction. 

. They have made good for 52 years and are still ^ 

doing it for millions of thoroughly satisfied customers 

all over the world. d UFP 

Their good name—their 

mechanically correct con- v. Jh 

struction and their splendid Al . y JTA 

service record is the best I kdbl yL^I 

asset a dealer can have upon I 

which to build I 1 ^ 

future sales ■ 

continuous good ¥\ 


30" Walking Type—*0" Riding Type 
Combination Roller Mow os 
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NORTHLAND SKIS 


»aylng Seilers That Mava Faat 

rder NOW—Don’t Lose Any Sal es 


See onr exhibits at Minnesota, Wisconsin and Michigan Hardware Shows. Write for Catalog. 
NOBTHLAND SKI MFC. 00., 2330 Hampden Are., St Paul, MIml 


The Only Wrought Iron Anvil Manufac¬ 
tured in the United States 


The body is made of wrought iron, the face of 
highest grade crucible east steel. 

The COLUMBUS ANVIL A FORGING 00. 

Oolumbw, Ohio 


“STAR 9 * Expansion Bolts 

Alii THE NAME nn> t.timi 

AJao: Sebco Screw Anchors 
Sebco Toggle Bolts 
Sebco Concrete Inserts 
Sebco Star Drills 
Sebco Gold Chisels 
Sebco Cable damps 

STAR EXPANSION BOLT CO. 

.Trade “SISCO” Mark 

STOCKS AT 

147 Cedar Street 120 West Lake Street 

New York Chicago 


Did you get your outfit 

of the 1921 
"PENNSYLVANIA” 
Quality Lawn 
Mowers 

sales helps? Send 
for them. 


OHLEN - BISHOP 

CQtOULAB n A II rn HAND 
OBOSSOUT W A \AJ % COMPASS 
BAND ff ij BUTCHER 

TOOLS AND TROWELS 

—Made by— 

THE OHLEN-BISHOP CO. 

The Master Saw Makers 

Lawrencobnrg, Ind. Columbus, Ohio, U. S. A. 

Western Trade Supplied Thru Branches at 
San Francisco, Cal. Portland, Ore. 
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WHY — are Pioneer Slate Surfaced 
Shingles so popular for Spanish, Mission 
and other types of Bungalows and Resi¬ 
dences T 

BECAUSE—they give that artistic ef¬ 
fect that is demanded NOW and which 
cannot be secured with wood shingles 
or other roofing materials. 


—No maintenance cost 
—Practically fireproof 
—Low insurance rate 
—Reasonable in price 


’ Approved by the 
Rational Board of 
I Fire Underwriter! 

OOLOB8 
Bod and Green 

8TTLB8 

Slab 

Individual 


Slate Surfaced Shingles are replacing wood shingles everywhere 


PIONEER PAPER CO. 


247-251 So. Los Angeles SL 
Manufacturers Los Angeles, CaL 


PAINTS-STAI 


The complete, compact, distinctive line in handy hone# - 
hold cane—full-sise, full-measure. RETAILS 25 0BUT8 
—no larger sixes. Big Value for user; Bin Profit for 
You. A popular seller with Hardware trade. Assort¬ 
ments contain all 29 colors; display matter included. 

Dealer’s Assortment (SO doe.).$54.00 

Jobber’s Assortment (12 dos.). 21.00 

Open Stock, all colors, per gross. 21.60 

2 % Freight allowance, F.O.B. N. Y., 2 % Oash. 

Write for Color Card. Ocular and BoohUt 


Sells to Every ^ ^ 
Belt User 

for 

/< ^ V Belt Dri 




Your market 
for Blue Bibboa 


169-178 Second Ave., BBOOELYV—NEW YOBK 
Townley Metal A Hdwe. Oo M Kansas City, Mo. 
Pacific Wooden Ware A Paper Oo., Oakland, OaL 


\ Belt Dreaaing Is Hn* 

roX ited only by the nsmhsr 

\\\\ * ^ of belt users in your vlda* 

X\\» ity. Ths quality of the D r es sing 

\\ \ — ■ — is high enough to suit the UMWt die* 

criminating purchaser. Ask your whole* 
saler for it or write for prises and samples. 

IK Messrs MFC. ce. 


STOVE & FURNACE REPAIRS 

WaUUnf for AH Mikes Repairs and Wicks for New Perfection end Puritan Oil S to re s and Heettra 

»«»m,!!» MYER S. RUBENS W, 9LESALE A S 

PI ATFPQ CWM, Silver, Nickel, Broom, Oo9p*r. pi ATPPQ 
r LAI LI\J Brass, Blue and Chm Mttal OzMlrinc PLA1 Ll\ J 

GALVANIZING RESILVERING RETINNING 

Demountable Rims, Etc. Head and Spot Lights Milk and Ice Cream Cans, Etc. 

Silver Ware Refinished 

1009 W. FIRST AVE. Also Rented for Weddings, Banquets, Etc. SPOKANE, WASH. 
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ing and Fish Knives, Pocket and Cam] 


HERCULES COLD SODER 

THE METAL MENDER 
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Google 


Meals may leak in any metal qniekly and permanently, 
without hoot or add. Just apply Hercules Cold Soder, 
a semi -liquid, from tubo, covering hole or crack. Fixes 
household utensils, brass, granite, aluminum-ware, pipes, 
gasoline tanks, auto radiators or cylinders. Finds pop¬ 
ular sale. National advertising is intensifying demand, 
Ailr your jobber. Write for booklet. 

HERCULES PRODUCTS CO. 

IMpfc A OOXnrOTL SIiUZTB, IA 

Airror nAM MERCANTILE 00., 510 Battery Street, 
San Franciseo, Calif., Export Representatives 


v Outing Equipment 

Preferred 
by Outdoor 


Sell things sportsmen want—build up a 

trade that will endure by featuring Mar¬ 
ble's Outing Equipment. These prices are 
list — liberal deafer discounts — order of 
your jobber—be sure you have Marble’s 
Catalog. 

Stock these ready sellers—Marble's Hunt- 


;ers, 

lade 
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ChicacO 

mark wv 

SPRING HINGES 

Trade Building 

Have you a stock of Spring Hinges that 
have distinctive selling features which 
your salesman can offer and which 
would make the prospective purchaser 
buy them and no other? 


Chicago‘hlafSpring Hinges 

are in great demand. They are substan¬ 
tial in construction and readily applied. 
The EXCLUSIVE FEATURE of spring 
action release, allowing the door to be 
placed open at any desired position and 
automatically reengaging when the door 
is closed, is of recognized merit and 
utility. 

Send for catalog fully illustrating and de¬ 
scribing the most complete line of Spring 
Hinges manufactured. 

Chicago Spring "Butt (Compaq, 


CHICAGO 


NEW YORK 
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BEAR BRAND 

Garden Valves 


Portland Seattle Los Angeles 

F. L. Green Go. F. L». Green Co. D. D. Adams 
Portland Furni- 62 Pike Street 332 South Spring 
ture Exch. Bldg. 
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ABE MADE OF 

RED METAL, PERFECTLY MACHINED 
PROPERLY PACKED 
REMOVABLE HANDLE 
SMOOTH SEATS 

Valves that will stand the hardest usage 


OBDEB 


BEAR BRAND 

GARDEN VALVES 
FROM TOUR JOBBER 
MADE ON THE PACIFIC COAST 


Standard Brass Casting Co. 

Main Office and Factory, Oakland, Oallf. 
Bale* Office, 823 Monadnock Bldg., San Francisco 

B W. WTJE8TH0FF, Salea Manager 


The No-work. No-expense 
Refrigerator 


Housewives are quick to see the econo¬ 
my, convenience and sanitation of the 
SPARK Iceless Cooler— only one cost, 
the first cost, and little or no work 
afterwards. 

The SPARK Iceless Cooler makes its 
own air-cooled atmosphere — it keeps 
food perfectly. 

t?— i -- - prospec t for the 

SPARK Iceless Cooler — it's a quick 
seller—a profit-producer. 

SPARK Stoves and Ranges I p 
are stoves with a reputation — g L< 
tried and proved the best 

Write for Prices and Descriptions 


SPARK 

Iceless Cooler 


A Great Seller — 
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Favorite Stoves and Ranges 

best in the world 


BUILT IN THE MOST COMPLETE AND 
SCIENTIFICALLY CONSTRUCTED 
FOUNDRY IN THE WORLD 


A big line to choose from, 
consisting of pearl gray 
and royal blue porcelain. 
Gas, coal and gas combi¬ 
nations. 


Also regular line of Gas Ranges, with Poroelain Lined 
Ovens; full line of Coal and Wood Ranges in all finishes. 

This line should appeal to live dealers who are looking for 
a line that is right up-to-the-minute in modern construc¬ 
tion and finish. 

EXCLUSIVE AGENTS 

MANGRUM & OTTER, Inc. 

827-831 BQmIoii St., San Francisco 


Dick’s Famous Feed Cutters 

Hand and Power 

On the Market 47 Years Many First Models in Daily Use 


Dick’s “Famous” and 4 ‘Blizzard” Ensil¬ 
age Cutters are light running, durable and 
strong. 

Will cut any kind of material from fine 
blue grass to the coarsest dry or green 
forage. Cuts any length from %-inch to 
1%-inch. 

Knives are easily and.accurately adjusted, 
easy to sharpen and made of the best steel 
obtainable. 

If you have feed to cut or a silo to fill no 
matter how high or low, a Dick’s Cutter 
will do it for you with the least power. 

We solicit dealers from open territory as 
agents. Write for catalogue and prices. 



PACIFIC PUMP & SUPPLY CO n 851-853 Folsom Street, San Francisco 
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A WESTERN PRODUCT 


All Metal Parts: 
Electro Galvanized, 

The Standard, Durable, 
Bast-Proof Finish. 


MANUFACTURERS OF 

Chain Mop Handles 

and 

Janitorial Utilities 

•'THE ONE-BETEB” 

Guaranteed to out-last three 
of any other type. 

Superior to any other on the 
market. 

Mop easily placed. 

No wires to rust. 

No screws to strip or bind. 

No clamps to get out of repair 
All metal parts Malleable 
Steel. 

Sample Handle sent on re¬ 
quest to Jobbers or Dealers. 

Write for trade prices. 

If your Jobber cannot supply 
you, let us know. 

June Freeman Mfg. Co. 

Manufacturers and Sole Owners 
of Patent Rights 

San Francisco, California 


DESCRIPTION OF PARTS 
■A A—Handle, Select Wood. 

B—Head, Angle Steel. 

0—Lever Bar, Steel. 

D—Chain, 900 lbs. strength. 

E—Hook, Adjusting Mop. 

F—Nail, Barbed- Strong. 

G—Furl. Sheet Steel. 

H—Bolt, Holding Head 
I—Wing Nut, Holding Lever Bar. 


Three Styles — 4 ‘Professional ’' 
Janitor, four lengths, 6, 

5%, 6 ft.; “Regular” Janitor, 
length 57 inch only; “House¬ 
hold,” length 51 inch only. 


Cupola Burner Oil Stove 


Short Chimney Oil Stove 


WRITE FOR CATALOG NO. 128 


We now have a Large Stock and Assortment 

of Oil Stoves 

SEND TOUR ORDERS TO 

QUICK MEAL STOVE CO., DIV. 

OP AMERICAN STOVE COMPANY 

0. H. SOHDSOE 

We also carry a largo Pacific Coast Agent Wo also carry a largo 

UD* of 715 8t, near 19th BL. °* 

GOAL RANGES San Francisco, OaL GAB RANGES 


Wo alao carry a largo 
lino of 

GAB RANGES 
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Hardware Specialists 

IN ALL THAT THE TERM 
IMPLIES 


We solicit your patronage and assure you of 
two things which will assist you in developing your 
business—SERVICE, Equal to the Best, and DE¬ 
PENDABLE QUALITY MERCHANDISE 

EVERYTHING IN HARDWARE 


Belt Lake City, 
Utah 


The5sall Lake 
Z®' cHardware (Bo. 


Pocatello, 

Idaho 


A Word About 

STOVE REPAIRS 

Established over 20 years in this section has enabled us to carry 
a stock of STOVE REPAIRS unequaled in this great 
Northwest. 

We have gone beyond this— 

Our ever increasing demand for STOVE REPAIRS has made 
it necessary for us to build and operate an adequate manu¬ 
facturing plant, resulting in SUPERIOR CASTINGS, IN¬ 
CREASED EFFICIENCY and BETTER SERVICE. 

We solicit orders thru Dealers and cater to the Jobbing Trade. 

Spokane Stove & Furnace Repair Works 


Max Rubens 


Incorporated 

M. M. Rubens 

SPOKANE, WASHINGTON 


J. L Rubens 
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Push VERIBEST Lines 
For VERIBEST Results 

Hardware of Guaranteed Merit, from a 
House Famous for Its Service. 

Tools 

General Hardware 
Automobile Accessories 
House Furnishings 
Sporting Goods 
Cutlery 
Phonographs 
Phonograph Records 



WholMalerB—Jobberg 


StreveD - Paterson Hardware Co. 


HONEYMAN 
Hardware Company 


Fourth at Alder 


Park at Glisan 


8ALT LAKE CITY 


GARDEN TOOLS 
Rakes, Hoes, Spades, Tree Pruners, 
Pruning Shears, Hand and Tank 
Sprayers, Garden Barrows 

GREAT AMERICAN LAWN 

MOWERS_ 

Grass Hooks, Grass Shears, 
Garden Trowels 

REACH 

Base Ball Supplies and 
Uniforms 

High Grade Fishing Tackle 
Outing Clothing 
Guns and Ammunition 
Builders’ Hardware 


A. M. HOLTER 

Hardware Company 


Helena, Montana 


HOLTER 

Hardware Company 

Spokane, Wash. 


Establish* 1867 


WHOLESALE 

Shelf and Heavy Hardware 
Blacksmith Supplies 
Sporting Goods 


WHOLESALE 

ONLY 

Auto Accessories 


Monarch Ranges 
Plymouth Hope 
Automatic Waahera 
Sargent Hardware 
Acme Paints 
Rawlings Sporting 
Goods 


Peninsular Line 
Furnaces, Ranges 
and Heaters 
Schuttler Wagons 
Mill, Mining and 
Logging Supplies 


Automobile Accessories 


Prompt, Courteous Service 
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YAKIMA 

Hardware Company 

YAKIMA, WASH. 

Jobbers of Standard Lines of Hardware 

Wholesale 


MILLER 


Recent Tests 
Prove 

Miller ' 

Heaters 

will operate 
perfectly 

even with the 
lowest grades 
o f kerosene i 

oil. V 

Eliminate all 
complaints by a 

selling M 

“MILLER” P 

Oil Heaters # 


Prices ready If your Jobber cannot supply 
» iftoi you, we will give you name of 

IOr nearest distributor. 

EDWARD MILLER & CO. 

A. T. LLOYD, Padfio Coast Sales Represents#™ 
Monadnock Bldg., San Francisco 


BUILDERS’ HARDWARE, ROOFING, 
STOVES, TIN AND ENAMELED WARE, 
IRON, STEEL, PIPE AND FITTINGS, 
BLACKSMITH AND WOOL GROWERS’ 
SUPPLIES, HOP AND FRUIT GROW¬ 
ERS’ SUPPLIES, SPORTING GOODS 
AND CUTLERY, AUTOMOTIVE 
EQUIPMENT 


Ortas fmed 
sum day 
y received 


Prompt 

Courteous 

Sendee 


WASHINGTON 

Hardware and Implement Underwriters 

OF 

SPOKANE, WASHINGTON 

IS CONDUCTED BY HARDWARE AND IMPLEMENT 
DEALERS FOR THEIR SOLE BENEFIT 
AND PROTECTION 

INSURES Stocks of Merchandise, Store and Warehouse Build¬ 
ings, Dwellings and Household Goods for Hardware 
and Implement Dealers. 

SAVINGS FOR 1920 

50 °!o OF PREMIUMS 

This is for yon if a member of your State Hardware or Implement Association. 

An inquiry addressed to 

E. E. LUCAS, Secretary 

will bring full particulars by return mail. 
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Makes Stoves Look Like New 

KILLS RUST; PREVENTS RUST¬ 
ING; CLEANS AND POLISHES. 
Write for Wholesale Prices 
SUPERIOR LABORATORIES 
General Offices, Dept. 26 
Grand Rapids, Mich. 
GENERAL SALES CORPORATION 
Pacific Coast Representatives 
718 Mission St., 737 Terminal St., 
San Francisco Los Angeles 

Seattle, Wash. 
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BIG GAME CARTRIDGES 


In the heat treatment of metal, standards have been 
worked out by The Peters Cartridge Company, which 
give the proper strength and elasticity to the metals 
used in cartridge cases and bullet jackets. 

Loading machines and loading methods originated and used 
by The Peters Cartridge Company, guarantee uniformity 
otherwise unobtainable. 

The Ballistic requirements of Peters ammunition are so strict, 
that no ammunition is permitted to leave the Works without 
almost unbelievable accuracy—penetration and uniformity. 

PETERS 22 Ammunition has been the standard of the World for years, as well as 
the pistol, revolver and rifle sizes. 

The World’s Records won and held with PETERS ammunition and as yet unequaled 
are sure proof that PETERS ammunition is built to “World’s 
Record 77 specifications. 

THE PETERS CARTRIDGE COMPANY, Cincinnati, Ohio ft 

BRANCHES: NEW YORK—SAN FRANCISCO if ■ 1 \ 

MARSHALL-WELLS CO., Portland-Spokane-Duluth-Winnipeg-Edmonton ■ 

HIBBARD, SPENCER, BARTLETT & OO., Chicago \ \ V 

SLOSS & BRITTAIN, Inc., San Francisco W M 


H. Roth & Sons 
Company 


SPECIALTY 

HARDWARE 

JOBBERS 


942-44-46 Mission Street 
San Francisco 
California 


We carry factory brands only under factory 
labels and numbers 

WHOLESALE ONLY 
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SCHATT & MORGAN CUTLERY COMPANY 

TITUSVILLE, PA. 

Mann t^ n of S & M Brand Pocket Knives 


Highest Quality Made—For Bale by Jobbers 
Western Bal es Re presentative 
W. H. WILBURN 

602 Williams Building, Ban Francisco 


FOR OVER FIFTY YEARS THE NAME E. A. BERG HAS STOOD FOR 

Highest Quality on Tools and Razors 

We are the Western States Representatives for this HIGH GRADE LINE. We can now 
make prompt shipment of Pliers, Plane Irons, Chisels and Razors. 

We are also sole American Representatives for the famous (ICRON SAGER) SWEDISH HACK SAW 

‘ “)ES. r“ -----— *----— 


HIGHER THAN ORDINARY BLADES. 

Writ* for Pric— 

BENSON IMPORTING CO. - 620 South Hill Street, Los Angeles, California 


THERE ARE MANY REASONS 

For the Continued and Increased Growth of Our Trade 


If you are one of 
our customers yon 
know them. 

If you are not one 
we want the oppor¬ 
tunity of showing 
you why it will be 
to your interest to 
send ns your orders 


Dealers, Attention! 

JOB WELSH 
Genuine Leaders 
Knotleee, strong, in¬ 
visible, can be had 
from your jobber* In 
Fishing Taokle. 

Good in Fresh or 
Salt water—a sice for 
every fish. Bond for 
sample card* of the 
6 sizes free on appli¬ 
cation. 


(jOEWELSfh^^fl 
l leader 

\ G TOE FISH^Ri^ 

JOE WELSH 


PASADENA 


CALIFORNIA 


Exclusive Agent TJ. 8. and 
Canada 
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THE 


HERD 


GUARANTEED 




Most Attractive 
Best Selling 
Vacuum Bottle 


Fillers of Standard 
Construction 


Packed 1 to carton 
20 dozen to case 

Large shipments have 
arrived. Order from 
your jobber today 



1 Pint 8Ue 


BOTTLE 


Mechanically perfect 
Always threads easily 
Sturdy construction 
Long wearing qualities 

Heavy Aluminum Cap 
and Top 

Steel Container 

Beautifully Enameled 
Rich Brown Color 


If your Jobber cannot 
supply you, write us 


LLOYD SALES AGENCY 

MONADNOCK BLDG., BAN FRANCISCO 
Pacific Ooaet Sales Agents 


LOWER 

PRICES 


New Process 

Brings Customers 


The appearance and perfect working quali¬ 
ties of the NEW PROCESS OIL STOVE 
satisfies every user. They are made in 
various styles and sizes in Satin finish. 

Furnished with Oil Saving Burners, .High 
Speed, and Heavy Glass Tank. Has Large. 
Roomy Cooking Top. Legs are made of 
Strong Cast Iron. Furnished either with or 
without Back Shelf. 

The NEW PROCESS OIL STOVES will 
bring you customers. 


NEW PROCESS STOVE CO. Division AmsricanStove Company 

CHAa H. SCHIECK, Sales Agent, 715 Indiana Street, Near 19th Street, SAN FRANCISCO 
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STEWART 



Automatic 
Sash Adjuster 


Easily Adjusted for Any Size of Window 
Sash 

Simple Compact Strong 
Everlasting 

Requires only one inch on window stop 



Patented 

Are Adaptable to 

Casement Windows 
Transoms 
Pivoted Sashes 

Horizontal or Vertical Pivots 

For All Sashes that Swing IN or OUT 

STAPLE LINE FOB 5 TEAKS 
THOUSANDS IN USE 


- i r WART ItiANliiA lTURImC CO. | 


OAKLAND CALIFORNIA 

1627-31 Jackson St. 


The 

Schaw-Batcher Co. 


WHOLESALE 

HARDWARE 


asd Fittings 
Canton Steel 


Sporting Goods 


Sargeot & Co. 
BnMere’ llanhnn 


Will's SdentHic Sprinkler 


FOB LAWNS AND OABDENS 



“There’s a Reason Why This Business 
Increased 100 Per Cent in 1919.” 

Three Superior Qualities 
Durability—Efficiency—C heapne s s 

Made of ateel galvaniiod pipe. Saves 96% on Water 
Bills. Covers 25% more snrfaee with same water. No 
Rost—No Leak*—Solid Standards—securely attached. 
No bending or breaking. Hose connection BB8T made. 

The Spray is distributed equally, covering every 
space and corner. 

Made in all Lengths, and to suit any pressure. 
Guaranteed for 10 years* service if properly cared for. 
Ask your Jobber or send direct to the Factory for 
our descriptive folder. 

WILLS SPRINKLER CO. 

2110 FLOBBHOB AVB. LOS ASOBLM 
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1880 


FORTY YEARS 

EXCLUSIVE AGENTS TO THE WESTERN TRADE 


1920 


ARROW 


BRAND 


CUTLERY 


ADOLPH BLAICH, Inc. 

Wholesale Only 


693 (Mission Street, San Francisco, Cal. 
Samples and Prices on Request 


POCKET KNIVES 
BUTCHER KNIVES 
PARING KNIVES 
RAZORS 
RAZOR 8TROPS 



SHEARS 
SCISSORS 
MANICURE GOODS 
FLASHLIGHTS 
FISHING TACKLE 


Write for Samples and Prices 


California Stock Pattern 

We specialize in Stock and Ranch Knives for the Western trade. 

WESTERN STATES CUTLERY A MFC. CO. 


Mfgrs. of Cutlery end Cutlery Products 


BOULDER, COLO. 


n HERE is a. bright future for the 
U dealer who sells Clark Jewel Oil 

The superiority of Clark Jewel Oil 
Stoves —their perfect working qualities 
—their strong and durable construction 

make permanent customers and in- Bin ? < 

crease the prestige of every dealer who 

Increase your patronage by placing a 
full line of Clark Jewel Oil Stoves on L - 
your sample floor. They are easy to 
sell. They save time. They save oil. 

Write for Tour Copy of No. 112 Catalog Today 

GEORGE M. CLARK & COMPANY 

Division American Stove Company 

CHICAGO 
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[OTTSCHALK 


Over 1,000,000 Sales Prove its Worth and 
Merit. Gives Ton Good Profit. Satisfies 
Tour Trade. 

FREE TO ROYAL DEALERS 

Royal Lithographed Window Trim. 

Royal Lithographed Counter Displays. 

Royal Lithographed Movie Slides. 

Cuts for Newspaper Advertising. 

Cirsulars for Store Use. 

Book—Royal Salesmanship (32 pages). 

Above Selling Helps will be mailed prompt¬ 
ly to any Royal Iron Dealer on request 

ROYAL SELF-HEATING IRON OO. 

575 WAYNE ST. BID PRAIRIE, OHIO 

Western Representatives, 8PRAKE SALBS CO., Inc. 
Los Angeles San Francisco Denver 

216 Higgins Bldg. 525 Market St. 506 Charles Bldg. 
Portland, 688 Railway Exchange Bldg. 


WHITE MOUNTAIN REFRIGERATORS 


“The Chest With the Chill in It” 


No up-to-date kitchen is complete without one; no more 
worry over Dirty Pans; Just a rub or two with Mag¬ 
netic Cloth and the pan is clean and sweet and sparkles 
like new. The Magnetic Cloth is made of a special 
crinkled spun wire fabric and gives excellent service* 


Manufactured by 

JOHN W. QOTTSCHALK MFG. CO. 

Lehigh Ava. and Marcher St. Philadelphia, Pa. 

McDonald * linforth. 

Pacific Coast Raps., 789 Call Bldg., San Francisco 


The name “WHITE MOUNTAIN" for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Effort, 
Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow - White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN¬ 
TAIN” Refrigerators you should 
send for our finely illustrated 
catalogues and booklets. 

Maine Manufacturing Company - Nashua, N. H n U. S. A 

BRANCH OFFICES: 

Now York City Boston, Mast. Atlanta, Oa. Dallas, Texas San Frandsoo, OaL Denver, Cole. Melbourne, Asa. 

PACIFIC COAST DISTRIBUTORS: 

San Frandeoo.Dunham, Oarrlgan fc Hayden Co. Portland.Honeyman Hardware Oe. 

Sacramento.MUler-Enwrlght Co. Seattle .Schwabacher Hardware Co. 


Retails for 
10 Cents 


Send us your 
jobber’s name 
if he can’t 
supply yon. 
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Three 
Special 
Reasons 

Why You Should 
Order Your 
FREEZERS Now 

(1) We can ship 
more promptly now 
than when the big 
demand is on. 

(2) Transportation is better 
now. 

(3) Hot weather is sure to come. 
So will the rush for Freezers all 
along the line, from user to deal¬ 
er—to jobber—to us. 

But we cannot supply every de¬ 
mand promptly the last minute. 
Be wise in time, get your stock 
now while the getting is good. Be 
ready to supply your customers 
the moment they are in a humor 
to buy. 

If you hesitate now 
you may lose later. 

We venture to guess 
that your stock is 
low, so there is 
every good business 
reason why you 
should prepare in 
time. Place your 
order with your job¬ 
ber now—you can¬ 
not lose. 

NORTH BROS. 

Mfg. Co. 

PHILADELPHIA, PA. 







FOSTER BROS. 
BRAND 

Is Made for Service 

Keen—Convenient—Durable 

For all trade purposes 
FOSTER BROTHERS’ 
Brand is unrivaled. 
Properly ground, tem¬ 
pered, balanced and 
sharpened, ready for 
use, it is guaranteed to 
meet the most severe re¬ 
quirements. Knives, 
Cleavers, Carvers, Split¬ 
ters, etc., of every type 
and for every purpose. 


Foster Bros. 

Brand is univer¬ 
sally noted for 
quality and ser¬ 
viceability. Half 
a century of ex¬ 
perience has en¬ 
abled us to pro¬ 
duce the best 
cutlery to meet 
all needs. 

B y selling t o 
your customers 
cutlery o f dis¬ 
tinguished service, you increase 
your profits and enhance your 
reputation as a high class dealer. 


Your jobber can fully describe 
Foster Bros. Complete 
Line of Cutlery 




JOHN CHAfiLLON 6 $0N$ 

New York U-S-A. 
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Hidden Hardware Won't Sell Itself 


TRINER “LIBERTY” 

PARCEL POST SCALE 

With indica¬ 
tor showing 
amount of 
po s t ago in 
the regular 
stamps and 
ad ditlonal 
amount r e- 
quired in 
war stampa 

Saves work 
and p re¬ 
vents inao- 
cu r a e y in 
o o u n ting 
postage re- 
q u i red by 


Revenue Bill 


Hade only 
in 20 - pound 
capacity. 

Furnished in black enamel finish, glass front, 
steel top. 

Same style, tile top. 

Blue enamel finish, glass front, tile top. 

Burts* on the Trlaer. Tour jobber oea supply 


TRINEB SCALE A MFC. 00 

Wart TmMr Unt StrMt OUmHi 1 

w. p. how * oo. 

Pacific 0»a*t Bmumm 


Don’t keep your hardware out of eight, in odd 
shapes and sizes of boxes. Get it out where 
people can see it. If yon do this yon will sell 
more, because your customers will then be re¬ 
minded of their needs. 

Put ( * Duluth ’’ Hardware fixtures to work for 
you, and they will pay for themselves in extra 
sales made. 

DULUTH SHOW CASE CO. 

DULUTH, MINNESOTA 


ivoxsov ft maffov 

Pacific Coast Agents 
San Francisco, Los Angeles 


Atlas Mfg. Co. 


mar the finest furniture. 
Especially adapted for 
parlor or drawing room 
use. We have made it 
extra strong and flexible 
—will outlast any now 
on the market. 

Our 5 oent swatter is 
the best ever sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
Insertion of your ad. if 
you desire. 

Now is the time to 
place stock orders. We'll 
gladly quote prices and 
terms. 


FULL RADIUM WHITE DIAL 
ONE DAT INTERM I T TEN T AT.auai 


r&e&gnv, « incnee. uiai mokes. 

Alarm rings for 5 minutes, intermittently in 20-secoad 
intervals. Has silent switch. Oase, seamless brass, 
hrovilr siekal pUtad. A oompact, atron,ly mada, a? 
tractive little clock. 


MORGAN & ALLEN CO. 

160 Poet Street, San xnadie^ California 
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Milbradt Ladders 



Will pay for them¬ 
selves in a short time 
by enabling yon to 
wait on more trade, 
save the wear and 
tear on your fixtures 
and goods, as well as 
bring the appear¬ 
ance of your store up 
to date. 


Write for catalogue 
showing a large num¬ 
ber of styles suitable 
for all kinds of shelv- 


MILBRADT MFG. CO. 


2415 No. Tenth St. 


St. Lnlt Mo. 


Satisfied Customers and 
Increased Profits 


All Steel 
Easy To 
Clean 


There 's 
money for you in sell¬ 
ing S t u r g e s Steel 
Churns. All metal— 
drawn steel barrel, 
smooth inside—no corners 
—easily cleaned. Beauti¬ 
fully trimmed in red and 
blue. Write for Circular 
No. 35X. 

Sturges & Bum Mfg. Co. 

CHICAGO, ILL. 
Established 
1865 








Get Your Share of These 
Bigger Profits 

Right now is the time to get ready to 
make the profits that should be yours 
from the Duplex Fireless Stove spring and 
summer demand. 

Although the Duplex sells readily all 
the year, in the warmer months its advan¬ 
tages are especially apparent to house¬ 
wives seeking relief from hot kitchens. 

Our dealer policy gives you every sales 
co-operation to enable you to make good 
with Duplex. We run strong advertis¬ 
ing in the leading women's publications; 
but we don't let the matter rest with 
doing just that. You are helped fur¬ 
ther by effective Duplex sales-aids, such 
as the Dealer's Help Department, posters, 
sales letters, assistance in newspaper ad¬ 
vertising and window display planning. 

The quick turn-over of Duplex Fireless 
Stove stock, puts the profits in the bank 
for you. Get our dealer plan now before 
it is too late. 

DURHAM MFG. CO. 


MUNCIB, DID. 


Lot Angela 
8718 Yt WPlo 


New York 
108 Chambers 88. 


Digitized by ' 














88 


HARDWARE WORLD 


Yours for Mutual Profit 


E5INCREASE your profits and build up 
|U| friendship and good-will by handling 
the Aseptic Home Capping Machine. It is 
packed for your convenience in individual 
boxes, thus saving space, preventing loss of 
parts, and reducing your expense. 

For our third year of bottle cappers we are 
prepared to double last year’s out-put and 
sincerely hope that we will double our circle 
of business friends. “Yours for Mutual 
Profit” is the way we sign our letters and we 
mean it. 

Write today for sample and prices. 

Reinhold- Sharp & Company 

615 Harrison St. Davenport, Iowa 



The Ontario Knife Company, Frank!inviiie, N. Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If you are a wholesale dealer and have not our catalog and prices, you should write for them at onea 




BUTC HER 

SKINNING 

STICKING 

BONING 

SHEATH 

SLICING 

COEN 

SHOE 


KNIVES 


CANNING 

PISH 

VEGETA BLE 

PUTTY 

BEET 

rrr-ATwr 

TABLE 


HOUSEHOLD KNI V E S, HOUSEHOLD CLEAVERS, FLESH FORKS and a largo variety 
of Knives with improved Sanitary Aluminum Handles 



We manufacture the largest variety and the largest quantity of kitchen knives made ky 

any one house in the world. 
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MADE IN OHIO, U. I. A. 

ALUMINUM 

“Real Solid” 


The “BBAXi SOLID” LINE has been for 20 
years, the Strong well known, dependable 
Aluminum line of Kitchen Utensils. 

Our Policy is and has been to give the dealer 
goods of such quality that assures him not 
only his PROFIT, but the housewife's contin¬ 
ued patronage. 

"REAL SOLID” WARE 


heavy tempered 
in many ways, 
Durability. 


ry D_ 

Sheets, which is far superior, 
especially in Rigidness and 



4 


TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—The best on the market. 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight—- 
bottom of handle is protected with Metal 
Trimmings, so that it will be impossible for 
flames to creep up over bottom and burn off 
handle. 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore. 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers’ Shelves. 

We have added 25 New Items, all prac¬ 
tical. This makes the “REAL SOLID” 
T.inA the most complete on the market 

Write Today and get our New 
Catalog just off the Press. 


WOOSTER, OHIO 



Glasbak Dishes 
are Popular 


U 


T HE demand for them is increas¬ 
ing rapidly — which results in 
increased sales and a quick 
turnover. 

Women have quickly learned the 
value of a glass baking dish the 
transparency of which affords a clear 
view of food as it bakes. They appre¬ 
ciate that Glasbak dishes mean suc¬ 
cessful baking, because the heat is 
absorbed by them so evenly that an 
even baking temperature is assured 
throughout. 

Not only that, but Glasbak dishes 
are attractive, and this saves extra 
dishwashing, for they can be served 
from right at the table. And they 
are very easily washed. 

Glasbak dishes are quick sellers. 
Write for particulars. 

McKEE GLASS COMPANY 
Jeannette, Pa. 
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YOUR CUSTOMERS WANT THE BOOMER 

IF YOU ONLY SHOW XT TO THEM 

BOOMER CANNON 


Cannon Stove made. 


nee. Suitable for Factories, Store or School Booms. It is the strongest and most 
eve made. Constructed so that a sheet iron drum may be attached, and thus increase 
the heating capacity. 

Made in six sizes— 1 2 3 4 5 6 

Diameter of Fire Pots 18 W 18" 20" 22" 24%" 

Weights 182 240 800 885 525 575 

OUB LOW PRICES WILL SURPRISE YOU—Wtite for them. 


THE HESS-SNYDER CO M Manufacturers 

Trade Mark “Boomer” Registered—Ho. 


MASSILLON, OHIO 


Folding 
Brass 
Doll ( 
Beds 

Champion 

Wire 

Scoops 

Wire 

Flesh 

Forks 


RKDDKJ 


Reddick. 

> Mole 
Traps 

Sholder 

Wire 

Scoops 

Champion 

Ash 

Sifters 


Specify Reddick Nationally Advertised 
Wire Specialties 

From your jobber or direct from us. 

MICHIGAN WIRE GOODS COMPANY 

301 Second St., Niles, Mick 




GENUINE 

HUNTER’S SIFTER 

Standard of the World 
Since 1880 


Sectional View Order from your jobber. 
Showing Construction 

Combines strength, beauty, usefulness and dura* 
bility. Cleanliness always possible Made in oae 
pieoe of extra heavy tin plate, nickel trimmings. 
Handle swedged to body. No soldered joints to 
oome loose. Easy to remove all parts for cleansing. 

the FRED J. MEYEES MFC. CO. 
Bender Street Hamilton, Ohio 


Big Reduction in Typewriters 

We have made the greatest reduction in prices 
ever known in the history of typewriters, on ac¬ 
count of accumulated stoek purchased from manu¬ 
facturers. 

Remingtons No. 10 $05.00 

Olivers No. 9 $46 DO 

Underwoods No. 4 $56.00 

Oraywood Envelope Sealing Machine—New. 
Cost $85.00—Sell for $20.00 
I Brand New MacRao’g Bine Book of American 
Manufacturers 

Oost $10.00—Never Used—Sell for $7A0 

ManyKHhmr Bargain* Sand for List 

N. S. HARTZMAN, 1125 13th Ave^ MoKee, Otoob 


O. LINDEMANN & CO. 

35 and 37 Wooster St, New York Established 1863 



m of JAPANNED. BRASS « 
TINNED WIRE 


Bird Cages and Cage Sundries 


A. L Conger Co., 70S Market Street, Sea Frsncisos, M» 
Bsprssssitstftvs for OsUforals 
T. D. MoLosi, L. 0. Indta Building, fssttf*. WaA, 
B op r eso nt i ttv o for Washington, OngM. Idaho, 
Utah, Montana and Britts i OoinmhU. 


Mi3P.eE i» 









PUeiSIN BACSIIE A TOM CS M take Ifftee MS Ssatttw Am 
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Pndsloi Kit MmIIii 

Anyone can eat a perfect 
duplicate of any Tale 
type key in lest tkaa 
one minute. Machine Is 
automatic. No experi¬ 
ence or ekill a cce s sor y. 
Write for descriptive 
booklet today. 


i, AKcelesa, h. 
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They Stop to Look—and Stay to Buy 


So complete, attractive and intensely practical 
and serviceable are Elgin ovens that housewives, 
whether from city or country, want them and buy 
them. Superior system of heat circulation makes 
perfect baking. Light, handy, save gas and pre¬ 
vent heating up the house. Doors finished in 
nickel and porcelain. Elgin oven trade always 
extends to other departments. Big profits for 
you. 


are 8U PP^ e( ^ * n 8 * zes to p leas ® 
particular trade. Carry at least 
^ enough to supply immediate demands. 

OVENS We ship all orders promptly. Thus 
we keep your stock new and save you tying up 
capital. Let us help you create new sales and a 
permanent trade. Write for full particulars. 
Order direct if your jobber cannot supply you. 


Note.—Elgin Ovens Nos. 36, 40 and 14 (Lady Elgin) are great sellers. No. 40 is the Thermo type which 

prevents accidental burning or scorching of food. 


ELGIN STOVE & OVEN COMPANY 


ELGIN, ILLINOIS 


One of the world's largest manufacturers of ovens 
BEH & OO., 106 Franklin St., New York City, N. Y. 

Distributing Warehouses: New York, Philadelphia, Boston, Pittsburg, Rochester. 



Quality is the first 
Consideration in build¬ 
ing Marvel Nitrogen 
Lamps 

(ALL SIZES) 


Y 0U are Msur «d of a perfect, 
efficient, flawless lamp, and of 
IMMEDIATE DELIVERIES. 
Marvel Lamps are sold by direct 
representatives, and there are still 
a few highly valuable territories 


m 



Write or wire ms for details 


Brite-Lite Lamp Mfg. 
Company 

214 Oxford Street 
Providence R. j. 



MORE PEOPLE 

Have $1.50 

to spend on a 
Freezer than $5 to 
$8 for the heavy 
wooden tub kind. 

Have you thought 
of this? 

Sell “ACME’S” this season 

It is Economical, Sanitary and Easy to 
operate. Makes finest Cream and Ices in 
5 minutes. 

2 quart size sells at $1.50 
4 quart size sells at 2.50 

MADE BY 

RITTER CAN & SPECIALTY CO. 

PHILADELPHIA, PA. 

Factory Soiling Agents: BEH & CO. 

106 Franklin Street, New York City 
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“ATLAS” 

Shears and Scissors 

SHOULD BE IN THE STOCK OF 
EVERY JOBBER IN AMERICA 

The wonderful Atlas Brands are the best values 
in popular priced cutlery. Years of experience, 
with improved machinery and methods, now 
enable us to offer the wholesale trade a wonder¬ 
fully complete and up-to-date line of Shears and 
Scissors in all styles and sizes. 

Our Counter Display Carded Assortments 
sell Scissors for dealers very quickly. 


“C-B-CO.” Bottle Capper 

COMPLETE IN ITSELF 




Light \ > 

Compact \ 
Durable \ 

Nickeled Steel \ 
Easy to Operate' 


Prompt ship¬ 
ment. Good 
profita. Quick 
turnover. 


/ Double Lmn 
' Automatic Plusftr 
Releases Bottle 
and Perfects 
Double Sul 


Write for 
Prices. 


No Adjustmentsf No Stands! No Blocks! 

No Grasping Bottle with the Hand! 

No Set Screws! No Keys! No Springe! 

Just cap the bottles as they stem 


•‘CAPS THEM ALL 


Send for New 10 Catalog 
We are prepared to make prompt shipments. 

THE ATLAS SHEAR COMPANY 

260 North Av., Bridgeport, Conn. 

Represented by 
JOHN T. ROWNTRBB, Inc. 

Ban Francisco, Los Angeles, Seattle, Salt Lake City, 
Denver, Mexico, D. 7. Mexico 



COMSTOCK-BOLTON COMPANY 

Manufacturers Household SpedaltlM 
1926 E. 16th St. Kansas City, Me. 


City, Me. 



Tumblers The BIG FOUR Stro 


PLAIN AND CUT 
OPTIC AND 
DECORATED 

Everyone Buys a Few 

TRY OUR ASSORTED 
BARREL 

SELLS ON ARRIVAL 

The BELMONT TUMBLER CO., Bellaiie, Ohio 


GENUINE 

Mgp Hildebrandt Spinners 

Fish Catchers for 20 years. 

Tour customers want the genuine. A size, shape or 
finish for any game fish. Send for catalog. 

THE JOHN J. HTLDBBRANDT OO n 
Logansport, Indiana. 


For Gillette Blades 



Manufactured by 

The Novelty Strapper Co. 

Now York 

For Sale by your Jobber 

Best for customers 
Best for your profits 

Western Sales Renewal**ve 
W. H. WILBURN 
602 WUUams Building 
San Francisco 


Gilson Garden Tool 

Have proven Live Sellers wherever! 
shown. They get the weeds out of 
gardens and cash into the dealer's 
till. Write today for catalog and prices. 

J. E. GILSON CO., FORT WASHINGTON, 



If Your Jobber Does Not 
Carry It, WriteUs 


Dotorvs your confidence because they are known and 
wanted throughout the building trades and represent 
the easiest selling level stock on the market. 

YOUR JOBBER CARRIES THEM 

J. SAND A SONS Detroit, Michigan 
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The COOK PHONOGRAPH 

reproduces the human voice, violin and all 
other instruments so distinctly that the very 
personality of the artist is revealed. 

The tone and appearance of this instrument 
endears it to the purchaser, so that it becomes 
a necessity to the household. 

Each phonograph is built by the master 
artisan and creators of this instrument in 
our factory. 

Correct design, high quality construction, 
durability, appearance and finish are 
features of the COOK Phonograph. 

ERNEST C. COOK COMPANY 

Manufacturer* of tho COOK PHONOGRAPH 
**The Ins trumen t of Quality” 

Main Office, 116 8. Michigan Ave., Chicago 


A SHAVING HARDWARE MAN 

I P you are a self-shaving Hardware or Cutlery Dealer, Jobber or Salesman, mail this ad 
with your name and address to the AMERI CAN HONE COMPANY, OLEAN, N. Y., and 
you will receive, without charge or obligation, a new shell horse hide strop and a new hone 
in combination. 

The best proof is the proof by test. We believe we have the best razor sharpener in the 
world and shall welcome the opportunity to have you see what it does. 


ROCK-A-BYE 

NURSERY ACCESSORIES 


SWING NO.I 


JUMPER NO. 17 


SWING BED NO. 19 


SWING NO.2 


SPECIAL NO.7 


ROCKER NO 


.24 v ^ 


WALKER NO.18 


<• 

ROADSTER NO.IO 

PERFECTION MANUFACTURING CO. ST.LOUIS.MlSSOURI. 

Leffingwell Ave and Montgomery Street. 
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The 



Line 

Mr. DEALER: 

Are you looking for a Wickless Oil 
Cook Stove that will give you no trou¬ 
ble, one that you know will remain 
where sold and cause many new cus¬ 
tomers to come to you for others f Just 
order a sample HEADLIGHT OIL 
RANGE, either with built in oven or 
plain, try it out thoroughly, and then 
place your order with us for your 
season’s supply for a stove that will 
move off your floor quickly and give 
you a good profit. 

Write for full description and prices. 

The L. A. Althoff Mfg. Co. 

180 N. Dearborn St., Chicago, Ill. 



...THE... 

FAULTLESS 

CASTER 

A scientific construction 
accurately produced--this 
is the fundamental prin¬ 
ciple that has established 
the supreme quality and 
unsurpassed service of 
FAULTLESS CASTERS. 

FAULTLESS CASTER COMPANY 

EVANSVILLE, INDIANA 
Manufacturers of AU Kinds of Casters 

Pacific Coast Representatives 
CHAS. A. DOWD SALES COMPANY 
310 Market Street, Son Francisco 




.J 
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House all swept 

—and not tired out! 

This light carpet sweeper is easily operated 
and carried about with one hand. No dust 
clouds, no stooping. Makes the daily sweeping 
quick and easy. Costs no more than half a dozen 
brooms and outlasts dozens of them. A real 
economy as well as a daily convenience. 

If you now have a very old Bissell serving 
you faithfully, let your dealer show you a modem 
•' Cyco ” Ball Bearing Bissell — even easier 
running and more efficient. It will be a great 
time-saver to have them both—one for upstairs 
and one for down. 

Beware of unknown s w eepers offered at ridiculously low 
prices. Real ecoootny is to buy a sweeper that will last 
You can rely on a 

BISSELL’S 

Bissell'* New Lightweight Vacuum Sweeper has more 
^ suction than anv other non-electric cleaner, and more 
% than some electrics —at a quarter of their price. 

Price list and booklet—“Sweeping Facts and 

\ Fallacies**—on request, 

\BISSELL CARPET SWEEPER CO. 

V. SIS Erls St.. Grand Rapid*. Mich. 

^ Oldest and 

Largest Sweeter 
Makers 

Made in Canada, too 
Put Your Sweep- 
ing Reliance 
on a Bissell's 

BISSELL ADVERTISING 

in ths Lending National Periodicals has been 

continuous for over thirty years. 

Write for a copy of *BisseH’a Spring Offer 

Announcement. 

BTSSBLL CARPET SWEEPER 00. 

Oidatt mmi Largest Sweeper Mm tors 
Grand Rapids, Mich. 

Niagara Palls, Ont. (Factory) 

New York, 25 Warren 8t. 
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Lalance & Grosjean Mfg. Go. 


Manufacturers of the Celebrated Lines of 

Agate ( Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 


New York Chicago Boston San Francisco 
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OMER COX 
Western Representative 
Atlas Building 
San Francisco, Calif. 


PERMANENT 


Licensed. 

Hygrade Lamps are licensed under the General 
Electric Company's Tungsten Lamp Patents. This 
license includes all the tungsten lamp patents which 
may be granted in the future. 

Independent Selling Policy. 

Hygrade Lamps are sold at outright sale, without 
contract, agency agreement, or resale restrictions of 
any kina. 

You Cannot Buy a Better Lamp. 

The Hygrade quality is kept up by setting a very 
high standard and then maintaining it under the 
active supervision of the owners of the company, 
assisted by a staff of eight engineers and a corps of 
very efficient inspectors. 


Hygrade Lamp Co 

General Office x - 

and Factory W OALEM MASS 


The Hygrade Lamp Company has been in business 
for 20 years. A stable, progressive, independent 
concern, it plans to be in business many years in 
the future. 
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The Story of Quicker— 
Easier—Better Cooking 

The wonderful human interest story of 
National Pressure Cookery is being told to 
over 12,000,000 housewives through page and 
quarter-page advertisements in the Ladies ’ 
Home Journal, Good Housekeeping, Delin¬ 
eator, Modern Priscilla, Woman’s Home Com¬ 
panion, Literary Digest, Country Gentleman 
and other national magazines. 


SatTcmcil 


cooks entire meal over one burner in 30 
minutes. Women are delighted with it. Dealers 
are enthusiastic. Kansas City Convention 
dealers said National Cookers were the real 
44 hard times” quick-selling merchandise. They 
sell easily because of tremendous national 
advertising. 

All leading women’s magazines 
advocate Pressure Cookery 

Ask your Jobber, or write direct. 


Northwestern Steel & Iron Works 

Dept. 603, Eau Claire, Wisconsin 



Outdoor Time 
Is Nearly Here 


With its approach every lover of na¬ 
ture takes inventory of his equipment 
for out-door life, making sure he is 
prepared to get all the joy it holds for 
him. 

Your stock should be ready to meet 
his calls. 

Qold Medal Folding Furniture has 
provided comfort and rest to votaries of 
the great out-doors for 30 years. 
Wherever they have gone, Qold Medal 
Folding Furniture has gone with them. 

Now at home, as well—on porch, 
lawn, in sun parlor, den and bedroom— 
its comfort, neatness, light weight and 
compactness have found it a place. 

The universal use of Gold Medal 
Folding Furniture makes it a continu¬ 
ously profitable line that is worth push¬ 
ing. Catalog on request. Jobbers 
everywhere. 

Qold Medal Camp Furniture Co. 

Racine, Wisconsin 


TRADE MARK REO. US. PAT OFF. 

IFOIUDOKI® IPOEKJinnoJB! 
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The Trtlch Hardware Company 

ROCKY MOUNTAIN DISTRIBUTORS OF 


HIGH 
QUALITY 
OAST STEEL 


SELECTED 
HANDLES 
EXTRA FINISHED 


ry CAREFULLY Hi 

TEEL TEMPERED AND TESTED EXTRA Fli 

Be Prepared for Large Crops 

There will be a heavy demand thig Spring for Farm and Garden Tools. 
We maintain a complete assortment for immediate shipment. 


The Tritch Hardware Company 


FRANK A. BARE 
President 


Jobbers 

Denver, Colorado 


O. B. RARE 
Vice Pies. 


WALLINGFORD 

FARM % GARDEN TOOLS 


A COMPLETE LINE 


Digitized by Google 













HARDWARE WORLD 


99 


SPEED UP 

YOUR TURNOVER 



v 9 'A I .■ 


Vise* are among the slow moving 
articles in your stock 

Why ? 

They are not properly displayed. Your 
customers must ask for them—they are in 
the back of the store, under the counter or 
in the cellar. 

Every home, every shop, every garage has 
use for a vise—all customers are prospec¬ 
tive vise buyers, and they will buy if you 
remind them of their needs. 

We will send you a sales stand (4% feet 
high by 21 inches wide)—ready for use— 
FREE—with your first order for Prentiss 
Vises. 

This stand will be suitable for show win¬ 
dow or store display purposes—will present 
your vises in an attractive and available 
manner and will make sales for you. 

Your sales on vises will increase and your 
turnover speed up marvelously. 

For information write: 

PRENTISS VISE COMPANY 

106-110 Lafayette St, New York City 

mmrm 


“ON THE BENCH 



SINCE 1868’ 



The Man of the 
House Needs 
Sandpaper Now - 

These are the days when the “Man 
of the House” busies himself with 
odd jobs about his home. 

Fix up a window display of tools 
and supplies that will attract the 
home-tinker, with a center piece of a 
quire of sandpaper, spread out, fan¬ 
shaped; and bearing a catchy card 
that we will supply for this sale. 

Then be ready to show how much 
difference there is in sandpaper— 
and the uses for different grades. 

Explain how- w 

sandpaper is 
just the thing 
to cure “stick¬ 
ing” doors, 
windows, bu¬ 
reau drawers 






Tips 

Mx 1 



the coarse for 
cutting, and 
then the fine 
for polishing. 

Show how to 
use sandpaper 
to remove old 
paint. 

Send for our 

Book — “Sandpaper Sales Tips” — 
for valuable sales tips in making 
sandpaper a magnet to sell all kinds 
of things. 

WAUSAU ABRASIVES CO. 

WAUSAU. WISCONSIN 
Western Representatives 
SPRAKE SALES CO., Inc. 

Los Angeles San Francisco Denver 

216 Higgins Bid. 525 Market 506 Charles Bid. 

Portland, 638 Railway Exchange Bldg. 


■ ' I 

T$l 




i 


j ■ 

i> I 
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MAGNETIC CLOTH 

The Most Complete Domestic Help Device Known 

It instantly removes Grease, Burned Foods and all dirts from all 
kitchen ware. ALSO cleans Vegetables, New Potatoes, Sweet Potatoes, 
Carrots, Parsnips and such like. ALSO Tile work, Marble or Brown 
Stone Steps and many other things too numerous to mention. ALSO 
is used extensively for cleaning stained and greasy hands, for instance in 
machine shops, garages, etc. 



These are the days of 
progress and efficiency. 
The woman in the 
kitchen is no longer sat¬ 
isfied with the old-fash¬ 
ioned, back-aching 
methods of cleaning 
greasy pots and pans; 
MAGNETIC CLOTH is 
now the active house¬ 
maid that saves time 
and labor and conserves 
sweetness of disposi¬ 
tion. The kitchen sink 
of the modern house¬ 
wife is no longer com¬ 
plete without a MAG¬ 
NETIC CLOTH hang¬ 
ing on a hook. 


The MAGNETIC CLOTH is as pliable 
as doth, entirely as efficient as the best 
abrasive. Made to slip on the hand like 
a mitten. After using, rinse in warm 
water and hang up by the loop, to dry. 


Retails for 10 Cents 



As a magic wonder this MAGNETIC 
CLOTH is demanded everywhere; its 
market is wide and insistent and it is a 
logical, inevitable profit-maker for the 
merchant who reads and heeds the mind 
of his trade. 


Retails for 10 Cents 


Send us your jobber’s name if he can’t supply you with a trial gross. Packed in two 
dozen attractive cartons for show case display. 

MAJTUTAOTUBED BY 

JOHN W. GOTTSCHALK MFG. CO. 

LEHIGH ATE. AND HASCHEB ST. PHILADELPHIA, PA 

MCDONALD a LTNTOBTH, Pacific Oosst Representatives, 739 Call Bunding, San Francisco 
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BEAR BRAND COLD PACK CANNER 



^ 1; BEAR BMND M K* 
tOIDWKKCWNfl^ i 





i ■ 



A new and improved method of cold pack canning for the home. Approved 
by U. S. Government. Lower prices on fruit and sugar means a good 
demand for an up to date canner. Place your order through your jobber 
early to insure stock. Weight complete 9 pounds. 


WESTERN SAT.H H REPRESENTATIVES 
Omer Cox, Atlas Building, San Francisco, California 
Sands A Cox, San Fernando Building, Los Angeles, CaL 
Strlmple A Cox, L. C. Smith Building, Seattle, Wash. 
Strimple A Cox, Corbett Building, Portland, Oregon 
Jones A Cox, Newhouse Building, Salt Lake City, Utah 
Taylor, Toungs A Cox, Temple Court Bldg., Denver, Colo. 


MANUFACTURED BY 


Woolwine Metal Products Co. 

Eighth Street and Santa Fe Ave. 

Los Angeles, California 


GET IN A SUPPLY OF 

NOVELTY FORCE PUMPS 

And treat your customers to the best. 

We are the man¬ 
ufacturers of the 
original 'Novelty 7 
Pump for WELLS 
and CISTERNS. 
Its patented han- 
d 1 e attachment 
renders it the most 
durable, easiest 
working and best 
fitted pump. 

Its imitations are 
far inferior, be¬ 
cause they are not 
as accurately con¬ 
structed and do 
not produce as 
large a volume of 
water with each 

Don’t d el a y— 
write for circular 
and special prices 
(No. 130) at once! 

THE HESS-SNYDER CO., Massillon, Ohio 



Silica-Graphite 

is the ideal paint pigment for a protective cover¬ 
ing for metal or wood surfaces. 

It clings so tightly that there are no cracks 
or checks for moisture to enter. 

Because of its fish-scale like formation, it 
successfully meets expansion and contraction. 

No wonder it is considered indispensable by 
all users of it. 

Its wonderful records extend back over 50 
years. 

Its success has encouraged imitations. Be sure 
you get Dixon’s Silica-Graphite Paint. It has 
no equal for durability and real economy, and 
no competitor. Write for Booklet No. 230B, and 
long service records. 


JOSEPH DIXON CRUCIBLE COMPANY 

Jersey City, N. J. 




Established 1827 
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Asbestos Table Mats and Protectors 

Jobbers of house and kitchen furnishings will find 
this an attractive line. 

Our new DOILY-COVERED TABLE MATS are 
in demand and will produce large business. 

Inter-Mountain and Pacific Ooaert Representatives 
THAYER A BOWER 
845 Monadnock Bid#., San Francisco, Oal. 

320 Story Bid#., Los Angeles, CaL 

TURNER ASBESTOS COMPANY 

EXETEB, N. H. 



Dealers Earn the Advertising Appropriation 

$1.00 Gem Safety Razor Set 


FREE 


Look for ih? Cocoa Bo tier Center 


FREE 



WITH 


SAFEf 

^Having 

Stick ; 

jir- ! 

I SOAP 
r °* 5AFETT RAlO R5 


Every dozen Safetee Shaving Cream at 
$2.96 per dozen 

or Safetee Cocoa-Butter Center 

Shaving Stick at $2.96 per 
dozen 

or Safetee Shaving Powder at 

$2.96 per dozen 


Two dozen Safetee After-Shave Talc at 
$2.40 per dozen. 


EXAMPLE 

Coot 

1 Dozen Safetee Shaving Cream.$2.96 

1 Gem Razor Set. Free 


FREE 


the SOAP re 
PORSAmYRAZOffi 


j American sArctpJ 

1 J>0AP CORPORAlf 


Sell at 

$4.20 

1.00 


Ftorn 

$1.24 

1.00 


Profit.$2.24 


Push “THE LINE THAT PAYS” 
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BEST CUTLER? CO. 

Manufacturers of all kinds of 

HIGH GRADE 
SOLID STEEL SCISSORS 

Office and Works 

25 Willoughby Street - - Newark, N. J. 


THE QEO. H. BOWMAN CO., Clovolaitd, Obi* 


(Full/ protected by U. 8. Patents) 


W H1TELITE ELECTRIC CO. Write to us for 368-370 Brooms St. 

Sole Makers prospectus. New York City 


SAVES: 50% in lamp outlay 
100% in freight 
100% in storage 

Carries a full line of nitrogen 
lamps, and foremost amongst 
these is the DUALITE, the 
latest achievement in lamp 
construction, introduced by 
WHITELITE ELECTRIC 
COMPANY. 


In all sixes and voltages, for 
many years known for 
their high quality 

The DUALITE is a lamp with 
a double filament, regulated by 
a screw cap in the base to keep 
them burning one at a time, 
making the one lamp serve as 
long as any two lamps. 
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No Housewares Stock is Complete 

Without These 






8 BEATING If OIRECT CENTRE 
BLADES » DRIVE f| 


Items 


Ladd All-Steel Beat¬ 
ers—3 sizes for all 
requirements. 

Saturn Stationary 
Can Opener (New) 
entirely correct 
principle. 

Ladd Mixer Churns 
—1 qt. and 2 qt. 

Saturn (Clothes 
Line) Reel — 3V6" 
round, 2 finishes. 



OPENS CANS OF ANY SIZE OR SHAPE 




Saturn Clothes-Line 
Reels 


These goods are all candidates for every well- 
conducted home. They sell on sight. Profits are 
liberal. Early orders desired. 

JOBBERS the world over and Us. 

WESTERN SALES REPRESENTATIVES 
Omer Cox, Atlas Building, San Francisco, California 
Sand A Cox, San Fernando Building, Los Angeles, Cal. 
Strlmple A Cox, L. C. Smith Building, Seattle, Washington 
Jones A Cox, Newhouse Building, Salt Lake City, Utah 
Taylor, Youngs A Cox. Temple Court Bldg., Denver, Colorado 
Strlmple A Cox, Corbett Building, Portland, Oregon 

United Royalties Corp. 

1133 Broadway, New York 



Ladd 

Mixer-Churns 
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The Uve hardware 
dealer eays: 


“Wrapped Hose Makes Fine 
Window Displays 


BOSTON 

WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 

The largest hose manufac¬ 
turers in the world. Makers 
of the famous BULL DOG, 
GOOD LUCK and MILO 
brands. 


“You can’t get much display out of a 
black cat in a dark alley. 

“I never used to use garden hose in my 
window. The color of hose is just about 
the color of a shadow. You couldn’t 
get an effect out of it, do your best. 

“Now that I carry the three standard 
%th brands — BULL DOG, GOOD 
LUCK and MILO—I make bully win¬ 
dow displays with hose. The coils look 
fine hung up in a row or in a pyramid. 
I can make a hose display with them 
that will put your eye out.” 
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Business is on the Upturn 



USINESS in America is getting its stride again. 

It is going to set a steady pace it can keep, 
best is yet to come. 


Swing along with it, the 


Recent months have marked a return to normal habits and wholesome 
standards. Business houses are in training to conserve strength and build up 
vital powers on a better, broader basis. 

Prices have reached or are reaching stable levels. 


Goods and services no longer sell themselves. They must be sold. 

Good salesmanship is the order of the day. It is a help-the-buyer kind. It 
puts Service on a par with Profit. Its aim is to attract buyers by making buying 
attractive. 


Merchants and all sellers are not merely getting business, they are building it 
on foundations of integrity. 

Just recently the president of a national business spent thousands of 
dollars to apologize to the public for misstatements in advertising published in 
hundreds of newspapers by his company. 

He said policies of truth-telling and fair treatment must be maintained by 
his company at any cost because he valued the confidence of the public and the 
good will of his business too much to have it impaired by wrong practices. 

Legitimate business believes in “playing fair” and “dealing square.” Tt 
aims to safeguard the interests of the purchaser in all transactions. 

With the spirit of Service as a guiding force, business is worthy of your faith 
on which its activity relies. There is the nub of the whole matter. 

American security lies not only in our mines, forests, factories, and farms, but 
also in the work of our hands and the confidence in our hearts. 


Let us turn these to constructive purposes and enjoy a wholesome measure of 
Prosperity. 

Digitized by Google 














































108 


HARDWARE WORLD 


Forward Now, Together! 

time has come for all of us in America to move forward—unitedly 
£ c j and with determination—into an era of sound Prosperity. 

1 We are due to come into our own. Now is none too soon. 

We must make up our minds to Go Ahead—flash this signal all along the line. 

The Way is open if our Will is strong. 

The wheels of industry will turn in response to our command, expressed in 
terms of action. 

It is up to You, to all of Us, to say the right word and do the right thing to 
stabilize Business. Stability waits on activity plus faith that all is well—faith 
in ourselves, in one another, in business. 

Faith is the very foundation of Prosperity. Make it the cornerstone of your 
t hinki ng and of your action. 

Today, let us start putting our shoulders to the wheel, all together. Let 
us Work a little more, Think a little harder, Buy without forebodings—and Sell 
with a Conscience. We must keep a clear eye out for the other fellow’s interests 
as well as our own. 

The one rule that assures a full measure of prosperity is the Golden Rule. 
It is simple, sure, safe. Work this rule and let it rule your work. 

Some say there has been a breaking down of faith by the recent scramble to 
“get while the getting is good.” Even if that is so, we must dismiss from our 
minds that phase of re-action from war endeavors and declare for new, high 
standards. 

Nothing tangible is holding us back. The fundamental factors making for 
Prosperity are all favorable. 

At core American business is solid. 

At heart American men and women are courageous. 

• We must show the world, each other, ourselves, what American Spirit really 
means. 

Forward now, together, confidently! 


WINNING THROUGH COURTESY 
If a person addresses me I like to think that 
he gives me credit for having some intelligence. 
I may not have any, but I like to think he be¬ 
lieves I have. If he talks to me on some abstruse 
subject I take it as a compliment because he 
would not talk on that subject if he did not 
think I understood it. If his verbosity extends 
only to himself and what he can do, has done, 
or intends doing, I’m too busy to listen. I am 
just a human being. If he tries to hypnotize me 
to the extent of buying his goods against my 
own judgment, he insults my intelligence. The 
more he promises, the less I expect to get. 


When a customer has even a small grievance, 
treat that grievance as if it were as serious a 
thing to you as to him. 


Did you ever ask each clerk to write an 
advertisement? Many will be worthless, some 
may be funny; a few may suggest a good idea. 


Happiness is the only good. The way to be 
happy is to make others happy. Other things 
being equal, that man is happiest who is nearest 
just—who is truthful, merciful and intelligent 
—in other words, the one who lives in accord¬ 
ance with the conditions in life. 
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A WAY TO OVERCOME COMPLAINT OF 
HIGH PRICE 

A Kentucky hardware dealer has an effect¬ 
ive way of convincing customers that his high 
quality goods are real bargains in spite of the 
seemingly high prices that conditions necessi¬ 
tate. 

In his show window there is an attractive 
display of leading articles. In the center is a 
big white card with red letters reading, “It’s 
Not Price, But Service That Counts. Figured 
on service, every article in this window is dirt 
cheap. Select any article. If we can’t prove 
this statement, we’ll make you a present of the 
article. 

“We haven’t given away anything yet,” 
says the dealer, “and we won’t have to. Just 
to show how our system works, let’s consider 
our best percolator. It sells for $6.50. We tell 
our customers it is cheaper than the coffee that 
goes in it. Although the percolator will last 
many years, we consider for our argument that 
it will last two years. Two years is 730 days. 
The cost of the percolator at that rate of wear is 
less than one cent daily: 4 How much coffee’, 
we ask the customer at this point, ‘How much 
coffee can you get for a penny?’ We have had 
unusual success in using this method of showing 
how little an article costs on the basis of service. 

“Customers used to complain about high 
prices. We became tired of continually advanc¬ 
ing reasons why we had to ask more for our 
goods than we had asked a few years back. 
Finally, we decided that, to have any peace of 
mind at all, we would have to reduce prices or 
convince the public that those prices were still 
reasonable. 

“To reduce prices meant to reduce quality— 
to discontinue handling the high-grade goods 
for which our store had gained a good reputa¬ 
tion and substitute low-grade goods. We wanted 
to retain the good will and patronage of our 
customers, so we decided that the substitution 
would be the worst change we could make. 

“Instead, we quit price talks, price argu¬ 
ments, and price .windows and began to sell the 
help, the usage, the service our articles give to 
the customer.” 

Since it is the use of practically any article 
that determines its cost to the purchaser, the 
Kentucky hardware dealer’s method can be 
adapted for selling anything. 


Any man can face one day’s trouble. It’s 
trying to carry tomorrow’s, too, that weighs 
us down. 


MANY STILL CUT TWO HOLES FOR A CAT 
AND KITTEN 

According to the encyclopedia, Rene Des¬ 
cartes was the father of modem philosophy and 
a very wise man. 

Yet one day he did a curious thing. To put 
the finishing touches on his study, he provided 
a large notch in the bottom of the door so his 
cat could get in and out. 

Then he cut a smaller notch for the kitten. 
Though Descartes was a splendid thinker most 
of the time, he seems, like the rest of us, to have 
been capable of foolishness also. 

No matter how carefully the human mind is 
trained it will insist upon proving that it is still 
a human mind by occasional lapses into foolish¬ 
ness. 

This fact was recognized by another wise 
man named Erasmus who wrote a book “In 
Praise of Folly.” And it was recognized by the 
church when that great institution tolerated the 
Feast of Fools in every country of Europe. Per¬ 
haps there would be fewer people in the insane 
asylums today if mankind had not lost sight of 
the need of a little folly once in a while. 

This then is a plea for the right to be foolish 
now and then. 

Most of us take life too seriously—or take 
it seriously too continuously. 

We get into a rut of seriousness which wears 
deeper and deeper until it is so deep that we 
cannot see out of it. 

And when some wisely foolish person looks 
down upon us and invites us to come out and be 
foolish, we cannot. Real folly is unknown to 
us—folly of the cleansing, purging kind that 
acts upon the mind like calomel upon the liver. 

The sign of a healthy mind is the ability to 
laugh heartily. Laughter is a letting go. 

It releases the mind and relieves the tension 
of too much and too long thinking. How much 
better you feel after a boisterous laugh—yet 
how often do you enjoy one ? Almost everyone 
can think back for months before being able to 
remember the last real laugh he had. Most of 
us need a hearty laugh at least once a week— 
as a pill to purge melancholy—but we consider 
ourselves lucky if we are able to laugh com¬ 
pletely and unrestrainedly twice in a twelve 
month. _ 

Worry less and work more. 

Ride less and walk more. 

Frown less and smile more. 

Drink less and breathe more. 

Eat less and chew more. 

Waste less and save more. 

Preach less and do more. 


For the convenience of our subscribers and advertisers, we maintain offices and our representatives will be 
found at any of the addresses mentioned below. Correspondence will receive prompt attention by addressing the 
office nearest home. 

Boatmen's Bank Building 421 First Nat. Bank Bldg. 70 Fifth Ave. Phelan Bldg. 1302 Tonng St 

Broadway and Olive, St. Louis Chicago New Tork San Francisco Dallas, Texas 

888 Taylor St. 424 Higgins Bldg. 507 Pioneer Bldg. 204 Scott Bldg. 220 Pacific Bldg. 

Portland, Ore. Los Angeles Seattle Salt Lake Vancouver, B. O., Oan. 
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Facts That Govern the Railway Situation 


& 


’ACH one of our readers should be concerned as to the railway situation, 
for each one’s business is affected. To a considerable extent each one 
is a patron of the railway, and anything that makes it necessary to in¬ 
crease rates affects the manufacturers and the merchants’ business. Moreover, 
transportation facilities and their development, or lack of it, affects each com¬ 
munity. 


It is often more true than not, that business men do not inform themselves as 
to the facts that really govern the railway rates. 

Swallowing Politicians’ Talk 

We have become so accustomed to hearing the railways condemned as “ex¬ 
ploiters of the people,” vilified as “greedy corporations, charging all the traffic 
will bear,” by politicians seeking office, that it has become second nature with 
us to condemn them before we know the facts; and even when facts are pre¬ 
sented, we are prone to regard them with a considerable degree of suspicion. 

We hold no brief for the defense of any railway or anyone connected with . 
them, but it is not in keeping with the American reputation for fair play to con¬ 
demn anyone, or any institution or corporation, until we know the facts. 

One of the sanest, safest ways of judging a man or any aggregation of men, 
is to put ourselves in their place. We wonder if it ever occurs to the average 
business man to consider just what he would do in a similar position. 

A Comparison 

What would you say if there was a commission appointed which would tell 
you that every article of merchandise in your stock should be sold at a certain 
price? 

What would you say if you should be told the salaries or wages you should 
pay your employes? Again if you were told the hours they should work? How 
many clerks or salesmen you should have or how many men or surplus helpers 
should be employed to do your work? 

How long would you be willing to do business under such a condition? The 
railways are in a somewhat similar position. In its last analysis there isn’t such 
a vast difference. 


Now if all the expenses which you were called upon to pay for the conduct of 
your business, plus the cost of your merchandise, exceeded what you were al¬ 
lowed to sell it for, how long would you keep open for business. 

But suppose you were made to keep open—you were compelled by law to 
keep your business running, and make your purchases and sell your merchandise 
at a loss. 

You would not be allowed to purchase any supplies from any other company 
in which you had an interest. Before you could change the saiary of your em¬ 
ployes on account of poor business or loss of trade, you must obtain permission 
from some commission that will permit you to do this. 

You wouldn’t be allowed to increase the price of any article unless you pre¬ 
sented your Case in court and proved it conclusively to a committee, who had no 
experience in your business, who knew nothing of your local conditions, but 
nevertheless had the final say as to what you should charge. 
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Some facts have recently come to light which should interest every business 
man. It concerns railways running from New York to Philadelphia and from 
New York to Chicago, but the situation is practically the same on all lines in 
every section of the country. 

It’s 9iy 2 miles from New York to Philadelphia. Trains require two hours 
eleven minutes average time to make that run. The train crews get one full day’s 
pay (eight hours) for that run. Often they make the return trip the same day 
and they get another full day’s pay for the return trip. Thus within six or seven 
hours they are paid for sixteen hours. 

From New York to Chicago is 909 miles. One Pullman conductor and one 
porter for each Pullman car make the complete journey and they sleep part of 
the time, which takes 23 hours on the fast trains. 

Present rules authorized by Director General McAdoo under government 
administration require seven engineers, seven firemen, seven flagmen, seven rail¬ 
road conductors and seven crews of brakemen to make the run. 

The result is the railroad pays 8 day’s pay for 23 hours service. 

Here is how it works out: 



Miles 

Time 

Compensation 

New York to Philadelphia. 

.... 91.5 

2 h. 11 m. 

1 day’s 

pay 

Philadelphia to Harrisburg ... 

....103.9 

2 h.29 m. 

1 day’s 

pay 

Harrisburg to Altoona. 

....131.1 

3 h. 45 m. 

1 day’s 

pay 

Altoona to Pittsburgh. 

....113.8 

3 h.15 m. 

1 day’s 

pay 

Pittsburgh to Crestline. 

....188.7 

5 h. 10 m. 

2 days’ 

pay 

Crestline to Fort Wayne. 

....131.6 

2 h. 55 m. 

1 day’s 

pay 

Fort Wayne to Chicago ..!- 

....148.1 

3 h. 50 m. 

1 day’s 

pay 

Total . 

....908.7 

Av. 3 h. 17 m. 




In various instances these train crews “double back” the same day and re¬ 
ceive two days’ pay for less than seven hours’ work on the road. 

You will note there is a schedule which entitles engineers, firemen, conduc¬ 
tors, brakemen, etc., to a full day’s pay with time for working ranging from two 
hours and eleven minutes to three hours and fifty minutes. 

Talk about the six hour day advocated by Foster, Gompers, etc. Perhaps 
you didn’t know there was in effect almost a two hour day. 


Another Example of “Business” Efficiency 

When William G. McAdoo became director general on January 1, 1918, he 
appointed, as one of his assistants. President Carter of the Firemen’s Brother¬ 
hood, and unionization of unorganized employes was vigorously carried out, par¬ 
ticularly among the shopmen. 

The eight-hour day came into effect; wages were increased 25 to 30 per cent, 
the lowest paid men receiving the largest percentage of increase; many kinds of 
workers were put into new classifications, thus entitling them to higher rates of 
pay; and piece work was opposed. Conditions became unsettled and disputes 
arose. 

Then McAdoo appointed a committee of railroad officials to confer with a 
committee representing the mechanic crafts; that is, the machinists, boiler¬ 
makers, blacksmiths, carpenters, car repairers, coppersmiths, etc. 
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What happened? 

The men’s leaders, very shrewd, able fellows, collected all the different rules 
from all the roads, picked the most favorable rule on any road covering each point, 
strung them together, and said: “We want these rules extended to cover all the 
roads, in the form of a national agreement.” 

The officals objected strenuously, but as we were in the midst of a colossal 
war, the governmental authorities “ ok’d” the agreement, and it went into force. 

Unskilled Workers Transformed into Skilled Ones by Scratch of a Pen 

Queer things began to happen to the roads. 

For example, no road could hire a carpenter, or anybody else as a car repair¬ 
er, unless he had had at least four years’ experience as a car repairer’s helper. 

Work formerly done by helpers was reclassified, and had to be done by car 
repairers at greater cost to the roads and therefore to the public. In many other 
cases workers formerly classed as unskilled were transformed — on paper — into 
skilled workers and not only was their pay increased, but the increases were 
made retroactive, so that some men on being reclassified received hundreds, and 
in some cases well over a thousand dollars, at one clip. 

Every worker who had to report (check in) his starting time was allowed 
one horn: extra pay a week for so doing—even if the man may have worked only 
one day a week. This rule cost one large road $600,000 a year. 

Another rule stipulated that certain shifts should be paid for the time they 
were eating lunch, and this cost the same road $700,000. 

Democracy in Railway Work 

Some of the rules entailed iniquitous waste of time and money. 

For example, a machinist’s helper, or any handy man, used to put in a nozzle- 
tip before the war. 

Today, to do this simple bit of work on a locomotive, it is necessary to: 

1— Call a boilermaker and his helper to open the door, because that is boiler¬ 
maker’s work. 

2— Call a pipeman and his helper to remove the blower pipe, because that is 
pipeman’s work, and 

3— Call a machinist and his helper to remove the tip, because that is machin¬ 
ist’s work. 

The same three forces must be employed to put in the new tip. 

Expensive Leaks Under Government Ownership Not Yet Changed 

A little leak in a locomotive boiler used to be repaired promptly by a boiler¬ 
maker and his helper. 

Separation of trades has now been carried to such a point that the following 
elaborate time and money-consuming series of operations has to be gone through: 

First, a sheet metal worker, with a helper standing by to hand him his tools, 
loosens the jackets. 
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Second, a locomotive carpenter, whose tools must be handed to him by anothei 
helper, removes the packing. 

Third, a boilermaker, waited upon by another helper, corks the leak. 

Then the locomotive carpenter, who has been idle meantime, replaces the 
packing; and the sheet metal worker, who probably has been idle while the 
others were working, tightens the jacket. 

What has been the inevitable result? 

Some five million workers are idle today in the United States, including sev¬ 
eral hundred thousand railroad employes, the need for their services having been 
done away with by the business depression which was, at least partly, brought 
about by excessively high railway costs and excessively low railway earnings. 

In 1917 the nation’s railway wage bill was $1,739,500,000. Last year the wage 
bill was $3,600,000,000, an increase of about two thousand millions. 

It costs the shipper 27 cents to send a bushel of wheat from Kansas to New 
York in 1917. Last year it cost him 46 cents. But of this, 27 cents was consumed 
by railway wages, or exactly what the whole freight bill was in 1917. 

Sooner or later this kind of thing must be adjusted because it isn’t right or 
fair. No one begrudges high wages to railroad operating employes, because we 
must insist upon efficient operation, but it is an insult to our national intelligence 
to adopt certain rates of pay which are reasonable and then put over all kinds of 
rules, which actually result in boosting this pay to an unreasonable figure. The 
business of the country pays the freight. 

Public opinion is the only cure for this situation, because public opinion in 
America is always right when it’s well informed, but it is often difficult to get 
the facts before the entire people. 


Theories Prove High in Cost 

The country has been satiated with the “ infallible ” doctrine of doctrinaires, 
the impeccable theories of theorists, the political pollutions of politicians, the 
unerring esoterics of economists, and the syllogisms of sociologists, men who 
modestly admit that they are wonderfully capable of making a success of some¬ 
one else’s business; for if there is a deficit can it not easily be made up by appro¬ 
priations and taxes without anyone being hurt thereby? 

Notwithstanding government ownership was thoroughly tried and tested and 
left a deficit that the public will continue to pay in increased rates due to mis¬ 
management of the Railway Administration, there is an active propaganda by 
Bolshevists, soviet professors and politicians, who hold themselves up as leaders 
of a down-trodden democracy. 

It behooves every business man to study the facts and to inform himself in 
matters that so vitally affect his interest. 


It is true that the daily newspapers and the popular magazines don’t find it 
popular to give these facts to the public, and there has been a world of misinfor¬ 
mation given out, for too often these publications are the organ of some profes¬ 
sional politician or agitator who has an ax to grind and is seeking some political 
office. 
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Does It Cost the Retailer Too Much 
to Do Business ? 

“Mr. Dealer, your selling expense is too high,'' is a common assertion heard through 
and about the middle West. All right, let us have a look at this angle. 

It is quite true that a car of flour, coal, apples or what not, can be, once in a while, 
distributed at small expense. Unfortunately the sum total of this is but a small part of 
the total needs of a community. Then the gain is not always what it seems. Coal will 
slack and flour will get wormy and apples will rot. 

Now, suppose, instead of a straight car of coal being hauled out in a day you found 
that you must have two or three thousand different kinds of coal. (We have that many 
different kinds of merchandise in our stock). Also, that you must buy carefully, check 
in, put in a suitable building, pay rent, insurance, interest and. taxes. 

Further, you must keep open ten to eleven hours per day to wait on your customers. 
Also stand considerable loss and shrinkage from weighing up small lots, many wanting 
only five or ten cents' worth of coal, which must be tied up in paper and string, or put 
in a sack. 

Still further, most of your customers' income is in hand but two or three times a year, 
and they run accounts during the lean periods. You are glad to accommodate them, 
although you find to do so you must borrow money to buy more coal. Further, you 
find many of your packages come badly damajged by the transportation companies, 
causing considerable, and quite frequently entirely unsatisfactory, claim work. 

Also, a man who owed quite a bill moved away and forgot to send his new address. 
And some of the coal sent out to your customer* didn't seem to bum well and you had 
to go and haul it back. Then along comes a car five tons short and you may or may not 
get some of the loss back. These and hundreds of other trials and tribulations are to be 
considered if you are a retailer. 

Now, by this time don't you think you would have a little charity and respect for your 
fellow unfortunate—with his sizeable expense account! , 

The fact is, there is absolutely no way of getting away from a certain and consider¬ 
able percentage of expense. If only large items are handled, this percentage may be 
low, but the average purchase has always been comparatively small and always will be 
comparatively small, as it is most economical to most people. In actual work involved, 
therefore, it is about as easy to sell a keg of nails as a quarter's worth. Consequently, 
we sell them by the keg about a dollar cheaper than by the quarter's worth. 

However, if one has no immediate need for a keg, there is nothing saved by buying 
that way. Interest on investment, risk of damage by rust, the chance that price may 
decline, the fact that only one size of nail is in a keg and that one buys other sizes to do 
general work—all make the purchase of a keg of doubtful value for every-day ordinary 
needs. 

One does not build a bam or a house every day. But one does use nails of some kind 
nearly every day. Today it's 60d spikes for the culvert and tomorrow it's 16d for the 
feed rack. Next day it is lath or shingle nails for the chicken coop, or finishing and 
casing a box for what-not, or staples for the fence. Then it's brads and tacks, even 
getting down to brass tacks. In keg nails we carry about thirty different kinds. Mani¬ 
festly it would be very foolish for the average user to buy a keg of each kind, although 
he could buy cheaper by the keg. 

The user's common sense tells him it is better every way for him to pay the dealer a 
very small sum for his expenses, time and trouble in having them in stock and selling 
the kind he wants when he wants it, and in the quantity desired. 




Here is the way J. 8. McGuire, a Nebraska hardware merchant, answers complaints about his selling ex¬ 
penses being too high. He is publishing these advertisements in his local paper and is thus educating his 
customers to appreciate the service that he renders them. 
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Hamp Williams’ Profit Sharing Plan 


Editor Hardware World : 

In 1904 I decided to share my annual net 
profits with those of my men who were fixtures 
in my business and who were qualified to run 
a business of their own, men that I would be 
willing to trust as partners and qualified to run 
the business in my absence. This was done in 
order that I might build a permanent business, 
and not have my organization tom up from 
time to time, and never know whether my best 
men would be with me one month, six months, 
or for any definite time and quit any time they 
got a job that paid more 
or suited them better, 
and most of the time 
probably looking for 
another position. 

I realized that unless 
I made it worth while to 
them, and made their 
share of profits sufficient 
to overcome and to ex¬ 
ceed any wage that might 
be offered them, that it 
would not be worth while 
to share with them. I 
realized also that the 
more they made, the more 
I would make, and the 
greater assurance I 
would have that good 
profits would be made. 

In order to have them 
take the same interest in 
the business as partners, 
which they really are, ex¬ 
cept their contracts end 
with a dismissal if they 
violate it, which is left to 
my discretion. 

We pay each of them 
a living wage and each 
the same wage, and when 
their living expenses 
doubled, we doubled 
their monthly wages. 

Each of the profit 
sharers share alike in the 
annual net profits, which is 5 per cent each, 
provided that the total net profits paid the 
profit sharers are never to exceed 20 per cent 
of the total annual net profits of the business, 
and here is the way that works out : 

If we make ten thousand dollars in one year 
and have four profit sharers, they get a total 
of $2000, or $500 each; if I add another profit 
sharer, our profits upon the same hypothesis 
should increase proportionally; in other words, 
every time we add a profit sharer our profits 
should increase in the same ratio. Therefore, 



HAMP WILLIAMS 

Has been a valued contributor to the Hardware 
World for some time, and his views on trade and 
business questions are always interesting. Mr. 
Williams is giving his experiences on his profit- 
sharing plan, which will be read with much 
interest. 


by adding an additional profit sharer, we do not 
cut the total net profits of the older men, for we 
should make proportionally more, otherwise 
there would be no justification for adding 
another. 

But six is my limit of profit sharers. I don’t 
want too many partners. We had five last 
year, and they got more profit than salary, and 
furthermore, it lessens the chance for friction. 
The balance of my employes are paid salaries, 
and they watch for a vacancy on the profit 
sharing board and try to fit themselves for that 
place when there is a 
vacancy. 

These Are the Conditions: 

Net profits are not de¬ 
termined until inventory 
is taken at the end of the 
year, at which time each 
profit sharer gets his 
part, but, if for any 
reason, he should quit or 
be discharged for cause, 
he is not to participate 
in the profits, and only 
draws his regular stip 
ulated salary and no 
more, except if he should 
die, go to war, or become 
physically incapacitated, 
he or his heirs are to 
draw their pro rata part 
of the profits at the end 
of the year, after stock 
is taken. 

We do a large credit 
business, and at the end 
of the year I reserve the 
right to cut out all doubt¬ 
ful notes and accounts, 
and they are charged off. 
If, however, any of them 
are collected the follow¬ 
ing year, they will be 
added to the profits for 
that year. This plan nec¬ 
essarily gives all “cut¬ 
outs” front place in the 
new year’s business, and if they are collectible 
they will certainly be collected. The profit 
sharer in my business runs it; they do all the 
buying and they, with my consent, employ and 
discharge the additional help needed to operate 
our business. 

I own the building and we agree on the 
rentals paid me. I sign all notes and am con¬ 
sulted from time to time on all matters of 
magnitude pertaining to the business. They 
make all adjustments, and settle all disputes 
with the trade. They submit to me the first of 
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every month a trial balance, and a complete 
statement of the business. They show how 
much each man has sold and the approximate 
profit he made that month. 

We enter upon our sales tickets the price 
sold for and cost of each item. We know ap¬ 
proximately every night how much each man 
sold and how much he made, but this does not 
have anything to do with his profits. They 
are determined after the annual inventory is 
taken, as stated before. 

I do not charge interest upon my investment, 
the interest is in the profits. If no profits, no 
interest. The business pays depreciation on 
fixtures and merchandise. It pays insurance, 
income tax and all other taxes, rents, interest 
on borrowed money, lights, water and every 
kind of expense that is necessary for the con¬ 
ducting of the business. 

My profits are to be as clean as theirs, and 
they are all paid cash who want cash. After 
they are paid, the directors dispose of the re¬ 
mainder of the annual net profits as they deem 
proper, usually pay a ten per cent dividend and 
the balance goes to surplus and undivided 
profits. 

Profit sharers may or may not own stock in 
the business. That is optional with them to 
buy if there is any for sale, but that does not 
enter my plan at all. If a man owned ten 
thousand dollars of stock in my business it 
wouldn’t get him a job with me, unless he was 
qualified. The only time money is a qualifica¬ 
tion for a position with me is when we open a 
branch store. Then I want him to put in one- 
fourth or one-third, but not half the capital. He 
receives his salary and 5 per cent profit as a 
profit sharer, and his interest in the dividends 
of that business only. The remainder of the 
profits go to the parent house and shared by 
the profit sharers there, because they look after 
the branch store the same as the parent store. 

No, this plan has no bad effects upon the 
salaried employes, because they know the profit 
sharers are partners and they are employed by 
them. Our profit sharing agreement is written 
up in the minutes of our annual directors’ meet¬ 
ing each year and we all sign it. 

In the seventeen years I have had altogether 
nine profit sharers. One died, four have gone 
into business for themselves, and four are with 
me now. One of them has been with me the 
full time of seventeen years, and the others 
twelve, eleven and six years respectively. My 
first year’s sales in 1896 on a capital of $775 
was $6,500. Eight years later my annual sales 
reached $100,000. Then I adopted the profit 
sharing plan and the past year our sales have 
exceeded $500,000. 

It is hard to estimate what a good organiza¬ 
tion of live men can do, but a one man merchant 
is like a one man farmer—he has limited possi¬ 
bilities. If I had only one clerk, I would divide 
the annual net profits with him. This plan can 


be applied to any mercantile line. You deter¬ 
mine the percentage you will pay and make 
other such changes as are necessary to suit your 
business, but under no circumstances would I 
take a man in as profit sharer before trying him 
out thoroughly and knowing his past record to 
be good. 


NAVY SECRETARY WAS BUCK PRIVATE 

When the United States entered the World 
War, a big, heavy set man walked up to a 
recruiting desk on the streets of Detroit and 
held up his right hand. 

“Swear me in as a marine!” he said. 

“How old are you?” asked the recruiting 
sergeant. 

“Forty-seven,” was the answer. 

“You are too old,” said the sergeant. “What 
do you want to enlist fort” 

The man smiled. 

“The country needs men,” he said. “All 
cannot begin as officers. I am ready to be a 
private.” 

This man was Edwin Dedby, attorney-at- 
law, president of the Detroit Board of Com¬ 
merce, but at that time unknown to millions of 
his fellow Americans. Today he is Honorable 
Edwin Denby, bearer of the portfolio as Secre¬ 
tary of the United States Navy and rated “a 
full man’s man” by his former associates of the 
marine corps. 

It took special arrangements at Washington 
to get Mr. Denby into the marine corps. It 
took waivers of his age, his weight, which regis¬ 
tered 254 pounds, his height of 72% inches, and 
his married status. But he made it through the 
guidance of Brigadier-General George Barnett, 
now in command of the western department of 
the marine corps. From then on Denby became 
a marine, heart and soul. 

Mixing concrete, unloading lumber and car¬ 
rying oyster shells were some of his daily acts of 
routine. At Paris Island, S. C., he became a 
lecturer on corps morale, but never for a mo¬ 
ment overlooked the fact that he was “one of 
the bunch.” 

“Denby could hit a bull’s eye at 1200 yards 
and mix with any buck in the regiment,” says 
Ben J. Cope, newspaperman, who served with 
him during the World War. Denby went to 
France in July of 1918, where he was stationed 
as an observer on the western front. He re¬ 
turned covered with high honors to become a 
marine corps reserve major. 

“He could outwork any two men and do 
more smiling about it than six others,” Cope 
declares, summing up the new secretary of the 
navy as a big man who will always remain a 
“buddy” and a “regular fellow.” 


A head full of knowledge is like a full bar¬ 
rel : Not of much use until it dispenses its con¬ 
tents. 
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How Strong is a Contract? 


During the last few months an entirely pew in¬ 
terpretation of contract obligation seems to have been 
assumed by the business world. After the model of 
Belgian neutrality, a contract has become in many in¬ 
stances a scrap of paper, breakable at will. Sometimes 
one party is bound to conscientious fulfillment, or both 
parties may defer. 

Is it that the business world has outgrown contract 
form with its supposedly binding obligation, or has the 
moral and ethical standard of present-day business de¬ 
generated and weakened! At any rate, contracts seem 
to be sometimes only scraps of paper, to be made and 
broken with equal ease by the giver or the receiver. 

The following extract from a recent bulletin of 
the Fabricated Products Department of the Chamber of 
Commerce of the United States throws an interesting 
sidelight on this subject. This report was on the special 
subject, ** Cancellation of Orders and the Repudiation 
of Contracts, 99 and followed a general investigation of 
the matter. 

The so-called “Cancellation Evil,” which 
seemed to have broken all bounds in most lines 
of trade, has received much attention. 

Opinion seems to group under three heads: 

First: That it is the result of war time ir¬ 
regularities and will pass as we return to a 
normal basis. 

Second: That we are now reaping the re¬ 
sults of the loose business practices inaugurated 
before the war, when many lines were in a state 
of overproduction and the measures taken to 
unload this surplus was demoralizing. Those 
entertaining this belief feel that the remedy is 
in a general reformation of our system of order 
taking, making each order a contract enforce¬ 
able by law. 

Third: That we have been drifting away 
from the fundamentals of sound business and 
the “Golden Rule,” and that we must return 
to a stronger belief in the rights of others and 
a higher regard for our own integrity if the 
change is to be permanent. 

A Serious Matter 

Earlier when cancellations began to trickle 
in they were almost welcomed by those having 
more orders than production, but as prices be¬ 
gan to crumble and the tide of refusals to per¬ 
form set in, the seriousness of the situation was 
manifest, for it brought with it a curtailment 
of production in lines which had not reached 
the volume of normal requirements. 

The retailer cancelled to the jobber and 
wholesaler; they in turn to the manufacturer, 
and he to those supplying his raw materials— 
a literal “passing the buck” and shirking of 
responsibility, regardless of consequences. Sell¬ 
ers had encouraged buyers by misleading pater¬ 
nalism in assuming many of the natural respon¬ 
sibilities inherent to their customers ’ functions 
as merchants. “We will take care of you,” or 
4 ‘you may return the goods” are examples of 
some of the undermining factors when the pinch 
came. Everybody seemed to be doing it and it 
was by no means confined to the weak. Houses 


of more than ordinary 7 standing permitted their 
buyers to get rid of their responsibility. 

It is said “big” buyers coerced sellers by 
threatening to cut off future purchases if con¬ 
tracts were enforced. Last but not least, it is 
claimed that banks favored cancellations as a 
rapid means of house cleaning and bringing 
business back more quickly to a normal state. 

If the latter conclusion has any merit, the 
fact should not be lost sight of that somebody 
paid the bill, for between May and November 
the failures both among manufacturers and 
merchants increased. 

Thing Must Not Happen Again 

The Credit Cooperative and Credit Methods 
Committee of the National Association of Credit 
Men has met twice to consider the problem. 
There seems to have been a dulling of public 
conscience. Should one who habitually repudi¬ 
ates his contracts and orders be given a higher 
credit rating than he who lets his notes and 
drafts go to protest? They also feel that one 
remedy, and as a safeguard against the un¬ 
scrupulous, would be that each line of trade 
should at once examine its contract making and 
order taking methods to bring them strictly 
within legal lines. This is practical and can be 
immediately applied. 

Pride In Tour Finn’s Integrity 

We feel, however, that perhaps the most 
effective remedy must be the one that will call 
us back to “first principles,” to where we can 
“point with pride” to our house as one that 
“fills its orders and keeps its contracts.” There 
are many in all lines who have through all this 
upheaval stood steady and right—preferring to 
take loss rather than mar a lifetime record of 
good performance. 

The advertising men redeemed their line 
from discredit by standing for “clean advertis¬ 
ing”—it meant a loss of business and money to 
tho»e who pioneered it, but the fight was won 
and it paid. What shall the “slogan” be that 
can be used in a countrywide campaign to 
clean up unjust cancellations, broken contracts 
and bad faith ? We will have one, but you have 
an opportunity to suggest it now. 

Before we legislate for the other fellow, let 
there be a pause for self examination. Will we 
do what we expect our customers to do? The 
department in this matter feels it is represent¬ 
ing the best interests of the chamber member¬ 
ship in placing this situation before them and 
asking direction. There is no patent remedy, 
but out of the wisdom of many we shall find 
the right way. 

How shall we act for you? 

FABRICATED PRODUCTION DEPARTMENT, 
E. W. McCullough, Manager. 
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Reaping a Harvest with the Wooden Hen 


How Incubators May Be Made Profitable in the 
Off-Season 


R AISING a family of chicks by means of a 
wooden hen may not be a vocation lightly 
chosen by everyone, but it is a business 
that can easily be on the paying basis and one 
that should be encouraged by every hardware 
merchant in the West. 

The hardware store is the ideal location for 
a profitable stock of incubators, brooders, 
poultry netting, nests, drinking fountains and 
poultry supplies of all kinds. 

The incubator business comes at the time of 
the year when other lines are 
slow. Salespeople who might 
otherwise b e comparatively 
idle or possibly laid off until 
a busier season aie thus given 
an opportunity to keep a keen 
edge on their salesmanship 
tactics. 

The Bunting Hardware 
Store of Kansas City finds the 
incubator business a good line 
to carry and cleans up on it 
every year with a pleasing list 
of sales. 

The methods followed by 
this big store to secure busi¬ 
ness are simple, easily fol¬ 
lowed by hardware merchants 
in every town, no matter how 
small the population. 

Standard Machine Stocked 
The machine is one that is 
guaranteed by the manufac¬ 
turer and therefore can be 
safely backed by the retail 
dealer. It is a machine that is 
guaranteed to hatch every fer¬ 
tile egg, and if one does not 
believe that that is a good sell¬ 
ing point they are mistaken. 

Every salesman and woman in the house- 
furnishings department—in which the machine 
is sold—is made thoroughly familiar with the 
machine. They have every sales point at their 
finger *8 ends, and are thoroughly conversant 
not only with the selling qualities of the ma¬ 
chine, but the producing qualities and can tell 
the customer exactly what the machine is capa¬ 
ble of doing; what results may be obtained by 
proper use and careful following of directions. 
Many of these points are gleaned from their 
own use of the machine, as many of the sales¬ 
people are so situated that they can own and 
care for an incubator and chickens. 


Practice What They Preach 
They have been raising chickens for a num¬ 
ber of seasons and know that if the directions 
of the manufacturer are carefully followed, 
there is every chance to win and very little 
opportunity to fail. The machine is guaranteed 
to hatch every fertile egg, so if the eggs are 
carefully chosen, candled and watched, and the 
infertile eggs discarded after they have shown 
no signs of development, and directions closely 
followed, a perfect hatch is bound to result. 

The window displays must 
be good, so the Bunting store 
has a window each season. 
This window is decorated with 
the different sizes of machine, 
the two styles of brooders car¬ 
ried, the different equipment 
carried, such as egg candlers, 
lamps, poultry wire, and win¬ 
dow trims furnished by the 
factory. The most artistic ef¬ 
fect is achieved by the dozens 
of little downy, yellow chick¬ 
ens carefully placed to secure 
a good effect. The little chicks 
are not alive, but the kind that 
maybe easily secured at a dime 
store. They attracted consid¬ 
erable interest and surely pro¬ 
duced a very pleasing effect. 

The advertising method de¬ 
cided upon is to place a small 
notice in the classified poultry 
columns and to alternate with 
a display advertisement show¬ 
ing a cut of the incubator. 
FoUow Up Factory Lists 
Lists of names are sent to 
the store from the factory of 
people who are prospective 
customers. These are carefully followed up by 
the Bunting store. The salesmen call the people 
up and invite them in. Circular letters are sent 
out at intervals and descriptive literature and 
catalogs are mailed to every name of a pros¬ 
pective customer that the Bunting Hardware 
Company is able to secure. 

One big selling feature of the advertising 
campaign of the Bunting store is the fact that 
chickens are raised right on the floor. The 
housefumishings department is the one which 
handles the incubator sales. It is rather a dull 
season for this department, and so a space is 
cleared where there will be ample room to 



LUCILE MtcNAUGHTON 
Advertising Manager of the Bunting Hard¬ 
ware Co., Kansas City, has again favored 
ns with one of her suggestive, illuminating 
and helpful articles, telling how her com¬ 
pany features incubators in the dull 
season. Here are suggestions aplenty for 
the open minded hardware merchant. 
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show the different sizes of incubators, the 
brooders and all the necessary appliance and 
equipment. The brooder hover is attached by 
a rope to the ceiling so that it may be raised and 
lowered at will and the customer shown with 
what ease it may be handled and the floor space 
beneath cleaned when necessary. 

During the season several hatches of chick¬ 
ens will be raised. High grade eggs are always 
secured. They are carefully tested, and every 
precaution taken to secure a perfect hatch. 

Several Broods Hatched In the Store 
The customers coming in are very much 
interested in seeing the eggs in process of in¬ 
cubation. They are allowed to watch the eggs 
being turned and cooled morning and evening, 
and when the chicks finally begin to come 
through the shell, the sight of the lively little 
fellows arouses considerable enthusiasm. 

A great many people will be in who are not 
particularly interested in raising chickens. If 
they have thought about it at all, they probably 
think it is too much work, or too uncertain in 
its results, and these people very often are the 
ones, who, when they see how very simple 
chicken raising can be made to be with a me¬ 
chanical hen, brooder and other necessary 
equipment, step right up, ask a lot of questions, 
and finally order the equipment sent out. 

The display is placed so that all customers 
visiting the housefurnishings floor cannot help 
but see it, and seeing it many of them are at¬ 
tracted by it, and sales result. 

Capacities From 50 to 1000 Eggs 
All sizes of incubators are carried. There 
are the little 50, 100 and 250 egg incubators for 



Earn and Save Money 
By Raising Chickens 

The 

Buckeye Incubator 

b tmj to operate and b gwaatood 
to hitch rrtrj hotohobb eft* 

Produce* more asd a trooper ehbks. 

Order Yomr Mediae today aad Start Yam Pint Hat* 
Price* 1*3 Dawa, Bataaca tm MamtMly Paymemt* 


Sava Yo«r 
Laundry Bills 

WITH JL 

“Ok Matte” 

Bedric Washer 

Only $10c* 

required *u ear eaay 
pajrneot plan. 
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1 

Miss McNaughton Is responsible for the Bunting Hardware Oo. 
line of attractive advertising. 

the small lot man, and then there are the big 
incubators capable of holding 600 or 1000 eggs, 
suitable for the farmer or for the exclusive 
poultry raiser and dealer. 

The incubator business is something that 
belongs to the hardware dealer. He should make 
every effort to secure it and not let incubator 
purchasers be enticed away by the seed man. 
The Bunting store keeps incubators on the floor 
the year around and the public is not allowed 
to forget that this store handles them, and not 
only handles incubators, but handles a patent 





There is a wonderful opportunity for merchants in small towns as well as large cities to profit by the sale of 
incubators. There are always hundreds of families in the suburban and outlying districts who are potential 
customers for incubators. 
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that is guaranteed by the manufacturer to hatch 
• every fertile egg, also that this store has the 
exclusive agency of the machine which they 
carry. 

The Bunting store prides itself on good 
salesmanship. The men and women understand 
their lines so well that they are able to answer 
any reasonable question the customer may ask. 
They do more than that, they encourage the 
customer to ask any question they like about 
the merchandise they are inspecting. 

The big idea that this store has in mind is to 
secure satisfied customers, as the satisfied cus¬ 
tomers bring and hold trade. 

A certain amount of service is of course in¬ 
cluded with the article of merchandise sold, 
but this store makes it a point to have the cus¬ 
tomer pretty thoroughly understand the ma¬ 
chine that he is buying so as not to have to send 
men out from the house all the time on adjust¬ 
ment and repair claims. 

Carry Complete Poultry Outfit 

It is good merchandising to carry a complete 
outfit for the poultry raiser, so that he may pur¬ 
chase incubator, poultry wire, brooder, nests, 
drinking fountains, food supplies, etc., and not 
have to shop from store to store to secure his 
list of necessaries. This pleases the customer, as 
he likes to have the entire outfit sent out in one 
lot and not have to take the time and trouble to 
shop around to secure what he needs for his 
motherless brood. 

All in all, raising chickens is not such a diffi¬ 
cult task if one is properly equipped. It is not 
necessary to buy an entire barnyard to start. 
No chickens at all are necessary; just good eggs 
and a good incubator. 

Let Mr. Customer consider the price and the 
rarity of real fresh eggs, the high cost of tender 
young frys, then sell him an incubator. 

The incubator business is profitable for both 
hardware dealer and poultry raiser, and they 
should both be encouraged to buy and sell and 
let the incubator season bring forth valuable 
fruits. 


OPPORCHUNITY 

“ Opportunity knocks but wance at every 
min’s dure. 

On some min’s dures it hammers 
Till it breaks down the dure 
An’ then it goes in and wakes him up 
If he’s asleep. 

An * ever afterwards it warruks for him as night 
watchman. 

On other min’s dures it knocks 
An’ runs away. 

An’ on the dures of some min it knocks 

An’ whin they come out 

It hits them over the head with an axe. 

But ivryman has an opportunity.” 

—Mr. Dooley. 


SOCIAL JUSTICE FOUND IN BUSINESS 

Business men are often afraid of books writ¬ 
ten by professors, but Thomas N. Carver of 
Harvard University has a book entitled, “ Es¬ 
says in Social Justice” in the reading of which 
any business man will find himself quite at 
home. 

In case you don’t find time to read the book, 
here are a few samples of what it contains: 

Individuals come more nearly getting what 
they want from business men than they do from 
politicians and government agents. 

Industry was democratic long before gov¬ 
ernment became so, and moreover, industry is 
today more democratic than any government 
on the face of the earth, even though the ballot 
is not used in industry. 

Under proper government direction and con¬ 
trol, men are led as by an invisible hand, to 
promote the public interest while trying to pro¬ 
mote their own. 

The question (to be answered in considering 
socialism) is: Does the average man when he 
votes spend his vote as intelligently as he does 
his dollar when he buys products or services? 

We have heard a great deal of preaching ir 
our day regarding the idolatry of wealth, of 
the worship of the almighty dollar. We have 
heard apparently little of the worship of the 
almighty ballot, and yet of the two forms of 
idolatry the latter is not only more vicious but 
more silly. 

Of all forms of human conflict, economic 
competition (business) is the highest. 

When two farmers compete with one an 
other in producing corn, more com is likely to 
be grown as the result of that competition. 
When two candidates compete for a given of¬ 
fice, the time which they spend in campaigning 
is wasted—it produces nothing. 

The dollar is less likely to be influenced by 
class prejudice or race hatred than the ballot. 

The social problem of the future is to work 
out a system under which all the people may. 
without constraint or oppression, each one re¬ 
maining the master of himself, live on a high 
level. 

A wide reading of Benjamin Franklin’s 
Poor Richard’s Almanack would do all classes 
infinitely more good than the most careful 
study of all the socialist books in existence. 

If all positions were political offices, as they 
would be under universal public ownership, the 
cost of filling these offices by the methods used 
in government would soon bankrupt us. 

GOSPEL OF QUALITY 

Harping on low prices attracts the cheap and 
usually unprofitable trade. Preaching the gos¬ 
pel of quality, the desirability of quality mer¬ 
chandise, attracts the better trade, the trade 
which is willing you should make a reasonable 
profit—without haggling. 
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Why Tolerate “Loafing” Goods? 


T HERE really isn’t much difference, so far 
as earning capacity is concerned between 
your hundreds of dollars’ worth of stock 
lying idle on a shelf and hundreds of dollars 
lying idle in an old sock. 

No sensible person would tuck away several 
hundred dollars. 

So how about the merchant who permits 
four or five hundred dollars’ worth of goods to 
lie on his shelves for six months or a year; isn’t 
it just the same as money ? 

Just take a look at your shelves today and 
if you haven’t got a lot of stock tucked away 
that hasn’t moved for six months or more you 
are one of a comparatively few exceptions. 

There is no reason why either you or any 
other merchant should give storage room to 
merchandise that is not in sufficient demand to 
pay for its keep. 

If every merchant could walk around his 
store with a lot of tags; if he could put a tag 
on every shelf and bin and counter that had a 
different kind of goods; if he could write on 
that tag the exact amount of profit each shelf 
made for him, what do you suppose he would do 
then! 

This is what he would do and say: 4 ‘$971.20 
for that measly little corner up there; $9.60 for 
this big space here. There’s certainly something 
wrong here.” 

Big business houses have put such tags on 
labor costs, on floor space, on each department, 
and that’s the reason for the efficiency of 
modern industrial plants. The elimination of 
dead stock, Mr. Merchant, is one of your big 
problems. 

Then another phase of the same discussion 
as the loafing merchandise is the loafing clerk. 
If you found an employe loafing on the job you 
certainly wouldn’t offer to pay his room rent 
and then furnish him heat and light as well. 

Still we know that a great many dealers are 
doing almost the same thing with certain lines 
of their merchandise that are not more profita¬ 
ble than loafing clerks. A clerk is engaged for 
no other purpose than to earn new profits. You 
certainly don’t keep him just for ornament, no 
matter how well groomed he may be. It is just 
the profits you are after. 

Just stop to think for a moment. How much 
difference there is between a shelf full of slow¬ 
ly-moving stock or stock that does not move at 
all, and the store clerk who is loafing on the job. 

Both are brought into your store to earn 
profits and both have refused to do it. Is there 
really any difference between the two, so far 
as their money value to you is concerned ? Sure¬ 
ly not! 

The keen and successful business man would 
dismiss the loafing clerk just the same as would 


you. But he also would round up the loafing 
merchandise—mark it down, even below cost, 
if necessary, and send it flying out of the door. 

He soon would have in place of the shirking 
clerk one who was worthy of his hire; one who 
would be willing to earn his profits. In place 
of the loafing merchandise he also would fill 
his shelves with that which was in real demand 
—the merchandise that made quick sales and 
really was worthy of the space it occupied. 


Poverty is a crime if you’re not doing your 
best to overcome it. 


SUCKSESS SEEKRETS 

It’s Awful Hard to Get a Start, But Oust You 
Get a Beal Hambition for Sucksoss and 
Nuthln Can Stop You 

t Onst there wuz a clerk who got 
his eye on a girl. He sed to his- 
self, “She’s some Pippin.” Not 
long after he bought a Wring, an’ 
she wuz tickled to peaces to wear 
it. 

Then, the clerk sed to Hisself, “I gotta 
hed toward bein’ the Boss of a bizness 
some time. I can’t marry an’ raise a fam- 
bly on a small clerk’s pay. 

Makin’ up his mind wuz the first step 
towArd actually bein’ what he had set 
out to make hisself—the hed of a bizness. 

The next thing he did wuz to take 
more Interest in everything about him, an ’ 
learn the How an’ Why an’ When. For 
he sed to hisself, “When I get to be Boss, 
I gotta know.” 

Next, he begun to read his traid pa¬ 
pers, an’ to spend his spare time studyin’, 
an’ whenever he got the chanst, he 
talked with Folks what knew more than 
he did. But he let them do Most of the 
talkin’, while he Listened. 

One day he sed to hisself, “I used to 
go around with the felloWs a lot, but they 
spend money, an’ most of ’em expect to 
keep rite on bein’ clerks. Looks like I 
gotta learn to go alone part of the way. 
Never mind, Marie and I will be Ridin’ in 
A automobile sum day.” 

Sew, the fellow who had been a clerk 
learned How to be a reel stoodent in Life’s 
University, an’ before long he wuz a Mana¬ 
ger, then a partner. But land sakes Alive, 
that wuz five yeres ago. NOW he’s BOSS 
of the biggest stoar of its kind in town, an ’ 
he has the respee’ of everyBody. 

It is all because he took the First Step 
of makin’ up his mind to be A Boss. Some 
steP that! 
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Customers’ Faces Expose Their Minds 


Enterprising Sales Manager Charted Head and 
Face Types So That Sales Force Could Analyze 
Customers 


T HIS is not a theoretical preachment on the 
psychology of salesmanship. It is simply a 
humble attempt to describe a simple and 
effective plan used by a number of successful 
merchants to aid their salespeople increase sales 
and make friends for their employers. 

After all, the man who sells is like the man 
who sits at a desk and pounds out advertising 
copy for newspapers, periodicals and billboards. 
Before he writes copy around a certain product 
he first studies the class of people the advertis¬ 
ing copy is to be read by, and then he talks to 
that particular class of people. Often he ar¬ 
ranges to reach different groups through differ¬ 
ent channels or media. 

Several weeks ago a prominent newspaper 
editor addressed a gathering of advertising men 
and sales managers. His address was of partic¬ 
ular interest because the newspaper editor bears 
a reputation for writing editorials that are read 
and believed by millions of people. Here is 
part of what he said in his address: 

“There are five points every advertisement 
must make if it is to be effective. It must be 
seen; it must be read; it must be understood; 
it must be believed, and it must make the reader 
want what it talks about.” 

That is all very well, but it must be taken 
into consideration that advertisements are seen 
differently by different classes of people; that 
words and illustrations are read by people of 
varied degrees of intelligence; that they are 
understood in a thousand and one different 
ways, depending on the mental make-up of the 
reader. 

Shortest Route to Complete Sale 
The retail salesman should be a good judge 
of human nature, and his success will depend on 
his ability to size up the prospect and talk to 
him, so that his sales talk will take the shortest 
route to a complete sale. 

A certain advertiser found that the adver¬ 
tising copy prepared by his copy-writer general¬ 
ly missed fire. He wanted to know the reason. 
Following an investigation he came to the con¬ 
clusion that the copy-writer had failed to visual¬ 
ize the classes of people who were to read the 
advertisements. 

So he asked an artist to draw up a series of 
pictures of various types of customers of his 
products. And now, when he wants to launch 
an advertising campaign, for instance, in the 
farm journals, the copy-writer has before him 
a picture of a typical farmer—the “show me” 
type of fellow—if the product happens to be 


one that is being placed on the market for the 
first time, or otherwise as the case may be. 

Understanding Types of Customers 
This idea can be worked to even better ad 
vantage by the retail merchant, and how one 
concern in particular made use of it recently 
came to the attention of the writer. 

“We felt that our salesmen could increase 
their selling efficiency by a better understand 
ing of types of customers,” the manager of the 
concern said. “We had to find a way to train 
our salespeople to visualize their prospects. 

“I got to work and drew up an outline for 
a course of training. I studied different classes 
of people from the point of their mentality and 
temperaments. From other sources I learned 
that you could very often determine the men 
tality and buying temperament of a customer 
by a study of his facial appearance. 

“I then got up a chart containing photo¬ 
graphs of just five types of men. These five 
men represented different mentalities, as judged 
by their facial appearances. Under each photo 
graph I wrote in the facial description and just 
how these details explained the kind of a cus¬ 
tomer each man was. 

races as Indicating Minds 


“The first photograph was that of a man 
with a large, well-developed lower forehead 
right over his eyes. The second was that of a 
man with a large well-developed upper fore¬ 
head. The third picture showed a man with a 
large, well-developed top head directly over 
his ears, with firm jaw and prominent chin. 
The fourth man had a very wide head, while the 
fifth man carried a very full backhead. 

“I got together with my salespeople one 
afternoon and showed them the chart. I told 
them that they could tell just what kind of 
customers the five men were by looking at their 
foreheads and jaws. 

“For instance, I explained to the salespeople 
that should any of them be confronted by a man 
with a large, well-developed lower forehead, the 
best thing to do is to show him the goods and 
avoid and arguments. That kind of a man 
wants to be shown. He is of a quick tempera¬ 
ment, and therefore the salesman must main¬ 
tain a very calm demeanor throughout the 
sales process. All you have to do is answer his 
questions. 

High Brow Is Oalm and Logical 


“Quite different tactics must be employed 
when the salesman is confronted by the man 
with a large and well-developed upper forehead. 
He is of a calm and judicious temperament. He 
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wants facts handed out in logical order. There 
is no use making an emotional appeal to that 
kind of a man. It may be that after you have 
exhausted your arguments he will leave without 
making a purchase, for the simple reason that 
he has weighed your arguments and has a very 
good reason for not buying. 

“The other extreme is the domineering man. 
You can tell him by his large tophead, directly 
over his ears. He has a firm jaw and prominent 
chin. He is always right, and if you tell him 
that he is wroncr about the quality of the mer¬ 
chandise you are showing, you may as well 
lose your hope of completing the sale. The 
thing to do is to maintain a calm demeanor, 
and let him know that you consider him correct 
in his statements. You must be very tactful in 
handling that kind of customer. 

PuH Backhead Shows Emotion 

“You must also employ considerable tact 
with the man who carries a very large, full 
backhead. You can easily sell him something 
by making an appeal to his extreme fondness 
for flowers, music, art and children. He is 
almost effeminate in his manner. He may 
appear to be an easy mark, but he is the man 
who will take your word for it when you make 
the proper appeal to him, but when he finds 
out that you have fooled him, you might as 
well lose hope of ever selling him again. 

“Another type of customer is the man with 
the financial mind. He carries the appearance 
of a banker, and although he is well dressed 
and rides around in an expensive car driven by 
a fur lined chauffeur, he will buy where he can 
secure a close bargain. In trying to sell him 
something you must stress the price as much as 


possible and convince him that he is getting the 
goods cheaper than he could elsewhere. You 
can tell him by his wide head. 

Comparing Notes on Customers 

“Of course, these five types do not repre¬ 
sent the entire gamut of humanity, but since I 
let the salespeople study the chart, they often 
stand around it in groups, and they have made 
a practice of studying their customers from day 
to day. They now compare notes with each 
other on how they handled a particular cus¬ 
tomer and how they succeeded in sizing up his 
buying pecularities. 

“They have learned to talk to their cus¬ 
tomers, and they try to know their man when 
they see him, instead of attacking him in a hap¬ 
hazard manner.” 


YOUR FAILURE IS WITHIN 

Hard Luck! you say, because you failed to win. 
No luck about it—failure lies within. 

The luck that made you lose the race you ran 
Was that you didn’t know the words “I can.” 

Hard Luck! you say when, after you have 
fought, 

Another carries off the prize you sought. 

No luck about it—you will lose until 

You learn the meaning of the words, “I will.” 

Hard Luck! you say. What kind do you de¬ 
serve ? 

When every obstacle has power to make you 
swerve. 

Stick to your course—forget to heave that sigh: 
He conquers who says earnestly, “I’ll try.” 

—Emil Carl Aurin. 



Here is another of the attractive sales windows made by John Hardy of the Honeyman Hardware Co. The 
scene in the background adds to the effectiveness of the lawn mowers and garden tools featured in the display. 
While everyone knows what a lawn mower is for, the sales value of this window is distinctly enhanced by this 
suggestion. 
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DRAWING A NON-CANCELLABLE ORDER 
OR CONTRACT 

(Copyright by Elton J. Buckley) 

The Cleveland (Ohio) Chamber of Commerce 
has issued the following statement on the ques¬ 
tion of cancellation of contracts and orders for 
merchandise: 

The tendency on the part of many buyers to cancel 
orders or repudiate contracts has assumed alarming 
proportions and has created a serious business situation. 

Contracts that protect only the purchaser are a 
menace to business stability. 

The purchaser has not the right to demand nor 
expect prompt delivery, or price guarantees, according 
to contract, in a rising market, if it is his intention 
or habit to reject goods when prices decline. Such a 
practice will rapidly destroy the fidelity of the con¬ 
tractual relationship upon which our economic struc¬ 
ture stands and will bring about a serious business 
disarrangement with every decline of prices. 

It is suggested that every manufacturer immediately 
examine contract making and order taking methods 
and arrange to incorporate into written contracts a 
frank stipulation with regard to cancellations. All 
contracts should be brought within strictly legal lines. 

Buyers who repudiate their contracts will soon be 
considered to be lacking in business integrity and un¬ 
deserving of confidence. The effort of such buyers 
should be deprecated by the entire community. 

A great many business organizations are 
working on this problem of cancellations, and 
they all seem to be after one thing, viz.: To 
draw a contract which will prevent what has 
been happening all over the country for the 
last six months, viz.: The repudiation of orders 
for goods, chiefly on the part of buyers because 
the market has gone down. 

Most of the discussion on the subject seems 
to be based on the theory that drawing an 
uncaneellable contract is a difficult thing. On 
the contrary, it is the easiest thing in the world. 
As a matter of fact, every contract or order 
would be non-cancellable (unless it contained a 
clause specifically allowing cancellation), were 
it not that so many business houses had allowed 
free cancellation in the past. A contract or 
order which says nothing at all about cancella¬ 
tion is not cancellable—unless the parties have 
so dealt together that the right to cancel is 
read into every order or contract entered into 
between them. 

Even where such a course of dealing has 
been had, however, it is the easiest thing in the 
world to draw orders or contracts which shall 
not be cancellable. All that is necessary is to 
include a clause, “This order is not subject to 
cancellation by either party. 77 It is question¬ 
able, however, whether the seller would agree 
to this, because he usually likes to have a clause 
in his orders which reads something like this, 
“This order is subject to strikes, or fire, or 
shipwreck, or any other cause beyond the 
seller’s control. 77 

I might observe here that if the seller wants 
the contract absolute as to the buyer, he should 
agree to make it absolute as to himself. It 
would be most unfair to put a non-cancellable 


clause in an order for merchandise, to bind the 
buyer, and at the same time put in a clause such 
as I have described to let the seller out. 

A large number of cancellations which have 
occurred recently, even though they were ille¬ 
gal, left the seller with little or no remedy. That 
was because they were not made on account of 
a market decline, but because the buyer didn’t 
have the money to take the goods. Where a 
cancellation is made because the market has de¬ 
clined, the seller has a remedy—he can sue the 
defaulting buyer for the difference in value. 
But where cancellation is made and the market 
has not declined, while the seller can still sue. 
his damages would have to be nominal, because 
strictly speaking, there haven’t been any dam 
ages. The goods are worth exactly what they 
were when they were sold. Sellers have there¬ 
fore attacked this problem: How shall I make 
the contract non-cancellable and at the same 
time make it cost the buyer something when he 
cancels goods which have not declined in price. 
Some have sought to do it by including a clause 
that if the buyer defaults he shall pay 20 per 
cent of the amount of the contract. In another 
article I have explained that I did not believe 
this clause could be enforced, because it sought 
to penalize the defaulting buyer for his default. 
This the law will not allow, for it only awards 
actual damages in such cases, and where there 
haven 7 t been any, nothing will be awarded. How 
can this difficulty be gotten around ? There is 
no way that I know of, in the contract itself 
The same result might be accomplished by let¬ 
ting the various sellers in a given field enter 
into an agreement to require payment in ad¬ 
vance or not to have any dealings at all with 
concerns who unfairly cancel their contracts 
Would this be legal? I have not the slightest 

doubt of it. _ 

EASY PAYMENTS 

“What's all that noise and dem gwine on ovah at 
you' house last nightf” asked an old colored woman 
of another. 

“Sounded like a lot of catamounts done broke 
loose.'' 

“Datf Why, dat was nothin' only de gemman from 
de hardware store collectin' his easy payments on de 
stove he sold.'' _ 

They say this wood alcohol makes a fine week-end 
drink. You drink it on Tuesday and your week ends 
right there. 


TEMPORARILY OUT OF BUSINESS, BUT MUST 
HAVE HARDWARE WORLD 

Enclosed find renewal of our subscription to the 
Hardware World. I did not realize that my sub¬ 
scription had expired, but the Hardware World 
is such a good publication that I cannot afford to 
drop it, even though I have discontinued business 
for the present. 

I find so many articles of real literary merit, as 
well as helps and salesmanship pointers as to buying 
and market tendencies, that I want to keep my sub¬ 
scription ahead. 

Iowa. C. B. LeBARRON. 
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Suggestions for Selling Hammers 


TEEL must be of the proper quality. 

The head and peins (or claws, if it be a 
nail hammer) must be properly designed to 
give maximum utility for the purpose intended. 

The tempering must be done with the utmost 
care to enable the tool to withstand hard usage. 

Handles must be properly proportioned and 
of high quality. 

The tool must be so balanced that it will do 
the most work with the least energy. 

Forged From Bax Steel 

All high grade hammers are forged from bar 
steel, although different manufacturers use dif¬ 
ferent methods of forging. It cannot be said 
that a certain grade of steel is most suitable for 
hammers as they are used for different purposes 
and different grades of steel are therefore used 
in an endeavor to obtain the best results for the 
particular class of work for which they are in¬ 
tended. 

Also manufacturers differ in their ideas as 
to the best steel. It may be safely said, however, 
that all of the larger manufacturers use high 
grade steel and produce hammers of excellent 
quality. 

As a concrete example of the necessity for 
different steel, we mention two common ham¬ 
mers—the nail hammer and the ball pein ma¬ 
chinists 1 hammer. The nail hammer is used for 
both driving and pulling and requires steel pos¬ 
sessing great tensile strength, as well as tough¬ 
ness. The machinists’ hammer is used only for 
driving and the steel must be tough but need 
not possess unusual tensile strength. 

The process of making may be compared to 
making bread. Every housewife knows that the 
dough must be brought to the right point by 
kneading—it must neither fall short or be car¬ 
ried too far. 

The same condition applies to working steel. 
Naturally, each manufacturer claims his is the 
superior method. A maker using the drop- 
forge process is apt to claim that the slow press- 
forge works the steel too much, while the press- 
forge man is apt to claim that drop-forging does 
not work it enough. 

It is not for us to say that this or that 
method is the best for our fund of scientific 
and technical knowledge relative to steel for¬ 
mulae and forging processes is too incomplete 
to permit of such deductions. We must buy 
and sell the product on the strength of visible 
points of superiority and trust largely to the 
verdict of the user, which, in the final analysis, 
is the only real test. 

The Shape of the Hammer 

A number of points are considered in an en¬ 
deavor to obtain the most suitable shape, all 
having for their object, increased utility. We 
will touch upon these as applied to the nail 


hammer, as it is the most intricate in design. 

The bell-face nail hammer is the design most 
universally used and by reason of the convex 
face, bruising of the wood is largely avoided. 
Nail hammers with a straight face (that is, the 
face is flat and not convex) are also made but 
the demand for them is limited; so much so, in 
fact, that we no longer carry them. 

Very careful attention is paid to the bend of 
the claw and the angle of the claw, to give 
maximum pulling power. The claw also has 
an outside and an inside bevel, carefully fin¬ 
ished, to give a firm grip on the nail. 

The octagon pattern as applied to hammers 
is merely a popular and attractive shape—it 
adds nothing in the way of utility. 

Giving a Temper to Fit 

The finest tools made from the best steel 
obtainable, may easily be spoiled by careless 
or improper tempering. Very slight variations 
in tempering heat will render the product 
worthless. The process of tempering depends 
upon the class of work for which the hammer is 
used and therefore varies. 

The claw of a nail hammer is used for pull¬ 
ing and prying and is tempered accordingly. 
On the other hand, the head is used for driving 
and is given a different temper. The steel 
around the eye is left comparativly soft to re¬ 
sist the tendency to crystallize from continued 
use and to minimize the danger of breakages 
because of the small amount of metal at this 
point. 

Treating the Handles 

Second growth hickory is generaly used for 
hammer handles. The wood is thoroughly sea¬ 
soned before being used, to prevent shrinkage 
or warping. Particular attention is paid to 
the design as it is essential that the tool has the 
proper balance or “hang.” Handles are pol¬ 
ished, then waxed or varnished to produce an 
attractive finish and to preserve them. As a 
means of readily determining the size of the 
hammer, most makers stamp the size or number 
in the end of the handle. 

The above discussion applies generally to 
handled hammers, which are made in a great 
variety of sizes and designs to suit some par¬ 
ticular purpose, or demand. 

LEARN A LESSON FROM JONESBORO 

“Make Jonesboro First! Every citizen 
should keep this before him—think it, talk it 
and write it. Don’t knock! Jonesboro is one 
large corporation. We are all stockholders. 
Join hands and let’s all pull together. Don’t 
invest a dollar in a good cause and expect im¬ 
mediate returns. Keep pushing and success will 
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“Problems of 1921” 

(By Geo. H. Eberhard, President of the Geo. H. Eberhard Co, and Vice President of Evans & Barnhill. Inc.) 


A T the recent convention of the California 
Retail Hardware Association, Geo. H. 
Eberhard delivered an address on the 
merchants' problems for 1921. 

After referring to the much talked of re¬ 
adjustment in political, financial and social 
situation in Europe, and the general slowing 
down of business, he said: 

As a general thing business men expect too 
much and do not appreciate what they have and 
can do now by proper effort and direction. 

It would seem that financially business men 
have lost their perspective. They complain too 
much, they do not appear to 
have an understanding of 
what actually is here before 
them—the existing situation, 
as it were. It would seem that 
a few years of war time con¬ 
ditions have upset the stand¬ 
ards by which we judge 
normal or ordinary business 
during times of peace. For 
an answer to the excuses 
business men give for stalling 
or avoiding the issue of extra 
mental and physical effort, I 
submit that none of the ex¬ 
cuses are new or unusual. 

As A. B. Farquhar in one 
of his articles telling of his 
65 years' experience, says 
there never was a time— 

(1) When the country, in 
the opinion of competent ob¬ 
servers, was not going to the 
dogs. 

(2) When the farmer was 
satisfied with the prices that 
he was getting for his prod¬ 
uct or said that he was mak¬ 
ing money. 

(3) When the manufac¬ 
turer and merchant were not 
complaining that what was needed was a change 
in the administration and a chance to let pros¬ 
perity blossom. 

(4) When the man who put all his brains 
and energy into his affairs did not make money 
according to the amount of brains and energy 
he had to put in. 

(5) When the workmen as a whole got less 
money than their work was worth or when the 
good workman did not prosper and the lazy 
workman try some method other than work to 
get a living. 

(6) When those who were happy and pros¬ 
pering did not make less noise than those who 
were unhappy and failing. 


(7) When, excepting during the last two 
years, a man could make a good living using 
less than a normal amount of brains. 

(8) When any resourceful and honest man, 
not a speculator, could not make his own busi¬ 
ness conditions. 

To consider the problems of 1921, let us 
review some of the general aspects. 

Commercially speaking, Europe is made up 
of three groups of nations: 

(1) Those who are bankrupt financially and 
weak morally according to our standards—Rus- 
sia, Hungary, Austria and Germany can be used 
as illustrations. 

(2) Those countries with 
bad balance sheets, but good 
morally — Great Britain. 
France, Italy. 

(3) Those of which we 
cannot judge, actively at war 
or badly upset—Turkey, Po¬ 
land, Greece, etc. 

The countries of South 
America can be classified as 
those with motoriums and 
with disturbed financial con¬ 
ditions and those without mo¬ 
toriums and with disturbed 
financial conditions. The 
Orient presents a situation of 
demoralized business condi¬ 
tions. even though the lead¬ 
ing Oriental nation is in good 
financial shape nationally. 

Throughout a great por¬ 
tion of Asia, Europe and Af¬ 
rica there is serious political 
unrest Business generally 
is stagnant. We do not know 
the truth in this country. We 
do not realize the grave pos¬ 
sibilities that can mature as 
a result of conditions existing 
in Russia, Afghanistan, Tur¬ 
key, Egypt and Central Africa. 

Our information as business men comes too 
often through newspapers which reminds one 
of Thomas Jefferson's statement: “The man 
who never looks at the newspaper is better in¬ 
formed than he who reads them, inasmuch as 
he who ‘knows nothing' is nearer the truth than 
he whose mind is filled with falsehoods and 
errors." 

The North American political situation with 
the exception of Mexico is more stable than 
most of the rest of the world. While much 
good can be said about Mexico and its new 
administration, it is far from stable, as we are 
accustomed to stability in the United States. 
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Mr. Eberhard speaks from an experience 
of many years' close study of business and 
trade conditions. His views as to the prob¬ 
lems of 1921, delivered at the recent Cali¬ 
fornia Convention, was most interesting and 
is deserving of careful reading. 
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Canada apparently is working out its problems to 
good advantage. 

Thus far in this outline, I have said nothing con¬ 
cerning the possible influence of actions by the Federal 
Reserve Board or congress. If a policy is followed 
which results in further inflation, certain results of 
the depression may be postponed, but their consequences 
will not be mitigated. 

On the contrary, if artificial means are adopted 
to maintain prices, wages and profits at a fictitious 
level, the fall will be the more precipitous when it does 
occur. 

We have, first, the problem of the farmer, who in 
a sense has stopped buying merchandise. When he does 
buy it is as predicted last year—confined to merchan¬ 
dise which is absolutely indispensable and the more 
popular priced lines. Recent experience of Sears, Roe¬ 
buck and Montgomery-Ward Co. have shown the most 
sudden and violent declines in their history. Frankly 
speaking, the situation is not as bad as it looks to the 
farmer or producer. 

Much of the money he has lost was like much of 
the merchandise value lost, paper profits carried over 
mentally, and added to actual past profits made during 
the war boom. The farmer usually figures hiB price 
under his new bookkeeping scheme on the present 
values of his land and not on his investment. 

Farmers are not generally (although they should be) 
good business men, their marketing situation is poorly 
organized, and nothing can be done quickly which will 
send prices up to eliminate the paper losses. 

Expedients like the revival of the War Finance 
Corporation, will be disappointing, and much of the 
goods sold under these new foreign credit plans will 
not help the farmer and will cause Europe to buy things 
that it would be better off without. In California we 
have the problems of several thousand cases of canned 

g oods unsold, the high cost of production, followed by 
ecreases in price of grains, sugar, meat, cotton, etc., 
have all affected business both psychologically and 
financially, although the producers feel hurt on account 
of the above declines, rejoice in lower prices for sugar, 
coffee, rubber, silk etc., which hit the other fellow. 

While a great improvement can be made in the pro¬ 
duction, care, handling and distribution of many farm 
products, the market for a long time to come will be, 
owing to the many forces that cannot be controlled, 
somewhat like the weather. You know Mark Twain 
once wrote: “A great deal had been said regarding 
the weather, but very little had been done about it. ’ ’ 
Some of the most successful selling organizations 
now helping through associations to market products 
profitably will experience difficulties that will try 
their strength severely in the next few years 

Let us discuss some of the individual lines of busi¬ 
ness—automobiles, agricultrial implements and tractors, 
etc. In spite of curtailed production, the supply will 
be more than ample to meet the demand during 1921. 
These will move slowly during the spring months and 
the demand should be for medium priced machines. 

Iron, steel and hardware will show declines and 
readjustments with an improvement in the sales by the 
spring months. 

Building construction will increase, but the total 
volume of building at present prices will be disappoint¬ 
ing to the complainer but satisfactory to the real, 
active business man. 

Lumber, paper, oil, gasoline are due to move down¬ 
ward. Present rates of profits and interest should 
decline if real progress forward is to occur. 

The program for the sane business man during 1921 
is to make sensible comparisons with business before 
the war and business today and similar comparisons of 
his community in all of its economic and social aspects, 
and he will find that he is better off and business is 
better. He must do business sanely and conservatively, 
because the tendency is downward. It must be—to 
become normal as we call it so far as prices are con¬ 
cerned. At that, the majority of business men in this 


room are better off than in 1913 and 1914. Few would 
desire to go back to those once good days. 

With the inflation of currency and credit through¬ 
out the world, 1913 and 1914 prices and values cannot 
obtain. There will be freak instances, bat comparisons 
must be made carefully or the business man will be 
disappointed. We are apt to weigh everything by 
standards of money values which are abstract things 
or markers in the game. The true values are those of 
life and living, of needs and desires. 

Most financiers, bankers and business men are 
money bound mentally. They expect too much too 
quickly from their ventures. That is one reason why 
so many loose their poise, hair, teeth. From the day 
you’re born, your lire is passing from you—and life 
and business can be made a pleasant and interesting 
adventure if you will but assume a right attitude of 
mind. Leave something for the other fellow. Study 
** turnover ’* in business and back it with a cheerful 
attitude. 

In spite of the optimists, Europe, with her colossal 
debts, her great armies, her class consciousness, her 
religious antagonisms, is far more of a menace to 
business stability today than a year ago. 

Contrary to all predictions indicating the decline of 
the Bolshevik, that political institution seems to be 
stronger and maintains a menacing attitude toward all 
the rest of the civilized world that is frought with dire 
possibilities. 

The average of all commodity prices during 1921 
will remain comparatively low, with possible upturns, 
but it is doubtful if they will be able to go as low 
or stay as low as the buying public in most cases has 
been led to expect. Statisticians say that the cost of 
living is still up 100% above pre-war levels and that 
during the current year will show a 25% decline from 
the high point in 1920. 

This does not indicate a very happy outlook for the 
much discussed plan of immediate labor readjustment 
to pre-war levels. However, good judgment can be 
used at once in cutting overhead and other set costs. 
The wage cuts should be small and made only after 
other items have been cut down or out. 

Reasons for Chain Store Growth 

I will again call your attention to the fact that the 
chain store business has had a remarkable growth dur¬ 
ing the past few years, not only in the number of new 
concerns entering that business, but also in the volume 
of business conducted by the existing established con¬ 
cerns. There are a number of reasons for this large 
growth. In the first place, these stores carry medium 
priced goods, or at any rate, goods that are calculated 
to sell at prices under those of the ordinary retail 
stores. 

Second, they sell in any quantity desired. 

Third, they are as a rule scientifically located. 

Fourth, business is usually done on a cash and carry 
basis, which permits of a relatively small overhead and 
no risk of bad debts. 

Fifth, these stores are managed in a way that insures 
a auick turnover. and, sixth, the volume of goods 
dealt in permits of buying in large enough quantities 
to induce substantial price recessions. By reason of 
these advantages, the business has been profitable 
and as a result competition is becoming keen. 

Although profits in this business will undoubtedly 
shrink on account of the present business readjustment, 
with its accompanying lowering in the purchasing 
power of consumers, the outlook is relatively good. 
These stores have the advantage of dealing in compara¬ 
tively low-priced goods at a time when people are 
hunting for bargains. 

If careful attention is given to securing quick turn¬ 
overs, and to giving consumers the benefit of any 
possible recessions in price, their profits should continue 
satisfactory. The outlook for this class of store is 
much better than that for ordinary stores, where the 
high overhead and methods of doing business are less 

favorable to profits. There is a business sermon in 
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A group of earnest, successful business men, who are interested in Mr. Eberhard's address. The California 
Convention was the most helpful and interesting they ever held, and the merchants who attended it carried 
away with them many business-getting ideas and suggestions. 

The group of four men at the right of the picture, reading from the right, are: President Gutman, President 
Campbell of the Southern Association, President Ludlow of the National Association, and Secretary Boy Smith. 


the above for every hardware merchant in California. 

Taxation does not often decrease, if history is a 
guide, but its character changes. 

It is now believed that a gross sales tax of 1 per 
cent or more on business turnover will be passed in the 
special session after March 4, unless something unfore¬ 
seen occurs to change the mind orf the incoming con¬ 
gress. Passage of this tax will make it possible to do 
away with the excess profits taxes and greatly modify 
the present scale of surtaxes. Basic arguments for 
the tax on gross sales—of total purchases—rather than 
on profits, are: 

1. It puts the burden on spending rather than on 
thrift. 

2. It automatically collects and segregates the tax 
at its source and returns it to the Federal treasury 
direct. 

3. It substitutes a definite and comparatively small 
amount on each transaction for a percentage, sure to 
be overestimated, determinable only long after the 
transaction has been completed. 

4. It is honest with the real taxpayer. 

There is another problem that appears worthy of 
consideration by merchants, as well as manufacturers. 
Capitalism has worked by virtue of two motives, the 
desire for profit on the part of the employer and fear 
of hunger and misery on the part of the laborer. 

So long as the motive of fear was powerful enough 
to compel the worker to give his full efforts, the 
industrial system was productive enough to supply a 
surplus above the worker's minimum of subsistence. 
That surplus afforded the employers the profit they 
required. But with the progress of labor organization 
and the education of the workers to the facts of the 
economic system, it has become more and more difficult 
to exact from the workers their full potential contribu¬ 
tion. 

So much must be admitted: Labor, in the sense of 
productive power yielding a surplus above its own 
necessities of life, is at many points of the industrial 
system a wasting asset, just like the oil reserves of 
flowing wells. The willingness to work that was created 
where the relation between effort and its reward was 
immediate, may easily wear out under large scale 
industry. It is not difficult to prove historically that 
in old industrial regions this willingness to work has 
fallen away alarmingly. 

Whether it is possible to check this tendency toward 
‘ 1 declining efficiency" while still preserving the essen¬ 
tials of the system is a question which has seldom been 
raised by the orthodox economists. For the most part, 
they have ignored altogether the possibility of a gen¬ 
eral deterioration of labor. 

I incline to the belief that proprietors, managers 
and employes work less and expect more each genera¬ 


tion. It may be good, but the percentage of middle 
men to the number of real producers when analyzed 
startles the student who looks for facts, not just to 
defend the present Bystem. 

Think it over, and look at your own business from 
top to bottom. I will gamble it's not operating ub 
pre-war standards, economy and effort. Of course, you 
can Bay we only live once. Sure—but don’t kick if 

S resent effort and costs do not produce what you 
esire. 

This is a rou^h patch-work of some of the problems 
of 1921. In closing, yet me again emphasize tne value 
of planning, backed by the true knowledge and a real 
willingness to study both sides of each problem—to 
seek for facts—to not take the statements of the other 
fellow too seriously. The big fellow is not always as 
intelligent as he is presumed to be and there is nothing 
better if you keep in good mental, physical and moral 
condition than your own judgment backed by cheerful 
effort, economy, turnover and reasonable profits. 

And do not overlook the value of interested and 
courteous service on the part of your clerks, effective 
window trimming and persistent advertising of your 
business. 


ACCOUNTS FOR RAPID INCREASE IN 
POPULATION 

Two young women were married to two Los Angeles 
hardware clerks. The one, a bride of a year, was pushing 
a baby carriage in which were three fine babies— 
triplets, all girls. The other one had been in the bonds 
of matrimony only two or three weeks. 

"What beautiful children!" exclaimed the bride. 

"Yes," replied the proud mother. "Let me tell 
you the funniest coincidence. At our wedding supper 
the boys who played with my husband in the orchestra 
serenaded him and they played ‘Three Little Maids' 
from the Mikado. Isn't that queerf" 

At this the bride turned pale. 

"Mercy," she gasped. "At our wedding supper 
Tom’s friends serenaded him also, and they rendered 
‘The Sextet,' from Lucia." 


A good organizer or executive must have been a 
good detail man. You cannot run up the steps which 
lead to a good position two at a time without danger 
of falling. 


Don’t worry about having a poor job. Think over 
the big men in your organization and you will find a 
large majority of them have held pretty secondary 
positions first. 


Digitized by 


Google 









HARDWARE WORLD 


129 



CLERK OR SALESMAN 

Don’t be a clerk and sell goods to two-legged 
forms that come into the store. Be a salesman 
and sell ideas to thinking individuals. 

To do this you must know something about 
human nature, and apply what you know indi¬ 
vidually in each case. 

For instance, some people take great pride 
in their social standing or their business suc¬ 
cess. Suggest that the goods you are showing, 
or the use of these goods, will be quite necessary 
for people of their kind. 

Other people are particularly interested in 
welfare work. In talking with them dwell at 
length on the betterment, not only of the indi¬ 
vidual, but of the neighborhood, the community 
and society generally through the use of your 
goods. 

Still others are of an artistic nature. Point 
out to them the possibilities for harmonious and 
artistic effects through the use of the goods you 
are showing. 

Every person has some certain thoughts 
about any subject that are uppermost in his 
mind, and if you present ideas that coincide 
with these thoughts you immediately get his 
especial interest. 

Take Paint for Example 

Know how to use the goods you are selling. 
For the benefit of newer salesmen just starting 
in the business—you couldn’t be an expert fin¬ 
isher in a day, a week or a month if you wanted 
to. But you can learn a little more about the 
use of paints and varnishes every day, by de¬ 
voting a little time each day to study, and by 
“puttering around” with various finishing 
materials at home. 

Try to know the fundamental purpose for 
which any line of goods is particularly designed. 
Your message will then have real interest when 
you explain why these goods are especially 
adapted for this purpose. 

Know the points of superiority of the par¬ 
ticular line you are selling. Know the reason 
for each of these points and the advantage of 
each factor for certain kinds of service. 

And more important still with many classes 
of trade, know the possibilities of the results 
attainable through the use of various goods in 
the line. 

Observation and Willingness to Learn All That 
Is Needed 

Learn a little about decorative goods, fab¬ 
rics, curtains, draperies, wall paper, etc., as well 
as paint treatment. To people who are inter¬ 


ested in decoration, talk about the things you 
know, “right off the bat,” quickly and without 
hesitation, and you will soon get the reputation 
of knowing what you are talking about and 
being an expert in decorative affairs. 

By taking a positive attitude you don’t need 
to start an argument, and when you come across 
well posted people who differ with you, politely 
tell them there is always a difference of opinion 
on such matters, and several good ways of ac¬ 
complishing the same result. 

However, most people don’t know very much 
about decorative effects and treatments, and 
they like to feel there is no uncertainty about 
getting something appropriate for their re¬ 
quirements, and absolutely correct as to prevail¬ 
ing style and fashion. Successful paint sales¬ 
men have learned that it pays and pays well to 
become thoroughly posted on the goods they are 
selling. 

Use imagination in selling paints and var¬ 
nishes to household trade. To the average prop¬ 
erty owner and housewife, cans of paints and 
varnishes, stains, enamels, white lead and lin¬ 
seed oil as they stand on the dealer’s shelves 
are very ordinary and uninteresting. What ap¬ 
peals to the property owner and housewife is 
the things that can be done by using such mate¬ 
rials. _ 


DURABILITY IN PAINT 


Paints are not as durable today as they were 
in historic times, partially because we are now 
using them in damp climates. 

The Parthenon at Athens was colored origi¬ 
nally. Disentombed Pompeii and Herculaneum 
show that the ancient Romans used paints. The 
pyramids and tombs of Egypt and of Mesopo¬ 
tamia have given us paint and color exhibits 
from 4000 to 6000 years old. 

The ancient savages used paints and dyes. 
They made them comparatively durable, by 
adding grease to resist dampness, and vegetable 
dyes to hold color. 

Today a paint is called upon to resist chem¬ 
icals, dampness, wear, cold, heat, and ice, and 
in largely settled cities the air is charged with 
destructive chemical fumes. Therefore, we 
moderns have devised the mineral paints, the 
vegetable oil binder, and the silica-graphite 
components to resist wear and dampness. Ex¬ 
clude dampness and you get durability, and the 
imagined “electrolytic stimulators and deter¬ 
minates” and other such corrosive agents won’t 
be able to get at the metal. 
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BOYCOTT DECISION WHICH AFFECTS 
EVERY BUSINESS AND PROFES¬ 
SIONAL MAN 
(Copyright by Elton J. Buckley) 

I think I should pay some attention to the 
just rendered decision of the United States Su¬ 
preme Court in the case of the Duplex Printing 
Press Co. vs. the International Association of 
Machinists. The case involves principles which 
affect every reader of this article, whether he 
is a grocer, a doctor, merchant, or manufactur¬ 
er, and forever puts an end to the outrageous 
secondary boycott, which was the plan used by 
strikers to involve innocent persons in their 
strike, and thus hasten its end. 

The Duplex Co. makes printing presses at 
Battle Creek, Mich., and maintained an open 
shop, i. e., a shop which employed union and 
non-union men together. The International As¬ 
sociation of Machinists decided it would union¬ 
ize the Duplex shop and called a strike there, 
which was not altogether successful. Then it 
brought the secondary boycott to bear, chiefly 
in New York City, where a lot of Duplex presses 
were sold. The plan was to go to all sorts of 
people, users of Duplex presses, or people in 
some way associated with their use—even team¬ 
sters who merely hauled them through the 
streets—and threaten them with a strike against 
themselves unless they ceased to have anything 
to do with Duplex presses. From the report of 
the case I take the following, which shows what 
the union did: 

Warning customers that it would be better for them 
not to purchase, or, having purchased, not to install, 
presses made by the Duplex Co., and threatening them 
with loss should they do so; threatening customers 
with sympathetic strikes in other trades; notifying 
a trucking company, usually employed by customers to 
haul the presses, not to do so, and threatening it with 
trouble if it should; inciting employes of the trucking 
company and other men employed by customers of 
complainants to strike against their respective employ¬ 
ers in order to interfere with the hauling and installa¬ 
tion of presses, and thus bring pressure to bear upon 
the customers; notifying repair Bhope not to do repair 
work on Duplex presses; coercing union men by threat¬ 
ening them with loss of union cards and with being 
blacklisted as “scabs” if they assisted in installing 
the presses; threatening an exposition company with a 
strike if it permitted complainant’s presses to be ex¬ 
hibited; and resorting to a variety of other modes of 
preventing the sale of presses of complainant’s manu¬ 
facture in or about .New York City. 

This had a much greater effect on the Du¬ 
plex business than the strike, and the company 


went into court and asked for an injunction 
against the union on the ground of illegal inter¬ 
ference with its business. The United States 
District Court, the first court that got the case, 
said undoubtedly it was a secondary boycott, 
which would have been illegal before the Clay¬ 
ton Act, but the Clayton Act permitted second¬ 
ary boycotts. So it dismissed the case. Appeal 
was taken to the United States Circuit Court of 
Appeals, which upheld the lower court. This 
was the section of the Clayton Act which these 
courts thought permitted secondary boycotts: 

And no such restraining order or injunction shall 
prohibit any person or persons, whether singly or in 
concert, from terminating any relation of employment, 
or from ceasing to perform any work or labor, or from 
recommending, advising or persuading others by peace¬ 
ful means so to do; or from attending at any place 
where any such person or persons may lawfully be for 
the purpose of peacefully obtaining or communicating 
information, or from peacefully persuading any person 
to work or to abstain from working; or from ceasing 
to patronize or to employ any party to such dispute, or 
from recommending, advising or persuading otners by 
peaceful and lawful means so to do; or from paying 
or giving to, or withholding from, any person engaged 
in such dispute, any strike benefits or other money* 
or things of value; or from peaceably assembling in 
a lawful manner, and for lawful purposes; or from 
doing any act or thing which might lawfully be done 
in the absence of such dispute by any party thereto; 
nor shall any of the acts specified in this paragraph he 
considered or held to be violations of any law of the 
United States. 

The case was then appealed to the United 
States Supreme Court, which reversed both the 
lower courts, holding that the Clayton Act does 
not authorize secondary boycotts, which are an 
illegal restraint of trade. 

Now right here let me illustrate how the sec¬ 
ondary boycott, if it had not been destroyed by 
this decision, could touch the life and business 
of every reader. 

A primary boycott, which all courts say is 
legal, is refusal to do business with Jones & Co 
or with anyone else who has dealings with Jones 
& Co. A secondary boycott goes further. It 
goes to the customers of Jones & Co., and not 
content with simply refusing to do business 
with them, threatens them with strikes and boy¬ 
cotts against themselves if they do not cease 
doing business with Jones & Co. If the second¬ 
ary boycott is legal, any of the following things 
could happen: 

Unionized employes of Quaker Oats Co., let 
us say, are out on strike. John Smith, a con¬ 
sumer who eats Quaker Oats, is a manufacturer 
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of hardware. The strikers could say to John 
Smith, “Stop using Quaker Oats or we will call 
a strike at your factory/’ 

Or, George Brown is a retailer handling 
Quaker Oats. The strikers could say to the 
jobber who supplied Brown with goods, “Stop 
selling anything to him, or we will have your 
teamsters go out on strike/’ 

Or, the employes of the Elgin Watch Co., out 
on strike, go to retail jewelers handling Elgin 
watches and ask them to desist. They refuse, 
whereupon the Federation of Labor calls 
a strike of the employes of the retail stores. 

There is no limit to the ramifications of this 
thing. Take my own case. I am a lawyer in 
active practice. Let us say that I buy my office 
stationery from Williams & Co. The latter’s 
employes go out on strike. The strikers learn 
that I am a customer and they say to me, “Stop 
buying from them, or we will have A, B, C and 
D, clients of yours and all members of labor 
organizations, discharge you as their lawyer. 
Or we will call off all the workmen from the 
house you are building/’ 

Thus the secondary boycott, by dragging in 
wholly innocent and unrelated parties, enor¬ 
mously increased the effectiveness of the strike. 
If no restrictions could be placed on its use, it 
could win every strike brought. As the Supreme 
Court well said: 

The extreme and harmful consequences of the con¬ 
struction adopted in the court below are not to be 
ignored. The present case furnished an apt and con¬ 
vincing example. An ordinary controversy in a manu¬ 
facturing establishment, said to concern the terms or 
conditions of employment there has been held a 
sufficient occasion for imposing a general embargo 
upon the products of the establishment and a nation 
wide blockade of the channels of interstate commerce 
against them, carried out by inciting sympathetic 
strikes and a secondary boycott against complainant’s 
customers, to the great and incalculable damage of 
many innocent people far remote from any connection 
with or control over the original and actual dispute— 
people constituting, indeed, the general public upon 
whom the cost must ultimately fall and whose vital 
interest in unobstructed commerce constituted the prime 
and paramount concern of congress in enacting the anti¬ 
trust laws, of which the section under consideration 
forms, after all, a part. 

Complainant has a clear right to an injunction under 
the Sherman Act, as amended by the Clayton Act. 

The court granted an injunction against the 
International Association of Machinists, order¬ 
ing its members to cease doing all of the things 
which they had done in New York. There is 
no appeal, of course, and the business interests 
of the country are therefore relieved of a danger 
which was ever present, and which either meant 
catastrophe, or a weak and cowardly truckling 
to unionized labor in order to save one’s own 
skin. 


Wear a cheerful countenance, for nothing is 
gained by crossing your mental wires. In a 
little while you will grow so calm and poised 
that nothing cau disturb your peace of mind. 


HIRE OUT TO YOURSELF 

(By Edwin Osgood Grover) 

Some day, 

When you feel gay, 

And think you deserve a raise 
For your valuable services, 

I tell you what to do, 

You put the shoe on the other foot 
And hire out to yourself 
Just for a day or two; 

Put yourself in your employer’s place 
And keep tab on the work you do. 

Let’s see 

You were late this morning. 

Only ten minutest 

That’s true, but whose time was itt 
You took pay for it, 

Therefore you sold it. 

You can’t sell eight hours of time 
And keep part of it— 

Not unless you give short measure! 

Then, again, how about that customer 
You rubbed the wrong wayt 
Not your funeral, you sayt 
Maybe, but you’re paid 
For building trade, 

Not driving it away. 

How about that work you had to do over? 
You’re not paid to be careless. 

You’re paid to do work well. 

Not twice over, 

But once, that’s enough! 

Then do it right 
The first time you do it. 

That’s what you would do 
If you worked for yourself. 

Hire out, then, to a man named “You.” 
Imagine it’s up to you 
To meet the pay-roll. 

Then see what a difference it makes 
In the point of view. 

Say, try it once 
For a day or two! 


WILL JOB BUILDERS’ HARDWARE 

The Builders’ Hardware & Supply Co. has 
been established at 353 Ankeny St., Portland, 
organized by veteran hardware men to job 
builders’ hardware to contractors for building. 
The partners in the new concern are Oscar 
Spliid and E. S. Minchin, both of whom have 
been with Failing & McCalman Co. for many 
years. 


JOBBERS AND MANUFACTURERS 
CONVENTION 

The Southern Hardware Jobbers Association 
and the American Hardware Manufacturers 
Association meet in annual convention at Atlan¬ 
tic City, New Jersey, May 11-13. 
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Problems of a Small Store 


To Have an Attractive Store, Conveniently Arranged Stock, Economical in Operation, Sales 
Bringing Windows, Is a Problem That Confronts Thousands of Merchants 
in All Parts of The Country 


T HERE is no problem more difficult that 
confronts the merchants in small cities and 
towns, or even in larger cities, where rent 
is high, than that of having a store that will 
present a neat and inviting appearance, that 
will take care of a large stock, and at the same 
time can be conducted economically and suc¬ 
cessfully. Where space is no object and rents 
are low, merchants are not confronted with 
such a vital problem. 

We have often published photos of the in¬ 
stallations with up-to-date fixtures and store 
arrangements to be found in all sections of the 
country, yet these are the exception rather than 
the rule. 

Successful merchants now see the necessity 
for attractive store arrangement in displaying 
their merchandise and conducting their business 
efficiently and economically, hence our readers 
will be keenly interested in this series of photo¬ 
graphs showing the rearrangement of a store 
with a frontage of only twenty-three feet. 
23-foot Frontage Efficiently Used 
The first photogrgaph shows the old ar¬ 
rangement, which is typical of thousands of 


stores in all parts of the country, but Mr. Hersee 
of the Venice Hardware Co. was not satisfied 
with the arrangement. Venice is a town of 
10,000 people and Mr. Hersee is a progressive, 
up-to-date business man. In rendering service 
to the people of his community he tries to keep 
overhead expenses as low as can be consistently 
done and still give first class service. He carries 
a stock of approximately $25,000, and his repu¬ 
tation as a thorough hardware man is surpassed 
by none. 

Hence he was in a receptive state of mind 
when Service Supervisor H. B. Sterling of the 
Winchester Service showed him what could be 
done by modernizing his store, in fact to put it 
on par with a store occupying several times the 
floor area, and at the same time handle his 
business economically. 

A Sterling Arrangement Throughout 

Mr. Sterling modestly declines to assume the 
credit for the arrangement and changes that 
were made, preferring to have the Winchester 
Sales Service given all the credit. Be that as 
it may, there is always a man back of an idea, 
and the personal element and thought and care 



STOBE PREVIOUS TO CHANGE 

As stores usually go, the Venice Hardware Co. was well arranged and displayed their goods fully up to the 
average. As will be noticed many of their lines were kept in attractive show cases. In fact, in the new 
arrangement it was unnecessary to purchase any new equipment of this character. 
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EVEBY TOOL BEADY TO BE GBASPED 

In using swinging and hinged sample boards, stocks are kept in the compartment directly adjoining the 
sample board instead of back of it to enable the customer to see the sample when the article is delivered. If 
he is buying a bit, the stock comes from behind the board where the pliers are displayed. 

The sample boards in the lower tier are hinged and handled to swing up ana down, while the entire door 
also swings out. This permits the sample board to be drawn up horizontally to save customers stooping down. 
The article is selected, the sample board dropped into place, and the door swings out to get at the stock. Thus 
all goods are on a level with the customer's eye. 



l 
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STOBE AFTEB REARRANGEMENT 

Note the impression of added width, even though the floor dimensions are still only 23 x 104. Customers 
see every article in stock just as it would be most natural to pick them up. The balcony has been so arranged 
that crockery and glassware are on pyramid tables. The office is along the balcony edge, overlooking the floor 
with the etove department behind it. 

At the rear of the main floor are paints, oils and glass; builders’ hardware and tools on the left; household 
utensils on the right; cutlery, electrical goods, automobile accessories, etc., in the center case; the sporting 
goods department on the extreme right toward the front. Low shelving permits easy view of all stock 
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SPORTING GOODS DEPARTMENT 

Also a glimpse of the cutlery display. Fishing 
tackle on the sliding panel is stocked directly behind. 
In the cutlery case on the left, stocks are on trays 

underneath the display. All knives and shears are placed 
just as the customer would be most likely to pick them up. Guns and fishing rods within easy reach. 



Tools can be just as attractive, neat and elegant as 
jewelry or silverware. 


of Mr. Sterling must of necessity have entered 
largely into the changes made. 

He told Mr. Hersee that the business could 
be increased and overhead lowered by modern¬ 
izing his store. After careful study, he author¬ 
ized the changes and arranged to have Mr. Ster¬ 
ling personally on the ground to supervise the * 
work. 

The illustrations we publish tell the story 
in detail far better than we could by painting 
a picture of words. Yet in general let us say 
that the changes took place in one month’s 
time, during which business continued without 
interruption. Mr. Sterling and Mr. Hersee 
worked well over 10 hours a day, including Sun¬ 
days, starting at 9 or 10 o’clock in the morning 
and often working until the small hours of the 
morning. 

Hardest to Rearrange Stock 

The greatest problem encountered was in 
rearranging and replacing the stock. As a mat¬ 
ter of fact, it developed during the shifting that 
the company found some goods which had been 
completely lost in the stock. On some of the top 
shelves several gross of upholstery nails, some 
odd sized hooks and other odds and ends turned 
up, having been pushed out of sight behind 
other stock and lost. 

The entire cost of the rearrangement, includ¬ 
ing fixtures, rebuilding show windows and la¬ 
bor, amounted to $3600. The work was done on 
the ground and all fixtures were built by a local 
carpenter, except th^e curbed end showcase. i 
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Goods sampled on sliding panels are stocked directly 
behind. As this permits customers to see sample while 
article is taken from stock. These sample boards are 
covered with dark felt to make an effective background. 
All samples were taken from stock, shellaced and mounted. 


A “CLOSE-UP” OF THE TOOL DEPARTMENT 


Gain In Esprit do Corps 

There are other considerations distinctly in 
favor of the rearrangement beside the increased 
«fficiency, actual sales advantage and conveni¬ 
ence. 

The change in spirit of the employes was 
very noticeable after the changes had been made 
with everything new and up-to-date. The clerks 
began to “spruce up,” to be in keeping with the 
appearance of the store. 


Citizens of the city were proud of this enter¬ 
prise on the part of the proprietor and increas¬ 
ing patronage resulted on account of the attract¬ 
iveness and modern metropolitan character. 
Then there is also the happiness and satisfaction 
for the proprietor, the pride of possession and 
the thought that his store was the best that 
modern conditions and study can produce. 

Kauffman & Brasfield at Garden City, Mo., have 
sold their stock to E. R. Bee. 



v THE NEW STORE FRONT 

The aid three angle windows became two pane windows, attractively draped, simple, yet (ft)frt)($j6gant ap- 
p ointments and with excellent facilities not only for displaying goods, but in making the entire inteKbr visible 
r tempting to the passer-by. 
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ADVERTISING IS INSURANCE 


SAMPLE OP GOVERNMENT BUSINESS 


Advertising is the only insurance the mer¬ 
chant can have to protect his business for the 
future. But he must continue to keep paying 
the premiums if he wishes the protection. 

“To discontinue advertising,’’ John Wana- 
maker said, “is like taking down your sign. If 
you want to do business you must let people 
know it I would as soon think of doing busi¬ 
ness without clerks as without advertising.” 


95% COMMON SENSE 

“Advertising is 95 per cent common sense 
and 5 per cent ingenuity, cleverness or brilliant 
ideas.” Too often we try to make it 95 per 
cent common sense. Advertising is primarily 
news about the merchandise you have to sell. 
The customer wants to know the facts about 

the goods. _ 

TEAMWORK 

Teamwork calls for a certain amount of un¬ 
selfishness. 

It calls for tolerance. 

It calls for good fellowship. 

It calls for companionableness. 

But it is worth infinitely more than it costs. 

It is an asset without which a man is apt to 
bankrupt his . career. 

He who would take all and give none, he 
who cannot rise to the give-and-take level, can 
never hope to become a genuine teamworker. 

And only teamworkers rise to the top under 
modern conditions, where one-man enterprise 
cannot withstand the competition of giant com¬ 
binations of brains and capital. 

Carefully scrutinize your make-up, and if 
there be weak spots or kinks in it, apply your- 
Belf to remedying them. 

For large-scale success today is spelled 
“Teamwork.” _ 

ASBESTOS MORE THAN FIREPROOF 

To the average man little is known about 
asbestos except that it is fireproof. For this 
very reason the trade should be more familiar 
with the sales opportunity presented by the 
Turner asbestos “Bunker Hill’ heat-resisting 
table protectors and mats, now extensively dis¬ 
tributed through the hardware trade. 

This complete line is manufactured at the 
company’s factory at Exeter, N. H., where they 
have combined insulating wool felt with asbes¬ 
tos to insure perfect protection from heat for 
the finest dining-room tables. 

There is great potential demand among 
household goods buyers for a removable flannel 
covering that can be cleansed with little trouble. 
Here is a desirable, convenient and economical 
table mat. A strictly new line of table mat slip¬ 
covers is another “Bunker Hill” product. 

The Turner Asbestos Co. is represented in 
the West by Thayer & Bower, Los Angeles and 
Ban Francisco, and the trade will find that the 
line is well worth investigating. 


A sample of “government as die is gov¬ 
erned” under the inefficiency experts is fur¬ 
nished by a New York manufacturer who sends 
a copy of a “proposal for supplies” issued by 
the supply department of the navy on Novem¬ 
ber 12 from the Philadelphia supply depot. 

The blank proposal and instructions fill two 
large sheets with fine type, and the bidders are 
instructed to execute the proposals in triplicate. 

A fourth blank with a fifth document giving 
detailed instruction is thrown in for good meas¬ 
ure. The mailing list from which this request 
for proposals is sent out carries 300 names of 
firms supplying the kind of article wanted. 

Under the usual practice, the manufacturer 
states, he will later receive a tabluation of the 
bids, with information as to who the lucky 
bidder is. The article asked for is one copper 
gasket, not special, the price of which, right 
off the shelf, in any city in the country, is 58 
cents. 

No Wonder Taxee Axe High , 

In clerical work, paper, cost of carriage by ' 
mail, etc., not to mention wear and tear on the 
recipients of the proposal, the government is 
spending probably $50 to get this 58-cent ar¬ 
ticle. “Certainly,” writes this manufacturer, 
“it is about time for the government to revise 
its business methods. Perhaps President Hard¬ 
ing will get into it—unless the thing is all bound 
round with the tape of precedent until you 
could not break it with a jimmy and burglar 
tools.” 

Certainly so much technicality in connection 
with a 58-cent purchase, accompanied by so 
much prodigality in expending hundreds of 
millions, as illustrated in the operations of the 
U. S. Shipping Board now being revealed to the 
public eye, would be amusing—if it were not 
tragic. 


INFORMATION WANTED 

Where can a man buy a cap for his knee, 

Or a key to the lock of his hair? 

Can his eyes be called an academy 
Because there are pupils there ? 

In the crown of his head, what gems are found, • 
Who travels the bridge of his own nose ? 

Can he use, when shingling the roof of his house, 
The nails on the ends of his toes? 

Can the crook of his elbow be sent to jail, 

If so, what did he do? 

How does he sharpen his shoulder blades? 

I’ll be hanged if I know, do you? 

Can he sit in the shade of the palm of his hand, 
Or beat the drum of his ear? 

Does the calf of his leg eat the com on his toes? • 
If so, why not grow com on the ear? 


If a man succeeds, bank upon it there is 
a reason. 
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Electric Household Appliances Bring 
Women’s Trade 


T HE Breidenthal Company, Kansas City, 
Kansas, decided several years ago that the 
housewife is the greatest buyer in America. 
By featuring goods that would appeal to the 
home and make housework easier, Mr. Breiden¬ 
thal felt he could increase his business. And 
by following out certain well developed plans 
the result surprised him by exceeding his fond¬ 
est expectations. 

Getting the Interest of Women 
Breidenthal first started a Rent-A-Sweeper 
club. Any housewife could join by paying $5 
a year rent for the use of an electric cleaner. 
The rent was so nominal that there was no 



difficulty in finding renters; women liked the 
idea that they could keep their house clean 
for a cent and a half a day—less than the cost 
of a newspaper. 

The sweepers were passed from one house 
to another and it was not long until Breidenthal 
had over a thousand sweepers in use. They were 
all kept busy, too; one machine went the rounds 
for fourteen women in the same block! 

A Thousand Potential Customers 

However the theory was not intended to 
bring large and immediate profits. Breidenthal 
had an eye on the future. He knew that with 
a thousand women using his electric cleaners 
ho would have a thousand enthusiastic boosters 
for electrical appliances. An ounce of actual 
experience in the hands of a prospect is worth 
a ton of sales talk. 

And this merchant was convinced that after 
a woman had grown accustomed to the use of a 


sweeper, she would most likely be in the market 
for the purchase of a new machine; or in any 
event she would at least be awakened to the 
great advantage of electric appliances for the 
home. Thus Breidenthal possessed a very good 
prospect in every member of the club. And this 
opened a large field for developing more busi¬ 
ness. 

Hundreds of cleaners were sold, and many 
women continued to rent. But a good start had 
been made and other electrical appliances were 
sold with gratifying success. Everything elec¬ 
trical was pushed, from electric irons to wash¬ 
ers and ironing machines. 

In buying a cleaner the purchaser was cred¬ 
ited the year’s rent as a first payment on the 
new machine. This created a favorable imprjes- 
sion and caused a closer relation between dealer 
and customer. Naturally when some other item 
was needed the business would go to the store 
that sold the sweeper. 

Methods Prove Successful 

Mr. Breidenthal has developed methods in 
selling electric washers that makes him the 
largest retailer of these machines in the city. 
He has sold more machines of a certain brand 
than any three jobbers in his territory. He 
sells them at retail price to the individual cus¬ 
tomers and yet he maintains his record. As a 
result of such tactics this firm did a $150,000 
business in electrical goods the first year they 
began such aggressive methods in selling. 

Various plans are given a trial, then devel¬ 
oped or dropped. A prospective customer is 
given the choice to select any washer on the : 
market. If unsatisfactory after a month’s trial, • 
the buyer may choose another machine and 
satisfaction is assured. However, the store car¬ 
ries the best washers available and it is very 
seldom that a machine is exchanged. 

Nevertheless, this privilege is a salient fea¬ 
ture in creating satisfaction. The buyer feels 
that he doesn’t have to keep a machine in the 
event it proves faulty. The company endeavors 
to live up to its motto: “We Serve.” If a 
customev desires a machine that is not in stock, 
Breider.thal supplies the demand; he literally 
goes out and gets the washer asked for. . 

This firm finds most of its success in fol¬ 
lowing up prospects. 

“We have several ways by which we obtain 
lists of prospects,” said Mir. Breidenthal. “We 
employ different methods just as the occasion 
demands. For instance, every store has had 
experience with people who come in apparently 
‘just to look around.’ 

“The fact is that very few persons will stop 
in a store unless prompted by interest or a de- 
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sire to purchase. When a lady enters in this 
frame of mind we do not try to force a sale. We 
allow her to look around and we extend every 
courtesy to make her feel welcome. 



There Is no line of merohsadlse that adds more to the 
attractiveness of your store, or enables yon to display your 
goods to better advantage than electrical appliances. 


“But before she departs we express our ap¬ 
preciation of her visit, and we explain that we 
consider her our customer. Then as a visitor 
and new customer she is entitled to a small 
present as an advertisement Since we desire 
to keep a record of all of our customers, we ask 
that she register her name and address / 9 

A book for “registering” is kept close at 
hand and at the same time some useful novelty 
is produced. Invariably the prospect accepts 
the suggestion and writes her name in the book. 
She also receives the advertising novelty and 
departs with a kind feeling for the store. 

The fact that she called at the store to look 
at the washers proved that she was interested. 
And while she claimed to be merely looking, it 
might be that she was not quite ready to buy. 
However, not long after her visit a car drives 
up to the house some morning, and Mrs. Pros¬ 
pect receives an offer to have her clothes 
washed free, without obligation. If she accepts, 
it is another sign that she is thoroughly inter¬ 
ested in a machine. Only the best salesmen 
available are employed for this work; and after 
a successful demonstration and a discussion of 
the sales plan, the usual result is the sale of a 
washer. Very few women attempt to take un¬ 
fair advantage of this offer. 

Satisfied Customers a Valuable Asset 
Mr. Breidenthal holds some definite views 
in regard to salesmen who handle this end of 
the business. He employs the best and pays the 
highest salaries, without commissions. He main¬ 
tains that commissions on sales has a tendency 


to cause men to make a sale without considering 
satisfaction. 

And since he issues a printed list of “satis¬ 
fied customers” in his advertisements, it is im¬ 
portant to maintain this reputation. The sale 
of a machine in a neighborhood therefore results 
in the creation of more business for the com¬ 
pany. All employes are invited to become share¬ 
holders in the company and wonderful coopera¬ 
tion is shown. 

Advertising is given a prominent place in 
the selling plans. It is admitted that a mer¬ 
chant with a fixed overhead expense can or¬ 
dinarily increase his gross receipts without 
adding much to the overhead. 

Thus the same sales force can sell more 
goods if the business is produced. And as a 
business stimulator this store invests over $5000 
a year for advertising. Liberal space in news¬ 
papers, thousands of circulars, street ear signs 
and electrical displays all help to increase 
trade. 

At present there are ten cars busy deliver¬ 
ing purchases, following up prospects, and can¬ 
vassing new business. Large articles are sold 
on the part payment plan, and the collections 
on electrical appliances run over the ten-thou- 
sand dollar mark every month. Out of a thou¬ 
sand washers sold this way, not one was lost 
for default of payment. 

This exceptional business has necessitated 
hard work and consistent effort. But Mr. Breid¬ 
enthal believes every dealer can double his busi¬ 
ness if he pushes the merchandise. And with 
this as a starting point, there seems to be no 
limit as to what the future holds for the O. W. < 
Breidenthal Company. 


GIVE ME THE FLOWERS NOW 

I’ve noticed when a fellow dies, no matter what he’s 
been, 

A saintly chap or one whose life’s been deeply steeped 
in sin, 

His friends forget the bitter words they spoke but yee 
terday 

And try to find a multitude of pretty things to say. 

I fancy when I go to rest someone will bring to light 

Some kindly thought or goodly deed long buried out 
of sight, 

But if it’s all the same to you, just give to me instead 

The bouquets while I’m living and the knocking when 
I’m dead. 


Don’t save your kisses to imprint upon my marble 
brow, 

While countless maledictions are hurled upon me noa. 
Say just one kindly word to me while I mourn here 
alone, 

And don’t save all vour eulogies to carve upon a stone. 


What do I care if, when I’m dead, the Times, Sun, 
Gazette, 

Give me a writeup with a cut in mourning border set T 
It will not flatter me a bit, no matter what is said. 
So kindly throw the bouquets now and knock me when 
I’m dead. 
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Mary Ann Goes Fishing 

There are a lot of Mary Anns In each community, who are possible customers for fishing tackle^ 
sporting goods equipment, camping outfits, etc., if you will open your eyes to supply their needs 


MY DEAREST DONNIE BLACK: 

Since my last letter when I wrote you about 
the Hardware Convention, I’ve been having 
one of the times of my young life. You’d never 
guess it! Such fun, and how I wish you had 
been along! I’m still ail excited and hardly 
know where to begin. 

Uncle Bob started it. He is the best ever! 
Always has such perfectly spiffy ideas, and if 
I do say it, is one person who properly appre¬ 
ciates his onliest little niece. Anyway, every 
time spring comes around, instead of getting 
the usual fever of romance, he 
collects a lot of outdoor para¬ 
phernalia and goes fishing. 

Isn’t that a man for you? 

Well, this year he suddenly 
determined nothing must do 
but little Me trot along, too. 

Can yon imagine such a thing, 
with Easter coming on and the 
shops all crowded jam with 
pretty things? I already had 
the darlingest hat picked out 
in one of the department 
stores and Madame Annette 
was making me a frock I 
helped design myself—a most 
exquisite thing in white tulle 
hung in points over a tulle un¬ 
derskirt. So of course I 
wouldn't hear of it at first. 

But after Uncle Bob hinted 
in his dry way that it wasn’t 
likely I’d be sorry in the long 
run if I did as he wanted, I 
gathered right off he meant 
the fox-fur at the Paris Pair 
I’ve wanted so long, and so 
consented—naturally. 

A a Usual, Nothing to Wear 

Of course, I didn’t have a 
blessed thing to wear, but 
when I mentioned this, Uncle 
Bob only grunted, “Hmph, 
more blackmail. All right, go 
get your hat on. ” So away we 
went shopping. He’s really an 
awfully good scout — Uncle 
Bob. 

The first thing, he bought 
me a pair of high-topped waterproof boots, and 
however that may sound, they were really quite 
smart, my dear, although surprisingly comfy 
and easy on the feet, and such a bargain at 
twenty-two fifty. Don’t you think? 


Neglected Opportuntles 

Then we passed a window display I simply 
could not resist. You know, I’ve often thought 
it funny why dealers in sporting goods and out¬ 
door things don’t make a bigger effort to at¬ 
tract feminine trade. Out here in the West, 
where almost as many women and girls as 
men go hiking and on camping-out trips, 
they do. 

We girls in the East have been missing lots 
of good times like this and maybe when we 
wake up to the fact it will pay our merchants 
to get up attractive displays 
and make a bid for our busi¬ 
ness. Anyway, this store had 
a whole window devoted to 
the duckiest outfits (this isn’t 
meant for a pun, dearie) you 
ever laid your eyes on, and so 
—naturally—we went in. 

I was afraid Uncle Bob 
wouldn’t stand for riding 
pants instead of a skirt, be¬ 
cause in some things he’s aw¬ 
fully old fashioned, but he 
only shrugged his shoulders 
and muttered something about 
the “modem young woman” 
and “wilful youngster.” So 
I kissed him and that settled 
everything—as usual. 

Fitted, In a Hardware Store 
When Ton Buy 

As I was somewhat in 
doubt about sizes, the young 
man who waited on us sug¬ 
gested that I try them on (he 
was quite good looking, with 
such nice eyes), which I did, 
and you never saw such a per¬ 
fect fit in all your bom days— 
one advantage of being a real 
thirty-six, you know, dearie. 

Oh no, of course not. Why, 
the very idea! There was the 
cutest little dressing room 
toward the back, all cozy and 
furnished charmingly with 
mirrors galore, ’n’ everything. 
All the little luxuries and con¬ 
veniences you don’t have at 
home. The arrangements in such good taste 
and the whole scheme so clever, I’m sure no 
woman could resist the temptation to run in 
again for a few moments after she’d been there 
once. 



Ever since Mary Ann wrote up the 
Hardware Convention, her correspond¬ 
ence has increased to each an extent that 
she cannot take the time from her work 
to personally answer all the letters re¬ 
ceived. However, she promises to do the 
best she can through our pages each 
month. In the meantime she gladly wel¬ 
comes all letters, either complaints or 
criticisms from merchants, salesmen or 
clerks, as well as from women who are 
employed in the various hardware depart¬ 
ments throughout the country. Tell her 
your problems, and she will do her best 
to help you solve them. 

We are privileged to publish a personal 
letter which Mary Ann has written to one 
of her correspondents, in which she em¬ 
phasizes the opportunities for making 
sales to women, the importance of which 
hardware merchants have too long over¬ 
looked. 
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Pleases the Mem When Ton Look the Part 

j V Then, dearie, there 

\\ was a trim little coat, 

| with blouse to match, 

and a nice roomy hat 
V (\ with just brim enough 

'A to ward off freckles 

Sji \ completed the costume. 

_ Really, the ef- 

^ feet was just 
pT • '**' too perfect for 

' j anything. Uncle Bob 

| I | said I looked like one of 

\ \ l Bernard Shaw’s plays 

^ WT* If \ I —the huntress, if you 

■K. I gather what he meant. 

Nadi rs But then he’s always 
teasing, so I had to 
remind him this was fisher-maid makeup. Then 
he said, “Yeah,” with that news-to-me expres¬ 
sion. “Well, if that outfit doesn’t land you the 
prize male of the human piscatorial species, I’ll 
swallow an eighteen carat fish-hook back¬ 

wards.” That’s Uncle Bob all over. 


p-r 




I won't bother you with the rest of our pur¬ 
chasing expedition except to say I carried home 
with me, besides a beautiful jointed steel rod, 
a dear little basket and one of those safety 
pocket axes put out by the Marble Arms & 
Mfg. people to wear with a belt. 

Two days later, our party and equipment 
collected, we took the train to Medford where 
two light wagons picked us up and carried us 
for miles and miles down Rogue River. Then 
a two days' hike brought us to Uncle Bob’s 
Ike Walton Utopia. It was glorious, and if I 
live till I die I’ll never forget that wonderful, 
wonderful country. Some day, when I'm in a 
very poetical mood, I'll try to describe it. 

Uncle Bob pitched camp on a high grassy 
knoll just above the river and early the next 
morning the boys got out their tackle and soon 
reels were singing. All but Uncle Bob’s. 


The Best None too Good 


I found him hunting feverishly through the 
trays of his Knickerbocker-Case Kit and swear¬ 
ing softly in a heartbroken fashion. The poor 
old dear wias afraid he’d neglected to bring 
along his Joe Welsh leaders and as he wouldn’t 
trust a minnow with any other, the whole trip 
was spoiled for him. Of course, I found them 
for him. He was so delighted that it was really 
too bad there wasn’t a department store handy, 
for I know he’d have bought out the whole 
establishment for me. However, as Mrs. Katz- 
enjammer has truly remarked, “All iss not 
yet” Which, translated freely is equivalent 
to, “Just wait till we get back to town, Uncle 
Bob. ’ ’ Am I making myself intelligible, dearie t 
I’ll say I am, or will! 

You know, girlie, I used to have such absurd 
notions about camping trips; dreading all 
kinds of discomfort, such as cooking over 


smoky poky fires that wouldn’t burn, eating 
off old logs and sitting around on damp ground. 
But, would you believe it, I never was so sur¬ 
prised ! Really, nowadays there is nothing to 
mar the pleasure of such a trip. 

A Sure Enough Camping Outfit That All 
Hardware Dealers Should Sell 

We had one of those complete Hardy’s 
“Camper’s Friend” outfits that make camp 
cooking a positive joy. It contains a two- 
burner gasoline stove on a folding table, to¬ 
gether with a metal service box to carry alumi¬ 
num utensils, dishes and ever so many useful 
articles, and all so handy. 

Then we had Qold Medal chairs, folding cots 
and I don’t know what else. No wonder these 
girls out here have such high old times out of 
it—hunting, hiking and fishing. 

And that reminds me. I was crazy to try 
out my new rod, so Uncle Bob tried to give me 
some lessons in casting. Didn’t make much 
progress at first though, and I was so afraid 
the boys would laugh at me I used to steal away 
to this pool in the picture and practice by my¬ 
self. Uncle Bob caught me at it as you can 
see. It’s a pity he didn’t wait a few minutes 
later, or you might have photographic evidence 
of the largest speckled beauty of the trip. 

I don’t like to crow, kiddo, so I’ll leave it to 
you to guess the responsible party. Took some 
fight to bring him in, and if I do say it, I don’t 
believe Uncle Bob himself could have done it 
any better. Anyway, it provided me with the 
biggest thrill I’ve had since my first proposal. 

Well, it’s all over now and here I am back 
at the office again as natural as life—with the 
exception of a little sunburn and a couple of 
freckles. You know I never do tan. However, 
it was a great life while it lasted, and I am 
glad to say there was no occasion for weaken¬ 
ing. Write you again next month, old dear. 

As ever, 

MARY ANN. 

"P. 8.—I’m wearing the fox-fur now—naturally. 
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"Let’s go Fishing” 

Are Ton Prepared to Take Advantage of Such 
_Sales Opportunities? 


T HIS is the season when the wise hardware 
man takes time by the forelock and brings 
his fishing tackle and all other accessories 
to the front part of his store, where they will be 
seen by all who enter. Not only that, but he will 
arrange a striking window display, and also 
feature these lines in the newspapers, calling 
the attention of all fishermen to the fact that 
the season opens in April and that now is the 
time to spend an evening or a rainy Sunday in 
overhauling his fishing kit, meanwhile making 
note of all he lacks and purchasing it the first 
time he is downtown, so that when the edict 
goes forth the fish are biting well he may be 
among the first to revel in a day’s or week’s 
fishing excursion. 

B. H. Dyas & Co., Los Angeles, always make 
elaborate preparations for the event, and all 
anglers know that when they begin to adver¬ 
tise it is time to buy. Last season they launched 
their fishing campaign with an ad giving a 
map of their district, showing the principal 
streams. Beneath the map in big letters was 
the words: 


Several weeks later they ran another ad, 
this time with a cut of a man landing a trout. 
The fish was shown in the foreground, and was 
therefore as large as the man in the rear. There 
was an abundance of white space to set off the 
drawing to advantage, and in a small box was 
printed: 

GET YOUR LIMIT 

Trout Season opens May 1st. Districts 4 and 4%. 

Including Los Angeles and all southern 
counties. 

Advance information shows excellent fishing 
conditions—the streams are high and there are 
plenty of fish. Come in and get your license and 
select your equipment. 

If you desire to know— 

WHERE TO GO 
HOW TO GET THERE 
WHAT TO TAKE 

let our bureau of information for fishermen be of 
service to you. 

B. H. DYAS CO. 

Little folders, which could be had for the 



asking, told how to reach the various resorts, as 
well as the inns and lodges, and the rates of the 
principal ones. 

What attracted most attention, however, 
were the prizes offered for the first limit 
caught, the longest fish, and the one weighing 
the most, caught on the first day of the season. 
The prizes, which were all fishing goods of one 
kind or another were displayed in the window. 

Several days prior to the opening of the 
season a large tank was displayed in front of 
the store, with a card: 


TROUT 

Season opens in Ventura, Santa Barbara and 
Kern Counties, April 1. 

Now for the big ones, fellows! They are chal¬ 
lenging you from clear, cool depths. Look over 
your fishing tackle and other equipment to see that 
everything is in readiness. If you need new equip¬ 
ment 

GET IT AT DYA8’ 

If what you already have needs repairing 
BRING IT TO DYAS’ 

Rods, reels, lines, hooks, creels, landing nets, 
flies, spinners, leaders, salmon eggs and in fact 

n «• 4 a* 4 Vi a .TW*)a« 
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1 On the morning of the second day, this tank 
was filled with fish brought in by enthusiastic 
ainglers, each limit having a card attached stat- 
ihg the name of the angler and the region 
where the catch was obtained. Back of the 
tank was a show case filled with tackle and 
qther fishing supplies, and whenever any catch 
was taken with any of the paraphernalia sold 
by the firm due mention was made of the name 
of the pole, line or other accessories. 

The Kimball-Upson Co., Sacramento, was 
another firm that catered extensively to the 
fishermen. Prominently set in the foreground 
was a large cut-out of an attractive girl in a 
small boat and at the front was an actual motor. 
Beside it was an art card which advised: 


GO FISHING WITH AN EVINRUDE 
It will double the pleasure of your outing. 

And the advice was appreciated by the many 
anglers who had had the experience of rowing 
against the stream until they were so tired that 
fishing lost half its enjoyment. The wall of the 
window was hung with fishing seines, and tri¬ 
pods were formed of tackle, while scattered 
over the floor were reels, lines, creels, flies, 
hooks, and other fishing accessories. Set in 
the midst was a vacation manual, devoted to 
outdoor sports, and giving much practical in¬ 
formation on hunting, fishing and camping. 
This manual was profusely illustrated and sold 
for 25 cents. A big pile of them was placed on 
a little stand near the entrance, and beside them 
a glass bottle. A card announced: 

VACATION MANUAL 

Price 25c. Take one and drop a quarter in the 
bottle. 


One of the most complete line of anglers 1 
supplies in the Northwest is kept by Piper & 
TalEt, Seattle. Prior to the opening of the season 
they had printed hundreds of little cards, to 
which they fastened a fish hook, enclosed the 


card in an envelope and mailed it to a large 
list of patrons and prospective customers. This 
card read: 


HOOK YOUR HOPES TO TAFT’S TACKLE 
Get ready for the biggest fishing season you have 
known. Streams and lakes are all in good shape for 
fly work. Hand made trout flies. Hand made trout 
rods. 


Of course they likewise made use of the 
newspapers with an announcement somewhat 
similar, and complemented both of these meth¬ 
ods of publicity with a very catchy window dis¬ 
play. The background was covered with seines, 
to which were fastened many gay flies and 
half a dozen light bamboo rods. A figure was 
borrowed from a local department store, and 
dressed in fishing togs. All around were scat¬ 
tered rods and fishing supplies of every de¬ 
scription. A big card declared: “Taft’s tackle 
is the best that the world affords.” Smaller 
cards, uniform in size and lettering, suggested: 
“A whole outfit for $3.00—3-piece split bamboo 
rod, 60-yard nickel double action reel, 25-yard 
line,” “Bass bait to suit the whole bass family.” 
“Your rod is the first consideration in your 
fishing outfit—we have them ranging from $3 
to $50,” and “Don’t lose the big ones—get a 
landing net.” 


NOT ALL IN DAILY NEWSPAPER OFFICES 
City Editor—Have you got the prisoners’ football 
story f The last edition goes in 20 minutes. 

New Reporter—Well, you see, there was nothing to 
write about. Before the game started six of the pris¬ 
oners killed some of the guards, and got away and there 
wasn’t any game to write about.” 


“Van Nuys Paint & Hardware” is a new southern 
California institution, specializing in paints and build¬ 
ers’ hardware exclusively. 


The Bend, (Oregon) Hardware Co., has added a late 
model 250-ton capacity tire press to its automobile 
accessory repair facilities. 
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Peace Pipes—And The Keokuk Treaty 

In the days when America was young old Chief Keokuk’s 
red-skinned braves battled to keep their territory free from 
encroachment alike by friendly whites or warring savages. 
For his fearlessness in battle and his faithfulness to his trea¬ 
ties, the old Chief became famous. “Once friend, always 
fiend,’’ said he. 


STANDARD FOUR TIRE COMPANY 

Dept. T Keokuk, Iowa 


Atlanta, Ga. 
2 Courtland Sc 


245 N. Penn St. 342 W. Pico St. 2 Courtland Sc 1700 15th Sc 

Standard Four Tires 

''Chief of the lire Tftbe" 
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What Kind of a Contract Exists When 
You Give a Man a Job? 


(Copyright by Elton J. Buckley) 


The question raised by the following letter 
touches everybody who has employes: 

I am going to ask you for a little enlightenment on 
the following question: Can one hold an employer 
liable for wages in case of place of business being 
destroyed by fire, thereby throwing me out of employ¬ 
ment t Such was a case with me just recently. I have 
been with the Farmers’ Union Merchandise Co. of Mt. 
Vernon until December 13, 1920, when I accepted a 

S osition as manager of Mr. Goldammer’s new merchan- 
ise store in Mitchell, S. D., and went to work* for him 
in £Ood faith, resigning my position with the Farmers’ 
Union Merchandise Co., and also passing up an oppor¬ 
tunity to become manager of the Farmers’ Union 
Merchandise Co. of Mt. Vernon, S. D., with whom I 
had been. fcow, it appears that he would be liable for 
my wages, as I agreed to work for him for one year at 
a certain salary per month, and the fire putting him 
out of business was no fault of mine, and also no fault 
of his, of course. This agreement was not in writing, 
but I have witnesses to that effect. But through this 
fire I was put out of employment and will be for 
some time, as he cannot build for some time. What is 
your candid opinion f Would like your idea on same. 

JOHN T. ROE8CH. 

The question is what kind of a contract ex¬ 
ists when an employer gives somebody a job. 
What is its duration, and what becomes of it 
when it is interrupted by something like a fire, 
which prevents service from being rendered. 

The whole thing depends on the original 
hiring. If A. & Co. say to B, “You come here 
and work for us. WeTl give you $200 a month/’ 
or “We’ll give you $2400 a year,” or “We’ll 
give you $50 a week,” there is no particular 
contract, except from week to week or month to 
month, and the contract can be ended at the will 
of either party. If the offer is $50 a week, the 
contract is really for only a week, and so on 
from week to week. If it is for $200 per month, 
it is a contract for a month, and so on from 
month to month. 

Some people think that when a firm says, 
“We’ll give you $2400 a year,” there is a con¬ 
tract for one year, but that is not the case. At 
least it is not necessarily the case. The cases 
all hold that the figure merely represents the 
rate of wage or salary. And so an arrangement 
to pay so much per year, payable so much a 
month, is merely a monthly contract, and cannot 
be enforced for any more. 

The answer to this correspondent’s question 
is therefore this: That the employer cannot be 
held responsible for wages after the business 
burned, unless there was something more than 
the kind of contract I have described. If that 
was all it was, it came to an end when the fire 
made it impossible to go on with it. 

What kind of a contract would have made 
the employer liable! A definite agreement, 
which should always be in writing, between 


the employer and the employe, that the hiring 
shall be for the term of one year, or whatever 
it is meant to be. A contract like that is never 
ended by any interruption like a fire, and the 
employer is just as liable for wages after the 
fire as before. For instance, suppose a contract 
like that has been made, and the employer dies. 
The contract goes right on provided there is 
anything for the employe to do. Suppose the 
employer becomes insolvent or insane; it makes 
no difference, the contract is still in force and 
the employe can collect his wages just the same. 
The only exception to this is certain forms of 
bankruptcy. Where the employer is a partner¬ 
ship and voluntarily dissolves, the contract goes 
on unchanged. Nor does the sale of the business 
end it. And in the very case submitted by the 
correspondent, where the place of business 
burns down and there is no longer anything for 
the employe to do, he can still draw his wages 
if he has a definite contract hiring him for so 
long. In all these cases the law says to the 
employer, “You are responsible for this man’s 
wages in spite of the fact that you no longer 
need him, for you could have protected yourself 
against such contingencies had you seen fit to 
do so.” I said a contract should be in writing, 
but a verbal contract is just as enforceable 
though harder to prove. 

The average employer is reluctant to make 
a definite contract with an employe, partly be 
cause he may be bound for wages under con 
ditions such as I have described, and partly 
because he wants to 4eave himself free to fire 
the employe if he proves unsatisfactory. There 
is something in the first reason, but nothing 
at all in the second. You can discharge an 
unsatisfactory employe just as easily under a 
five-year contract as you can under one for a 
month—provided you have inserted a clause to 
the effect that the service to be rendered by 
the employe shall be satisfactory to the em¬ 
ployer. 


BROWN-CAMP NET PRICE LIST 

The Brown-Camp Hde. Co., importers and whole¬ 
salers at Dob Moines, Iowa, are contemplating very 
shortly issuing a complete net price list covering their 
entire line of hardware, stoves, paints, sporting goods, 
cutlery and accessories. 

This price list will be furnished in loose-leaf form 
and will be brought up to date as the market changes. 
The prices will of course apply to the company’s 
general catalog and will be for the benefit or their 
customers. 


The Gray Hardware Co. at Grandview has moved 
into new quarters, where they have one of the best 
plants in the territory. 
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Something 
New for 
Campers ••• 


▲nto-Kamp- 
look-Om 


<FoM*d for 
Carrying) 


At last—the perfect oven—bakes and roasts 
just like the oven in your kitchen, yet light 
and compact for carrying. 

Auto Kamp Eook Oven is made of stamped 
steel, heavily riveted and braced to withstand 
the jolts and knocks of travel and hard usage. 
When open it measures 12"xir'xll". but oy 
the clever arrangement of joints ana hinges, 
folds up to 12"xll''x2". It weighs only 5% lbs. 
Auto Kamp Kook Oven is made to fit on the 
regular two burner 



m 



making a complete cooking outfit that cannot 
be excelled. 

Auto Kamp Kook Kit burns gasoline—same 
grade used in your car. It is made in several 
sizes, from the one burner “Hunter’s Special” 
to the six party suitcase outfit, and retails 
from $10.00 to $47.50. 

Auto Kamp Kook Kits and Ovens are adver¬ 
tised in all prominent Outdoor magazines. 
Valuable dealer helps furnished free. Business 
has started off with a boom and you can get 
your share if you line up with us now. 

Write or wire today for our interesting 
proposition. 

Prentiss-Wabers Stove Co. 

18 Spring Street, Wisconsin Rapids, Wisconsin 

Do not confuse our products with lower priced 
Inferior imitations. 
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FORD MAKES FORTY BY LOSING 
TWENTY 

Henry Ford has found a way to strike a 
profitable balance. His recent readjustment of 
prices on the Ford line is shown to have en¬ 
tailed him a loss of $20 net on each machine 
that the Ford Motor Co. is now producing, but 
his service department production is based on 
a requirement of $40 for replacement parts 
from each Ford car now running. 

Further, there has been and will be no re¬ 
duction in the price of replacement parts. Thus 
in stimulating the loss on first sales, he enlarges 
the market for later profits. These facts were 
made plain in statements by Ford executives 
before a gathering of Ford dealers from the 
Carolinas and Virginia, gathered recently at 
Charlotte, N. C., and indicative of methods by 
which the Ford company is acquainting its 
trade of the impetus to business which the re¬ 
cent price-cut was destined to furnish. 

That each car now being turned out is sold 
at a loss of $20 to the Ford company was pro¬ 
claimed by W. A. Ryan, who, as manager of 
sales for the company, naturally was one of the 
leading speakers on the program. The company 
is now producing 4000 cars daily, said Ryan, 
leaving it to his auditors to figure out that this 
means a loss of $80,000 daily. Much of his 
message concerned some exceedingly timely ad¬ 
vice to dealers about the value of being careful 
in the way that they handle used cars, par¬ 
ticularly since the slump in used car values 
has been induced by lower prices on some new 
cars. 

But it was from E. P. Hobart, service mana¬ 
ger of the Ford organization, that the trade 
learned of the silver lining to the Ford cloud. 
Hobart told his audience that Ford is making 
$165,000,000 worth of parts every year for dis¬ 
tribution through that end of the business. 
This, he said, was based on an average figure 
of $40 per car, thereby establishing the rate at 
which it is figured Ford cars are expected to 
wear out every year. Incidentally, some of 
the more statistical in the trade lost little time 
in figuring from the amounts given that 4,125,- 
000 Ford cars now in commission must be the 
basis for the reckoning. 

There will be no reduction in the price of 
parts, Hobart said. Increased freight rates and 
increased costs of production make this impos¬ 
sible, unless, as in the case of the complete 
vehicle, Ford is prepared to stand a definite 
ratio of loss on each part. By producing its 
replacement parts in the regular line of manu¬ 
facture, Hobart reminded the dealers, the com¬ 
pany already is able to keep its costs low and 
they get the benefit of this. The present low¬ 
ered price on the Ford car, even with its attend¬ 
ant loss, Hobart explained, was decided as pref¬ 
erable to the greater loss that would have fol¬ 
lowed a curtailed rate of production. 


Of the new car, concerning which the trade 
has heard but vaguely, Hobart added little of 
information beyond the limits of trade surmise. 
The new car will not be offered, Hobart ex¬ 
plained, until space shall be found for its pro¬ 
duction. 


FAR WEST IN GOOD SHAPE 

Editor Hardware World: 

Answering your courteous inquiry we view the ques¬ 
tion as optimists and not as pessimists. 

Speaking only for our territory, the Far West, par¬ 
ticularly the Pacific Coast, we believe our state is 
experiencing a more general and favorable movement 
of goods than other coast states, if not the entire 
country, for the following reasons: 

We are not strictly an industrial country like the 
East or Middle West, and the non-employment question, 
therefore, as affecting trade is minor as compared to 
other sections. 

The development of and in turn the continued pros¬ 
perity of the state originally resulted from Mother 
Earth, where unlimited and valuable mineral and oil 
deposits, vast timber lands, variable and favorable 
climate and soil for the production, harvesting and 
distribution of food supplies by rail and water through¬ 
out the year, has and wiU claim her as occupying an 
independent and enviable position for the welfare of 
all within her borders. 

Since the first of the year we have been favored 
with more inquiries for prices, in fact, more orders, 
also, for mechanics’ tools and supplies than for the 
last quarter of last year, which has served to confirm 
our belief as to the future. 

Our factory lines cover finished mechanical products 
for essential constructive work, which were not sub- 
juct to a profiteer’s price policy and no radical decline 
is expected on tool lines generally in the near future, 
if at all. 

With the closing of inventories this month, we pre¬ 
dict a saner attitude on the part of skeptic buyers as 
to values and trade demands for the placing of their 
requirements subject to usual mutual price protection 
of producers as an incentive for their aesired business. 

Reports from some of our factories are that many 
of the largest eastern industries, particularly railroads, 
have submitted liberal specifications for their require¬ 
ments to July 1, which indicates their belief that the 
market situation favors the placement of their business. 

Yours truly, C. W. GAUSE CO. 


NEW CLIFTON FABRICS CATALOG 

The Clifton Mfg. Co. of Waco, Texas, announces 
that their catalog No. 7 for 1921 is ready for distribu¬ 
tion and will be mailed to any reader of the Hardware 
World or to any other member of the trade who has 
not already received a copy. 

The Clifton Co. is said to be the largest manufac¬ 
turer of canvas goods in the South, and their line in¬ 
cludes tents, awnings, wagon covers, cotton picking 
bags, camp furniture, oiled clothing, linoleum and rugs. 

Their general office and factory are at Waco, with 
branch offices at Denver, Phoenix and San Francisco. 


HOLTER WHOLLY WHOLESALE 

The Holter Hardware Co., at Spokane, recently an¬ 
nounced that they have absolutely discontinued their 
retail department and in the future the business would 
be conducted as wholesale only. 

The change was made necessary by the increasing 
volume of business with dealers, the company feeling 
that they should devote their undivided efforts to their 
wholesale customers. Quality merchandise and good 
service will continue to be characteristic of the com¬ 
pany. 
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Teach your customers the 
proper way to judge tubes 
and they will buy Empires 

A LL tire users know that the fric- knowle 

tion of thfi road ioavitahlv wpars rmmpnl 


tion of the road inevitably wears 
any casing after it has gone a certain 
number of miles. 

Many car owners assume that mileage 
is also the measure of their inner 
tubes. 

Such is not at all the case. It is true 
that inner tubes have to be replaced 
every so often, but what wears them 
out—except in cases of abuse—is not 
mileage so much as deterioration that 
comes with time. 

What is sought by all tube makers is 
the faculty of reducing this deteriora¬ 
tion to the minimum. 

For thirty-four years Empire has 
been recognized as expert in the man¬ 
ufacture of rubber goods of all kinds. 
Fourteen years ago this superior 


knowledge was applied to the devel¬ 
opment of an inner tube that would be 
superior to anything on the market. 
So highly perfected and successful 
were the processes evolved at that 
time that it has not been necessary 
since then to materially change them. 
Today Empire Peerless Bed Tubes 
represent a product of such superior¬ 
ity that thousands of car owners will 
not use anything else. 

By pushing Empire Tubes with your 
customers you will build up a good¬ 
will that is of more value to you today 
than it has ever been. Moreover it 
will pay you to do so for the Empire 
dealer proposition is of unusual in¬ 
terest. 

Empire Rubber & Tire Company 

Trenton, New Jersey 
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IMPORTANCE OP PROPER INFLATION 

Seventy-five per cent of the motorists’ tire 
trouble, it is estimated, is due either directly or 
indirectly to under inflation. When it comes to 
under inflation, don’t guess. Use a gauge. It 
is only a matter of a moment’s work, but it 
means dollars saved in tires. 

When not properly inflated, tires readily 
rim cut. Particularly is this true over rough 
places where the rim chafes and bruises the fab¬ 
ric. Under inflation also means an unequal 
tension in the fabric plies making up the carcass 
which results in chafing, fabric separation and 
ultimately in a blowout. 

While it is quite true that an under inflated 
tire is more elastic and more resilient, the mo¬ 
torist pays dearly for this. Loaded, the under 
inflated tire by reason of increased hinging ac¬ 
tion near the rim and at a sharp angle, is often 
more or less de-vulcanized or softened by the 
resultant heat. 

It pays big dividends, in freedom from tire 
trouble, to rigidly observe the inflation pressure 
recommended by the manufacturer. It is so 
simple a matter, requiring only a moment, but 
the motorist has no one but himself to blame 
when he neglects to test his tire pressure with 
a gauge. 

If the motorist wishes to obtain the maxi¬ 
mum mileage built into a tire, he should pay 
heed to this timely warning against under in¬ 
flation. Inflation is the first cardinal principle 
of tire conservation. 


INSPIRING CUSTOMERS’ CONFIDENCE 

The following letter was recently sent by the Thom- 
son-DiggB Co. over Vice President C. F. Prentiss 1 signa¬ 
ture to all their customers in the hope that advice and 
counsel from a friend might steady and guide the 
retail merchant in his course back to a confident, 
smooth running basis. It may be interesting to the 
trade to read this letter. We consider such a generator 
of good-will a valuable investment for any institu¬ 
tion: 

To the Trade: 

We have been looking at 1921 with all kinds of 
eyes, some blinded by one thing and some another, 
but as we get light the future does not look so bad 
after all. 

To be sure, business has been sick with some 
pretty severe cramps. We have had the right medi¬ 
cine. however, and the patient is improving. 

Prices have declined, tears have been wrung 
from profiteers, and the danger point is passed. 
Bapid progress is being made in readjustment— 
money is easier and business is improving. It only 
remains for us to be fair in our mutual dealings and 
we will be under way before we know it. 

A general improvement in both business and 
stability of prices wiU be quite apparent in a short 
time. 

We have much to be thankful for. 

Tours for service, 

THE THOMSON-DI0GS CO., 
Sacramento. C. F. Prentiss, Vice Pres. 


Taylor & Wood is a new firm at 1034 State Street, 
Santa Barbara. The stock includes household goods as 
well as hardware. 


I am-1 

A tiny seed that produces wonderful fruit. 

I am such a simple little thing that many 
people never take the trouble to use me. 

I am an important factor in winning success, 
yet the majority of people have no idea of my 
value. 

I act like lubricating oil on human machin¬ 
ery and make the wheels of life run smoother. 

I give grace and sweetness to social inter¬ 
course and am constantly used by the well-bred. 

I send customers away from banks, shops, 
restaurants and markets with a good taste in 
their mouth, so that they feel like coming again 

My spirit is to please, to help, to make life 
sweeter, to take the sting from hard things, to 
appreciate all right effort. 

I am like the sunbeam which brings bright¬ 
ness, warmth, courage, cheer into many a dis¬ 
couraged heart. 

I am used in the most successful commercial 
establishments, wherever anything is sold, 
whether the transaction amounts to a million 
dollars or only a nickel. 

I am the tiny wedge that has opened the 
door of opportunity to many a poor boy who 
had no one to give him a helping hand. 

The use of me marks the difference between 
the boor and the gentleman, between the kindly 
gracious soul and the crabbed grouch. 

I am “Thank You.” 


SIMPLEX THEFT PROOF AUTO LOCK 

The Simplex Theftproof Auto Lock consists of» 
neat nickel-plated ring, attached permanently and rigid 
ly to the steering post of an automobile. When lod 
is in a closed position a strong case-hardened steel pix 
passes through the outside steering column into th 
steering tube and holds the steering gear so that tfc 
position of the front wheels cannot be changed. Tto 
prevents the ear from being driven or towed. A Corbii 
cylinder lock of the most approved type is used. It 
cannot be picked or forced open. This device can b? 
locked and unlocked in a second *s time, right from th 
driver’s seat. It is so convenient that from the very 
day it is installed the driver uses it unconsciously ever? 
time he leaves the car, just as naturally as he switebe 
off his ignition. 

This iB very important, for it has been proven that 
locks which require more time to operate and whid 
soil the hands and clothe^ lead the average driver tc 
“take a chance” if planning to stop only a moment-’ 
and in that moment the car is stolen. The Simple 
Theftproof Lock is self-adjusting. You simply doff 
the lever, turn the key and step out of the car. The 
moment a joy-rider or a thief turns the wheel the pb 
snaps into place and the front wheels are locked is 
“straight anead position.” It will be readily under 
stood that with wheels thus loeked a car could not he 
driven, pushed, coasted or towed but a few feet before 
it would run into the curb. Tet it does not violate 
city ordinances, as car can be moved a reasonable 
distance in case of fire. The lock is attached per 
manently and rigidly, without slightest change in the 
original construction of your car. Any mechanic eaa 
attach it with the use of a screw driver and breast 
drill. It is approved by the Underwriters ’ Laboratories, 
securing a reduction of 15 per cent in insurance pre¬ 
miums. Price at retail is $15. Manufactured by Sim¬ 
plex Corporation, 2214 So. Michigan Ave., Chicago. 
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SIOUX 

VAiyE 

GRINDER 


Examine the unusually simple mechanism 
of the Sioux Valve Grinder. Notice how 
the impossible-to-wear-out parts produce 
the reciprocating, or back and forth mo¬ 
tion on the valve, so necessary in the best 
valve-grinding. 


HpHE name 
1 “SIOUX” 

is your assur- 
ance of tool 
satisfaction. 

Known and used 
the world over. 

Every Sioux Tool 
meets the big 
shop standards. 
You can depend 
upon them abso¬ 
lutely. 


Your Jobber Sells Sioux Tools 
ALBERTSON & COMPANY 


Sioux City, Iowa 
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Here is a view of business opportunties for the sale of tools and other accessories that is to be found throughout 
the entire country. Business is rushing past your door, but make sure it does not getjpast without your getting 
some of it. You cannot get it without making an effort, without having the stock. You can get your share of 
it by making the proper effort. The hardware trade is far better equipped in every way to secure the greater 
part of this business than merchants in any other line. 


SAYING THE VALVE STEMS 
Why valve stems pull out of inner tubes 
even when the tire has not been run flat, has 
caused considerable argument among car own¬ 
ers. The solution is a simple one and lies in 
evenly mounting the tire on the rim. 

In placing a tire on a rim, the tube valve 
stem is inserted in the hole in the rim provided 
for it. Then the casing is, ordinarily, worked 
on the rim by successively prying it over the 
edges. This stretches that part of the tube 
where the prying is started and works an accu¬ 
mulation or surplus of tube at the end on the 
other side of the valve stem. 

When the tube in this condition is inflated 
it cannot adjust itself, being stretched beyond 
normal tension on one side of the valve stem 
and loose on the other side. When the latter 
side strikes the ground first, the over-stretched 
side exerts a heavy pull on the valve stem. This 
results in a blow-out from a pulled valve patch 
or a torn tube. 


If the tire is run the other way so that the 
strained part of the tube hits the ground first, 
there is a slight tendency to relieve the excess 
strain. In such a case, the tube will probably 
last for a considerable distance. 

Many motorists have noticed this condition 
in an excessive wrinkling in some part of the 
tube. The one and only reasonable preventive 
is to apply the tire on the rim evenly, working 
from both sides of the valve stem. In this way, 
there will be no more stretch and pull on one 
side than on the other. 


Harry C. Gray has succeeded Fred H. Gray as mana¬ 
ger of the Ophir Hardware Co., at Oroville. 


“CRITCHLEY-SIX” 

Expanding Adjustable Reamer. Genuine original six or 
fire blades are made only by 

CHADWICK & TREFETHEN 

Portsmouth, N. H. 

Represented by Caldwell Sales Oo., San Francisco, Calif. 
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RUSCO 

BRAKE UNING 



Grips strongest— 
Wears longest 

“Comfort Over All Roads”— 

The Franklin stands for “ comfort oyer all roads/’ and 1 i more miles per day, 
more days per year.” 

And why? 

Because every integral part of Franklin equipment is selected for its depend¬ 
ability and suitability—with the above ideals in view. 

That the builders of Franklin recognize the importance of proper brake lining 
is evidenced in their selection of RUSCO. 

RUSCO is a fine lining and nets you a real profit. Recommend it for relin¬ 
ing—with confidence. 

THE BUSSELL MANUFACTURING CO. 

519 RusseU Avenue, Middletown, Conn. 

New York, 349 Broadway > nwTr ™. S Chicago, 1438 Michigan Ave. 

Atlanta, 60 S. Forsyth St. S “ajsiui umuw. { Detroit, 226 Jefferson Ave., E. 

Western Representative, JOHN T. ROWNTREE, Inc., Los Angeles, Calif. 
Portland, Ore. San Francisco Seattle Salt Lake City Denver ll&McoSky 
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SUGGESTIONS FOB TIRE DEALERS 

In selling tires the dealer picks up many 
strange and unusual phrases. Some are good, 
others pass muster, while many spell ruination 
to sales. We give below a list of the latter. 

Abstain from using the word “Guaranteed” 
as much as possible. Substitute “Warranted 
by the maker.” 

Do not use the expression, “The best tire 
you ever used.” The expression means nothing, 
besides it awakens a feeling of doubt in the 
mind of the prospective customer. 

Do not say, “This tire will not give you any 
trouble.” The mere mention of the word 
“trouble” causes a timid customer to think. 
Better say “This tire will give you the best of 
service and satisfaction.” 

Don't say, “This is a better tire than a 
-tire, for each time you do so you un¬ 
wittingly advertise the other make of tire. 

If a man says “I have always used- 

tires, do not ridicule his judgment by saying, 
“That’s a bum tire, no wonder you had trou¬ 
ble,” but sell your goods on their merits and by 
the aid of salesmanship. Rememb r every knock 
is a boost. 

Do not make price secondary to quality, 
such as, “That’s a good tire for the price.” 

Never refer to a “low-priced” tire as 
“cheap”; a tire may be listed low, but the word 
“cheap” has no place in your sales talk. 

It will not help you to say, “I use that tire 
myself on my own car.” The customer is not 
buying to suit your taste or inclination, but his 
own. 

Don’t question a customer’s knowledge of 
tires; get him in good humor by agreeing with 
him. 


SOUTHERN CALIFORNIA CONVENTION 

The Southern Division of the California Detail 
Hardware Association holds its semi-annual meeting at 
Santa Ana April 20-22. The question of affiliating 
with the National Association as well as other matters 
affecting the trade of the Southwest will be considered. 

Election of officers will be in order and the follow¬ 
ing present officers of the association will give an ac¬ 
count of their stewardship: E. S. Campbell, president; 
Wm. Scott, vice president; E. F. Harford, vice presi¬ 
dent, and H. L. Boyd, secretary-treasurer. 


COLEMAN-GRAMS ARE LIVE WIRES 

If any of our readers who handle Coleman lamps, or 
who are interested in these products, do not receive 
Coleman-Grams, the monthly dealers’ help published by 
the dealers’ service department of the Coleman Lamp 
Co., we would advise them to tell the company at 
Wichita, Kansas, immediately. 

For Coleman-Grams is a good usable monthly deal¬ 
ers’ bulletin, edited in a wide-awake, peppy style, pub¬ 
lishing the news of the company as well as the record 
of success of some merchants in your own vicinity who 
have sold Coleman Lamps to advantage. This coopera¬ 
tion and this getting together of ideas can only mean 
profit and help to any merchant who will read the 
literature and De guided by the suggestions contained 
therein. 


UNION HARDWARE & METAL COMPANY 
TO CONTINUE 

During the past year it had become current 
that the Union Hardware & Metal Co., Los 
Angeles, were planning to retire from business. 
In an announcement recently issued to the trade 
they state that while it is true that offers have 
been made for the purchase of the business, yet 
it has been unanimously decided by the stock 
holders to continue the business, which wsij 
established almost half a century ago. | 

Some of the members of the organization, 
however, have decided to retire from business, 
but the new corporation maintains at its head 
E. O. McLaughlin, president; L. C. Scheller, vice 
president and general manager; E. H. McGinnis 
secretary, and E. H. McLaughlin, E. A. Scheller, 
J. F. Brooks and A. Williams, directors. 

Active in the institution will be E. H. Mc¬ 
Laughlin and E. A. Scheller, sons of the presi 
dent and vice president, respectively, who look 
forward some day to being able to take their 
fathers’ places in the organization. Both of 
these young men have had a splendid busines 
training, and it is their desire to not only main¬ 
tain the prestige and standing of the old com¬ 
pany, but to materially do their full share is 
helping to develop it to still greater lines of 
usefulness and service. So that their plans haTf 
all been made to remain in the trade and groi 
stronger and better than ever. 

In keeping with the spirit of the times they 
announce that a large block of their capital 
stock has been set aside for their employes and 
heads of departments who have been with then 
for many years, and this will bring into active 
management of the company a number of the: 
young and progressive associates. 

Large orders have been placed with the mam 
ufacturers and new lines are being added. They 
plan to go after the trade with their accustomed 
vigor. j 


B. L. Gunnary has organized the Gunuary Hardwirt 
Store at Astoria. His stock will include farming impk 
ments, tractors, trucks, gasoline engines, drag saws td 
cream separators, as well as automobile accessories. 


TWO HOME NEEDS 



Ml II-« 


A Broken 


Lid Means 


A New Pot 


The Chesters P* 
ented Gas Lip* 
er, with sciM* 
action, work* * 
tomatically prr 
▼ents user fry 
scorching han« 
A good fire 
from eTery 
The Oh astern Baa: 
tary Tea Pot Strait 
er and Lid Protects 
—an inrisible w* 

strainer that of fed 
irely protects break¬ 
ing of tea not corer 


Write for full information. 


211 Centre St 
New York City 
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More Business for You 

/rsr ^ A* stock of New Era 

■ Bumpers in your store 

means quick turnovers 
at liberal profits and 
J WLZSl real satisfaction to your 
^ trade. No need of a 
> If J '~~ J ,, large stock of various 

( sizes to meet the de- 

II) l mands of every custom- 
W J)\ er, free exchange of 

arms eliminates dead 
stock. One New Era 
Bumper will fit any car 
—front or rear — only 
the arms differ. New 
Eras are guaranteed 
against accident. Your 
jobber can supply on 
short notice. 

New Era Spring & Specialty Co. 

66 Cottage Grove Are. 


(6 Cottage Grove Av 
Grand Rapids, Mich. 


“Bettw’SPRING BUMPERS 


AUTO TOPS and 
Seat Covers 




Top Recovers, Seat Coven 
Radiator and Hood Coven 

Side Curtains, Rain Guards 

Tire Covers, One-man Ford Tops 
Trimmers’ Material and Supplies 
Tents, Paulina, Wagon Coven 
Cotton Picking Bags 

Gif ton Manufacturing Company 

Main Office and Factory 
Waoo, Texas 

Ban Frandeoo, California 
Office: 389-41 Larkin St. 

Los Angelas, California 
Offloe: 124 South Loo Angetoe 8k. 




LANE’S - 
Ratchet Socket Wrench Sets 

HNiSuK and “SUPER-UNIQUE” 


DEALERS: NOTE THESE SELLING POINTS: 

Round Sockets, Turned from Solid Steel Bar 
Broached Hexagon Openings. Guaranteed A g ain st Wear and Spreading 


torrmeii 


JOBBERS EVERY* . xn? , c 

WHERE CARRY LANE S 



IttiSSE tools 

Made only by 

Will B. Lane 
Unique Tool Co. 

180 N. Dearborn St. 
CMCMO, IL, U. S. A. 

W. H. WXUUBir. 
Woftern Bopreoe ntat i v o 
602 Williams Building, 
Msrton and Third 8ta* 
Saa rrandsoo, OaL 
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NEW “X” LIQUID SALES CHIEF 
A. D. Williams has assumed charge of sales 
for “X” Laboratories, manufacturers of “X M 
Liquid, and will be located with headquarters 
at their New York office. 

Mr. Williams formerly was associated with 
the American Chain Company, Bridgeport, 
Conn., the F. Nersh Hardware Company, Allen¬ 
town, Pa., and the last few years has been field 
manager for the Bethlehem Spark Plug Cor¬ 
poration, Bethlehem, Pa. 

Mr. Williams has a wide acquaintance in the 
trade, and his many friends wish him success in 
his new venture. 


KEEN(E) TOOLS AND TOYS 

The Kingsbury Mfg. Co., Keene, New Hampshire, 
have issued their 1921 catalog of garden tools and me¬ 
chanical boats. 

This line is popular with merchants the country 
over. There has been an increasing demand for garden 
tools and mechanical toys, and the Kingsbury Mfg. Co. 
are in position to supply the trade promptly. 

They will be glad to send catalogs and give full 
information to any of our readers upon request. 


H. E. Brown is new proprietor of the former business 
of H. A. Birdwell at Eltopia, Washington. 




"OIL RUINS TIRES” 

Motorist* realise what a great menaee oil 
is to inner tubes and, therefore, look for 
the place where they can fill tires with 

CURTIS AIR-FRU 
FROM OIL 

Five different sises of com¬ 
pressor, 125 different com¬ 
binations of outfits. In 
stock at most jobbers. 
Price is right. A result of 
25 years’ experience in 
compressor manufacturing. 
Sena for Bulletin 0-5. 

Cwtft Pms. Mcfcy. C*. 

1512 Klenlen At., St. Louis 
530-L Hudson Term., N. T. 


THE CABT BEFORE THE HORSE 

The Bridgeport Hardware Mfg. Corp. announces sev¬ 
eral reductions all along the line in the following letter 
to the trade: 

“Unfailing signs of the coming of the day are seen 
in the business sky. ‘The morning cometh’ and busi¬ 
ness is fast awakening. 

“Far-sighted business men seem to agree that the 
quickest and best way to get business moving a^ain 
at normal speed is to reduce prices wherever possible, 
take our depreciation loss and forget about it. 

“Placing the ‘cart before the horse 1 in the twen¬ 
tieth century seems now, as in olden times, foolishness, 
but we have decided to do just that thing, that is: 
Beduce selling prices right now and work the cost down 
later. 

“You know how universally cancellations have been 
made. We have operated our plant on part time during 
the last sixty days and have a big inventory of high 
priced raw materials, goods in process and finished 
goods built up on high Tabor and material costs. 

“While operating on part time we could not adopt 
a reduced wage schedule and it was most difficult to 
determine what wage reduction was fair to our men. 
Therefore, our available cost data was very limited 
and we could only review our prices with the greatest 
care and readjust them arbitrarily. 

“Substantial reductions have been made on many 
items. On a few numbers where former prices were 
too low, no change has been made. 

Price Prevailing When Shipped 

“During the period of rapid price advances, every 
order we booked was billed at the prices prevailing 
the day the order was mailed, the result to us being a 
heavy loss of profit in the year 1920. The same rail 
treatment will be accorded to you now and in future, 
therefore, you may place your orders for our goods 
with confidence that you will receive a square deal at 
all times. 

‘ * The new prices are based on today's market prices 
of raw materials, etc., and a labor cost considerably 
lower than actually prevails. Therefore, having dis¬ 
counted the future to a large extent, it is not probable 
that there will be further changes for some time to 
come. 

“Business drifts only as long as business men sur¬ 
render to the thought of prolonged business depression, 
therefore let ’a conspire to resume business as usual and 
‘carry on.' 

“Bemember what General Grant said after the Civil 
War when business was at a standstillf ‘The only way 
to resume specie payment is to resume!' 99 


The Merrick Hardware A Furniture Co., Buhl, Idaho, 
are occupying their new building and adding materially 
to their line of hardware, tools, auto accessories, sport¬ 
ing goods, etc. 


HARVEY 


BOLTLBSS 

AUTOMOBILE 

SPRINGS 


KASY RIPIWa aUARAWTIEP 

HARVEY SPRING A F0R6IN6 GO., 111317thSt.,RaciM,Wis. 


IMPORTANT 

SUPPLY HOUSES: 

Writs for oar Bxclaslvs Agency Proposition (HW) for 
your locality. 

ALERT TOOL COMPANY 

237*99-41 Worth Sixth St, Philadelphia Pa. 
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^ BE 

m Flexible Spout 

I OILERS 

M FILLING CANS 
FUNNELS 

An attractive and : 
turn-over and goo< 
BH ture. Order throi 


BEACON 


Standard Spout 

MEASURE- 

FUNNELS 

MEASURES 


attractive and staple line affording quick 
n-over and good profits. Send for litera- 
e. Order through your jobber. 


i 


MOOERS-WRIGHT CO. - 1400 Broadway, New York 

Western Representatives, 8PRAKE SALES OO., INC. 

Los Angeles Sen Francisco Portland Denver 

216 Higgins Bldg. 525 Market St. 683 Railway Exchange Bldg. 506 Charles Bldg. i 





BEAR BRAND CANTEENS 


No. 60 First Aid Sot 

CANTEEN PERFECTION 

Send for folders—See the full line—Then insist on Bear Brand. 

WOOLWINE METAL PRODUCTS COMPANY 

Los Angeles, California Eighth Street & Santa Fe Ave., 

SALES OFFICES 

Omer Cox, Atlas Building, San Francisco, California Strimple A Cox, Corbett Building, Portland, Ongon 

Sands A Cox, San Fernando Building, Los Angeles, CaL Jones A Cox, Hewhoaae Building, Salt Lake City, Utah 

Strimple A Cox, L. 0. Smith Building, Seattle, Wash. Taylor, Youngs A Cox, Temple Coart Bldg., Denver, Colo. 
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LIGHT, POWERFUL FENCE STRETCHER 

The Kidd Bossinger Hardware Co., Little Bock, 
Arkansas, report an increasing demand for Glover’s 
fence stretcher, said to be the most efficient article of 
the kind manufactured. 

It is guaranteed to pull or lift anything, anywhere, 
any time. It weighs, complete, only 26 pounds, includ¬ 
ing the bar for clamping the fence, having a pulling 
strength of 5000 pounds. 

This simple, fight weight, efficient stretcher will 
pull 80 rods of fence and bring all the wires tight, with 
a minimum of effort. It is easily carried by one man. 
It has taken advantage of the leverage principle so 
that ten pounds of pull on the lever gives 120 pounds 
of strain on the wire, a ratio of 12 to 1. 

Made entirely of steel, there is nothing to break, 
and having no surplus weight it is very powerful. It 
will pull dead stumps, can be used instead of a block 
and tackle for pulling pipe out of a well, for setting 
machinery and for pulling automobiles out of the mud. 

It is guaranteed both as to material and workman¬ 
ship to be perfect for the work to be done, and the 
manufacturers will replace any stretcher that is re¬ 
turned to them. The Kidd Bossinger Hardware Co. 
are the distributors for the manufacturers. 


MAKE SPRINGS IN SPRINGFIELD 

The Superior Spring Co., of Springfield. Ohio, was 
recently incorporated to manufacture all kinds of coil 
springs from wire. The most modern equipment is 
being installed and production is well under way, in 
charge of Joseph H. Sullivan, who has had twenty-five 
years’ experience in the manufacture of coil springs. 

Special attention will be given to the manufacture of 
porch swing springs. The directors of this new enter¬ 
prise are: John L. Lloyd, Robert A. Essex, James S. 
Webb, Hugh Hagan and B. F. Downey. 


FOR 48 YEARS 

Our CONFIDENCE in western merchants has 
meant GROWTH for us both. 

We want your GOOD WILL so that we can return 
it in kind for our mutual BENEFIT. 

WE DO NOT SELL CATALOG HOTOE8 


EMPKIE- SHUGART- HILL COMPANY 

WHOLESALE HARDWARE 
OOTTHOHi BLUFFS IOWA 


The wide Guarantee under which 
HIGGINS QUALITY SPRINGS For Replacement 
are said—years of successful usage back of them 
—the new, improved principle of construction 
give you positive protection against imperfections 
—breakage and bother. 

Beat for the dealer because they deliver greatest wortk b 
wear to user. Write for Trade Discounts and Big OaUki 
listing 500 different styles. 

HIGGINS SPRING * AXLE 00„ Dept. 441, Sadat, m 

NO BOLT —NO HOLE —NO HUMP — NO J0U 
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Khg^Mriti-TaaMer” Padlocks 


Built to Stnro 
Every Padlock 
Need 



hardened shackles 
—sixteen to twen¬ 
ty-four tumble ru. 
Guaranteed to give satisfactory servieo— 
the enstoiber to be the judge. 

THE KINO LOOK 00., CHICAGO, ILL. 

saxjui BHPmMHirr ativb8 

SUBFIsBBS, DVn * 00„ 74 Murray St., New York Otty 
OMe*«# Office, 84 M. OUntou St. 


“HEXALL” 

Trade Mark Beg. U. S. Pat. Office 

Ratchet Socket Wrench No. 2 




i ■■ 


Patented May 1, 1917 

“HEXAL/Li” Ratchet Socket Wrench No. 8—11 Pieces 

—another favorite with motorists everywhere. It 
contains 7" Steel Forged, Batchet Handle, 2 
Forged Steel Screw Driver Bits, 7" Extension 
Bar, 7 Hexagon Sockets. 

There are twelve sets —a “HEXAUs" for 
every need. This guarantee goes with every sale: 

“Break Any ‘HEXALL’ Wrench and We 
Repair it — No Charge” 

R. F. SEDGLEY, Inc. 

Alto Maker* #f "BABY” H«mmir!ni Receivers 
2311-13-15 North 16th Street, Philadelphia, Pa. 

Pacific Ooast Representatives: 

McDonald k Linforth, San Francisoo, Cal. 


BUTTERFIELD 

COMBINATION 

SCREW PLATES 


FOR THE 
BIG SERVICE 
STATION, 
THE 

THE COUNTRY 
GARAGE 
OR 

PRIVATE OWNER 

THIS 

SET HAS NO 
EQUAL 


B UTTERFI ELD 6cC0. 
COMBINED AUTO SCREW PLATE 

A Vie. 3 /8. Ve. '/z. V 8 . 3A. S.A.E 
•/a Ve Vb Vi 6 '/2 Vb Va. U.S.S 

WITH TAP WRENCH NO.IO. 




Catalog No. 18 sup¬ 
plied for the asking 
shows our complete 
line of these Sets, as 
well as more than 
10 0 other assort¬ 
ments. 


BUTTERFIELD & CO., Div. 


Chicago Store 
11 Sooth Clinton Street 


Union Twist Drill Oo. 

Derby Line, Vermont ^ 

Padflc Coast Representative 
Mr. V. & Walsh, 560 Mission St., Saa Francisco, Oal 
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Hardy’s 

“ Campers 
Friend” 


A “Down to the Minute” 
Camp Outfit that 
Makes Camp Life Enjoyable 

—As a running board box it carries a com¬ 
plete Camp Cooking Outfit, a two burner 
gasoline cook stove and a metal service 
box, in which to carry a complete dining 
service. 

—The box is convertible in less than two 
minutes into a Camp Cook and Dining 
Table, having a top measuring 26%x33 
inches and with two spacious shelves under¬ 
neath for holding utensils, stove, etc. 

—With the “Campers Friend” you stand 
up and cook with ease and sit down and eat 
in comfort. 

—It eliminates the open camp fire for cook¬ 
ing purposes with all its disagreeable 
features. 

—There's no more stooping and squatting 
in awkward and tiresome positions while 
cooking and eating. 

—The most compact, practical and useful 
camp convenience ever offered the motorist 
who tours and camps. 

—Dealers can make their camp equipment 
and sporting goods departments more prof¬ 
itable by stocking this * 1 up-to-date ' 9 outfit. 

Write for Prices and Illustrated 
Folder. 

JOHN E. HARDY 

PORTLAND, OREGON 


NEW BUTTERFIELD FACTORY 

Butterfield & Co., well known manufacturers of taps, 
dies, reamers, Derby screw plates, etc., have recently 
expended $300,000 on a new factory, 350 feet long by 
80 feet wide, giving them a factory floor space of 
28,000 square feet, which they are now occupying. 

Some 30,000 additional square feet of floor space 
will be added this spring, giving them one of the 
largest and most complete manufacturing plants for the 
production of small tools in the United States. 

The buildings are of concrete and brick construc¬ 
tion, embodying the very latest ideas in modern factory 
construction. The equipment also, in every detail, is 
entirely up to date, in most instances designed particu¬ 
larly for small tool production in large quantities, and 
at the same time very accurate. 

The company has arranged to carry a complete stock 
of their tools at 62 Reade Street, New York City, with 
the other branches of the Union Twist Drill Co., and 
S. W. Card Mfg. Co. 

They are also carrying a stock with their Pacific 
Coast representative, V. S. Walsh, 560 Mission Street, 
San Francisco. 

The addition of these two stocks, together with that 
of their own store at 11 South Clinton Street, Chicago, 
places them in position to give the very best service to 
all their customers wherever they may be located in the 
United States. 


ROWNTREE SELLING McKINNEY BUTTS 

The McKinney Manufacturing Company of 
Pittsburgh, Pa., has anounced the appointment 
of John T. Rowntree, Inc., as new western rep 
resentatives. 

The complete McKinney line of nationally 
advertised hinges, butts, door hangers, garage 
hardware and other products, will be sold by 
the Rowntree organization with offices in Los 
Angeles, San Francisco, Portland, Seattle, Salt 
Lake City, Denver and Mexico City. 


THE FILES OF MANY CITIES 

Advertising of the Nicholson File Co., of Providence, 
Rhode Island, as it appears in our pages, must have 
been noticed by our readers as something altogether 
unique, calling attention to the merits of their products 
in various cities. Recently the Nicholson File Co. had 
calendars made featuring the city of Detroit, and many 
of these calendars were sent to prominent firms in 
Detroit, particularly users of Nicholson files. 


The Stith Hardware Co. at Terry, Montana, has 
added additional space for a new department where 
stoves and other kitchen articles will be displayed. 


The “Triumph” GOPHER TRAP 

MANUFACTURED BY 


TRIUMPH TRAP CO., INC., ONEIDA, N. Y. 



Free 

Sample 

To any 
Dealer. 


Makers of Triumph, Kangaroo, High 
Grip and Trlplo Gluten Traps 

LOWEST PRICED TRAP 
EASIEST TRAP TO SET 
POWERFUL IN ACTION 


Packed 

1 Dos. Traps in Box 
1 Gross in Carton 
(Ready to Ship) 


FOR SALE BY 


THE PRINCIPAL JOBBERS OF THE WEST 


Digitized by Google 
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THE PETRY PUMP 

America *s BEST Tire Pump 


HANDLE LOCK^ 
facilitates carryS^ 
ing or handling. 

BARREL - ■ ■ > 

17' or 20'xW 
diameter, highest 
grade seamless 
steel tubing, 
threaded and sol¬ 
dered into base. 

PISTON 

convex shape to 
divert oil and to 
give greater air 
pressure on 
leather cup 
washer. 


m 


HANDLE 

shaped to fit 
k. your hand. 


CAP 

heavy cast brass 
with lon^ piston 
rod bearing. 

BRASS VALVE 
guaranteed 
absolutely 
air-tight. 

HOSE 

L 5-ply, highest 
grade.27* long 


I / "m 

/ * $ 

d 





Send for a Copy 
of This Book 


BASE, \\ 

spreads and \ ^ 
allows natural \ 
pumping posi- > 
tion without losing 
balance—pump op¬ 
erated in front of, 
not under you. 
Freedom for full 
stroke of piston 
with minimum ef¬ 
fort and maximum 
results. Base, high- 
grade malleable 
iron, closes into 
space of ordinary 
size pump base,4 
fastened by a Wlngfl 
Nut which cannot}** 
L come off. 


LOX-ON 
CONNECTION 
/ with tire valve 
* deflating pin , 
considerably 
lessening pump¬ 
ing effort. Its use 
impractical on 
any pump not 
having an ab¬ 
solutely tight 
check valve. 

Price, $5.00 
17" or 20" Barrel 



“Stands by Itself " 

THESE SPECIAL FEATURES not found in any other 
pu HL p * r inish . baked black enamel, with all brass 
parts polished and lacquered. PETRY design, quality 
and workmanship throughout. Guaranteed to make 
good. Patents applied for. 

N. A. PETRY COMPANY, Inc. 

Mahers of the Petry Cut-Out, Pedal, and Ventilator 

345 N. Randolph St., Philadelphia 

Westers Distributor, Nomian Cewaa Co., 445451 Rialto Bid*., Saa Francisco,Cal. 


There T1 be more sick tires in service 
this season than in any previous year. 

That means more tire trouble—and 
more new jacks needed. 

The 44 Reliable ’ 9 line will prove a 
good profit producer for you. 

Investigate now—write us today. 

I ri iTl? 

MANUFACTURING 
I COMPANY 

Ashland, Ohio 


No. 46 Reliable 

Capacity, 1 tern 
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Norman Cowan has been one of the most energetic members of the 
automotive accessory world in the West since his entry into the field ts 
a manufacturer’s agent. He has made it a principle to represent and 
sell active, moving lines, and he had made the goods behind him mere 
at all times. He made a record a few months ago when he shipped a 
carload of “X” Radiator Liquid to various western accessory jobbers. 
Here is also a recent window display of Chanslor ft Lyon Co., featuring 
the “X” Laboratory products. 



The Peterson ft Boutell Stove ft Heating Store has 
been opened on Trent Ave., Spokane. William L. Peter- 


flribreakable OflGauije 

A A yg r your Ford 



A LL metal gauge, c annot be 
broken by a flying stone. 
Consists of a metal chamber 
containing a float to which is 
attached a rod with a white 
ball which indicates amount 
of oil in can. Easily installed. 
Sold by dealers everywhere , 
or prepaid on receipt of price 
Apco Mff. Co. - Providence 


son and Don D. Boutell were former members of th* 
retail department of the Holter Hardware Co. They will 
concentrate their efforts on Monarch ranges, the Pen¬ 
insular line of furnaces, stoves and Ideal heaters. 


KNOWLSON SPRING SPREADERS 

SToT 1 Nickel Plated 
and polished... $2.00 



Easy to < 


Pita any tpriof. All dealers, or seat pnpM 
f Lubricator Ce., 100S Forest Are.. hem *ter. M*. 
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Here’s the Story: 


■T* HERE’S no use or excuse for beating 
* About the bush, prices have got to come 
back to a common-sense basis and Osgood 
proposes to lead the procession on price re¬ 
duction just as it does in dealer-cooperation 
and go od ad vertising and everything else. 
READ THESE PRICES. 

Retail Prices—Final 

(Dealers and Jobbers write for Discounts) 

Sizes under 7", $2.50 per pair. 

Sizes 7" to 8%", inclusive, $3.00 per pair. 

Sixes larger than 8%" to 9%", inclusive, 
$3.50 per pair. 

Sizes over 9%", $4.00 per pair. 


VkT E owe it to the public to do this—fairly 
™ and squarely—no “backing and filling” 
—but at one fell swoop. 

And So We’ve Done It! 

This is the final cut—the only cut—the cut 
to the quick. 

OSGOOD—the lens that meets every legal 
requirement in all the states. OSGOOD—the 
lens that makes the road safe; throws the 
light where the driver wants it—and stops 
glare absolutely. “The lens endorsed by 
science,” protected under the Clark patents. 
No danger of lawsuits in handling the Os¬ 
good. 

OSGOOD LENS & SUPPLY OO. 

Chicago, Illinois 












ESTABLISHED 1891 


ESTABLISHED 1891 



a 


THE PROFESSIONAL KIND 


ft 


MADE BY MECHANICS 


FOR MECHANICS 


Preferred and need by Professional Cleaners—Painters and 
Paperhangers in leading cities where much Cleaning is done 

Invented and perfected by a professional Wall Paper and Fresco Paint Cleaner, who 
personally has cleaned thousands of rooms, besides operating in St. Louis for THIRTY 
YEARS the largest contracting business ever known in this line of CLEANING. 

WE KNOW HOW TO MAKE THE BEST WALL PAPER CLEANER, because we know how to use 
it and what is wanted by the workman. 

IF ABSORENE is PRONOUNCED PERFECT and SATISFACTORY by these experts, who use it daily 
—then it must be the most satisfactory for private us ers as well. 

The man who invented ABSORENE, being not only a mechanic and 
business man, but a chemist as well, has devoted hia life for the past 
Thirty Years to the purpose of making a “FOOL PROOF"—100% 

Efficient CLEANER, that not only doea the work perfectly, but KEEPS 
FRESH until the can is opened and used. 

ABSORENE was first placed on the market 
in 1891—Thirty Year* ago—while we have 
always advertised and aimed to educate the 
public to the use of better wall paper—higher 
priced decorations—which can be preserved 
fc * " 


WINDOW TRIMS. 
Gennter Display 
Signs. Fiber Signs 
<12x48 in.). Folders 
end Dealer's Haigs 


of various kinds 
be supplied to 
ipen request. 


all 


THE PACKAGE 
Abeorene Is put up in 
14 - ounee Cans, 
Peeked 3 Dosen Cans 
te Fiber Oaee. Also 
Packed In 20-os. Cana 
and 10-lb. Falla. 
Lithographed Show 
Oarda are packed In 
each quarter gross 
Case. 


for a number of years through the ABSORENE 
PROCESS OF CLEANING. 

MILLION8 of CANS of ABSORENE are 
being sold yearly, but—THIS IS AN ABSOR- 
ENE YEAR. We are going to break all past 
sales records, judging from the business al¬ 
ready booked throughout the U. S. 

H. R. Henderson, the President and General 
Manager of the Coraoany. is Che Inventor and 
Patentee of ABSORENE — He personally 
GUARANTEES EVERY CAN. 

THERE’S A JOBBER NEAR YOU 
We have them in all markets where Wall 
Paper Cleaner is used and sold. If you can 
not get supplied promptly, write us for de¬ 
scriptive circulars, prices, etc. 

TRY A GROSS AND BE CONVERTED 
Trial can will be mailed to dealers who 
write on their letter head. 



THE ABSORENE MFQ. CO. 

ABSOBEKB BtULDIKQ 

1609 to 1617 North 14th Stroet, St Louis, XT. & A. 


THE ONLY PATENTED 
1 READY MIXED 

paper Cleaner 
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ORDER FROM YOUR 
NEAREST JOBBER 

The 

OLD RELIABLE 
Lines of 

American 

Enameled 

Ware 

Marble 

(Blue and White) 

Swedish 

(Mottled Veined) 

White and White 


Sold by all the leading house 
furnishing 

and hardware houses 


30 years of unfailing service 
and satisfaction 


THE 

AMERICAN STAMPING & 
ENAMELING CO. 

MASSILLON, OHIO 

3 Plants at Bettaire, Ohio, and MassiUon, Ohio 
covering IS acres of Roor space 



A Superior Product 

Selling for Less 


is certain to meet with increased 
sales, resulting in increased 
profits; that's WHY 

The “Red Seal" 

Auto Bed and Tent 

“Four Beds in One” 


For Tourist, Camper 
Sportsmen and Home 


is leading ALL others in sales 
and gaining dealer good-wilL 


The Red Seal Auto Bed can be set up over the 
seats, within any five-passenger auto, off the 
running board, or entirely independent of the 
car without a single adjustment or additional 
equipment. 

Equipped with a mattress that Cannot Sag; tensile 
steel springs; light steel frame—rigid and strong; 
folds into small neat bundle which is carried con¬ 
veniently on running board. 


Write today for descriptive literature 
and price uat. 

THE SCHAEFER TEHT & AWHIHG CO. 

1421 Larimer Street 



DENVER, 

COLO. 


Dealers! 


The point of intereet to you 
is the comparatively low cost 
— the wide margin — the 
waiting market. All in¬ 
quiries resulting from our national advertising in 
Field & Stream, Outers’ Recreation, Motor Life, 
Outdoor Life, Vacation Manual, Hardware World, 
Touring Topics, Northwest Motorist, Western Cana¬ 
dian Motorist, etc., will be referred to you. 


Digitized by LjOOQle 





Hundreds of Manufacturers Have Benefited 

by These Tests 


Without obligation, manufacturers 
use the "Chicago Mill” testing labo¬ 
ratories to determine the best box for 
their goods* In the huge revolving 
drum shown above, boxes packed with 
your goods will be dropped from vari¬ 
ous heights, again and again, alighting 
in every conceivable position, receiv¬ 
ing the maximum strains and buffet¬ 
ing of travel. From re¬ 
peated tests with 
various boxes, the box 
best suited for your 
need can be selected 
without prejudice—be¬ 
cause "Chicago Mill” 
makes every type of box 
in general use. 


These tests have been used by hun¬ 
dreds to find stronger boxes and yet 
lighter boxes with less displacement — 
for machinery parts and eggs, 
glass containers and bolts, canned 
goods, food products, clothing, 
chemicals, typewriters, clocks, china- 
ware, confectionery—products of 
every conceivable nature. 

Note also the comer- 
stress test pictured at the 
right of the illustration. 
Tests may be arrang¬ 
ed through correspond¬ 
ence with the executive 
offices. Let us help you 
find the right box for 
your goods. 



The Nailed Wood Box pictured above is produced by our Wood Products Depart - 
ment. We also manufacture Nailed Wood (set up or knocked down). Solid Fibre, 
Corrugated Fibre, Wirebound, Hinge Comer, Lock Comer arid Bottle 
Boxes—-boxes selected by test for every shipping need 

Qucago Mill iss [umber ©mpany 

Executive Offices: Conway Building 

CHICAGO 

QmcajoM'll 


Every Type of Box 


in General Use 
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711 • AUTOMOBILE EQUIPMENT- 715 


AUTO SUPPUE5 


f JcLUne Pillin g Wheeler 

Thousand Dollar Health Girl 
and her Reddick 
Fold ing Brass Doll Bed 


HEALTH BABY PROUD OF HER DOLL BED 

With $1000 to her credit in the Bank at Chicago, 
hundreds of congratulatory letters still pouring in, an 
absorbing pet bull dog, and dozens upon dozens of 
visitors, little Jayne Pilling Wheeler of Chicago still 
has lots of time for her dolls and a Reddick Folding 
Brass Doll Cradle. 

Jayne secured her Reddick Cradle from the toy 
store man, righthand aide to Santa Claus. The $1000 
she received from the Chicago Herald and Examiner 
because Dr. John Dill Robertson and other specialists 
picked her as the most perfect girl baby among 12,045 
youngsters entered in a ‘ 1 perfect baby contest. When 
the photographer snapped her she was telling him how 
she would like to spend her prize money for cradles 
like hers for every dollie in the land. 

Jayne was told that if not her grandmother, at 
least her mother, played with a Reddick Wire Doll Bed 
when she was young, and that the manufacturers, The 
Michigan Wire Goods Co., of Niles. Michigan, hoped 
some day to make a bed or cradle for her daughter and 
granddaughter, and for the dollies of her little friends, 
who today number in the thousands. 


NEW MANAGER CHANGES POLICY 

George J. Flurshutz has been made general manager 
of the United Auto Supply Co., of California, succeed¬ 
ing W. V. Smith, who was killed in an automobile acci¬ 
dent a few months ago. Mr. Flurshutz had been 
assistant manager up to this time. 

A change of policy for the United Auto Supply Co. 
under the new management is announced. The company 
will hereafter devoto its efforts to the wholesale and 
jobbing end of the business, closing their retail stores 
as soon as contracts and leases expire. 


M otor Mer cantile Company 


Wholesale 


Exclusive!) 


Carrying Complete Stock 
of Automotive Parts 
Equipment 
and Supplies 

EXCLUSIVE DISTRIBUTORS FOR THE 
FOLLOWING LINES 

Motnl Oil Moineeo Tool Sits 


Motmon 
Qoorooe 
Mottle Tabes 
Stromberg Carburetors 
Wainwrlght Pistons 
Bun-Par Perfection Springs 
Spires Radiators 
H ft D Shock Absorbers 
for Fords 
Gabriel Snubbers 
Gilmore Pan Belts 
Say Bee Spot Lights 
Momeco Bronae 


Pemko Ignition Parts 
Lockwood Best Covers 
Tire and Radiator Covers, 
Etc. 

Fairbanks Garage Equip¬ 
ment. 

Canedy-Otto Gangs Equip¬ 
ment 

Arrow Grip Chains 
Du Pont Top Material 
Laldlaw Seat Cover 
Material 

DriKure Botxeadon 


And a Complete lino of Mechanics* Tools and. Garage 
Equipment 

New 1920 Catalog Furnished on Bequest 

M otor Mer cantile Company 

115-117 South West Temple Street, Salt Lake City 


EYELET TOOL CO. 

Manufacturers of Punches and Sets 
(hand drive and foot power) for 
Leather, Cloth and Metal. Pu n c h 
Tubes, Punches and Dies. All kinds 
and sizes made to order. Write jobber. 
Booklets free. Established 1858. 

__ 190 Dorchester Ave. 

BOSTON, MASS. 


UNITED AUTO SUPPLY CC> 


UNITED AUTO SUPPLY CO. 


Jobbers and Factory Distributors 

Automobile Accessories 

711-715 MISSION STREET, SAN FRANCISCO 


Send for Our Latest Complete Accessory Catalogue 
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A HAPPY, HARDY, HARDWARE TEAM 



The policy of 
the Honeyman 
Hardware Co. is to 
encourage friend¬ 
ship and fellow 
feeling and confi¬ 
dence among the 
members of their 
organization. 

During the re¬ 
cent season the 
Honeyman basket¬ 
ball team was 
among the fastest 
quintets in the 
Northwest. The 
players not only 
enjoyed the sport 
for themselves but 
added credit to 
their organization. 

The team was the 
particular interest 
of Walter Honey¬ 
man, manager of 
the retail store. 

Following are 
the players: Read¬ 
ing from the left—Spud Darling, Irwin Cole, Dave Wright, Denny Williams, Captain Hubert Goods, Bill Beck 
and Antonio Piluso. Below is Louis Gallo, manager. 


CONVERSE FOLKS 

* 1 Converse Folks” is the house organ of the Con¬ 
verse Rubber Shoe Co., published twice a month for the 
promotion of friendship and good feeling in the plant. 

Vol. 1, No. 16, has just been issued and it is an 
enlarged edition with 80 odd pages liberally illustrated 
and describing pretty generally the operations of the 
Converse factory and the nature of their products, as 
well as of their distributors and producers. 

The publication is as well done in all respects as 
are the other products of the company. 


JOBBING HARDWARE SPECIALTIES 

The Taylor Sales Co. has been organized by F. P. 
Taylor and E. B. Stoddard to job and distribute hard¬ 
ware specialties in the West. Mr. Taylor has called on 
the trade for a number of year. E. B. Stoddard was 
a former manager for the California Brick Co. Head¬ 
quarters have been established at 278 12th Street, Oak¬ 
land. 


The Case Implement & Hardware Co. of Norton, 
Kans., are successors to M. B. Lease. 


THE ONLY VALVE GRINDER THAT 
DOES GRIND VALVES PROPERLY AND 
ON AN ABSOLUTELY CORRECT PRIN¬ 
CIPAL. 


PROPERLY BALANCED AND GEARED. 
USER CANNOT RING VALVES OR WEAR 
STEMS. 

ITS BALL BEARING RELIEVES USER 
OF ALL STRAINS. 

EIGHT YEARS ON THE MARKET IS 
PROOF OF ITS SUPERIORITY. 


UNIVERSAL EQUIPMENT fc SUPPLY CO. sybacuse.n.y. 
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BEAR BRAND COLD PACK CANNER 

The trade will be interested in the Bear Brand 
Cold Pack Canner announced elsewhere in this issue, 
manufactured by the Woolwine Metal Products Co., 
at Los Angeles, and said to be the only cold pack 
canner manufactured in the West. 

With the fruit season coming on, sugar far lower 
than last year and a good crop, the trade may well 
make plans to feature fruit canning and fruit canning 
apparatus this year. 

Cold pack canning is acknowledged to excel other 
methods in the simplicity of the operation. The United 
(States government has issued a number of bulletins 
land has spent much money instructing housekeepers 
jon the advantages of cold pack canning. Here is an 
opportunity to tie up with this work. 

The Bear Brand Canner is a container made of 
galvanized steel, 20 inches in height and 13 inches in 
diameter. The container has a tightly fitting lid and 
five racks for fruit jars. Each rack will hold two one- 
quart or three one-pint jars of any standard make. The 
racks are hung from the sides of the container and 
each has a handle or loop projecting over the outside, 
leaving the handle both cool and convenient, so that 
different units may be raised or lowered without dis¬ 
turbing the others. 

The weight of each canner complete is 9 lbs., and the 
company furnishes full instructions and time table with 
each canner, so no one will misunderstand. 


MILLER HEATER PRICES READY 

Edward Miller & Co. of Meriden Conn., have their 
oil heater prices for 1921 ready and will be glad to 
quote the trade direct or through their agents, the 
Lloyd Sales Co., Monadnock Building, San Francisco. 
The new figures should be interesting to every buyer 
of oil stoves and heaters. 

In the announcement of Edward Miller & Co., in 
the March issue of the Hardware World, an unfor¬ 
tunate error conveyed the incorrect impression of an 
advance. Such is not the case. 

Edward Miller & Co. are not only known as manu¬ 
facturers of oil heaters, but also for their Miller in¬ 
verted incandescent gas burners and their “ lighting 
fixtures of exceptional value.’’ The company is build¬ 
ing a proud name for itself through the channels of the 
trade for their square sales policy, the quality of their 
products and the fine advertising they are doing in 
media of national circulation, reaching householders 
throughout the nation. Any dealer handling Miller 
products knows that the company is backing him up 
and bringing customers to his store to ask for Miller’s 
goods. 

We call our readers particular attention to the an¬ 
nouncement of Edward Miller & Co., in the current 
issue of the Hardware World, so that the false im¬ 
pression created through a misunderstanding last month 
may be entirely dispelled. 


H. Petterson and A. M. Sandaker have purchased 
the hardware stock of Archer Supply Company at Fin¬ 
ley, N. D. 


The Gray Hardware Co. recently incorporated at 
Grand View, Wash., with a capital of $20,000, and re¬ 
ports a good season’s outlook. 


“ANSONIA” NAIL CLIP 


by the m&k- 
of the "Gem* 
Vs I 1 Clipper 
Twelve In a box or 
1 2 on a display 




Over 1,000,000 

Satisfied Users 


is a strong argument that women 
everywhere appreciate the advantages of 


THE 



Heating 


There is not a single point about the 
Royal Iron that is not a decided ad¬ 
vantage in its favor. Here are some 
of them: 

Simple and easy to operate. 

Heat can be regulated instantly. 

Made of solid brass, iron and steel. 

Highly polished and nickel plated. 

Correct weight—6^4 pounds. 

Handle always cool—protected by heat proof 
shield and asbestos lined lid. 

Largest selling—Lowest priced. % 

Free to Royal Dealers 

Royal Lithographed Window Trim. 

Royal Lithographed Counter Displays. 

Royal Colored Movie Slides. 

Cuts for Newspaper Advertising. 

Circulars for Store Use. 

Book—Royal Salesmanship (32 pages). 


ROYAL SELF-HEATING IRON CO. 

Big Prairie, Ohio 


Western Representatives, SPBAKE SALES CO., Inc. 
Los Angeles San Francisco 

216 Higgins Bldg. 525 Market St. 

Denver 

506 Charles Bldg. 

Portland, 633 Railway Exchange Bldg. 


George T. Howard Company 
Wholesale Distributors for Texas 
San Antonio, Texas 


Write 

H. C. COOK CO. 


ANSONIA, CONNECTICUT 
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SUCCESS THROUGH COOPERATION THE DOLLAR SHOUTS PEP 


“Men who strive to build themselves up by 
tearing down the work of their fellows general¬ 
ly succeed in undermining their own founda¬ 
tions and falling into the common ruin. The 
secret of success is cooperative effort and giv¬ 
ing to everyone credit for that which is his 
due.” 

The capitalized value of cooperation is some¬ 
thing that all successful men and industries 
must learn. The old saying that “competition 
is the life of trade” may now be changed to 
“cooperation is the keynote of success.” Men 
cooperate in creating demand for their product, 
in building confidence, and in advancing the 
profession or business of which they are a mem¬ 
ber. 

Men compete in giving individual service, in 
trying to make their product more attractive 
than their competitor’s, and in trying to render 
a service to customers that will be the best 
possible, and while they compete on this basis 
automatically they cooperate in elevating their 
business and their profession to a higher plane 
and in the confidence and good will of the 
people. 

One man can settle in the middle of a wilder¬ 
ness and work his head off and he will not get 
very far. Let one hundred men settle in that 
same wilderness and they will cooperate to turn 
the wilderness into a paradise of production. 
They will bring still more men, business houses 
and industries, and by and by a railroad will 
come and property values will climb. 

No man fears clean competition and all men 
profit by close co-operation. This is true wheth¬ 
er it be plumbers, lawyers, or baseball players. 

Work constructively, not destructively; 
build up your business and do nothing to tear 
down the other fellow’s. 

Success is reached by the man who looks for¬ 
ward, not backward; up, not down; who boosts, 
not knocks. 


Money is for the merry-go-round—not the 
cozy corner. 


In building a home every nail driven con¬ 
tributes toward clinching your happiness. 


This is to notify the public that reports t 
the effect that I am sick are erroneous. If I 
am ill, pure gold has the mumps. I did adm 
to a friend that the way some folks act make m 
sick, but that is all there is to it. Never in i 
my illustrous life have I been so useful—iti> 
pep, not pip, that I have. 

Maybe I am not as popular as I once 
but the day will come when people who no* 
treat me with contempt will be glad to have n 
for a pal. If I cannot do the things I used; 
do, it is because I am not given the chance 
organically I am sound and I want it known by 
the might of my sacred E Pluribus Unum tin: 
they don’t make ’em any better. 

Therefore, be it known by all men, womec 
and children, that if you save me now whem 
can be done with very little trouble, later on I 
will save you from trouble. 

I ring true, that’s what I do. Save me,oi 
brother, save me. Yours for an easy chair ii 
old age, 

U. S. DOLLAR. 


NEXT SPRING 

The grass and the trees will be green nei 
spring, 

The birds and the bees will sing, 

The dollars will holler and go jing-ling 
And only poor man will be glum, 
poor thing. 


The active young robin will wiggle his wing, 
And hear the fat worms at their merry dig-gip? 
The breeze will be sweet with its soft zephyrin? 
And only poor man will be sad, 
poor thing. 


The orchards will breathe with their pink blos- 
soming, 

The lambkins will gambol and run in a ring. 
The corn will shoot up while the sun is shining 
And finally poor man will smile, 
good thing: 


He’ll laugh with a shout and a merry by jing* 
He’ll caper and prance and laugh, 
next Spring! 
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CAN’T AND WILL I 

s 

9 

Two little men stood looking at | 

a hill; | 

One was named Can’t and one | 

was named Will. | 

Can’t said, “I never in the | 
world can climb this hill.” | 

5 

So there he is at the bottom of | 

it still! { 

Will said, “I’ll get to the top | 
because I will!” | 

5 

And there he is now at the top | 
of the hill! | 

m 

Two little men are living by the I 

hill; | 

At the bottom is Can’t, at the | 

top is Will. [ 

s 

5 
8 


Dependable Service 
Quality Goods 

We are exclusive agents for 

Homestead Quarter-Turn Blow-Off Valves 
Witt Pump Governors and Regulating 
Valves 

/ Valve Discs 
\ Rod Packing 
Durable < Sliest Packing 
I Union Gaskets 
V Gauge Glasses 

Distributors of 

Wm. Powell Valves and Specialties 

The M. L. Kline Co. 

Wholesalers 

PLHMBING, HEATING AND REAM 
8UPFUB8 

84-86-87-89 Front Street, Portland, Ore. 


Church White Pyralin 



Closet Seats 

are made in our own wood 
working shop and covered with 
genuine white sheet Pyralin 
which is applied by our patent¬ 
ed process and should not be 
confused with enameled or 
sprayed coatings. 

The surface of Church Seats 
is non-porous and requires only 
soap and water for cleaning. 
They can never turn yellow, 
chip nor crack. 

Write for Latest Catalog 

C. F. Church Mfg. Co. 

Makers of High Grade Bath Boom Supplies 

Holyoke, Blass. 

New York San Francisco Chicago 


These goods can ba obtained from the loading jobbing houses in the West. Insist on them. If you cannot ret them, 
address for information W. B. Gilchrist, Pacific Cosat Rep r esent a t iva, Monad nock Building, San Francisco, OeL These 
goods are told by the leading jobbing and supply houses. 
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How do Your Figures Compare? 

Itemized Table of Fixed Charges for Average 
Prosperous Plumbing and Heating Business 


M ODERN scientific management is exactly 
what the name implies—management 
based on knowledge—on ascertaining 
facts, rather than relying upon guess work or 
depending upon rule of thumb methods. The 


wise business man, while relying ultimately on 
his own judgment, checks up his judgment by 
the opinion of others, who approach the subject 
from different angles. 

But more than opinion, he seeks information, 


COLUMN 


Volume of Business for Year 


Owners* Capital _ 


Borrowed Capital 


Accounts 







Depreciation 


Damaged Material 


Took 


Wodaasa*iCowp.bs. 


18 Misc. Shop Expense 


ltf m 11 2u 3 


(These Horn are merc h and ise, and should bo charged to tbo asfl nd ua l job r 




Total of Fixed Dune - c«t 


eof Ownead^--*-" 





— < Co py rl ft ito S IMOfcytfco WoMoool TroOo ■ rtooolow Bu rea u. 

A CHART OF FIXED YEARLY CHARGES OR OPERATING COSTS 

Compiled from actual figures obtained from successful plumbing and heating shops—tabulated 

for a growing Uoogle 
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definite and thorough statements of observed 
facts, which vary according to the case in hand. 
Where is such information to be derived f 
It must come from reports upon observation, 
from within the organization and from the out¬ 
side. Information comes through visits of in¬ 
spection and investigation, both official and 
informal; through trade organization surveys 
and research; through correspondence, offical 
and personal; through reading of trade papers, 
business magazines and books, and through sta¬ 
tistics gathered from sources that made a busi¬ 
ness of gathering the needed facts and data. 

A business man is not fully performing his 
duty, to himself and to his business, unless he 
spends a part of his time gathering and studying 
such information. 

But such information needs to be tested. 
The testimony must be subjected to searching 
and critical examination before final accept¬ 
ance. It comes to the desk of the business man 
from varied angles. Part of it is truth itself, 
part the belief of misguided, yet sincere, per¬ 
sons. Part is the work of deliberate falsifiers. 

The Same True in One's Own Business 
Too many executives allow their own unre¬ 
liable and untested imaginings and deductions 
to guide and rule their business. They fix 
certain rules and certain plans, which are based 
on conclusions made at random and without 
analyzing the situation in a complete and under¬ 
standing way. 

This is particularly true as regards overhead 
expense. It is not uncommon for the plumbing 
and heating contractor to apportion his cost of 
doing business by deductions that are not the 
result of an actual knowledge. Without authen¬ 
tic data or substantiated figures, he concludes 
that his percentage of overhead is a certain 
amount, and upon this basis operates his busi¬ 
ness from year to year. 

If the business fails to produce, he condemns 
his line of business, instead of condemning his 
own practice. More frequently perhaps he 
blames his competitors for the lack of profit in 
the business. 

Compare Yonr Figures With These 
We are reproducing a chart of the operating 


costs of plumbing and heating establishments, 
compiled from information collected by the 
Trade Extension Bureau. This chart was made 
for the express purpose of pointing out to the 
plumber and heating merchant just how the 
fixed charge account should be apportioned. 

By using this chart as a plan, the merchant 
can make a careful analysis of his own business; 
comparing each item of expense with his own, 
to see if the various items listed run in excess 
of those indicated in his own expense account. 
The chart can also be used as a guide for deter¬ 
mining the amount that should be spent for 
advertising and other items that are essential 
to good business management. 

Overhead Increasing 

Overhead expense increased materially dur¬ 
ing 1919. It is safe to say that 1920 overhead has 
increased in a small way over the figures shown. 
Just what that percentage would amount to, 
cannot be determined at this time, because there 
are not sufficient figures and facts available to 
warrant a definite statement. However, this 
chart offers much food for thought and every 
plumber needs to avail himself of the oppor¬ 
tunity of studying it for his own personal gain. 

We invite comment from the trade on this 
chart. We will be glad to explain any part or 
portion of it that is not thoroughly undestand- 
able. 


M. L. KLINE COMPANY ENLARGES 

So steady and sound has been the growth of the 
M. L. Kline Co., Portland, during the last few years, 
and so insistent has been the demand for increased 
quarters to house their stock and shop, that they have 
spread into the building adjoining them at 80-82 Front 
Street., retaining of course their former location also. 

With the added space the company will occupy about 
30,000 square feet additional floor space, which should 
surely relieve congestion and pressure. 

The new acquisition gives the company a corner 
location which should greatly improve their facilities 
for handling their business. Two streets from which to 
enter the shops and warehouse assure customers of an 
easier access to the M. L. Kline service. 


“What’s the difference between ammonia 
and pneumonia?” 

“One comes in bottles, the other in chests.” 



Sold by Jobbers of Plumbing Sap- 
plies E v eryw here 


OVER 1200 PHILADELPHIA PLUMBERS 

ARB USING AND SPECIFYING 

SAVILL’S SWAN-NECK FAUCET 

Full-stream flow in a fraction of a minute. 

Gentle half-turn either way operates. 

Protective Stop on handle. Saves pinching. 

Best red brass, 85% copper. Saves replacing. 

Long nozzle-outlet. Saves splashing. 

THOMAS SAVILL’S SONS, Wallace and Watts Sts^PhibMpbu, Pa. 

Send postal card for catalogue allowing 23 styles. 
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TWO GOOD CIRCULAR LETTERS 
The form underneath is offered as one that 
might be used with advantage. Keep informed, 
in every way possible, of the names and ad¬ 
dresses of all permanent newcomers in your 
town. Send a letter of this sort to each one. 
Whether they themselves will have work for 
you or not, it will be publicity for you that will 
reflect itself in bigger and better business. 


A. PLUMBER & FITTER CO. 

PLUMBING AND HEATING ENGINEERS 

(Date Line). 

Dear Mr. (or Mrs.). 

We are mighty glad indeed to hear that yon are 
going to become a permanent resident of (name of 
town). We are wming yon in a spirit of cordial 
welcome and in the honest hope that by experience 
you will find out what a good place this is to live in. 
If there is anything we can do to make you more 
immediately comfortable, you are invited to take 
advantage of our facilities. 

In the front of our minds, of course, is the idea 
that you may find it desirable to have the services 
of first class plumbers of steamfitters. In that case, 
you will be glad to know that this concern has 
experience ana equipment second to none, and em¬ 
ploys only workmen who are competent and reliable. 

This is an establishment where the customer’s 
interest is looked after fairly and conscientiously. 
We don’t want your money unless we can, at the 
same time, earn your good will and approval. A 
visit to our show room will give you an opportunity 
to examine and select from a large display of high- 
grade material, fixtures and appliances. Or—a 
postcard or phone call will receive our most prompt 
and thorough attention. 

Yours for comfort and convenience, 

A. PLUMBER & FITTER CO. 

Mr. (or Mrs.). 

(Address) . 

(City) . 


Right now is the time when the farmer is 
especially open to suggestion along the line of 
investing money in the improvement of his 
home. This letter gives you a means of interest¬ 
ing him in you, your establishment and service 
along that line. The right appeal to the farmer 
will open up an exceedingly fertile and profita- 



A. STEAMFITTER COMPANY 

(Date Line). 

Dear Mr. (or Mrs.). 

You are deeply interested in the wide spreading 
movement for the betterment of country homes. You 
realize—as do all who have made any study of con¬ 
ditions—that more complete and comfortable homes 
will do much to solve the problem of keeping chil¬ 
dren and help on the farm. 

The day nas arrived when the farm or country 
home cannot be regarded as complete and comfort¬ 
able unless it is equipped with modern means of 
sanitation and heating. The legend persists, that 
merely living in the country is a source of better 
health. That is the legend, here is the FACT. In 
a recent survey, a state board of health found that 
for 206 farm houses that could be considered reason¬ 
ably sanitary, 1068, in the same district, were mark¬ 
edly unsanitary. 

In the past, this sort of equipment for the farm 
house was pernaps cumbersome, unreliable and ex¬ 
pensive. That is no longer so. We can show you 
that the devices we sell for farm water systems and 
plumbing, farm house heating and sewage disposal, j 
are practical, efficient and economical. Any, or all 
of tnem are actual profit producing investments, in 
the direction of conserving health and saving time 
and energy, beside adding greatly to the sale value 
of the property. 

Bring the farm home up-to-date in comfort and 
sanitation, and a long step is made in the direction 
of making farming more attractive to reliable help 
and to the farmer’s children. We cordially invite 
you to command us in the matter of any information 
or service along this line. Call at our store and see 
these things demonstrated, or send us a postcard or 
phone call and we’ll give you prompt and careful 
attention. 

Yours for protecting health and saving money, 

A. STEAMFITTER COMPANY. 

Mr. (or Mrs.). 

(Address) . 


THE SELFISHNESS OF ALTRUISM 
Self-preservation is the first law of nature, 
but we can’t afford to be selfish. Whateveri* 
done that ought not to be done invites retalia¬ 
tion; and retaliation, as you all know, is but 
the forerunner of demoralization, from which 
latter no one can hope to derive lasting benefit 
We must help and guide each other, when¬ 
ever possible, frankly, loyally and faithfully. 


THE PUBLIC DECLARES 

Our No. 10 Floor and Ceiling Plate the best universally 
used. It is the most satisfactory, most reliable plate made. 
All we ask is that you try it once—then compare it to any 
other plate you’ve used. We’re sure you’ll agree with us 
that this No. 10 is the winner. 

The Beaton & Cadwell Mfg. Co. 

NEW BRITAIN, CONN. 

New York Office and Store, 234 Water St. Pacific Coast 
Representative, Wm, P. Horn & Company, Rialto Bldg,. 
San Francisco; Dekum, Bldg., Portland; Hollenbeck Bldg.; 
Loa Angeles. Middle Western Representative, Harry Ver- 
beck, 129 No. Clark 8t., Chicago, Ill. Western Canadisn 
Agents, A. E. Hinds & Co., Chamber* 
of Commerce, Winnipeg, Manitoba. 

Southwestern Representative, J. R. 

Devereux, No. 358 Beaver Hall 
Square, Montreal. Quebec, Canada. 
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THE DEPENDABLE MEN 

There is a type of man who is built for 
success. He may have genius or just ordinary 
talent—no matter. The point is that he always 
“arrives.” While others plod a weary way, he 
gets ahead. 

Those who take note of his progress often 
cannot account for it. So they say he is “ lucky.’ 9 
Or they whisper it about that he has a “pull 
with the boss.” 

But the secret is deeper than that. He is a 
man who is absolutely dependable. 

Make yourself dependable, and you come as 
near being indispensable as any of us can hope 
to be. You will be the last one your employer 
will wish to part with, and the first one that he 
will want to promote to greater responsibilties. 

But do not be deceived. Dependableness is 
a rare accomplishment—so rare that every ex¬ 
ecutive is on the lookout for it wherever it may 
be found. It cannot be acquired by wishing 
for it. It is the prize that comes from self- 
mastery. 

What is a dependable man! You can tell 
him by these ear-marks: 

First, he is one that you can rely upon to do 
his own thinking. Business requires thinking, 
and someone must do it. The dependable man 
never sidesteps his share nor tries to pass it 
along to someone else. You always find him 
on the alert. His brains do not flit away on 
vacations, leaving his job without a guardian. 

Next, he is one whose judgment you can 
trust. He doesn’t do foolish things. He knows 
his own abilities; and, not being conceited, he 
is equally aware of his own weaknesses. He has 
the happy faculty of understanding other peo¬ 
ple’s viewpoints and of seeking their advice 
when he ought. Also he knows when to act on 
his own initiative. 

Finally, he is a man you can listen to, taking 
stock in whatever he says. You are sure that 
he speaks only after due reflection. He does 
not talk to the galleries or for the purpose of 
“grinding his own ax.” He makes his sugges¬ 
tions and pleads his cause solely in the interest 
of the business. 



Which way are you looking! Turn this cut upside 
down and see whether or not it reflects your attitude 
among the people with whom you daily come in con¬ 
tact. Your attitude determines, to a considerable; 
extent, the trade you bring to you. 


Such a man is safe. Important duties may, 
be entrusted to him and he will handle them 
with diligence, good sense and earnestness. 

If you are looking for the quickest route to 
opportunity, learn to be this type of man. There 
is no better time for sowing the seeds of de-' 
pendableness than the dawn of the New Year. 
This is when one should take inventory of him¬ 
self and set out to attain those qualifications 
which are essential to success. 

Be dependable—a burden lifter. By light¬ 
ening the anxieties of those who must give ac¬ 
count for your doings, you will make yourself 
their favorite. And they will help you achieve 
your ambitions. 

—J. Ogden Armour. 


14 GONE, BUT NOT FORGOTTEN” 

4 4 Are caterpillars good to eat I” asked little Tommy 
at the dinner table. 

4 4 No,” said his father, a Tampa hardware mer¬ 
chant, 44 what makes you ask a question like that while 
we are eating!” 

44 You had one on your lettuce, but it’s gone now,” 
replied Tommy. 



Ho. 10 Stool y 4 ~ to 4” 


Plates that Please 

ORDEB NOW 

and be ready with a stock 
Increasing Demand for “B & 0” Styles 

Catalog on roqnoit 

THE BEATON A CORBIN MFG. 00. 

Largoat and Oldeat Plato Company in tho World 

Pacifie Ooaat Representative 
W. ERWIN OinOHEIST 

681 Markot St. San Franeiaeo, Oal. 
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Garden Hose Valves 

- OF- 

Recognized Quality 

Which command repeat orders for you 



Sixes W' to 2%" inclusive. Both bent 
and straight Hose Spout 

HAYS MFG. CO., Erie, Pa. 

W. Erwin Gilchrist 
Pacific Coast Representative 
681 Market Street, San Francisco. 


SCAIFE “Copper-Brazed” 

TANKS 


For Air, Gas and Liquids 



Pneumatic and Storage Tanks 

Range Boilers, Riveted 
or Welded 


SEND FOB CATALOGUES 

WM. B. SCAIFE AND SONS CO. 

PITTSBURGH, PA 

88 South Dearborn St. Chicago, HL 


DO YOUR PIONEERING NOW 

Advertising is likely to be of special advan¬ 
tage now, in spite of any lull which prevails. 

When trade is very active your prospects 
may be too rushed to give more than a casual 
attention to your advertisements. Now they 
are less crowded with business and have an 
opportunity to study the announcements care¬ 
fully. While the opportunity for immediate 
sales may be less evident, you can get your story 
across now and lay the groundwork for business 
later on. 

The salesman who formerly was unable to 
get an audience, owing to the lack of time of 
his prospects, is able to take plenty of time to 
tell his story. This is giving a chance to get in 
some good licks which will undoubtedly be 
realized on later. 


SUCKSESS SEEKRETS 

Bucksms Is Secreted and Ton Must Hunt for It— 
That's Sure 

r Onst there wuz a man who went 
into bizness for hisself. He sed, 
“I’ll not Take any salary. That 
would be Silly as long as Awl 
what’s here is mine anyway—onst 
I Get it paid for.” 

Sew, whenever he wanted a few dol¬ 
lars, he took it out of the Till, an’ when 
his wife or children wanted any money, 
he Give it to them, or tole them to Charge 
the supplies an’ send the Bill to him. 

After awhile, he beguN to be hard up 
for Kash, an’ he couldn’t understand it. 
He sed to his Creditors, “Why, I haven’t 
even taken any salaRy. It has all gone 
back into the bizness.” 

“What have you lived On,” probed his 
Creditors. 

“Oh, I just took Enough for food, feul, 
an’ Wrent,” he explained. “And this 
stock must be worth a Lot more than it 
wuz when I took it.” 

But when he come to sell it, it wuz 
worth less—for a thing is worth no more 
than it will bring. The stoar wuzn’t Pros¬ 
perous. He had failed to take inventory, 
an’ to pay hisself a fair salary, sew he 
didn’t know it, an’ he had wasted just 4 
yeres findin’ it out. 

He Had to borrow money to move 
away, an’ his Creditors awl lost through 
him. Further, his chances of goin’ into 
bizness Again are remoTe an’ sliM. 

If he had paid hisself a fair salary, an’ 
had been bizness-like in handling stock an ’ 
finances, he could have Pushed bizness an ’ 
maid it pay; or solt out an’ taken a small 
Loss in place of A Big One. 
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BEYOND THE PROFITS OF TODAY 

Lord, give me vision that shall see 
Beyond the profit of today 

Into the years which are to be, 

That I may take the larger way 

Of labor and achievement; so 

Help me fashion, staunch and sure 

A work my fellow men shall know 
As wrought to serve—and to endure. 

I seek for fortune, Lord, nor claim 
To scorn the recompense I earn; 

But help me, as I play the game, 

To give the world its just return. 

Thou mad’st the earth for all of us, 

Teach me, through struggle, strain and stress 
To win and do my share, for thus 
Can profit lead to happiness. 

Guard me from thoughts of little men 
Which blind the soul to greater things; 

Save me from smug content and then 
From greed and selfishness it brings; 

Aid me to join that splendid clan 
Of Business Men who seek to trace 

A calm, considered working-plan 
To make the world a better place. 

Lord, let the faith of these be mine, 

A creed creative, simple, true, 

Let me but aid in their design, 

Let me but share the work they do; 


Teach me to hold this task above 

All lesser thoughts within my ken, 

That thus I may be worthy of 

The name of Business Man; Amen! 

—Berton Braley. 

TO BE COMMENDED 
It certainly is very refreshing to find an 
official who is not out for all he can get. 

President Harding’s request that congress 
do not enact any law legislation exempting him 
from the operation of the income tax stands out 
alone and apart from any act of a similar kind 
that we can remember. 

When an official requests that congress does 
not relieve him from paying an income tax oi; 
$18,000 out of his salary of $75,000, it is worthy 
of more than passing notice by business men. 

Generally our officials have been long ocj 
talk, but short on action. 

WILKINS IMPROVED LEAD JOINT 
RUNNER 

The new Wilkins improved lead joint runners differs 
from others on the market in that the clamp which holds 
the rope on the pipe is provided with a pouring funnel 
(patented) which receives the molten metal and de¬ 
livers it to the joint exactly where it is wanted and 
without waste, 

In the two smaller sizes, No. 1 for 2-inch to 4-inch 
pipe, or No. 2 for 2-inch to 6-inch pipe, the clamp is 
of wrought steel. The clamp fingers are closed upon the 
rope by means of a powerful but elastic spring, making 
the operation rapid. 


The ' 
Word 


TRIMO 


Trlmo Pip# Wranch 
in steel or wood handle. 


Trlmo Pip# Cutter 
one or three wheel 


stands for good tools made by the Trimont 
Mfg. Co., which are the following: 

The Trimo Pipe Wrench 
The Trimo Chain Pipe Wrench 
The Trimo Monkey Wrench 
The Trimo Pipe Cutter [Hand) 


The four good points that make the 
Trimo Pipe Wrench superior are the 
Spiral Spring, always in place, the Steel 
Frame, that will not break, the Nut 
Guards that protect adjustment nut—and 
the Inserted Jaw in handle, that can be 
replaced when worn. Save time and 
money and buy Trimo tools, made by 

TRIMONT MFG. COMPANY 

ROXBURY (BOSTON), MASS. 


FLAT-LINK OK CABLE CHAIN 

Trlmo Chain Wranch 
Eight sizes, take pipe to 15" 



Trimo Nut Wrench 

sled handle only 
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W. E. FRAIM BUYS SLAYMAKEB 

Walter E. Fraim, son of the late E. T. Fraim, for 
26 years connected with the E. T. Fraim Lock Co., of 
Lancaster, Pa., and president of that corporation since 
the death of his father in 1917, has purchased the ex¬ 
tensive plant and business of the Slaymaker Lock Co. 
Mr. Fraim assumes active management and control of 
the concern. 

In addition to the extensive buildings and manufac¬ 
turing plant now on the property, equipped with latest 
equipment and labor-saving devices for the scientific 
and economical production of their product, the real 
estate holdings amply provide for many new buildings 
for the future development and expansion of the com¬ 
pany. as contemplated by the purchaser. 

The Slaymaker Lock Company was founded 38 years 
ago by S. R. Slaymaker, and for many years has been 
conducted by him as a co-partnership with his son, S. C. 
Slaymaker, who has been identified with the business 
in recent years as a full partner with his father. S. R. 
Slaymaker now retires from the control and any active 
participation in the future management of the business, 
but his son retains a large interest and will continue 
with the new organization. 

No changes are contemplated in the factory operat¬ 
ing organization which has proven exceptionally effi¬ 
cient and well organized. As in the past the entire 
efforts of the new management will be devoted to the 
manufacture of padlocks for every conceivable use, 
cabinet locks, locker locks, night latches, railroad locks, 
and car hardware, with such additions to the line from 
time to time as experience may dictate. 

In addition to 8. C. Slaymaker, Mr. Fraim will have 
associated with him Henry H. Hanton and John M. Ken- 
dig, botn of whom had been with The E. T. Fraim Lock 
Company for over 18 years, and several old and faithful 
employes of Mr. Slaymaker, who have materially con¬ 
tributed to the success of the business in the past. 


GENUINE 

ARMSTRONG STOCKS and DIES 



PIPE GUTTERS 
Malleable Iron Pipe Vises 

MANUFACTURED BT 

THE ARMSTRONG MFG. 00. 

. 276 Knowlton St. 

BRIDGEPORT, OQKW. 

New York Office: 246 Canal St. 


WAR RAZOR SETS NOT GUARANTEED 

During the war the AutoStrop Safety Razor Com¬ 
pany manufactured for the government a large number 
of safety razors. The government contract specified 
that these should be manufactured with the saving of 
all labor possible. Consequently these razors, while 
standard in design and auality of material used, did 
not have the plating and finish of the regular products. 

Several cases of these razors were on hand’ at. the 
time of the armistice. They have been sold at reduced 
prices to American and French distributors. These 
razors have been exposed to weather and transportation 
conditions to such an extent that some are seriously 
damaged. 

For these reasons, the AutoStrop Safety Razor Com* 
pany feels that they are justified in warning the trade 
that they do not guarantee and will not replace these 
sets. 


PLOMB TOOL CO. LARGER AND STRONGER 

The Plomb Tool Mfg. Co. are now located in their 
new plant at 2209 Santa Fe Avenue, Los Angeles. This 
is the second time they have been forced to move in 
the past four years to get more room. 

They feel that they are now fixed for a long time, 
as they have one acre of land with 161 foot frontage 
on Santa Fe Ave., and over 300 feet deep, with trackage 
from all four railroads entering Los Angeles. This 
is the former plant of the Killefer Mfg. Co. 

The company has worked out a bonus system for 
all the men in the tool shop who have been with them 
for a period of six months. It has been in operation 
for fifteen months and has proved very satisfactory to 
both employers and men. 

During the fifteen months the output has increased 
per man instead of dropping off as has been the case 
with so many factories. 



No. 206 Torch 

List Price, Each, $31.00. Ask for Disoount. 

Please Your Customers 

by selling them our No. 206 Kerosene or Gasoline 
Torch. In its construction we use all of our latest 
improvements. This Torch is fitted with the 
Double Blunt Point Needles which cannot injure 
the burner. Over sixty per cent of Torch troubles 
are caused by sharp pointed needles. Your cus¬ 
tomers can do more and better work with this 
Torch and use less fuel than with other makes. 
Catalog upon request. Jobbers supply at factory 
price. 

CLAYTON A LAMBERT MFG. 00. 

10611 Knodell Ave., Detroit, Mldu, U.&A. 
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NEW EXPLOSIVE THAT CANNOT FREEZE 

The Giant Powder Company, Con., announces a non- 
freezing explosive, which should be welcomed eagerly 
by all blasting operators and especially by those who do 
cold weather blasting. 

Briefly, the qualifications of Giant Non-freezing 
may be stated as follows: (1) Five grades for every 
blasting requirement; (2) Cannot freeze at any tem¬ 
perature; (3) Withstands the heat of summer; (4) 
Stability avoids premature explosions (nothing weaker 
than a No. 6 blasting cap should be used to detonate 
it); (5) Will not cause headaches to those who use 
and handle it; (6) Made in all standard size cartridges. 

The five grades provide sufficient variety to meet 
every blasting requirement. In order to determine the 
proper grade for a particular piece of work, it is ad¬ 
vised the consumer consult the Giant Powder Company 
and state exactly what the nature of the work is and 
what results are desired. The company’s service divi¬ 
sion, which consists of men with expert knowledge and 
years of experience in the use of explosives, will rec¬ 
ommend, after making careful investigation, the grade 
which will bring about maximum results. 

The fact that it cannot freeze assures an explosive 
which can neither be chilled nor frozen and which can 
be used and handled with no decrease in its effective¬ 
ness in weather when the temperature is below zero. 
Here at last is an explosive which defies all degrees of 
cold or heat to change or affect its ingredients. All its 
qualities remain continually at the same high standard 
in the heat of summer as well as in the extrem cold of 
winter. Because of this fact, thawing or “doctoring” 
is not necessary and should not be attempted with Giant 
Non-freezing. 

No premature explosions. This feature indicates 
the stability of Giant Non-freezing. It requires a No. 
6 blasting cap to detonate it successfully. No ordinary 
blow or shakeup can be the cause of an explosion. 


No headaches. This feature, which particularly 
those who hhndle and use ordinary dynamite can appre¬ 
ciate, for, in the majority of cases, men experience a 
throbbing headache as a result of handling dynamite. 

The Giant Powder Company, Con., has made every 
effort to bring about maximum results in the use of 
explosives and is pleased to meet the particular needs 
of individual concerns, no matter how unusual condi¬ 
tions are. Concerns may consult the Giant Service 
Division and receive the proper explosive for their 
blasting requirements. 


NICKEL PIPE STRAP WRENCH 

This wrench is made from a steel drop forging and 
should not be confused with other wrenches made from 
castings. The patented cam locks the strap securely 
in any position. 

The strap is of linen, double woven and re-inforced 
by three longitudinal rows of stitching. This makes it 
strong and durable. The strap is attached to the 
wrench by a single screw, which permits of the strap 
being reversed when it becomes worn, thus giving 
twice the wear that is obtained from the non-reversible 
straps. 

This wrench will not crush the thinnest tube and it 
is impossible for it to slip when properly adjusted. It 
is manufactured and sola by the George H. Wilkins 
Co. of Chicago. _ 

HAND BOTTLE CAPPER AND OPENER 

The Pilot No. 12 hand bottle capper and opener is 
simple and inexpensive and a useful household article, 
which quickly and easily attaches all standard makes 
of metal bottle caps and is also useful as an opener. 

This simple opener is the product of the Consolidated 
Tool Works, Inc., 261 Broadway, New York. The eappers 
are packed in bulk, 144 to the carton, and in display 
boxes, 48 to the box. 


When Business Slows Up 

There are just two kinds of fellows— 

Those who work their friends— 

And those who work nights! 

When business slows up— 

Speed Up! 

That's why most men like Nye Dies. 

They speed up output and cut down costs— 

Do more work in less time with less fuss 
Than any other die on earth, or elsewhere. 

THE NYE DIE 

Will get out the pipe for a job so quickly that you will 
have time to hustle for another job! 

On free trial to any dealer. 

Tin Nye Tool & Machine Works 

108-128 No. Jefferson St 
Chicago, HI. 

Mye Solid mo Nye Armstrong Dis 





Nye the Die Man 


Digitized by 


Google 
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SPREADING GOOD-NATURE BROADCAST 

It has come to be the pleasant duty of Herbert £. 
Bhoda in his contact with the trade in the Northwest 
to spread broadcast the optimism and spirit of square 
dealing which has characterized his chief, T. D. McLean, 
representative of manufacturers for the Northwest. 

There has been no more popular member of the trade 
in the West than Mr. McLean. Mr. Bhoda, as Mr. 
McLean’s right hand man, has caught this happy spirit 
and combines it with his natural enterprise and keen 
.mind for the hardware business. 

Mr. Bhoda’s experiences have been broadened by 
connection with several different commercial branches. 
Mia business career began in Minnesota. During the 
war he naturally served in the army and since his 
return has been studying the hardware business under 
the guidance of T. D. McLean. 

Many are our good friends in the hardware frater¬ 
nity and many of these date back quite some period of 
time. So it is a pleasure to find young men like Mr. 
Bhoda entering the trade and working in with the 
best of the former generation. 

ADJUSTABLE COPING SAW 

The Consolidated Tool Works, 261 Broadway, New 
York, are placing on the market an adjustable coping 
saw. The direction of the blade may be easily adjusted 
to face any desired direction by the pins at either end 
of the blade without shifting the position of the hands. 

The blades are tightened by turning the handle and 
may be locked at any angle, a convenience that every 
workman will appreciate. 

The saws are nickel-plated and polished, with black 
enameled handles, and are made of heavy flat wire, 
strong and durable. One blade is furnished with each 
frame. They are packed six in a box and shipped in 
cases of twelve dozen, approximate gross snipping 
weight being 100 pounds. 

The Consolidated Tool Works will be glad to give 
full information to any of our readers upon request. 


REPRESENTING QUEEN INCUBATOR 

H. M. Thomas has associated himself with C. E. 8. 
Hill and jointly they have established offices at 404 
11th Street, Oakland, California., where they are repre¬ 
senting manufacturers in California. Among the most 
important of their connections is that with the Queen 
Incubator Co., of Lincoln, Neb. 

Mr. Hill will be remembered as having formerly 
been connected with Baker, Hamilton & Pacific or¬ 
ganization, while Mr. Thomas has for some time been 
with Wilson Willard Mfg. Co. of Los Angeles, Calif. 
Both men were members of the coast artillery corps 
during the war. 

Among the manufacturers whose goods they repre¬ 
sent are H. F. Lea Mfg. Co., Queen Incubator Co., 
Earp Thomas Cultures Corp., Canvas Products Co., 
Atherton Salter Mfg. Co., Hudson Mfg. Co., Braun 
Brush Co., Wilson Bros. 


MADEWELL INTRODUCING NEW 
PRODUCTS 

In this issue the Made well Pipe & Culvert Works 
are anouncing to the trade their new line of Auto-Camp 
necessities. 

One of the features of these new products is the 
Madewell Emergency Kit, consisting of three containers 
for extra gasoline, oil and water, conveniently attach¬ 
able to the running board of any car. 

When not in use, the containers are out of sight 
under a painted metal cover, which not only presents 
a neat appearance but harmonizes with the lines and 
color of the car. It also locks down to the running 
board, preventing theft either of the unit or any of the 
containers. 

These Auto-Camp necessities will be sold through 
the jobber and marks a radical departure from the 
company’s previous distributing policy. 



No. 208 Torch 

List Price 
Each *16.00 

Ask for 
Discount 


If You Want the Latest 
Improved Torch 

Order our new Wonderful Kerosene 
and Oasoline Double Blunt Needle 
Torch No. 208. You will find that 
over sixty per cent of Torch trou¬ 
bles are eliminated by the use of 
the Blunt Needles ana you will be 
able to do more and better work 
and do it quicker with less fuel ex¬ 
pense. Remember this and insist 
on having the Latest and Best. 
Jobbers sell at factory price. Send 
for catalog. 

Clayton & Lambert Mfg. Co. 

10611 Knodell Are.. 

Detroit, Mich., U. S. A, 



Patented 

No. 67 Quart Torch 
No. 68 Pint Torch 

OTTO BCRNZ CO, 


OUR HOBBY 

since 1876 has always been to 
make the best and most practi¬ 
cal torches, furnaces, and bras- 
iers. As the result, we hare 
built up a wonderful reputation 
on quality and merits. Only 
those who have used our tools 
know what satisfaction is ob¬ 
tained from them. 

You should buy those tools 
which are guaranteed to give 
you perfect satisfaction. You 
want the best tools; in fact, you 
must use the best tools so as to 
compete favorably with your 
competitors. 

Therefore, insist on the "Al¬ 
ways Reliable" when you again 
order. Jehbsrs ttpply at faetenr prices 

NEWARK, N. J. 


YOU GET THE 8IMPLEST AND BEST 
COOK E V E B MADE when YOU SPECIFY 


B. B. HIGH PRESSURE BALL COCK 


Packing Which 
Is Readily 
Removed 


They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, with 
either rough or nickel-plated nuts and 
tails, also that the tall piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sixes up to and ineluding 4-inch 
carried in stock. 

Mo Special Packing Mequired Ground 
joint Coupling, which is always tight, 
Vo hammering. Men surable Beat of Steam 
BEetaL Vo Binging or Whittling. MoUar 
Bearing Lever on Cam, M o dncnn g Mo¬ 
tion to lowest amount. 

BOSTON BRASS COMPANY 

Baoon and Plimpton It, Waltham* Ma s s 


Digitized by Google 
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COOK AND LIGHT 
WITH YOUR 
OWN GAS PUKT 


UrittMO 
UHBffftR 
no? *wi 


PRIVATE 


LAHP* 


THE SUNSHINE 


(pieman Quick 


AN ANIMATED BILLBOARD 

Tea, this is an animated billboard as well as a 
modern home on wheels. It is & two-room house built 
on a truck chassis and completely equipped with every 
convenience including a Coleman lighting plant, which 
is making a trip from Wichita, Kansas, to Los Angeles, 
California. The proprietor and owner of this house-car 
is N. B. Dilday of Wichita, who is also salesman and 
representative of The Coleman Lamp Company. 

The house-car has two compartments. The back 
and larger compartment is equipped with a folding bed, 
heating stove, cupboard, chiffonier and built-in drawers, 
and serves as a dining room, living room and bed room. 
The front compartment is smaller and serves as a kit¬ 
chenette. Just back of and to the left of the driver's 
seat is a water tank with sink and gasoline urn burners 
for cooking. 

The urn burners are a part of the Coleman lighting 
system, which furnishes gas for cooking and lighting. 
The fuel for the plant is all supplied from one tank, 
which is placed in the front compartment. 

The route being followed by Mr. Dilday takes him 
through southwestern Kansas, southeastern Colorado, 
northern New Mexico and Arizona, across California to 
Los Angeles. All along his route Mr. Dilday is calling 
on merchants and demonstrating the Coleman lighting 
plant to their customers. He expects to complete hi3 
trip between May 15 and June 1. 


A negress came to St. Louis city dispensary with a 
badly broken jaw. The doctor questioned her as to how 
she got it. She gave evasive answers. Finally she ad¬ 
mitted she was “hit with a object." “Was it a large 
object!" asked the physician. “Tol'able large." 
“Was it a hard object or a soft object!" “Tol'able 
hard." “Was it coming rapidly or slowly!" “Toll¬ 
able fast.' 9 Then her patience exhausted, she exclaimed: 
“To tell de truf, doctor, I was jest nach'ly kick' in de 
face by a gemman friend. ' 9 


LOWER PRICES FOR DIXON’S SILICA- 
GRAPHITE PAINT 

The Joseph Dixon Crucible Company, Jersey City, 
New Jersey, manufacturers of Dixon's Silica-Graphite 
Paint, have just announced a reduction in the price of 
their paint. Those interested should write for their 
latest paint list. 

Dixon's paint has been long known as the 11 cheapest 
per year of service," because of the many years' serv¬ 
ice it gives. The long life and lower price of this 
favorably known paint will now enable customers tp 
protect their structures at reasonable cost. 


Harry Hampen has sold his stock to the F. D. Travis 
Co. at Hamilton, Michigan. They operate several other 
branch stores. 


TURNER Now QmoIIm - KoroMM Torches 

The Burners are all constructed 
alike, containing all the patent fea¬ 
tures, however different in sise ac¬ 
cording to price. The baffle in the 
burner will generate the low grade 
gasoline or kerosene without adjust¬ 
ment. The adjusting needle elimi¬ 
nates enlarging of orifices that make 
all burners useless. The flared tube 
will siphon the correct amount of 
air regardless of adjustment or sise 
of flame. The patent pump involves 
the parachute principle. Leather is 
free and will not wear. Drip cup 
made of sheet steel stamped, copper plated. Burner 
generates easily and produces more heat on less fuel 
than our old line. Our Triple Jet takes the plaoe of 
our well known Double Jet. involving all the new patent 
features. A trial order will convince you. If not satis¬ 
factory, money refunded after three days* trial. All 
parts interchangeable. Jobbers will carry repairs—not 
necessary to be without torch—fix it yourself. With 
ordinary use a torch will last a life time. 

THE TURNER BRASS WORKS - Sycamore. NMs, 0. S. A. 








FOB SALE 

At ft bftrjftin—1 No. 51 Bound Oak 
Bui Burner; 1 No. 172 Columbian Art 
Base Burner. A-l condition. Address 
Roanoke Hdwe. Co., Roanoke, Ill. 

____ —— 

Completely equipped tin shop in lire 
central Washington town. Fine location 
and good business possibilities. $400.00 
will handle this deal, balance aa you make 
it. A chance for a live man. Address 
W. W. H. t care HARDWARE WORLD. 

TRADE RHYMES $1.00 

Any advertiser can have a three verse 
trade rhyme or five two-line slogans sent 
them on approval by investing $1.00. 
Bend any suggestions or circulars to 
(Reegtherhymer) H. Summer Geer, Studio 
No. 62, 209 Dyckman St., New York OltT. 
Suggestions selected and used $1.00 each. 

WANTED 

Position in Hardware and Furniture 
Store. Have twelve yeais’ experience in 
the business, five years as a buyer and 
manager. Have been located in the Mid¬ 
dle West, but wish to get first hand ac¬ 
quaintance with Pacific Coast conditions 
with a view of permanently locating here. 
Address, N. Dak., Care HARDWARE 
WORLD. 

WANTED 

To buy small Hardware stock in the 
vicinity of San Francisco. Give full in¬ 
formation and terms. Address Box 250, 
Indiana, care HARDWARE WORLD. 

POSITION WANTED 

Wholesale salesman with considerable 
sales experience, well acquainted with ar¬ 
chitects and contractors of San Francisco 
Bay district, desires connection with 
wholesale hardware or specialty house. 
Address F. M. M., care HARDWARE 
WORLD. _ 

FOR SALE 

Hardware and Plumbing business in a 
thriving city, 32 miles from Los Angeles, 
Calif. Stock will invoice approximately 
$30,000.00. Will sell Hardware separate 
if desired. No trades. Reason for selling 
wish to retire. Address H. N. A., care 
HARDWARE WORLD. 

_____ 

Prosperous Hardware business in well 
settled irrigated district in Sacramento 
Valley. Stock will invoice at $25,000. 
For cash only; no trades considered. Ad¬ 
dress C. & H., care HARDWARE WORLD. 


BUSINESS OPPORTUNITIES 

FOB SALE 

A complete line of hardware, building 
material, plumbing goods, lumber, etc. The 
same will invoice about $25,000. Located 
in a thriving and growing community of 
about 10,000 people and doing a business 
of about $80,000 per year. Located fifty 
miles from railroad—therefore able to 
make good profits. Reason for selling la, 
owner wishes to retire from business. 
Terms: one half down, balance on time 
to suit purchaser. Address L. A. H. Oo., 
care HARDWARE WORLD. 

WANTED 

Warm Air Furnace salesman for local 
territory, who is capable of handling sales, 
planning and supervising the installations. 
Sales average about one hundred furnaces 
a year. Address H. J. M., care HARD¬ 
WARE WORLD. 

WANTED 

Buyer and Manager, 36 rears of age, 
17 years’ experience in Wholesale and Re¬ 
tail Hardware and Housefurnishings, 8 
years as Buver and Manager, wishes con¬ 
nection with progressive wholesale or 
dept, store as Buyer and Manager. Now 
employed, good reasons for changing. Ad¬ 
dress L. G. L., care HARDWARE WORLD. 

WANTED 

Position In Hardware Store. Thirty 
vears of age; twelve years’ experience; 
best of references. Address H. W. B., 
care HARDWARE WORLD. 

WANTED 

Competent hardware executive, married, 
nge 36, desires to make a change. Can 
qualify as manager, purchasing agent or 
sales manager. Experienced m general 
and builders’ hardware, mill and factory 
supplies and machinery. Want to work 
for some reliable, aggressive firm, who 
aprpeciates ability; references. Address 
Walter L. Schmidt, E. La Vegas, N. M. 

FOR SALE 

Reinforced concrete garage building. 50 
front by 154; corner, now bringing $150 
mo. rent (14%); price $12,000. Also re¬ 
inforced concrete building, 54 front by 60, 
now bringing $75 mo. rent (10%); price 
$8,500. Garage clean stock, invoiced Jan, 
1, $11,000, including fixtures. Business 
last year $40,000 (No shop included). 
Also stock of groceries, hay and grain, in¬ 
voiced Jan. 1, $3600, with no boss. Want 
to sell all or any part. I have too much. 
F. C. Parrish, Deming, New Mexico. 


WANTED 

We want a live, energetic young man 
with knowledge ox stoves, kitchen ware 
and electric household appliances, who has 
had some selling experience. Address M. 
Seller A Co., 409 1st Ave. So., Seattle, 
Wash. 

WANTED 

We want a live, energetic young man 
with experience in the wholesale selling 
of Stoves, Tinware, Graniteware, Wooden 
and Willow Ware, and other Housefur¬ 
nishing merchandise of a similar charac¬ 
ter. Address M. Seller A Co., 409 1st 
Ave. So., Seattle, Wash. 

POSITION WANTED 

Bv progressive young married man, as 
window trimmer and advertising manager. 
Am employed at present time by well 
known hardware company. I trim win¬ 
dows that pull trade and write convincing 
ads that are full of suggestions. Will fur¬ 
nish best of references as to honesty and 
ability. Am thoroughly acquainted 'with 
hardware, paints, athletic and sporting 
goods, stoves and ranges, auto accessories, 
nouse-furnishings, sewing machines, cut¬ 
lery, electric appliances, toys, silverware, 
cut glass and china wares. Address M. G„ 
care HARDWARE WORLD. 

SALESMAN WANTED 

High class salesman wanted to sell s 
“QUALITY LINE OF STOVES AND 
FURNACES’’; also “A NATIONALLY 
ADVERTISED REFRIGERATOR’’ on a 
commission basis. Have territory open in 
Eastern Washington and Northern Idaho; 
also territory in all of Utah and Eastern 
Idaho. Address Earl C. Ward, 215 N. 
20th St., Portland, Oregon 

NOTICE OF CHANGE OF BUSINESS 

Notice is hereby given that the under¬ 
signed, Daniel O. Janeway, has, on this 
11th day of March, 1921, sold and de¬ 
livered to Jesse Kunkel the business here¬ 
tofore known and conducted at Romont. 
California, as the “Valley Hardware and 
Furniture Company,” including the good 
will of said business; and that from and 
after said date, JesRe Kunkel, the under¬ 
signed, will own and conduct said business 
under the same name and at the same 
place, and will be responsible for all bills 
contracted for said Company; that all the 
outstanding accounts due to said Com¬ 
pany are to be paid to him. 

(Signed) Daniel O. Janeway. 

Jesse Kunkel. 

March 11, 1921. 


Coast Made for Coast Trade 




Outran teed for 
20 years 

Plant No. 1, LaGrange, Illinois 
Plant No. 2, Lemont, Illinois 
Plant No. 4 and Rolling Mills, 
East LaGrange, Illinois 




Better Service 
Quicker Deliveries 
Less Freight Charges 

These are the advantages our Oakland Factory 
offers the Coast Trade 

“LIFETIME” 

Aluminum Cooking Utensils 

Outwear Any Ware Anywhere 
(Pure Aluminum) 

PLANT No. S 


ALUMINUM PRODUCTS COMPANY 

Of the Pacific Coast 
OAKLAND CALIFORNIA 

Digitized by vjOOQLC 


Write Dept A for Catalog 
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Retail Selling Prices 


The following are the present market retail selling prises of merehants in some of the large cities. At the 
request of many merchants in smaller towns and cities who do not have the opportunity of checking up their 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course be added. As the overhead expense of a retail business in any part of the United States 
ranges from 20% to 25%. many merchants use these prices to save time in figuring their own. We will be glad 
to receive suggestions ana corrections as to any prices quoted herein and any Items not mentioned. 


AMMUNITION—Cartridges 


Blank Rim Fire— 


-Metallic 
Box 
Semi- 

Smkls Smkls 

22 Short .20 

32 Short .40 

Blank, Center Fire— 

82 S * W.65 

38 S * W.85 

38 Long Colt . 1.85 

44 W C F. 1.80 

Shot, Rim Fire— 

22 Long.60 

32 Long. 1.20 

8hot, Center Fire— 

82 8 A W. 1.10 

32 W C F. 1.55 

88 8 A W. 1.30 

88 W C F. 1.80 

44 W O F. 1.80 

44 X L . 1.90 

44 Game Getter . 1.80 

Rim Fire, Ball— . 

BB Caps . 

CB Caps. 

22 Short .30 

22 Short HP.35 

22 Long.35 

22 Long HP.40 

22 Long Rifle.40 

22 Long Rifle HP.45 

22 W R F.60 

22 W R F, H P.65 

22 Win Auto. 

22 Win Auto, HP. 

25 Short Stevens.70 

25 Stevens . 1.00 

32 Short .70 

32 Long.80 

38 Short . 1.15 

38 Long. 1.25 

41 8hort . 1.05 

Center Fire Pistol— 


.70 


2.15 

2.35 

2.15 

’ ‘.40 
.50 
.35 
.40 
.40 
.45 
.45 
.50 
.65 
.70 
.65 
.70 


22 Win SS . 

1.60 

1.80 

25 Colts Auto . 


1.60 

25-20 8ingle Shot. 

1.70 

2.00 

25-20 Win . 

1.55 

1.90 

25-20 Win HV . 


2 JO 

7.63 MM-Mauser. 


2.75 

7.65 MM-Mauser. 


2.75 

9 MM-Luger . 


2.80 

82 Colts Auto. 

• • e 

1.75 

82 Colt’s Short. 

1.05 

1.15 

32 Colts Long . 

1.15 

1.30 

82 Colts Police Positive. 

1.15 

1.30 

32 8 A W. 

1.05 

1.15 

32 8 A W Long. 

1.15 

1.30 

32-20 Marlin . 

1.55 

1.90 

82 Winchester . 

1.55 

1.90 

82-20 Win HV . 


2.20 

35 S A W Auto. 


1.90 

88 Colts Auto . 


2.50 


38 

Colts Short. 

1.80 

1.50 

38 

Colts Long. 

1.40 

1.60 

38 

Colts Police Positive. 

1.40 

1.60 

38 

S A W. 

1.40 

1.60 

38 

S A W Special. 

1.60 

1.80 

38 

Winchester . 

1.85 

2.30 

41 

Colts Short DA. 

1.60 

1.80 

41 

Colts Long DA. 

1.85 

2.10 

44 

Bull Dog . 

1.55 

• • • 

44 

SAW Amer. 

2.00 

2.30 

44 

SAW Rua. 

2.10 

2.30 

44 

SAW Special. 

2.15 

2.85 

44 Webley . 

1.75 


44 

Winchester. 

1.85 

2.80 

45 

Colts. 

2.85 

2.60 

45 

Colts Auto . 

.. . 

2.85 


Center Fire Military and Sporting— 


22 Savage 

250-3000 Savage . 

25-35 Winchester. 

25-35 Short Range. 

25 36 Marlin. 

25 Remington Rimless. 

6 MM USN. 

7 MM Spanish Mauser. 

7.65 MM Bel Mauser. 

8 MM Mauser. 

9 MM Mauser . 

30-30 Winchester. 

30 Remington Rimless. 

80 Government Rimless. 

303 Savage .. 

32 Remington Rimless. 

32-40 Winchester . 1.15 

32-40 Winchester HV. 

82 Winchester Slf Ldg. 

32 Winchester Special. 

33 Winchester. 

85 Winchester Rimless . 

35 Winchester. 

35 Winchester Slf Ldg. 

851 Winchester Slf Ldg. 

38-55 Winchester Lead. . 1.50 

38-55 Winchester HV. 

38-56 Winchester . 1.60 

40-60 Marlin . 1.60 

40-60 Winchester . 1.50 

40-65 Winchester . 1.60 

40-70 Winchester . 1.65 

40-72 Winchester . 1.60 

40-82 Winchester . 1.65 

401 Winchester Auto. 

405 Winchester. 

45-60 Winchester . 1.60 

45-70-405 Government... 1.60 

45-75 Winchester. 1.60 

45-90 Winchester. 1.65 

SHELLS, LOADED— 
MEDIUM GRADE. 

BULK—SMOKELE8S. 

12 8 drs. x 1 os., 24 grs. x 1 


1.60 

1.75 

1.40 

1.40 

1.50 
1.40 
2.30 
2.30 
2.30 
2.30 

2.50 
1.60 
1.60 
2.30 
1.60 
1.60 

1.35 
1.75 
3.10 
1.60 
2.30 
1.75 
2.50 
3.15 

3.35 
1.70 
2.00 
1.80 


1.80 

1.95 

1.95 

1.80 

2.75 

1*85 

1.95 


os., drop shot.91.80 

8 drs. x 1)6 os., 24 grs. x 

1 % os. drop shot. 1.25 

8)4 drs. x 1 hi os.. 26 grs. 

x 1H os., drop snot.1.25 

3)4 drs. x 1)6 os n BB shot, 

drop shot. 1.85 

8 )4 drs. x Buck shot, drop 

shot . 1.85 

16 294 drs. x % os., 22 grs. x 

% os., drop shot. 1.15 

294 drs. x % os„ BB shot, 

drop shot .. 1.25 

20 2)4 drs. x 94 os., 18 grs., x 

94 os., drop shot.. 1.15 

HIGH GRADE SMOKELESS 

12 8)4 drs. x 1)4 os.. 26 grs. x 

1)6 os., chilled shot. 1.40 

8)6 drs. x 1)6 os., 28 grs. x 

1)6 os., chilled shot. 1.45 

16 294 drs. x % os., 22 grs. x 

% os., chilled shot. 1.80 

20 2)4 drs. x 94 oa„ chilled 

shot . 1.25 

2) 6 drs. x % os„ chilled shot. 1.85 

Trap Loads— 

12 8 drs. x 1)4 os., 7)6 chilled 1.85 

3) 6 drs. x 1)4 os^ 7)6 chilled 1.40 

Black Powder—Loads— 

12 8)4 drs. x 1)6 os., drop shot 1.05 
Caps and Primers— 

Percussion .2Q __ 

Musket Caps . .25 

Primers, 100 in box... .85 _ 

Primers, 250 in box... .80 .... 

Empty Paper Shells—Blaok pow.— 

12, 16, 20 Ga., per 100. ... 1.5C 

10 Ga., per 100. 1.65 

MEDIUM GRADE SMOKELESS— 
12, 16, 20, 28 Ga. per 100 . •>. 1.80 

10 Ga. per 100. .. 2.10 

HIGH GRADE SMOKELESS— 

12, 16, 20, 28 Ga...... ... 2.80 

10 Ga. per 100. " 2.40 

Empty Brass 8helle-rr t . 

Best Qual. 12, 16, 2& 

28, Box 25. ... 2.75 

2nd Dual. 12, 16, 20 

28, box 25. 2.10 

Wade- 

Cardboard, box 250... .20 

Blaok Edge, Reg., box 

250 . .50 

Black Edge, )4 in., 125 

in box .. .40 

Blaok Edge, )4 in., 250 

in box.. ... .80 


AD2E8—All makes ef Upped, 

larger, $6.00. 

Llpplnootts—House, 88.50; 
Whites or Bartons—House, 
Skip Axes and Slicks—All 
makes Slioks, 8 to 896, 95.00; 
ALUMINUM WARE. CAST— 
Bottles, Hot Water- 

Universal . 8.00 

Griddloe— 

Sise 7 . 4.25 

8ise 8 .4.75 

8ixe 9 . 6.50 

flise 10 .5.00 

Sise 12 .6.00 

Kettles, Berlin— 

9)6 quarts.7.00 

4 quarts. 8.25 

6 quarts.10.00 

6 quarts.11.00 

Kettles, Maalin— 

4 quarts.6.50 

6 quarts.7.00 

8 quarts.9.75 

12 quarts.18 J5 

Kettles, Tew— 

Sise 6.9.50 


Ship Adses, 4 to 6, 9.5.50; 

makes Ship Axes, 95.50; all 
; Standard Slicks, $A75. 

Siss 7 . 9.00 

Sise 8 . 9.75 

Pens, Upped Sauce— 

2 quarts. 6.00 

8 quarts. 6.75 

4 quarts. 7J5 

Skillets— 

Sise 6. 4.50 

Sise 7 . 4.50 

Sise 8 . 5.00 

Sise 9 . 5.75 

8poona, Basting— 

15-inch . JO 

8poons, Mixing— 

18-inch. Slotted.90 

Waffle Moulds— 

Bias 7, Lew.6.00 

Sise 6, Lew.6.60 

8lse 7, Deep.6.50 

Sise 6, Deep.7J5 


ALUMINUM WARE, PRES8ED— 
Boilers, Rice— 

1)6 quart . 2.25 

8 quart . 8.25 

Cups— 

Collapsible .15 

Measuring.25 

Covers, Pot— 

7 94 inch.25 

8)6 inch.85 

9 % inch.40 

10)6 inch.50 

11 )6 inch.60 

Kettles, Convex— 

2 quart . 1.35 

4 quart . 2.25 

6 quart . 2.75 

8 quart . 8.25 

10 quart . 4.00 

Kettles, Preserving— 

8 quart . 1.50 

6 quart .2.25 

10 quart . 3.25 

14 quart . 5.00 

Kettles, Tea— 

5 quart . 5.00 

6 quart . 6.50 


8 quart .. 

Ladles—. 

Vo^ds! jelly— 

2841 to 2848 . 

Pans, Biscuit— 
1196x7)6x1)6 inch... 

Pans, Bread— 
994x596x294 inch.... 

Pans, Cake— 

Round, Plain, 8 % in.. 
Round, Plain, 9% in.. 
Rd., Loose Bot., 8% in. 
Rd., Loose Bot.. 9 % in. 
Square, Plain, 9)6 in.. 
Tube, Plain, 9 inch... 
Tube, Plain, 996 inch 
Mountain, 9 96 inch.. 
Pans, Corn Cake— 

6-cup . 

12-cup . 

Pant, Dish— 

10 quart . 

17 quart . 

Pans, Fry— 

9% inch . 


7.25 
.80 
.10 

1.00 

.80 

.50 

.60 

.60 

.75 

1.50 

1.10 

1.50 
.70 

1.35 

2.50 

8.75 

5.00 

8.25 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 

L. Sc G.—ROYAL ENAMEL WARE 


Biggins, Coffee 

0 . 1.00 

00 . 1.25 

40 .35 

Ladles, Deep 

100 .35 

120 .40 

34 .70 

Plates, Deep Pie 

39 .35 

40 .40 

Cups and Saucers 

300 .45 

36 .85 

Pans, Milk 

0 .25 

11. 30 

020 . 1.50 

300S.25 

111 .40 

Plates, Shallow Pie 

27 25 

030 . 1.70 

Cuspidor* 

10 .60 

Measures 

02 .40 

Boilers, Coffee 

60 . 1.35 

20 .40 

30 .40 

30 .85 

04 .65 

40 .50 

Plates, Dinner 

20 .40 

Pots, Fireless Cooker 

145u. 1.90 

1850 . 2.75 

Pots, Coffee 

2 H .60 

5 .75 

25 .95 

45 . 1.15 

Pots, Tea 

00 .65 

0 .80 

80 . 1.85 

300 . 1.40 

06 . 1.25 

60 .70 

100 . 3.15 

Dippers, Cup 

10 .35 

Dippers, Windsor 

110 .45 

11 Graduated. .65 
Pails, Chamber 

2 . 1.85 

100 .90 

Boilers, Rice 

14 . 1.15 

120 . 1.00 

Pans, Convex Sauce 

02 .70 

18 . 1.45 

40 . 2.60 

22 . 1.85 

Dippers, Sud* 

4 .70 

Pails, Water 

110 . 1.50 

114 . 2.00 

Pans, Bed 

1 . 3.65 

Pans, Douche 

2 . 2.40 

04.95 

26 . 2.50 

06 . 1.15 

Bowls, Wash 

26 .50 

Dishes, Soap 

50, 60 .40 

010 . 1.65 

012 . 2.00 

30 .60 

34 .80 

Fillers, Fruit Jar 

20 .35 

Pans, Combination 
Sauce 

ID . 1.85 

10T . 2.85 

Buckets, Covered 

21 .50 

Flasks, Coffee 

10 .75 

23 .75 

Funnels, Pieced 

01 .35 

Pans, Bread 

11 .50 

Pans, Lipped Sauce 

10 . 35 

20 . 1.00 

26 . 1.05 

Oil .80 

28 . 1.35 

03 .50 

13 .70 

14 .45 

101 . 1.00 

32 . 1.85 

05 .70 

Pans, Cake 

9 .35 

18 .55 

102 . 1.10 

150 .65 

06 .85 

24 .75 

Pots. Straight Sauce 
018 .95 

350 .85 

Kettles, Convex 

03 .80 

10, 69, 70.40 

200 .45 

28 . 1.00 

450 . 1.00 

Pans, Straight Sauce 

250 .80 

450 . 1.05 

650 . 1.30 

850 . 1.40 

Pans, Stew 

3 .40 

650 . 1.25 

850 . 1.65 

1050 . 1.85 

1250 . 2.15 

Buckets, Dinner 

110 . 2.00 

05 . 1.00 

08 . 1.40 

010 . 1.75 

014 . 2.25 

020 . 3.15 

Kettles, Lipped 
Preserving 

14.45 

Pans, Corn Cake 

706 .75 

709 .90 

712 . 1.10 

Pans, Muffin 

406 .60 

026 . 1.85 

030 . 2.85 

Pots, Soup Stock 

318 . 9.75 

336 . 13.75 

218 . 7.50 

236 . 11.25 

Roasters 

150 . 2.90 

180 . 3.50 

112 . 2.35 

113 . 2.75 

412 . 1.00 

Pans, Deep Pudding 

50 . 30 

5 .50 

6 .65 

502 . 1.65 

18 .55 

Pans, Oblong Stove 

04 .45 

100 ... .60 

503 . 1.85 

Chambers 

1 .65 

2 .95 

3 . 1.00 

Chamber Cover* 

1C.30 

20.40 

30.50 

22 .70 

26.85 

150 .40 

300 .50 

30 . 1.15 

36 . 1.65 

40 . 2.50 

50 . 8.75 

500 .60 

800 .80 

1000 .90 

Pans, Dish 

15 . 1.85 

80 . 1.10 

140 . 1 50 

300 .85 

350 . 1.05 

450 1.35 

550 . 1.80 

Skimmers, Flat 

12 .85 

Spoons, Basting 

10.20 

Kettles, Milk 

71 .70 

73 . 1.00 

Paus, Square Stove 

110 .80 

112. 95 

14.25 

18 .35 

Steamers 

7 . 1.50 

8 . 1.75 

Steepers, Tea 

3 .70 

Tubs, Oval Foot 

0 . 1.50 

2 . 2.00 

4 . 3.25 

Turners, Cake 

14.25 

Colanders 

1 .65 

3 .95 

104 .65 

306 .90 

74 . 1.20 

Kettles, Tea 

30 . 1.00 

50 . 1.25 

70 . 1.60 

210 . 2.00 

300 . 2.90 

400 . 4.40 

Pans, Rinsing 

08 . 1.05 

114 . 1.25 

116 . 1.60 

120 . 1.85 

Pitchers, Molasses 

601 75 

Cup* 

3 Mug).85 

6 .35 

8 .20 

9, 10, 11, 25.. .25 

90 . 2.15 

100 . 2.60 

160 . 1.60 

180 . 2.10 

190 . 2.50 

014 . 1.35 

017 . 1.60 

Pans, Lipped Fry 

30 .40 

32 .55 

Pitchers, Water 

2 . 1.20 

4 . 1.55 

5 . 1.20 

10 . 1.35 


ALUMINUM WARE, PRESSED—Continued. 


10% ineh . 

. 3.50 


Pans, Convex 

Sauce— 

Pans, Milk— 


1 

quart . 

.90 

6 quart . 

. 2.25 

8 

quart . 

. 1.85 

Pans, Pie— 


6 

quart . 

. 2.75 

9% inch . 

. .50 


Pots, FireleBS 

Cooker— 

Pans, Pudding— 


4 

quart . 

. 1 85 

1 quart . 

. .60 

6 

quart . 


2 quart . 

. .95 

8 

quart . 

. 3.00 

4 quart . 

. 1.35 





ANCHORS—Screw* per 100, 8-16, $4.15: $6.85. 

Sebco, 8*10i% In. -% in. *1 in., $5.00 per hundred list; 
%xH In* •% in. *1 in., $5.60 per hundred net. 


ANVIL8—Vulcan No. 2, 20-lb.. $8.25; No. 8, 80*lb., $9.50; No. 
4, 40*lb., $11.00; No. 5, 50-lb., $13.00; No. 6, 60-lb., $14.50; 
No. 7, 70-lb., $17.00; No. 8, 80-lb„ $18.50. Trenton or 
Columbian—80 to 425 lb*., 32c per lb.; 70 to 79 lb*., 32He 
lb.; 60 to 69 lb*., 33c lb.; 50 to 59 lb*., 34c lb. With Clip 
Horn, 2c per lb. extra. 

ANTIMONY—Slab, 25c lb. 

APRONS—Carpenters—California Leg, $2.25; No. 12 Long 
Brown, $1.75; No. 2 Short Brown, 75c. 

AUGURS—Greenlee Carpenters' Nut No. 57— 


Size 

% 

% 

% 

% 

1 

1% 

Each . 

. .$1.30 

$1.30 

$1.45 

$1.70 

$1.95 

$2.50 

Size . 


1% 

1% 

2 

2H 

3 

Each . 


$3.25 

$3.75 

$4.25 

$7.50 $13.00 

lfiths . 

. . .8-10 

11-12 

13 

14 

15 

16 

With Screw . 

. . 1.65 

1.80 

1.95 

1.95 

2.20 

2.20 

No Screw . . . 

. . 2.00 

2.15 

2.35 

2.35 

2.60 

2.60 

lfiths . 

17 

18 

19 

20 

21 

22 

With Screw . 

. . 2.40 

2.40 

2.70 

2.70 

3.00 

3.00 

No Screw . . . 

. . 2.90 

2.90 

3.25 

3.25 

3.60 

3.60 

lfiths . 

. . 23 

24 

25 

26 

27 

28 

With Screw . 

. . 3.85 

3.85 

4.50 

4.50 

5.35 

5.35 

No Screw . . . 

. . 4.60 

4.60 

5.40 

5.40 

6.40 

6.40 

lfiths . 

. . 29 

30 

31 

32 



With Screw . 

. . 6.35 

6.35 

7.50 

7.50 



No Screw . . . 

. . 7.60 

7.60 

9.00 

9.00 




ASBESTOS— 

Mill board, 80c lb.; cut, 85c lb. 
Paper, 80c lb.; cut, 85c lb. 

Wiekinf, 14-lb. balls, 70o each. 
Wiekinf, 1-lb. lotaf$1.85. 

Cement, per sack, $7.25; per lb, 10c. 


AXES—Plumbs* Hunter's handled, 18 os., $8.00; 1 Ib„ $8.86; 

‘V Scon t—Handled with sheath, $8.86; without sheath, 

$2.00; sheaths, 85c. 

Double Bit—Handled, $8.00; unhandled, $8.00. 

Single Bit—Handled warranted, $8.25; seoo n d grade, 

$ 8 . 00 . 

BAGS—WATER— 

H gallon.1.00 Faucet, 836 gallon.... 8.00 

1 gallon. 1.40 Faucet, 5 gallon.4.00 

$36 gallon.2.00 Filter, 6 gallon.5.25 

5 gallon. 8.75 


BABBITT—Frictionless, 45c lb.; Magnolia, 45c lb.; No. 4, 
15c lb.; No. 2, 19c lb.; No. 1 22c lb.: No. A (genuine), 
75c per lb.; Challenge, $1.10 lb.; Special Motor, 80c lb.; 
Excelsior, 80c lb.; Acme, 75c lb.; XXXX Nickeled, $1.15 lb. 
BARS—Crow, Pinch Point No. 10, 20c lb.; Wedge No. 15, 
20c lb.; Lining No. 80, 20c lb.: Digging No. 580. 27e lb.; 
Tamping No. 25, 16e lb.; Claw No. 20, 20e lb. Ripping or 
Wrecking, Goose Neck No. 8657 —% x 18, 55c each; Goose 
Neck No. 8659, % x 24, 70c each* Goose Neck No. 8662, 
% x24, $1.00 each; Straight Chisel No. 14, %xl6, $5e. 
BATTERIES, DRY CELL—Columbia. No. 6, 60c each; No. 6-8, 
60c each; No. 16, $1.40 each. Red Devil or Red Label, Ne. 
6-D, 60e each. Hot Shot Multiple, No. lo62, $8.65 each; 
No. 1662. $4.86 each. Ever Ready, same price as Columbia. 
Red Seal same price a* Columbia and Ever Ready. See 
Sparker*. 


BEDS—AUTO—B-l Red Seal Auto Bed, $28.45; C-5 Red Seal 
Bed. Tent and Dust Bags, $50.00. 

BELLS— Alarm —House, 85c each. Call, steel, iron base, 80c 
each; Call, bell metal, brome base, $1.40; Gong, gold broused 
Bteel. 90c; Geng, polished bell metal, 5-inch, $1.50 each; 
6 inch, $2.00; 7-inch, $2.75; 8-inch, $4.26; 10-inch, $7.08. 
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HARDWARE WORLD 

RETAIL HELLING PRICES—Continued. 


BELLS—Continued— 

12-inch, $11.00. Rotary Door, bronse, 85c each; ateel, 85e; 
iron, 8 m; oopper, 86c. 

BELLS—Farm— (100 lb.), $16.00. 

BELLS—Cow—No. 0, $1.65 each; 1, $1.35; 2. $1.15; 3, 85c; 
4, 75c; 5, 65c; 6, 55c. 

BELLS—Electrio—2%-inch, Eclipae Iron Box, 90c each; 8-in. 

Nonpareil, $1.00. 

BELL STRAPS— 

Cow—1% lb., $1.00; 1% lb.. $1.25; 1% 

BEVELS—Sliding T—No. 18, 6-in., $1.10; 

$1.35. No. 25: 6-in., 70c; 8-in., 75c; 

90c. No. 1—Odd Jobs, $1.10. 


lb., $1.35. 

8-in., $1.25; 10-in., 
10-in., 80c; 12-in., 


BIBBS—Compression— 

%-in. 

%-in. 

% *in. 

1-in. 

Plain—Rough 

brass . 

.95 

1.25 

1.65 


Finished brass. 

1.25 

1.75 

2.10 

3.75 

Nickel 

plated . 

1.45 

1.80 

2.35 

4.15 

Hose—Rough brass. 

1.10 

1.35 

1.80 

8.75 

Finished brass . 

1.45 

1.75 

2.25 

2.70 

Nickel plated. 

1.65 

1.95 

2.50 


BITS—Auger— 






I6tha 

R. J. 

Irwin 

Irwin Car Common 

8. 


.55 


1.25 

.80 

4. 


.50 


1.25 

.30 

6. 


.50 


1.25 

.30 

6. 

.70 

.50 


1.25 

.35 

7. 


.55 


1.25 

.35 

8. 

.70 

.60 


1.25 

.85 

0. 


.65 


1.35 

.40 

10. 


.70 


1.50 

.40 

11. 


.80 


1.65 

.45 

12. 

. 1.00 

.80 


1.85 

.45 

18. 


.95 


2.00 

.55 

14. 

. 1.15 

.95 


2.10 

.55 

15. 


1.05 


2.25 

.65 

16. 


1.05 


2.50 

.70 

17. 

. 1.70 

1.20 



.75 

18. 


1.40 



.80 

20. 


1.55 



.85 

22. 


1.75 



.95 

24. 




.... 

1.10 

Bits in Sets— Common, 6 

bits, $4.00; 

8 bits. 

$5.00: 

18 bits. $7.60. 

R. J., 18 bits, $18.75. 

Irwin, 18 bits, $10.25; 

8 bits, $7.00. 






Ship Augor Car Bits same prices as Ship Augers. 


Expansive—-Clarks’ small. 

$2.00; 

large 

$2.75; 

Steers, 


email, $4.00; large, $5.00. 

Expansive Bit Cutters—Clark’s No. 1, 35c; 
No. 3, 65c; No. 4, 75c. Steers, No. 1, 75c; No. 
3, 80c; No. 4, 90c; No. 5, $1.25. 

BIT HOLDER8—Extension— 


12 . 

.. 2.00 

18 . 

. i oo 

15 . 

.! 2.15 

21 . 

T 2 00 

18 .. 

.. 2 25 

24 . 

. 2 35 

21 . 

.. 2 35 

Stanley, No. 1— 


24 . 

.. 2.50 

• 2.00 

Millers Falls, No. 
12 . 

ft 1 — 

16 . 

. 2.15 

.. 1.76 

18 . 

. 2 25 

15 . 

.. 1.75 

24 . 

. 2.35 


BLOCKS—Wood Tackle 



Com 

Com 

Com 

Pat 

Pat 

Pat 

8. 

Sngl. 

Dbl. 

1.80 

Triple 

2.50 

or- 

Dbl 

2.60 

Triple 

8.85 

4. 


2.15 

8.00 

1.56 

2.95 

8.80 

5. 

. 1.25 

2.80 

8.15 

1.65 

8.00 

4.05 

6. 


2.75 

8.85 

1.95 

8.75 

6.10 

7. 


8.80 

4.70 

2.25 

4.85 

5.80 

8. 

. 2.50 

8.85 

5.80 

2.95 

5.85 

6.95 

10. 


6.90 

8.25 

4.50 

7.75 

9.80 

12. 

. 6.00 

... 

. .. 

6.90 

12.00 

15.20 


BOARDS, WASH—Brass, 95c each; Toy, nnc, 25c; Single 
Zinc, 70c; Double Zinc, $1.00; Glass, $1.00; Blue Enamel, 
$1 .10; Single Zinc, 75c. 

BOLTS—Common Carriage— 




8-16 

A %" 

5* 

16" 



10 

100 

10 

100 

1 

% 

.15 

1.05 

.20 

1.50 

2 


.15 

1.15 

.20 

1.60 

2 

% 

.15 

1.25 

.20 

1.70 

3 

.15 

1.35 

.25 

1.85 

3 

% 

.20 

1.50 

.25 

2.00 

4 


.20 

1.60 

.25 

2.10 

4 

% 

.20 

1.70 

.30 

2.20 

5 


.25 

1.80 

.30 

2.35 

5% 

.25 

1.90 

.30 

2.45 

6 


.25 

2.00 

.35 

2.60 

6 

% 

.30 

2.25 

.35 

2.95 

7 


.30 

2.35 

.35 

3.05 

8 


.35 

2.60 

.40 

3.30 

9 




.45 

3.60 

10 




.50 

3.85 


7*16" 


%" 


11 

12 

14 

16 

18 

20 


10 

100 

10 

100 

10 

100 

.25 

2.00 

.30 

2.50 

.35 

3.05 

.25 

2.15 

.35 

2.70 

.40 

3.35 

.30 

2.35 

.35 

2.95 

.45 

3.65 

.30 

2.50 

.40 

3.15 

.50 

3(95 

.35 

2.65 

.40 

3.40 

.55 

4.30 

.35 

2.85 

.45 

3.60 

.55 

4.60 

.35 

3.00 

.45 

8.85 

.60 

4.90 

.40 

3.15 

.50 

4.05 

.65 

5.20 

.40 

3.35 

.50 

4.30 

.70 

5.55 

.45 

3.50 

.55 

4.50 

.70 

5.85 

.50 

3.95 

.60 

4.75 

.75 

6.20 

.50 

4.10 

.60 

4.95 

.80 

6.50 

.55 

4.50 

.65 

5.40 

.85 

7.10 

.60 

4.85 

.70 

5.85 

.95 

7.75 

.65 

5.20 

.75 

6.30 

1.00 

8.40 

.70 

5.55 

.80 

6.75 

1.10 

9.00 

.75 

5.90 

.85 

7.20 

1.15 

9.60 





1.35 

10.90 


1.45 12.15 
1.60 13.40 
1.75 14.70 


BOLTS—Expansion—(See SHIELDS). 
BOLTS—Stove — 




%. 

6-82" 

8-16" 

% 

99 

5 16" 


Size— 

10 

100 

10 

100 

10 

100 

10 

100 

10 

100 

%. 


.10 

.55 

.10 

.55 







%. 


.10 

.55 

.10 

.55 

!io 

.80 





%. 


.10 

.55 

.10 

.55 

.10 

.80 





% • 


.10 

.55 

.10 

.55 

.10 

.80 





%. 


.10 

.60 

.10 

.60 

.10 

.85 





1 


.10 

.60 

.10 

.60 

.15 

.90 

.15 

1.25 

'.20 

1.80 

1V4. 


.10 

.70 

.10 

.70 

.15 

.95 

.15 

1.30 

.25 

1.95 

1%. 


.10 

.75 

.10 

.75 

.15 

1.00 

.20 

1.35 

.25 

2.05 

1%. 


.10 

.80 

.10 

.80 

.15 

1.05 

.20 

1.45 

.25 

2.15 

2 


.10 

.85 

.10 

.85 

.15 

1.10 

.20 

1.55 

.30 

2.25 

2%. 




.10 

.85 

.15 

1.15 

.25 

1.60 

.30 

2.40 

2% . 




.15 

.90 

.15 

1.20 

.25 

1.65 

.30 

2.55 

3 




.15 

1.00 

.20 

1.35 

.25 

1.80 

.35 

2.80 

3%. 




.15 

1.15 

.20 

1.45 

.25 

2.00 

.40 

3.05 

4 




.20 

1.35 

.20 

1.60 

.30 

2.20 

.45 

3.35 


No. 2. 45c; 
2, 75c; No. 


BOLTS—Machine, Square 


8ingle 

Dbl. 

Triple 

%. 

.. .20 

5 

.65 

5.45 

.95 

7.85 

1.40 

11.55 

1.85 

15.40 

.95 

1.75 

1 . 

.. .20 

5% 

.70 

5.70 

1.00 

8.25 

1.45 

12.10 

1.95 

16.10 

1.15 

2.15 

2.45 

1%. 

.. .25 

6 

.75 

5.95 

1.05 

8.65 

1.55 

12.65 

2.00 

16.80 

1.85 

2.85 

2.55 

1%. 

.. .85 

6% 

.75 

6.20 

1.10 

9.00 

1.60 

13.20 

2.10 

17.50 

1.50 

2.75 

8.85 

1% . 

.. .60 

7 

.80 

6.45 

1.15 

9.40 

1.65 

13.75 

2.20 

18.20 

1.50 

2.75 

4.00 

2 . 

.. .65 

8 

.85 

7.00 

1.20 

10.15 

1.80 

14.85 

2.35 

19.60 

2.75 

4.60 

5.10 

2%. 

.. .85 

9 

.90 

7.50 

1.35 

10.90 

1.95 

15.95 

2.55 

21.00 

4.25 

7.00 

7.50 No. 200 Buffalo— 


10 

.95 

8.05 

1.40 

11.65 

2.05 

17.05 

2.70 

22.00 


Steel Tackle— Tackle—Dbl. Galv.—176 

Sise - ' — ‘ 

8 ... 

4.. . 

5.. . 

6 .. . 

7.. . 

8 .. . 

10 _ 

Wood 8nateh— 

6... 

8 ... 

10 ... 

IB . . 11.00 

BLOWERS— 

No. 400 Champion, without Tyere Irons, $40.00; No. 400 
Champion, complete, $42.50. 

No. 40 Lancaster, complete, $81.50. 

Royal H, without Tyere Irons, $46.00; complete $48.50. 
No. 200 Buffalo, Complete—12-in,, $44.00; 14-in., $50.00. 
No. 700 Climax—12-in. complete, $28.00. 

BOARDS, IRONING— 

With Table—No. 2, Plain, $8.50 each; No. 10 8pringer, 
60x15 in., no alcove board, $5.50; No. 20 Springer, 54x13 
in., no sleeve board, $5.25; No. 40 8pringer 50x12 in^ no 
nleere board, $4.50. 

Without Table (skirt boards)—4-foot, $1.15 each; 5-foot, 
$1.75; 5 % foot, $2.00; 6-foot, $2.50. 


1 * 1 % 

2 

2 % 

3 

3% 

4 

4% 

5 

5% 

6 

6 % 

7 

8 
9 

10 

11 

12 

1 - 1 % 

2 

2 % - 

3 

3% 

4 


.15 

.20 

.20 

.20 

.20 

.20 

.25 

.25 

.30 

.30 

.30 

.35 

.35 

.35 

.40 

.40 

.40 


1.40 

1.50 
1.55 
1.60 
1.65 

1.75 

2.20 

2.25 
2.35 
2.45 

2.50 
2.60 

2.75 
2.90 
3.05 

3.25 

3.40 


%" 

.45 3.60 


Head and 

5-16" 

.20 1.65 

1.75 

1.85 

1.95 
2.05 
2.15 

2.75 

2.85 

2.95 
3.10 
3.20 
3.35 

3.55 
3.80 
4.05 
4.30 

4.55 


.45 

.50 

.55 

.55 

.60 

.60 


3.85 

4.15 
4.40 
4.65 
4.90 

5.15 


.20 

.25 

.25 

.25 

.25 

.35 

.35 

.35 

.40 

.40 

.40 

.45 

.45 

.50 

.55 

.55 

% 

.65 

.70 

.75 

.75 

.80 

.85 

.90 


Nut— 

.25 2.00 


5.20 

5.60 

5.95 

6.35 

6.75 

7.10 

7.50 


.25 

.30 

.30 

.30 

.35 

.40 

.45 

.45 

.45 

.50 

.50 

.55 

.60 

.65 

.65 

.70 

% 

.95 

1.00 

1.05 

1.10 

1.20 

1.25 

1.35 


2.10 

2.25 

2.40 

2.50 
2.65 

3.35 
3.55 

3.70 
3.85 
4.00 

4.15 

4.50 

4.80 

5.15 
5.45 
5.75 

7.70 
8.25. 

8.80 

9.35 
9.90 

10.45 

11.00 


7-16" 

.35 2.80 


.35 
.40 
.40 
.45 
.45 
.50 
.50 
.55 
.55 
.60 
.60 
.65 
.70 
.75 
.80 
.85 

1.25 10.50 
1.35 11.20 
1.45 11.90 
1.50 12.60 
1.60 13.30 
1.70 14.00 


3.00 

3.20 

3.40 

3.60 

3.80 
4.00 

4.20 

4.40 

4.60 

4.80 
5.00 

5.40 

5.80 

6.20 

6.60 
7.00 


12" Complete. 44.00 

4.50 14" Complete.. 50.00 

6.50 No. 700 Climax— 

$.00 12" Complete. 28.00 


11 

12 

13 

14 

15 

16 

17 

18 

19 

20 
21 
22 

23 

24 

25 

26 

27 

28 

29 

30 


1.00 

1.10 

1.15 


8.55 

9.05 

9.60 


1.20 10.10 
1.30 10.65 
1.35 11.15 
1.40 11.65 
1.45 12.20 
1.55 12.70 
1.60 13.25 
1.65 13.75 
1.70 14.25 
1.80 14.80 
1.85 15.30 
1.90 15.85 
1.95 16.35 
2.05 16.85 
2.10 17.40 
2.15 17.90 
2.20 18.45 


1.50 12.45 

1.60 13.20 

1.70 13.95 

1.75 14.70 

1.85 15.45 

1.95 16.25 
2.05 17.00 

2.15 17.75 

2.25 18.50 
2.30 19.25 
2.40 20.00 

2.50 20.80 

2.60 21.55 

2.70 22.30 

2.75 23.05 

2.85 23.85 

2.95 24.60 
3.05 25.35 

3.15 26.10 

3.25 26.85 


2.20 

2.30 

2.45 
2.60 

2.70 
2.85 
3.00 
3.10 
3.25 
3.35 
3.50 
3.60 
3.75 
3.90 
4.05 
4.20 

4.30 

4.45 
4.55 

4.70 


18.15 

19.25 

20.35 

21.45 

22.55 

23.65 

24.75 

25.85 

26.95 
28.05 

29.15 

30.25 

31.35 

32.45 

33.55 

34.65 

35.75 

36.85 

37.95 
39.05 


2.85 23.80 
3.05 25.20 

3.20 26.60 

3.35 28.00 

3.55 29.40 

3.70 30.80 

3.85 32.20 
4.00 33.60 

4.20 35.00 

4.35 36.40 

4.55 37.80 

4.70 39.20 

4.90 40.60 
5.05 42.00 

5.20 43.40 
5.40 44.80 

5.55 46.20 

5.70 47.60 

5.90 49.00 
6.05 50.40 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


BOLTS—Bam!— 


Extra Hm '7 Wrought 
Steel, Jipaasedp- 
'iich . ao 

5- inch . A5 

6- ineh .80 

8-ineh.60 

Oast Iron, Japanned— 

8-Inch .16 

Vinch .16 

6-inch . .SO 

6-inch .26 

6-ineh .40 

CHAIN— 

Oast Iron, Japanned— 

6-ineh .60 

8-in eh .60 

10-tneh . A5 

Oast Iron, Amber er 
Bronzed- 

4-ineh ..46 

6-ineh . .60 

8-ineh .76 

Oast Iron. Ant. Copper 
or Dull Brass— 

4-ineh .76 

6-ineh . 1.00 

6-ineh . 1J5 

CUPBOARD, Japanned— 

8-ineh . ••••••• .66 

6-ineh .76 

10-ineh . 1.76 

Cupboard, Other Finishes— 

8-inen .76 

6-ineh . 1.00 


FLUSH, Anile—All Finishes, 
Oast Bronso— 

3- Inch .40 

8-inch .50 

4- inch . .66 

6-ineh .70 

LEVER—Oast Bronse, All 

Finishes— 

8%-ineh . 1.10 

6-inch ... 1.26 

T-HEAD—Wrought Bronse, 
All Finishes— 

8-inch . .86 

4- ineh .40 

5- inch .45 

6- ineh .50 

Oast Bronse, All Finishes— 

8-inch .50 

4- ineh ..65 

5- ineh .70 

FOOT— 

Oast Iron, Japanned— 

6-ineh . 46 

8-ineh ..56 

10-ineh . .85 

Amber or Bronied— 

6- inch . .66 

8-ineh .75 

Other Finishes— 

4-inch .75 

6-ineh .86 

8-ineh . U0 

Foot Wrought Steel—Cup¬ 
board, Japanned— 

3-inch .60 

6-inch .80 

10-inch . 2.25 


BOLTS—Toggle—(See Toggle Bolts). 
BOTTLES—Vacuum— 

Thermos— 

6 . 

6Q . 

11 . 

HQ . 

14 . 

14Q . 

14 % 


4.50 

6.25 

2.75 

4.25 

8.25 

4.75 

2.75 


15 4.00 

16Q . 5.75 

15 % 8.50 


FILLERS—Thermos and Uni¬ 
versal— 

% Pint . 1.50 

1 Pint . 175 

1 Quart . 2.50 

LUNCH KITS— 

Thermos— 

802 and 806 . 4.50 

808 and 807 . 5.00 


Universal— 


21 

22 

61 

62 

71 

72 
81 
82 
01 
02 
502 


2.75 

4.25 

2.25 

8.25 

8.25 

4.75 
4.50 

6.25 
4.00 

5.75 

6.75 


Universal— 

810 . 

820 . 

410 . 

510 . 

4070 . 

8070 . 

Thermi 
600 ... 

601 ... 

602 ... 

Thermoi 
556 


Food Jars. 

4.00 
5.00 
6.75 

Jugs. 

0.50 


557 .10.00 


Ferrostat— 


504R .11.00 

505R 2-qt.16.00 

505N .16.50 

BOXES—Mitre— 

Goodell- 

1285 26x4 .........27.75 

1805 25x5 .30.75 

1806 80x5 . 38.00 

Stanley- 

50 % 18.25 

246 25.50 

858 . 82.00 

460 85.00 

Acme— 

72 22.50 


78 21.50 

74 .26.00 

75 24.00 

New Langdon Imp.— 

72 . 7 .. 25.00 

78 .25.75 

74 .80.50 

75 .31.25 

Steam’s Perfection— 

20 5.00 

BRACES— 

p. S. A W., No. 7008, $5.75 each; No. 7010. $6.00; 7012, 
$6.25; 8010B, $7.50; 8012B,, $8.00; 8014B, $8.25. 

8tanley, No. 921. 8-inch, $6.00 each; 10-inch, $6.25; 12- 
inch, $6.50; 14-inch, $6.75. 

BRACKETS—Shelf— 


Japanned— 

3x 4 . 

Pair 
... .15 

... .20 

Copper, Brass, 
3x 4 . 

Nickel—Pair 

.65 

.70 

5* 7 . 

... .30 

5x 7 . 

.75 

fir S 

. . . .35 

6x 8 . 

.85 

7x 9 ... 

.40 

7x 9 . 

.95 

8x10 . 

. . . .45 

8x10 . 

. 1.10 

IDyI? 

... .65 

10x12 . 

. 1.35 

12x14 .. 

. . . 1.00 

12x14 . 



BRADS—Wire— 

Bulk per lb. 

%-lb. pkgs. 

%-lb. pkgs. 

% and %-inch .. 


.20 

.16 

% to 1 % -inch .. 


.15 

.10 

1 % to 2-inch .... 


.15 

.10 


BRASS—Sheet—Soft, per lb., 75c; Half Hard, 80c; Sign, 80c; 
Spring, $1.05. 

BREAD AND CAKE MAKERS—Universal—No. 2, $3.00 each. 
No. 4, $3.75 each; No. 8, $4.75 each; No. 44, $3.50 each. 

BRIGHT WIRE GOODS—See Heoks and Eyes. 

BROOMS—House or Parlor— 

Finest selected, 16-15 in„ $1.50 eaeh; seoond grade, 14% 
in., $1.85; third grade, 14 in- $1.10; common, 86e; Ware¬ 
house, $1.25; Railroad or Smelter, $1.25; Switch, small 66c, 
large, 90o; Toy or Hearth, 1 sew, 80e; 2 sew, 46c. 

Push or Street 


Bassine, 14-in.1.75 

Baas ins. 16-in.2.00 

Steel Wire, 12-in.1.00 

Steel Wire, 18-in.1.60 


Rattan, 6 rows, 12-in. 1.60 
Rattan, 6 rows, 14 in. 1.60 
Rattan, 6 rows, 16 in. 1.76 
Rattan, 8 rows, 14 in. lJi 


BRUSHES— 

CASTING— 

Round .80 

Oblong.60 

Counter— 

Dusting, com... 

Extra quality .. 

White bristles . 
FLOOR— 

Fibre, 12-ineh .... 

Fibre, 16-ineh .... 

Hair, 12-ineh .... 

Hair, 16-ineh .... 

Mixed, 12-ineh ... 

Mixed, 16-ineh ... 

Bristles, 14-ineh .. 

Bristles, 18-ineh ... 

Gi 5!Er 18-ineh.2.00 

Fibre. 18-insh.2.25 

Fibre, 20-ineh.2A0 


.. .00 
.. 1.20 
.. 1.75 

.. 1.60 
.. 1.00 
.. 2.10 
.. 2.65 
.. 1.75 
.. 2.00 
.. 5.00 
.. 6.26 


Fibre, 24-ineh....... 8.26 

Osar— 

Handles.56 

Hand or Nail. AO 

Horse— 

Riee Root, 12% lb .. .76 

Bloc Root, 18 lb_ 1.26 

Palmyra Fibre, 12% 

lb ... ........ .56 

Palmyra Fibre, 18 lb. A6 
Mixed Fibre, 18 lb,... A0 
Ox Fibre, 8%x9 In.. .76 

Ox Fibre, 4%xll% in. .85 

Kalsomine— 

7-in- single.2.40 

8x7% in blocks.... 6.76 
Marking— (Round)— 

White bristles— 

. ao 

.. 46 


%•% in. 
1-1% in. 


2.25 

3.00 

Fillers 

4.00 

4.75 


104 . 6.25* 

104Q . 9.25 

114 9.75 

114Q .14.75 

180 9.75 

130Q .14.75 


4.76 

5.25 

6.00 

Paint—(ChInsea bristles)— 
Grads. 1 

2 

$ 

4 

5 

5.50 

2 %-inch. 

.80 


.66 


ee e 

. 6.25 

8-inch .. 

.40 

.55 

.85 

i!eo 

#e s 

. 4.25 

8%-inch. 

.65 

.75 

1.05 

2A6 

2.75 

Fillers 

4-inch. 

.70 

1.00 

1.55 

2.76 

•AO 

2.00 

4 %-inch. 

... 

1AO 


8.50 

4.00 


Roofing—Knotted— 

8 knots, 14-lb..2.00 

4 knots, 18-lb.2.60 

Sash—Chisel Point— 

%*l%in. AO 

SsJb.::::::::: % 

lxSK-ia..40 

Scrub- 

Gray Tampico, 10*... .40 
Gray Tampico, 12*... .50 

Ox Fibre, 7".40 

Ox Fibre, 10*.50 

Ox Fibre. 12*.AS 

White Tampico, 8*... .85 
White Tampico, 11*.. AO 
White Tampico, 12*.. .70 


Dauber, wood. .20 

Dauber, iron........ .80 

Brush only, % -in.... .85 

Brush only 1%-in... .75 

Combination . A5 

Extra bristles.50 

Best 1%-in. bristles A5 


Sink- 

Ox Fibre.16 

Split Bamboo.05 

Shaving—Rubber Set— 
Ebonised handle •••• A® 
Boxwood, small • • •. 1.0£ 
Boxwood, medium... 140 

Boxwood, large.1A0 

White Bone, small... 1.00 
White Bone, medium 1A5 

Octagon Bone.. *-00 

Oetag. Bone, polished 4.00 
Stencil— __ 

lK-fe, sH-n.. •** 

lfi-la. SK lh.. •*" 

5-lb. •<{» 

lH-ia, 8-lb.. •** 

Window— 

Gray fibre.JJ 

Black horsehair .... 

Pop.’. By. J -J* 

Squeegee, 10-In. 'J2 

Squeegee, 12-in. 

Squeegee, 14-in. •••• -Jx 

Squeegee, 16-in.. 50 


BUCKETS—(See Galv. Ware)— 

BURNERS—Lamp— % -inch wick, 15c each; l*inch, 20c; 1%* 
inch, 35c. . „ . 

Lantern— For Cold Blast, %-inch wick, 20c each; l*l®®]Jj 
30c; for Kerosene, %-inch, 20c; 1-inch, 80c; Lard, ope 
and Sig. Oil, %-inch, 15c; 1-inch, 20c. __ . .a. 

Rubbish— No. 1, 20-inch Steel, $9.00 each; No. 5, » 
inch Steel, $15.00. 

BUTTS—(See Hinges)— 
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RETAIL SELLING PRICES—Continued. 


CANTEENS—BEAR BRAND AND BOYCO—Covered—No. 2, 
*1.25; No. 3, $1.40; No. 4, $1.65; No. 6, $1.85; No. 8, 
$2.20. Government, $1-45; American, $1.50; Army, 3-pt., 
$1.40; Army, 5-pt., $1.60; De Luxe, 3-pt., $1.75; De Luxe, 
5-pt., $2.10. 

RUNNING BOARD OUTFITS— 

Boyco Service Units—No. 5, $5.75; No. 22, $6.65; No. 
112, $8.00; No. 212, $8.40: No. 312, $8.60. 

Bear Brand—Lincoln—No. 100, $2.00; No. 200, $2.50; 
No. 300, $2.85. 

Auto Cans—Covered, No. 1, $1.95; No. 2, $2.30; No. 3, 
$2.70; No. 5, $3.35. Plain, No. 1, $1.45; No. 2, $1.70; 
No. 3, $2.00; No. 5, $2.50. 

CANT HOOKS— Maple Hdl. Hickory Hdl. 

2%x4% . 3.25 4.25 

2%x4% . 3.50 4.35 

CAPS—Roofing. Per lb. # 22c. 

CARBORUNDUM—Grain, per lb., bulk, 65c. 

CARRIERS—Timber—No. 425, Aft. maple, $4.25. 

CARRIERS—Hay—Using Manila rope for steel, wood, cable 
track, $14.50 each; using wire cable or manila rope for steel, 
wood, cable track, *18.50; Sling, $25.00; Steel Hay Carrier 
Track. 45c foot; Steel Hay Carrier Hanging Hooks, 30c 
each; Rafter Brackets, 15c. 

CATCHERS—GRASS—RRI, $1.00 each; Eureka, 85c; 16G, 
$2.25; G5, $2.50; 10G, $2.75; 12G, $3.25; 9, all duck, $2.65; 
11, all duck, $2.75. 

CESSPOOLS—BELL— Hinge Loose 

2-inch 6x6 Bell. 1.50 1.25 

8-inch 9x9 Bell. 2.00 1.75 

4-inch 18x18 Bell. 4.00 8.25 

CHAINS—Tire. 


e 

Tire—Weeds 
x80 . 

Pair 

.. A 50 

4V 

AX 

4x38 . 

LtAA _ 

.7.50 

,x80 . 

•. 5 00 

aitxRK _ 

.8 00 

ix82 . 

.. 5.50 

4 V 

4x86 . 

. 8.00 

x81 . t 

... 6 00 

4 V 

4x87 . 

.8.75 

x82 . 

.. 6.00 

5 

~j85 . 

.9.00 

x88 . 

.. 6.50 

5 

x36 . 

.9.00 

x84 . 

.. 7.00 

5 

x87 . 

.$.75 

x85 . 

.. 7.50 

6* 

4x86 . 


x86 ... 

.. 7.50 

6 V 

4x87 . 


ix82 . 

.. 7.00 

6 V 

4x88 . 

.1AOO 

boson pair lota, 

10% off. 





tfISELS— 

Socket 
Firmer 
Bev. Edge 

Whites 
No. 2 

Pocket 
Bev. Edge 

Inside or 
Outside 
Bevel 

%. 

_ 1.15 

1.30 

1.30 

1.85 

%. 

_ 1.20 

1.35 

1.35 

1.35 

%. 

_ 1.25 

1.40 

1.50 

1.35 

%. 

- 1.30 

1.45 

1.55 

1.40 

%. 

_ 1.35 

1.50 

1.60 

1.50 

%. 

_ 1.40 

1.55 

1.65 

1.65 

%. 

_ 1.50 

1.65 

1.75 

1.75 

1 . 

_ 1.65 

1.75 

1.80 

1.85 

1%. 

_ 1.85 

1.90 

2.00 

2.00 

1%. 

_ 2.00 

2.00 

2.25 

2.25 

1%, . 

_ 2.35 

2.15 

2.40 

2.50 

2 . 

_ 2.50 

2.30 

2.75 

2.75 


Bucks No. 4 
. . . .90 


Blacksmiths' 
Cold or Hot Eye 
.75 
.85 
1.00 
1.25 

1.50 

2.50 
3.00 


Cold 

Com. 

Cold 

Special 

Cape 

Round 

Nose 

Diamond 

Point 

.20 

.85 

.55 

.50 

.50 

.25 

.85 

.60 

.50 

.55 

.25 

.40 

.65 

.65 

.60 

.80 

.45 

.75 

.65 

.75 

.40 

.66 

.85 

.70 

.85 

.45 

.66 

.90 

.90 

1.00 

.75 

.90 

. *. 

e 

1.25 

.80 

1.00 

... 

ee e 

1.50 


CHAIN—New German Straight Link (Coil)— 

6-Oj 15e ft.; 6-0, 14c; A0, x8e; 8-0, lie; 2-0, lie; 0, lOe; 

LU <««)—*, SSo lb.; %, 85a tb.; %. 

Passing Link (coil)—4-0. 14c ft.; 3-0, 12c ft.; 2-0, 11c ft. 
Proof Straight Link (coil)— 8-16 black, 80c lb.; %, 80c lb.; 
6-16. 25c lb.; %, 20c lb.; 7-16, 20c lb.; %, 20c lb.; 
%, 20e lb.: %, 20c lb. 

Proof Twisted Link (coil)—3-15 black, 80c lb.; %, 25c 
lb.; 5-16, 25c lb.; %, 20c lb. 

B. B. Proof Straight Link (coil)— 5-16, 25c lb.; %, 25c lb.; 

%, 25e lb.; %, 25c lb.; %, 25c lb. 

Twisted Machine Coppered (eoil)—A0, 20e ft.; 8-0, 18c 
ft.; 2-0. 17c ft.; 0, 16c ft. 

Jack, Iron—No. 20, 7Vic yd.; No. 18, 7Vic; No. 16, 10c; 
No. 14. 10c; No. 12, 10c; No. 10, 10c; No. 8, 15c; 
No. 6, 25c. 

Jack, Braas—No. 120, 10c yd.; No. 118, 10c; No. 116, 
12Vic; No. 114, 20c; No. 113, 25c; No. 112, 80c; No. 
110, 40c. 

Safety Brass and Nickel Plated—00 and N00, 20c yd.; 0-N0, 
25c yd.; I NI, 30c yd.; 2-N2, 85c yd.; 3, 45c jd. 

Sash—01 Copper Plated, 6e ft.; 02 Copper Plated, 5e ft.; 
ZXXZ Copper Plated, 20e ft.; 02P Steel Plain, 8%e ft.; 
10 Cable, 80c ft.; 56 Universal, 7c ft. 

Sash Chain Fastener*—10, 20c set; 100, 45c set. 

CHALK—Carpenters* White. Bine, Red, 80c dot.. Railroad, 
80c dos. School, 5c dos. Lumber—Dixon's Black, 75c dos.; 
All oolors, $1.20. Metal Workers*—Solid Soapstone, 25c 
dos.; 8olid Soapstone. Chisel Point, 40e. Oil Checking— 
5-in. Blaek, red and blue, 45c dot.; 6-ln., 50c. 

CHECKS—Door—All make*. Liquid Checks—A-ll, $7.00; 
B-12, $0.50; 0*18, $10.75; D-14, $12.75; E-15, $16.85; 6, 
extra large, $22.50. For hold open arm, add $1.25 each. 
Screen Door Check—No. 01, $8.85. 

CHOPPER8—Meat and Food— Universal 

Enterprise 0 . 2.00 

5 4.00 1 . 2.50 

10 6.25 2 . 3.00 

12 5.75 3 . 4.00 

22 9.75 304 . 9.75 

32 .12.75 Russwin 

0 R . 2.50 

501 2.25 1 R . 3.00 

602 2.75 2 R . 3.50 

703 3.50 3 R . 4.75 


CHURNS—Barrel—No. 0, $9.75 eaoh; 1, $11.25; 2, $12.75; 
8, $14.25; 4, $16.75; 5, $19.50. 

Improved Cylinder—No. 1 $6.85; 2, $7.50; 8, $6.75; 4, 
$8.75. 

Sturges Steel—No. 1, $10.35; 2, $12.65; 8, $14.65. 

Glass Family—Universal, No. 15; $2.75; 125, $3.25; 185, 
$4.00; 145, $4.50. Dazey, No. 10, $2.00: 20, $2.50; 80, 
$8.25; 40, $4.00. Extra Jars, Dasey, No. 10, 65c; 20, 
95c; 30, $1.25; 40, $1.50. 

Tin without Dasher—1 Vi gal., $1.50 each; 2 gaL, $1.56; 
8 gal., $1.60; 4 gal., $1.75. 

Dash—IX Tin—2-gal., $2.25; 4-gat., $2.75; 6-gal., $3.25. 
Dash and Handle—25c extra. 

CLAMPS—Steam’s Special Joiners'—Opens 1 ft., pair, $6.50; 
lVi ft., $7.00; 2 ft., $7.25. 

Carriage Makers—Common—2 Vi in., 70c; 3-in., 80c; 4-in., 
$1.10; 5-in., $1.45; 6-in., $1.85; 8-in., $2.75; 10-in., $3.75; 
12-in., $4.75. 

Quilt Frame—No. 1, 10c each; 8, 20c; 82, 20c; 83, 20c. 

OLE ANER8—Window- 

Rubber— Wood Fleer ■ 

10-inch.45 16-lnek.56 lAinch.6$ 

12-inch.50 18-inch.75 16-ineh.76 

lAinoh.6$ 

CLEVISES—Malleable, 25c Ik. Steel, 4", 25c; 6", 25e; 

80s; 7**, 80c; 8", 85c. 

CLIPS—Wire Rope "Bulldog'*—8-16 to % ine., seek, 15o; 
Vt, 20c; %, 25c; %, 85c; %. 50c; 1 -Ul, 55c; 1%-Ijl, 60s. 

CLIPPERS—Bolt— 


New Easy— 

No. 0. 

... 4J5 

Extra Cutters 

No. 0 .. 

.. 2.25 

No. 1. 

,.. 5.75 

No. 1 . 

,. 2.75 

No. 2.. 

,.. 8.00 

No. 2 . 

8.75 

Ne. 8. 

,,, 10AO 

No. 8 . 

.. 4.75 

0. K.— 

10-inch ..... 

.... 2A5 

1 Ain oh .. 

.. 5.00 


CLOCKS—(Alarm)—Act, $8.76 each: America, $2.10; Auto¬ 
matic, $6.00; Bingo. $4.00; Brownlo, $4AO; Circlet $2.26; 
Columbia, $8.76; Ideal, $8.00; Indian, $2.10; Iron Clad, 
$3.25; Lookout. $2.60; Prompter, $8A6: Simplex, $6.00; 
Sleepmoter 2, $4.00; Sleepmeter 8, $8.25; Startle, $8.50; 
Tattoo Jr., $A25; Tattoo Int, $4.25. 

NOTE—A Gove rnm ent War Tax at 6 per cant has been 
levied on all retail sale# of docks. The retail dealer I* re¬ 
quired to keep a record of aU sale* and pay the tax into the 
Collector’s offloo each month. 

CLOTH—Emery, Noa. 00 to 2%, lOo straight; Not. 1 to 6, 
15c. Carborundum or Aloxito—Noa. FF-90, 15e straight. 

CLOTH, WIRE— 

Hardware Galvanised— 

Mesh. Sq: ft Screen Sq. ft. 

1 inch.18 12 M—Black.04% 

% inch.14 14 M—Black . .05 

% inch.14 16 M—Black.06 


2 mesh , 
8 mesh , 
4 meah . 
6 math 
8 mask 


Screen Sq. ft. 

12 M—Black.04% 

14 M—Black . .05 

16 M—Black.06 

14 M—Bronse.16 

14 M—Galvanised .. .05% 

16 M—Galvanised .. .06% 

14 M—Opal, Galvanoid .06 
16 M—Opal, Galvanoid .06% 
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No. 


Each 

Ball— 

%-inch. 

. 1.25 


%-inch. 

. 1.50 


94 -inch. 

. 1.85 


1 -inch. 

. 8.35 

Floats— 

5-inch.. 

. .55 


6 -incb. . 

. .95 

Service, 

Standard— 

-Square or 



%" %" 

Each .... 

. . . .65 

.75 .80 


7- inch... 1.35 

8 - inch. . . 2.10 


*4-inch. . . .40 

%-inch... .55 


1 %" 1 %" 2 " 
2.25 3.00 5.25 


COMPASSES—No. 40*4, 45c each; 6, 60c; 8, 75c. 

COOKERS—Fireless—Duplex—No. 25, $20.00 each; No. 80, 
$38.50; 35, $22.25; 50, $33.75; 55, $36.00; 60, $40.00; 
70, $56.00. 

Lege—8et, $5.00. 

8oapetone Disce—Each, $1.50. 

COOLERS—Water—Galvanised Lined—2-gal. with push faucet. 

’ 8 - 5 ™ 8 ' r * 1 - ,10 00: •- 

COPPER—Sheet, 65c lb.; Bara, round, 76c lb.; Tubing, 75c lb. 

COPPER WARE—Rome Nickel Plated— 

Tea Kettles. 5 pints.2.50 

8^ inch. 3.00 6 pints.2.75 

914 inch. 3.25 Tea Pots. 

10 % inch. 3.50 2 pints . 1.75 

Coffee Pots. 3 pints. 2 00 

8 pints. 2.00 4 pints. 2.25 

4 pints. 2.25 5 pints. 2.50 

COPPERS, SOLDERING—Family— 

1, per set .10.50 

2, per set .11.25 

Tinners— 

% pound, per pair.25 

1 pound, per pair. 85 

1% pound, per pair.. 

2 pound, per pair.60 

3 to 14 pounds .55 

CORD—Sash, Common—Per hank: No. 6, $1.00; 7. $1.25; 
8, $1.50; 10, $2.50; 12, $3.00. 

Silver Lake—Per hank: No. 6, $1.65; 7, $2.15; 8, $2.65; 
10, $4.25; 12, 5.25. 

CORD, TINNED PICTURE— 

No. 00, 15c pkg.; 1, 25c; 2, 30c; 3, 40c; 4, 50c. 

CRAYON—Lumber, 10c; Soapstone, 5c. 

CULTIVATORS— 

Norcross, 1GC-5, each, $1.25; 5N, $1.50; 3N, $1.25; 

Midget, 60c. 

Pull Easy, PEC, each, $1.85; PE5, $1.50; PEW2, $5.00. 

CUTTERS—Pipe—Barnes, No. 1, $3.40 each; 2, $4.50; 8 
$7.50; 4, $15.00; 5, $20.00; 6, $30.00. 

Saunders—No. 1, $2.75 each; 2, $4.00; 8. $9.35; 4 
$15.30. ’ ’ 

Trimo—No. 11, $3.40 each; 12, $4.50. 

DAMPERS—Stove Pipe—No. 8, 25c each; 4, 25c; 5, 80c; 
6, 35c; 7, 50c; 8, 80c; 9, $1.15; 10, $1.50. 

DIVIDERS—Wing, No. 1, 35* & 50, 6-in., 75c pr.; 7-in., 90c; 
8-in., $1.00; 10-in., $1.25. No. 35, 6-inch, 75c pair; 7-inch, 
85c; 8-inch, $1.00; 10-inch, $1.25; 12-inch, $1.35; 14-inch, 
$2.50. 

Excelsior—6-inch, 90c; 8-inch, $1.25; 10-inch, $1.65. 
DOORS—Ash Pit— 

8x8 . 2.00 10x12 . 2.75 

8x10 . 2.25 12x15 . 5.50 

ASH TRAPS—Common, 7x9, 80c; Adams Double, 90c. 

DOORS—Screen— 

241 Common Varnished, %-in.—26x6-6, $3.25; 2-8x6-8, 
$3.35; 2-10x6-10, $3.50; 3x7, $3.75. 

276 Black, 1%-in.—2-6x6-6, $3.65; 2-8x6-8, $3.75; 2-10 
X6-10, $4.00. 

311 Black, 1 %-in.—2-6x6-6, $4.50; 2-8x6-8, $4.75; 2-10 
X6-10, $5.00; 3x7, $5.25. 

391 Galv.—2-8x6-8, $5.50; 2-10x6-10, $5.75; 3x7, $6.00; 
3x6-8, $6.25. 

525 Black—2-8x6-8, $6.50; 2-10x6-10, $6.75; 3x7, $7.00; 
3x6-8, $7.25. 


DRILLS— 

Goodsll-Pratt Bench Drills— 
No. Eaeh 

. 7.50 

g# . 9.SO 

9% 14.00 

10% 24.00 


490% 20.00 Yank. 

1008 . 18.00 1 

1005 . 21.50 S 

11 22.00 J 

Goodell-Pratt Breast Drills— { 

« .5.65 f 

07 . 6.50 9t 

245 . 6.00 10! 

279 .12.26 80C 

Millers Falls (Breast)— 841 


No. Eaeh 

1JA . 6.60 

87.12.00 

97.12.75 

118. 7.50 


-Millers Falls, Hand— 
. 9.50 


7.50 1980 . 5.76 


Drill Presses- 

20 . 11.00 

21 .16.00 

29 . 5.00 


-Millers Falls 

28 .7.50 

210 .15.00 


Hand Drills— 


No. 

Each 

No. 

4 . 


455 

4%. 


545 

5%. 


550 

5%B. 


555 

49 . 


1430 

58 . 

. 8.70 

1445 

54 . 


1455 

154 . 


1530 

259 .. 


1540 

829 . 


1545 

879 . 


1550 

885 . 


1555 

445 . 




807 .. 
816 .. 

. 4.50 

817 .. 

.5.50 


Yankee , 

41... 


42 ... 



Yankee Chucks 

No. 

Sot 

800 .. 


801 .. 



Chain Drills—Goodell-Pratt 

. 4.50 818 . 

. 4.50 1500 . 


44 

50 

ad Di 

No. 

805 


Yankee Drill Points 
Set of 8, $1.00; eaeh 15e; 2 for 25e. 

Bits, Wood (Syracuse Pattern) 
Thirtyseeonds— Ea. 

2 . .25 12 . 


Ea. 


Ea. 

.25 

12 . 


.25 

18 .. 


.25 

14 . 


.25 

15 . 


.25 

16 . 


.80 

17 . 


.86 

18 . 


.40 

19 . 


.45 

20 . 


.46 

24 . 



Bit Stock Twist Drills for metal or wood— 
1*16 .20 15-82 _ 


5-16.50 13-16 . . 

11*32 . 60 % 

% 65 15*16 .. 

13-32 .70 1 . 

7-16.75 

Straight Shank Carbon 8teel, Short Set— 


15-82.80 

% 90 

17-32 . 1.00 

9-16 .1.10 

19-82 . 1.20 

% . 1.80 

11*16 . 1.40 

% . 1.60 

13-16 . 1.80 

% . 2.00 

15*16 .2.25 

1 .2.50 


11*64 .20 15-82 ... 

8-16.20 % . 

18-64.20 

Straight Shank, Wire Gauge Carbon 8teel— 

1 to 5.25 86 to 40, 

« to 10.22 41 to 45, 

11 to 15.20 46 to 50, 

16 to 20.20 51 to 66, 


7-82.25 

15-64.25 

% .80 

9-82 ..■.86 

5-16.40 

11*82.46 

% .50 

18*82.60 

7-16.70 

15-82.85 


21 to 25.20 

26 to 80.16 

81 to 86.16 


56 to 60.16 
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DRILLS—Continued. 
Stbco “SUr"— 

V4 . 


0*16 .86.00 

% .88.00 

% .62.00 


ELSOTRIGAL APPLIANCES— 


Dishes, Chafing— 
E940 . 

.22.00 

E9646 . 

E9649 . 

19.00 

21.00 

E9850 . 

.20.00 

E9676 . 

12.00 

Grills— 


Ranges, Table— 


E982 . 

.13.25 

E9841 . 

22.00 

E984 . 

.14.00 

Stoves— 


Heaters Immersion 

— 

E998 . 

9.50 

E970 . 

. 6.00 

E997 . 

9.50 

Irons, Curling— 


E9960 . 

8.50 

£9901 . 

. 6.75 

Toasters— 


E99011 . 

. 7.50 

E945 . 

, 9.00 

Irons, Pressing— 


E946 . 

, 7.50 

E901 . 

. 9.00 

Urns, Coffee— 


E902 . 

. 8.00 

E916 . 

,19.00 

E905 . 

. 8.00 

E919 . 

.20.50 

E9023 . 

. 7.25 

E9136 . 

,16.50 

E9035 . 

..8.00 

E9146 . 

.21.50 

E9051 . 

. 9.00 

E9149 . 

,24.00 

Pads, Heating— 


E9166 . 

.25.00 

E9940 . 

.12.50 

E9169 .. 

.27.50 

Percolators— 


E9176 .. 

.17.50 

E9435 . 

.15.00 

E9179 .. 

.19.00 

E9437 . 

.16.50 

E9166044 .. 

.47.75 

E9439 . 

.18.00 

E9169044 . 

.50.25 

E9635 . 

.18.00 

Vacuum Cleaners— 


E9637 . 

.14.50 

E701 . 

.39.50 

E9689 . 

.16.00 

Attachments . 

.10.50 


Loom, 7-88 (250 foot in ooil). JO 

Vi (250 foot in eoil). ,lt 

Each 

Receptacles, No. 226, Porcelain Cleat.80 

No. 195, Freeman Key, braes...70 

No. 188, Freeman Key, brass.80 

Rosettes, No. 319, Cleat, Mesco No.16445.20 

No. 833. Concealed Mesco No. 16447 ... .80 

Switches, No. 400, Common Snap, Mesco 5121.50. . 

No. 403, Indicating Snap, Mesco No. 5123.50 

No. 459, 8-way Snap, and Mesco No. 5129.96 

No. 4401, Single Pole Push, and Mesco No. 5011.. .64 

No. 4403, S way Push, and Mesco No. 5012.89 

No. 707, Single Pole, 1-way Baby Knife.40 

No. 708, Single Pole, 2-way Baby Knife....60 

No. 709, Double Pole, 1-way Baby Knife.65 

No. 710, Double Pole, 2-way Baby Knife.65 

Sockets, Vi-inch and Pendant Cap Key BB.55 

Pull Chain . 1.00 

Shades, 8-inch Tin Cone.55 

10-inch Tin Gone.60 

8-inch Flat Tin.50 

10-inch Flat Tin.75 

Shade Holders, 2V4*inch P. k A n BB.15 

8V4-lnch P. k A„ BB.26 

Tubes, Porcelain, 5-16x3.02 Vi 

5-16x4.04 Vi 

5-16x5.06 

5-16x6.07 


Tape, Durafix Friction, Vi-lb. rolls.95 

Sticktite Friction, Vi*lb. rolls.96 

Paraweld Rubber, Vi-lb. rolls. Of 


Hot Point Goods— 

Chafing Dishes—No. 20501, $11.25 each; 20502, $21.00; 
20503, $25.00. 

Grills—No. 116G1, $18.00 each; 186G1, $14.00; 20101, 
$12.50. 

Heaters, Aiiv-No. 80408, $12.50 each; 30404, $14.50; 
80603, $86.00; 80604, $49.00; 116A4 (Hedlite), $12.35. 

Heaters. Immersion—No. 118W16 (50201), $5.75 each; 
115W16 (50202), $6.75; 116W17 (50203), $8.25. 

Irons, Carling—No. 112L1, $7.50 each; 112L2, $6.75. 
Irons, Pressing—1118S12 (11103), $8.75 each; 115F22 
(11203), 8-lb., $7.25; 115F5 (11205), 5-lb., $8.00; 115F17 
(11206), 6-lb., $8.00; 11807, $10.50 

Pads, Heating—114Q8 (50142), $10.00; 114Q4 (50151), 
$11.25. 

Percolators—No. 20611. $12.00; 20620, $13.50; 20621, 
$14.50; 20622, $19.00; 20650, $19.50; 114P18 (20651), 
$25.50; 114P17 (20652), $27.50. 

Stores—No. 116D1, $11.00; 186D1, $12.50; 20301, $8.00; 
20302, $8.50; 40101, $8.50; 40102, $10.25; 40103, $14.00; 
40104, $16.05; 40105, $19.50; 40106, $7.25. 

Toasters—No. 114T5, $7.50; 115T1, $9.50. 

Vacuum Cleaners—No. 112V2, $45.00; Attachments, 

$ 11 . 00 . 

ELECTRICAL SUNDRIES— Each 


No. 500, Bryant . 

Bells, 2 Vi-inch Eclipse, Nonpareil, Iron Box. 

8-ineh Eclipse, Nonpareil, Iron Box. 

Bussers. Nonpareil, Iron Box. 

Watch Case ... 


Wire, No. 10, S. B. 8olid R. C.05 Vi 

No. 12, S. B., Solid R. C.04 

No. 14, S. B., Solid R. C.03 

Lb. 

No. 18, 8ingle Bell . 1.26 

No. 20, Twisted Bell. 1.40 

100 Feet 

No. 18, Black R. C. Fixture. 1.50 


No. 18, 8ingle Bell . 1.26 

No. 20, Twisted Bell. 1.40 

100 Feet 

No. 18, Black R. C. Fixture. 1.50 

EMERT—Per lb, 25c. 

Stones—See Stonee. 

Cloth—See Cloth. 

Wheels—See Wheels. 

FA8TENER8—Casement, common brass plated, 85e; Sash, 
common brass plated, 20c, two for 25c. 


FAUCETS—Cork Lined— 
7-inch, each . J5 


8-inch .80 

finch .85 


FIBRE WARE—Funnels—1-qt, $1.50; 2-qt., $2.26. 

Lunch Boxes—25c to 40c. 

Measures—1-pint, $2.25; 1-qA, $2.50; Vi-gal., $8.00; 1- 
gal., $8.75. 

Pails—12-quart, $2.00. 

Spittoons—4x9-in^ $2.50; 5xll*in., $2.76; 6x18-in., $8.50. 
Tubs, Oral—18-inch, $5.00; 28-inch, $8.00. 


.85 

FIGURES AND LETTERS (STEEL)— 



.20 

Figures 

Set 

Each 

Letters 

Set 

Each 

1.00 

Vi inch. . . 

.. 1.50 

.25 

Vi inch. . . 

.. 6.00 

.85 

1.00 

8-16 inch. . . 

. . 2.00 

.30 

Vi inch... 

. . 4.50 

.25 

1.00 

V4 inch. .. 

. . 2.50 

.35 

3-16 inch. . . 

. . 6.00 

.30 

.75 

5-16 inch. . . 

.. 3.00 

.45 

V4 inch. . . 

. . 7.50 

.35 


% inch.. . 

. . 3.50 

.65 

5-16 inch. . . 

. . 9.00 

.40 


Cleats, 2 and 3 wire, unglased. 


Clusters, No. 92, Beniamin, 
No. 98, Beniamin, 8-light... 
No. 94, Benjamin, 4-light .. 


Globes. 6x3V4. R. I. Ball. 


ilVf V7|i fyii* ... t •••• • v 

Lamp Guards, Style A—16 C. P.40 

Style H—16 C. P.88 

Style H—82 C. P.45 


Loxon, 40 watt 
Loxon, 60 watt 
Key for Loxon 


(guard only). 
(guard only). 


Each 

Length, inches— 

8-3 Vi 

4 Vi 

5 Vi 6 

8 

10 

Band Saw, Slim. 



... .25 

.30 

.45 

1.35 

Knife, Bast. 



.45 

.50 

.60 

1.75 

Regular Taper . . 

.is 

.is 

.20 .25 

.35 

.55 

2.35 

Slim Taper .... 

.15 

.15 

.20 .20 

.30 

.50 

.20 

Warding, Bast. . 



.35 

.40 


Foot 

Length, inches— 

3-4 

6 

10 12 

14 

16 

Flat Bastard . . . 

.20 

.25 

.40 .55 

.80 

1.05 

.06 

Half Round Bast. 

.30 

.40 

.55 .70 

.90 

1.20 

.15 

Mill Bastard . . . 

.20 

.20 

.35 .45 

.65 

.85 

Each 

.10 

Round Bastard . 

.20 

.20 

.35 .45 

.65 

.85 

Square Bastard . 

.25 

.30 

.45 .60 

.80 

1.10 

.60 

FIXTURES—Grindstone— 

-Auto—01, $2.00; 02, 

$2.50; 

15, 

1.25 

$1.25; 17. $1.35 

10. 

$1.50; 

21, $1.75; Am. 

Heavy- 

—17, 

.03 Vi 

.06 

$1.00. Extra Shafts, 
Cranks, 25c. 

15-inch, 

50c; 17-inch, 

50c. Extra 


FLASHLIGHTS — Ereready Daylos — Complete — No. 6961, 

$1.00 each; 6962, $1.25; 1991, $1.50; 2604, $1.70; 2631, 
$1.85; 2632, $2.25; 1619, $2.25; 2616, $2.00. 

Ereready Batteries —No. 705, 50c each; 790, 85c; 791, 
80c; 700, 30c; 750, 30c; 751, 40c. 
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RETAIL SELLING PBIOBS—Continued. 


FLASHLIGHTS—Continued— 

Kwiklitee 

Tubular Not...5220 5221 5228 6229 5881 6240 6240B 

Complete, ea...$1.35 $1.70 $2.00 $2.00 $2.25 $1.55 $1.70 

Cue A Bulb, ee. 1.15 1.85 1.50 1.65 1.75 1.25 1.40 

Tubular Noe . .6241 6241B 6249 6249B 6848 6848B 6851 
Complete, ea...$1.85 $2.00 $2.85 $2.55 $2.25 $2.45 $2.76 

Cue A Bulb, a. 1.50 1.65 2.00 2.20 1.75 1.95 2.25 

Pocket Noe.2472 2578 8475 8475B 8577 8577B 8579 

Complete, ea- 1.00 1.25 1.25 1.85 1.50 1.65 1.90 

Cue A Bulb, ea. .70 .85 .96 1.05 1.10 1.25 1.50 

Watch Chain Noe. 6289 6289B Watch Chain Bat’y No. 1204 
Complete, eaoh... .$1.00 $1.10 Battery only, eaeh....$ .25 
Cue and Bulb, each .76 .86 

Battery only, 

Noe. ...1202 1208 1206 1207 1271 1801 1808 1809 

Bach ..$0.80 $0.85 $0.80 $0.80 $0.80 $0.50 $0.40 $0.40 

FLATTERS—B lack em i th—2 - in., $1.25; 2% in., $1.65; 8-in., 
$2.00; SH-in., $8.00. 

FORGES—No. 150 Chicago, $16.85; No. 151 Chicago, $17.00. 
Buffalo—No. 810 8teel Ball Bearing Rivet, $88.00; No. 722, 
$88.00; No. 742H, $40.00. 

FORK8—Hay—Nellie, 94 eingle harpoon, $6.25; 95 double 
harpoon, $8.85; 96 double harpoon, $7.75; 97 double harpoon, 
$4.25; 98 double harpoon, $7.85. Grapple, No. 99 (4 tinea), 
$16.50; No. 100 (6 tinea)* 818.00. Jackson Patterns, 4 ft., 
$19.00; 4% ft, $19.75; 5 ft, $28.00. 

FREEZ BBS—A rctlo— 

Qto. 

6 


4.00 

4.60 
5.65 
6JO 

8.60 

8 . 11.10 

Toy .4.00 

White Mountain 


1 . 5.55 20 


2 6.45 

8 7.65 

4 . 9.45 

6 11.85 

8 15.40 

10 20.50 

12 24.50 

15 .29.25 


No. Each No. 

98 1.85 77 - 

94 . 2.15 71 .... 

95 .*.. 2.00 90 _ 

95% 1.65 91 _ 

Marking—Stanley— 92 - 

61 15 97 .... 

64 .60 98 _ 

65 .90 

Altitude Gauges, $5.35. 

Steam Gauges, 4%-in. face I. C., $5.35. 
Thermometer, Straight. $1.50. 
Thermometer, Angle, $1.75. 


Each 

1.85 

1.00 

.80 

1.85 

2.75 

1.30 

2.00 


GLASS——Window— 

8B Grade— Large Lots Small Lots 

Single Strength .80% 80% 

Double Strength .80% 80% 

Eztru for Putting in Giau Per Light 

First 8 Brackets. .50 

Second 8 Brackets. 75 

Third 8 Brackets... 1.00 

Larger Lights.$1.00 per hour, per mm 

GLA88E8— 

Ground Level— 

1 % 50 

2 .60 

2% 65 

8 .70 

8 % . 75 


Proved Level— 

\ 

I*..:::::::::::: 

8 % . 


GLASSES, GAUGE— 

% 

.85 

.85 


10 

12 

14 

16 

18 

20 

22 

24 


Standard 

%A% 

.86 

.85 

.45 

.55 

.60 

.65 

.70 

.80 


% 

.85 

.50 

.60 

.65 

.75 

.80 

.90 

1.00 


41 

.11 

48 

JO 

JO 


Extra Heavy 

%*% % 


.55 

.60 

.70 

.85 

.95 


.76 

JO 

1.06 

146 

146 


Lain, 25c eaoh; Bullae?* 
40c; 2 Plain, 25c; 2 Bullaeye, 40c; 2 Ruby, 65c. 

Railroad —Clear, 80c each; Green or Red, 85c. 

Tubular—Clear, 10c each; Plain, 25o; 8-0 Ruby, 75e; 4-0 
Bullseye, 40c; 5-0 Wizard, 25e; 6-0, 25c each. 


.88.00 

$2.25; 16-in, 
$2.00; 16-in., 


FROES—Special—Each, 12-in., $2.00; 14-in., 

$2.50. Common—Each, 12-in., $1.85; 14-in, 

$2.55. 

GARBAGE CANS—(See Galvanized Ware). 

GATES—Molasses and Oil — 

Stebbins—%-inch, 75c each; 1-inch, 90c; 1%-inch, $1.00; 
1%-inch, $1.25; 2-inch, $1.35. 

Perfection—%-inch, $1.15 each; %-inch, $1.85; 1-inch, 
$1.50; 1 ^4-inch, $1.75; 1%-inch, $2.10; 2-inch, $3.00. 
Enterprise, Self Meuuring—No. 61, Faucet, $10.50; 97, 
Pump, $24.00. 

GAUGES— BUTT— Stanley— 


GLUE—Dry- 
No. or Brand 

AAA . 

B . 

OX. 

D . 

GX . 

LXX . 


Lk 

.$9 

.70 

.46 

46 

.50 

.46 


1 Qt. 1 Gal. 

10.^0 18.00 54.00 

.85 1.50 4.50 


Imperial Liquid— 

Size — 1 Oz. % Pt. % Pt. % Pt. 1 Pt. 

List, Doz_ 1.06 3.60 2.80 6.00 

Sug. Ret. Ea. .20 .30 .30 .50 

Le Page’s Glue— 

Size— 1 Oz. 2 Ox. % Pt. % Pt. % Pt. 1 Pt. 1 Qt 

List, doz.2.40 1.65 1.80 3.60 6.00 10.20 18.00 

Sug. Ret. Ea. .20 .20 .30 .30 .50 .85 1.50 

GOUGES—Buck’s, Socket Firmer, Outside Bevel—No. 42— 
% -inch, $1.20; %-inch, $1.20; %-inch, $1.25; %-inch, 

$1.30; \-inch, $1.40; %-inch, $1.55; 1-inch, $1.65; -%-inch, 
$1.85; 1%-inch, $2.10; 1%-inch, $2.25; 2-inch, $2.50. 

Witherby No. 820— %-inch, $1.50 eaoh; %-inch, $1.50; 
%-inch, $1.65: %-incC $L70; % -inch, $1.80; %-inch, 

$2.00; 1-inch, $2.10; 1%-inch, $2.25; 1%-lnch, $2.60; 1% 
inch, $2.75; 2-inch, $8.25. 

P. 8. A W. Firmer— 


160— Ml 
% 
% 
% 
% 
% 


inch. 
inch. 
inch, 
inch, 
inch. 
inch. 


1.50 

1 

inch.. . .. 

. . . 2.10 

1.50 

1% 

inch. . . .. 

. . . 2.25 

1.65 

1% 

inch.. . ., 

. . . 2.50 

1.70 

1% 

inch.. . ., 

. . . 2.75 

1.80 

2.00 

2 

inch... . 

. . . 3.25 


Boilers, Wash 

3 . 1.50 

GALVANIZED WARE 

15 65 

Pails, Stock 

14 . 70 

Pots, Watering 

514 . 1.00 

4 . 1.90 

25 . . . 2 00 

228 . 3.00 

5 . 2.10 

6 . 2.50 

105 . 1.60 

205 . 2 10 

16 .80 

18 .90 

516 . 1.15 

518 . 1.35 

Bowls, Wssh 

7 .35 

70 . 2.65 

Canteens, see page 
195. 

Dippers, Laundry 

525 (4-qt.). . . .60 

Hods, Coal 

615 .80 

20 . 1.00 

520 . 1.65 

80 . 6.75 

90 . 7.75 

Pails, Water 

8 . 40 

10 . 45 

522 . 1.85 

526 . 2.25 

7% . 40 

100 . 10.75 

Tubs, Foot 

51 . 80 

Buckets, Fire 

814 . 75 

Buckets, Well 

101 (10 qt.) . . .65 

Cans, Garbage 
Smooth 

200 . 1.00 

800 1.35 

Garbage Cans in 
lots of 3 dozen or 
more, 5 per cent from 
above prices. 

Cans, Gasoline 

65 2.10 

SOI 70 

12 . 50 

52 . 90 

14 . 55 

53 . 1.05 

16 t 60 

54 .. r t - 1 85 

616 . 90 

617 . 95 

618 . 1.00 

Pails, Cement 

14 . 1.75 

114 2.90 

Pails and Tube, 6 
doz. assorted 5 per 
cent discount. 

Pans, Refrigerator 

1 .65 

Tube, Waah 

A . 75 

B .80 

0 r - - - 1 oo 

400 . 1.75 

500 . 1.85 

505 . 1.80 

a os oio 

1 . 1.15 

2 i as 

600 . 2.25 

Cans, Oil 

0 . 60 

Pails, Chamber 

8-qt 90 

a . 1 60 

700 . 2.75 

2 . 76 

108. ... 1 75 

Oorrugated 

2 . 1.15 

10-qt . 95 

8 . 1.00 

20 8 . 2 00 

02 . 90 

12-qt . 1.00 

4 . 1.50 

80 8 . 2 25 
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RETAIL SELLING PRICES—Continued. 


CRAP HITS—Flak*, per lb, 80c. 

GREASE—AXLE—1 lb. cent, 15c eaeh; 8 1b. cant. 40c; 5 lb. 
cans, 65c; 10 lb. pails, $1.25; 35 lb. pails, 82.75. 

Cop Grease—5 lb. cans, $1.00 each; 10 lb. cans, $1.76; 
25 lb. cans, $8.75. 

Transmission—5 lb. cans, 20e each. 

GRINDSTONES— 


Loose— Owt. 

15 to 40 lbs. 8.00 

40 to 200 lbs..8.00 

Orer 200 lbs. 8.50 

Fixtures and Axle- 

15 inch . 1.25 

17 inch . 1.40 


19 inch . 1.50 

M ou n ted—Hand— 

7 inch.8.00 

8 inch. 8.25 

10 inch............. 4.00 

12 inch. 4.60 


Pedal Mounts—Prices ranee from $9.75 to 820.26, according 
to material and quality. 


HACKSAW BLADES— 


17" 


2.80 


Lgth. 

Wdth. 

Lt. 

Heavy. 

17" i 


4.15 

5" 

9-16. .. 

. .90 


Hand, 

Lenox— 


10 " 

%. 

. 1.15 

.... 

Length. 

Each 

Dos. 

10 " 

%. 

. 1.85 

1.95 

8 -inch 


.75 

10 " 

1 . 


2.45 


.10 

.86 

12 " 

%. 

. 1.85 

10 -inch 


1.00 

12 " 

%. 

. 1.60 

2.86 

11 -inch 


1.10 

12 " 

1 . 

. 2.80 

2.95 

12 -inch 


1.20 

14" 

%. 

. 1.70 

• • • 

Hand. Starrett. Victor, 

Star— 

14" 

% . 

. 1.90 

2.75 

8 -inch 


.85 

14" 

1 . 

.. 2.66 

8.60 

9-inch 


.95 

16" 

%. 

2.16 

2.15 

10 -inch 


1.10 

16" 

1 . 

.. 8.06 

2.90 

12 -inch 


1.25 

A OK 

SAW FRAMES—M. F.—4B, 76c; 

6 , $2.50; 9, 

$1.86; 


15, $2.75: 77, fl.00; 78, $1.50; 1027, $2.50: 69, $8.80; 
69B, $2.66; 14, $8.50; 4 Milford Adj., $8.75; 7 Milford Adj, 
$1.65; 86% Disstou, $1.50; 40 Extension, 76c. 

HAMMERS—No. 41%, $8.00 each; 11%, $2.50; No. 2 Ball 
Pein, $2.25. 

HAMMERS—Maydole Carpenters' Nail—No. 1, $2.85 each; 

1%, $2.25; 2, $2.00; 11, $2.25; 11*4, $2.00; 12, $1.85; 
12%, $1.80; 13, $1.75; 14, $1.65; 34, $1.50; 611%, $8.00; 
710, $3.00; 711, $2.25; 711%, $2.00; 712, $1.85; 718, 
$1.75. 

Majdole Chipping 1 —No. 180, $1.90 each: 101, $1.75; 
102, $1.55; 108, $1.40. Majdole Cross Pein—No. 174, $1.50. 

Majdole Machinist Ball Pein—875. $2.50; d78, $2.40; 877, 
$2.25; 378, $2.15; 879, $2.10; 770. $3.25; 770%, $2.75; 
771, $2.50; 772, $2.25; 778, $2.00; 774, $1.85* 775, $1.75; 
776, 1.50; 777, $1.45; 778, $1.85. 

HAMMERS— 


Plumb's Carpenter's Nail— 

K1 . 1.25 

TO 1%. 1.25 

A 11 . 1.20 

A 11%. 1.16 

A 12 . 1.10 

O 11% . 1.50 

O 12 . 1.45 

P 80 .2.26 

P 81 .2.16 

P 82 . 2.00 

P 88 . 1.90 

P 84 . 1.80 

P 85 . 2.25 

P 86 . 2.16 

P 87 . 2.00 

Plumb’s Engineers— 

261 . 2.00 

262 2.15 

263 2.35 

264 2.50 

Plumb's Machinist's Ball 

Pein— 

18 .65 

870 1.40 


371 

372 

373 

374 

375 

376 


1.50 

1.50 

1.55 

1.65 

1.75 

1.85 


8 x5$ 


1.60 

1.75 

2.00 

2.46 


2.80 

2.40 

2.50 

2.66 

8.80 

4.45 


No. 6, 1.60; Atkins No. 24, $1.60. 


One Man Cross Out, 

“ “ No. 1, 
Ooaa, 


No. 218, 45e; Supplementary, 80c. Auger M. P. 1 
$1.00; No. 2, $1.25; No. 8, $1.76; No. 4, $4.75; No. 6 
15c; Pecks Adj., 50e; Pratts Ratchet, $4.75. 

HANGERS, BARN DOOR—Richards-Wilcox- 


377 2.10 

379 2.50 

881 2.75 

Plumb’s Riveting— 

220 1.25 

221 1.25 

222 1.35 

223 1.50 

251 1.40 

252 1.50 

253 1.60 

254 1.65 

Plumb's Brick- 

461 2.00 

462 . 1.75 

8154 . 1.15 

8155 . 1.85 

Plumb’s Prospector’s Pick 

470 2.75 

471 2.85 


No. With Brackets 
20%B for 81 track... 6.10 
27 %B for 81 trrek... 7.60 

Without Brackets 
80 for 30 track.2.40 


185-1 for 81 track... 
88-1 for 61 track... 


8.56 

1.86 


HANDLES—Aaze, extra select, $1.00; second growth, $1.00. 
Axe—Single or double bit, Boys’ No. 1, 60c; Boys’ extra 
select, 60c; Turned No. 1, 60c; extra select hickory, 85c; 
second growth, $1.00. 

Chisel—Hickory, 10c; Leather Tip, 15c. ^ 

Hammer and Hatchet—Second growth hickory, 12 inch. 25o; 
14 inch, 25c; 18 inch, 80c. 

PearsT Handles 

Sslsct Mapls Rock Maple Select Hickory 

3%x4 . 

2%x4% . 

2%x4% 1.26 

2%x5 1.40 

2%x5 1.65 

. 


Pick—86-inch Drift, Select, 75c; Extra Select, $1.00; Rail¬ 
road No. 1, 60e; No. 2, 60c; Select, 85c; Extra Select, $1.15. 
Sledge—86-inch, Select. 80s; Second Growth, 75c. 

Saw, Hand—Disston, No. 7, 80s; No. D8, 85c: Ne. IS. $1J5. 
Grossest, Disston, No. 112, $1.00: No. 118, $1.25; Ne. 114, 
$1.50. Simonds Reversible Guard, per pair, $1.80, 


Myers No. 8.8.50 

Myers No. 4.2.75 

Lanes No. 25. 1.40 

Wilbern, rnd. tr., No. 6 8.00 

HANGERS, PARLOR DOOR—Complete with traak— 

Richards-Wilcox, Doubler^* tr * 0k 

No. 11 with 14 ft. of tf . I-J5 

track . 5.00 . 

Size. No. 221 JS .. 

26 .12.00 18 .11.60 

28 . !*!!!!***14*26 Prouty, No. 58. 4.35 

29 .’.‘.115.40 Prouty, No. 5D. 8.75 

818 .18.60 Lanes, No. 0105 . 4 05 

Richards-Wilcox, Single. Lanes, No. 0105A.... 4.65 
No. 11 , with 7 ft. of Lanes, No. 0106NT ... 8 75 

track .. 2.50 Lanes, No. 105A.9.45 

Size No. 221 Lanes, No. 105.11.50 

18 . 8.00 Lanes, No. 106NT .... 7.75 

HASPS—Common— 

Size 20, 5-in each, 10c; 6-in., 10c; 7-in., 10c; 8-in, 10c* 
10 -in., 15c. Size 80, 5-in, 10 c; 6-in, lOo; 7-in* 10o* 

10-iu 80s 850 8-in., each 15c, 10-in, 20c. Aise 86, 0-2i| 

each 20c; 8 in., 25c. * 

Hinee—912, 8-in., each, 15c; 4%-in, 16o; 6-in, 20c; 

8-in., 25c; 10-in., 45c; 12-in., 75c. ’ 

8. C. 912 —8 -in., each, 20c; 4%-in., 25o; 6-ln., 80c: 

8 -in.. 40c; 10 in., 55c. ’ ' awc * 

1308Vi—3-in., each, 35c; 4%-in., 50c; 6-in., 70c. 

Lock—20. Prouty, 75c each; 22, Prouty, 95c. 
or Sa£et ^ 9 J 5 ’ 3 in * doz » 20c ; in-, 25c each; 6-in., 
3-in., 25c each; 4%-in., 30c; 6-in.. 45c. 

SC915Z, 3-in., 40c each; 4%-in., 45c; 6-in., 70c. 8^925-6 

45c each; 941J, 65c. 

HATCHETS—Underhill Star, No. 10, Chicago Pat $3 25* 
No. 5. Boston Pat., $3.25; No. 15, St. Paul Pat., $3.25.’ ’ 

Sayre—Boston, No. 30, $3.00; Chicago, No. 40, $3 25 
Flooring—Plumb, $2.75; White, $4.00. 

Broad—1 Plumb, $2.75; 2, $3.00; 3, $3.50; 4 , $3.75; 5, 
$4.50. 

Bench—(single or double bevel)—8 White. $3.00: 7 
$3.25; 6, $3.35; 5, $3.50; 4, $4.00. 

Claw—1 Plumb, $2.35; 2 Plumb. $2.50; 8 Plumb, $2.60. 
Shingling—1 Plumb or equal, $2.25; 2, $2.50; 8, $2 75 
Half—1 Plumb or equal, $2.25; 2, $2.50. 

Barrel or Fruit Box —Sayre 400, $2.75; Sayre 401, $2.50. 

HEADS—MOP—Cotton—No. 9, 35c each; No. 12, 45c; No. 15. 
85c; No. 18, $1.00. Linen, No. 012, 55c each; No 015 
70c; No. 018, 80c; No. 020, 90c. 

HINGES— 

Wrought Brass—No. 76, 85c pair; No. 78, 80s pair. 
Wrought Bteel—No 1420. 2%-in, 85c pair; NoT 1 
%*in, 80c; 8 in., $1.85. 

w VJjeh, •*«: N# - «*0«, lH-ln. 76*; 

No. 5908, blued, %-in, 70c. 

Counter Flap— No. 9001, $1.85. 

Light Tee Hinges—No. 804, 8-in, 20e; 6-in., 85e. 

Extra Heavy Tee Hinges—No. 908, 4-in., 45s; 6-in., 
75 ?i J la-L $100; 10-lu n $1.85; 12-in- $1.85; 14-in, $8.16. 
Light Strap Hinges—No. 900, 8-in, 20e; 6-in, 40s; 

ftitf MiAMV •tfe 50 * : 75ei 1<w -- 

M?“ T7 1 al‘! T *B 8 o t o r,, ^ N# - 1,MH> W "- W * 00i 10 - ta - 

Gate Hineea— No. 124. 90s: 284-254, $1.10; 274, $1.45. 
Gate Latches—No. 7, 85s: 9, 40s; 14, 40c. 

Hook and Eye Hinges—%-inch, 85c; % -inch, $1.25; %• 

inch, $1.85. 

Wrought Hook and Eye Strap Hinges—No. 10, 85s; 
12, $1.10; 14, $1.25. 

F i°,? r HingBS—DB6281, l%x 1%, $6.26; I%x2, 
$8.50; I%x2%, $12.50. 

BUTTS— 

BaU Bearing Butts—BB241F, 8%xS%, $1.76; 4x4, $1.88: 
5x6, 62.2S; BB241Sl*a, $1.76; $1.00; *2.16; BB241H; 
$1.76; $2.00; $$.S5. 

Chicago Bntta, Single Aeting—2002 Jap, 8-in, 82.00; 
4-in, 82.40; 6-in, #3.75; 6-In., $8.45. 2282DDB and 

2172AC, 8-in, $2.60; 4-in, $8.25; 5-in, $8.75; 8-in, 84.76. 


1481. 


J, 8-in, |2.( 

2112NP, 8-in, $8.50; 4-in, $4.10; 5-in., $5.00. 


Double Acting—2001J, $8.80; $8.85; $4.50; $8.60; $7.16; 
$10.20; $14.25. 2171A0 and 2281AB, $4.80; $5.10; $8.00; 
$7.60; $10.00; $14.00: $19.25. 


«$W 9 flV.VV t fltiVUi 

Galvanised Bntta—No. 1884, 2%-in, 60c.; 8-in, 80s; 
4-in, $1.40; 6-in., $2.45. 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


BUTTS—Continued— 

Light Loose Pin Butts —289D2&F, 2x2, 40c; 3x3, 60c; 
2898F2, 45c; 60c; 289N, 55c; 70c. 

Plain Bevel Edge Surface Butts—165D2-F, 2%-ln., 50c; 
8-in., 65o; 4-in, 80c. 1658F2, 2%-iiu, 55c; 8-in, 65c; 

4-in., 85c. 

Plain Steel Butts—No. 808, 2%x2 %-in., 20c; 8-in, 25c; 
4-in, 45c. 

Sherradised Butts—8C804Z&ZZ, 2 %-in., 50c; 8-in, 60c; 
4-in, |1.10; 5-in, $1.80. 

Wrought Steel Butts—241D2-F, 2x2, 45c; 8x8, 55c; 4x4, 
70c; 5x5, $1.40. 2418F2, 2x2, 50c; 3x3, 55c; 4x4, 70c; 

5x5, $1.85; 241H, 2x2, 55c; 8x3, 60c; 4x4, 85c; 5x5, $1.35; 
241N, 8x8, 65c; 4x4, 90c. 781)4, 2x2, 45c; 8x3. 50c; 4x4, 

70e; 5x5, $1.80. 788, 8x8, 55c; 4x4, 75c; 5x5, $1.40. 

Wrought Steel Plated Butts—286D2AF, 2-in.. 80c; 

2 %-in. 35c; 8-in, 40c. 286H, 85c; 40c; 45c. 286N, 40c; 

45c; 60c. 

wrought Steel Butts—No. 804, 8x8, 8So; 4x4, 60e; 
5x5, 70s. 

wrought Steel Butts—No. 838, l%*im, 15c; 2-in, 20c.; 
2-in, 25c. No. 840, 15c; 20c; 80c. 

Wrought Plated Butts—291D2BF, 2%-ln, 40c; 8-in, 45e; 
8)4-in, 60c. 291SF2BH, 2%in„ 45c: 8-tn., 50c; 8%-in.. 

60c. 291N, 2)4-in., 50c; 8-in, 60c; 8%-in., 70c. 

HOLLOW WARE—STEEL—Bailed Griddles, Cooking surface 
12 inches, $1.90 each; 18 inches, $2.25; 14 inches, $2.50. 

Handled Griddles—Cooking surface 9 inches, $1.80; 10 
inches, $1.60; 11 inches, $1.65. 

Spiders—Diameter, bottom, 8 inches. $1.10; 9 inches, 
$1.20; 10 inches, $1.50; 11 inches, $1.75; 12 inches, $2.00. 

HOLLOW WARE—OAST—Dutch Ovens—No. 8, $5.45 each; 

9, $5.75; 10, $6.75; 11, $8.15; 8, $2.60; 2, $8.00; 1, $8.50; 
0, $5.15; 00, $6.75. 

Gem Pans—No. 1, $1.85 each; 8, 1.85; 6, $1.85; 10, 
$1.75; 11, $1.85. 

Griddles—No. 7, $1.50 each; 8, $1.55; 9, $1.80; 10, $2.85; 
12, $2.60; 14. $8.85; 16, $4.00. 

8tove Kettles—No. 7, Round, $8.75 each; 8, $4.25; 9, 
$5.25: 7, Flat, $8.75; 8. $4.25; 9, $5.25. 

Skillets or Spiders—No. 4, $1.25 each; 5, $1.45; 6, $1.50; 
7, $1.60; 8, $1.75: 9, $2.15; 10, $2.55; 11, $8.15; 12, $3.80. 
Scotch Bowls—No. 2, $2.45 each; 8, $2.75; 4, 3.15. 

Waffle Irons—No. 7, $2.75 each; 8, $8.25; 9, $8.65; 7-D, 
$8.85; 8-D, $8.75; 11, $8.75; 12, $6.25. 

HOLLOW WARE—STEEL—Fry Pans, Acme—No. 00, 20c 
each; 0, 25c; 1, 80c; 2, 85c; 8, 40c; 4, 45c; 5, 55c; 6, 
65c; 7, 80c. 

Griddles—No. 8, $1.00 each; 9, $1.25; 10, $1.40; 12, 
$1.80; 14, $2.00: 16, $2.85. 

Skillets or Spiders—No. 7. $1.20 each; 8, $1.85; 9, $1.45; 

10, $2.00; 12, $2.85; 07, 45c; 08, 50c; 09, 65c; 1010, 75c; 
012, 95c. 

HOOK8 AND ETES—(Price per dozen)— 

Screw Hooks Screw Eyes 


0 




.60 



.45 



1 




.50 



.40 



2 




.45 



.85 



8 




.40 



.80 



4 

or 

104. 


.30 



.25 



5 

or 

105. 


.25 



.20 


.75 

6 

or 

106. 


.15 


.75 

.15 


.60 

7 

or 

107. 


.15 


.60 

.15 


.45 

8 

or 

108. 


.15 


.45 

.10 


.40 

9 

or 

109. 


.10 


.35 

.10 


.85 

10 

or 

110. 


.10 


.30 

.10 


.80 

11 

or 

Ill. 


.10 


.25 

.10 


.25 

12 

or 

112. 


.10 


.20 

.05 


.20 

18 

or 

113. 


.10 


.15 

.05 


.15 

14 

or 

114. 


.10 


.10 

.05 


.10 

Gate Hooka and 

Eyos— 







Siso 


1 % 

2 

2)4 

8 

8% 

4 

6 

No. 


40, steel. . 

. .20 

.25 

.30 

.40 

.45 

.50 

.90 

No. 

1040, brass. 

. .60 

.75 

.90 

1.10 

1.50 1 

.75 

2.00 


Gross lots, 85% off list. 

Ceiling — Ea. 

2)4 -inch cast iron.60 

2%-inch east iron.... 1.50 
2% -inch, other finishes 1.60 

Oast, coppered.65 

Wire, eoppered.65 

Wire, Japanned.40 

Wire, tinned.45 

Wire, nickel plated... .45 

Wire, brass plated.70 

Goat and Hat- 
Double, cast, heavy... .80 

Single, cast.. .55 

Medium, cast .1.00 


Heavy, cast. 1.50 

Cast, nickel plated.... 1.85 [ 

Oast, copper finish.... 1.25 

Cast, brass finish .... 1.15 

Oast, bronse, all fin... 4.75 ' 

Porcelain, solid.15 < 

Wire. Japanned.25 

HOSE FIXTURES—Hose Washei 
45c lb. 


Wire, tinned. 

Wire, nickel plated... 

Clothes Line— 
Malleable iron, Jap... 
Malleable iron, Galv.. 
Grass— 

14-in., 16-in., 18-in... 

Bronzed. 

12-in., enameled, green 
12-in., enameled, black 
Finest quality steel.. 

Forged tool steel. 

Hammock— 

To screw. 

With plate .. . 

Hay Fork— 

%-inch pi. wr’ght steel 
%-inch pi. wr’ght steel 
%-inch galvanized ... 
%-inch galvanized . . . 
7-16-inch galvanized. . 
)4-inch galvanized . . . 
srs —%-inch, dos., 6c; 


Hose Couplings — Cast Brass, Common— _ 

% -inch, 80c; 1-inch, 45c.. Heavy Brass, Clinehsr, %• inchi 

35c; %-inch, 85c. 

Brass Hose Clamps—)4-inch, 5c each: %-inch, 5c; 1- 

inch, 15c; 1)4-inch, 20c; 1%-ineh, 80o; 2-inoh, 85s. 

Galvanized Steel Hose Clamps — %-inch, 5c each; %-inch. 
5c; 1-inch, 5c; 1)4 inch, 15c; 1)4 inch, 20c; 2-inch, 26c. 

Hose Menders—Clincher, %-inch, 10c each; %-inch, 10e 
Sherman Seamless Brass, %-inch, 15c; %-inch, 15c. Wood, 
%-inch, 25c; %-inch, 30c. Caldwell Hose Straps, )4-inch, 
2%c; %-inch, 3c. Caldwell Hose Strap Pliers, No. 1 
for % or %-inch Hose Bands, 20c each. 

Hose Nozzles—Boston, %-inch, 95c each. Magic, %-inch, 
75c. Oakland Pattern, %-inch, 65c. 

HOSE, GARDEN—Coupled in 50-ft. lengths—Cotton, )4-inch, 
20c; %-inch, 23c;4-ply, black, %-inch, 15 % c; %-inch, 

19 %c; 5-ply, black, %-inch, 16 %c; %-inch, 20c; 5-ply, 
red, %-inch, 17c; %-inch, 24c. 

Reels, not coupled, per ft.—Electric, corrugated, %-inch, 
26c; %-inch, 29c, 1-inch, 40c; Electric, smooth, %-inch, 
24c; %-inch. 27c; 1-inch, 36c; Second Grade, %-inch, 22%c; 
%-inch, 25 %c; Third Grade, %-inch, 22c; %-inch, 25c; 
Fourth Grade, %-inch, 19%c; %-inch, 22%c. 

IRON SHEETS— 

Galvanized— Out Sheets Full Shests 

10 to 20.14 12% 

20 to 30. .16% 

Black Sheets— 

10 to 16.15 .12% 

18 to 24.16 .14 

26 to 30.18 .15 

Corrugated Sheets, Galvanised— 

26 Ga.10.00 

28 Ga. 9.00 

Rockface Siding.10.00 

Brickface Siding 28 Ga. 8.25 

IRONS— 

Plane, Stanley or Bailey— 2%-inch Single.1.10 

1 %-inch. Block.75 1 %-inch Double.1.25 

1 %-inch 8ingle.80 2-inch Double.1.35 


%-lnch, 80< « 
Clincher, %-j 


2%-inch 8ingle.1.10 

1 %-inch Double ..... 1.25 

1 %-inch 8ingle.80 2-inch Double.1.35 

2-inch Single.85 2 %-inch Double.1.45 

2 %-inch Single.95 2 %-inch Doable.1.70 

2 %-inch Single . 1.05 2 %-inch Double.1.85 

IRONS—8ad. Common, 20c lb. 

Mrs. Potts—No. 50, $4.00 per set. 

70, $4.25; G. Pressing, 15c lb.; T Tailors' Goose, 25c 
lb.; N Gasoline, $5.25 each. Handles, 85e; Asbestos No. 89. 
$2.45. 

KITS—Lunch— 

Thermos—891-895, $8.75; B92-B96, $4.00: 898-807, $4.25; 
294-898, $6.00. 

Universal—No. 310, $4.50 each; 820, $5.00; 410, $4.75; 
510, $5.25; 8070, $4.00; 4070, $6.00. 

KNIFE—Corn 

Corn King, 60e; No. 12 Handy, 65e. 

KNIVES AND FORKS— 

Iron handled, set, $1.75. 

KNIVES—Hay— 

Lightning, $2.25; Iwsn Sickle, $8.25; Iwnm Sarra t ed. 


•inch Double.1.85 


Lightning, $2.25; Iwsn Siokle, $8.25; 
$8.26; Heaths Upright, $2.76. 

KNOBS— 

Maple base, each, 5e; dos^ 85c. 
LACING—Belt— 


AGING—Belt— 

Rawhide, Oat 
Size %, per ft. 


per ft.08% 2, coil 


0 and 1, coil.80 


Size %, per ft.04 

Size 7-16, per ft.06 

Size %, per ft.06% 

Size %, per ft.07% 

Size %, per ft.09 

Wire 

0 and 1, coil.76 


8, coil.80 

OM, 1M, 2M, 8M apt .80 

Hooka Dos. 

10 .05 

8, 9, 10.05 

8 7 . 


LADDERS—Extension, No. 1. 45c foot. Step, Climax, 70c 
foot; Special, Crescent, 55c foot; Standard. 40c foot. 

LAMPS—Coleman Quick-Lite, Gasoline—$0329, Eastern and 
Central States, $9.00; Rocky Mt. and Pac. Coast States, 

$9.50. 

LANTERNS—Coleman Quick-Lite, Gasoline, LQ827—East and 
Central States, $7.50; Rocky Mt. and Pac. Ooast States. 

8 . 00 . 

Note—General rise in lantern prices will be itemized 
next month. Ask your jobber. 

LANTERNS—Dietz Tubular— No. 2 Large Fount Bliz¬ 
zard Lanterns .2.00 


HOT BLAST 


Little Star Tin Lanterns. 1.50 Little Wizard Tin Lan- 


Hi-Lo Tin Lanterns.2.00 terns .1.45 

Victor Tin Lanterns.... 1.35 D-Lite Tin Lanterns.... 1.65 
Monarch Tin Lanterns.. 1.35 No. 2 Large Fount Wiz- 


O. K. Tin Lanterns.1.50 

No. 2 Royal Tin Lants..l.75 
COLD BLAST 


ard Lanterns .2.10 

DASH AND WAGON 
Buckeye Dash Lant’ns. .2.25 


Junior Tin Lanterns.... 1.50 junior Wagon Lant’n. . . 2.35 
Junior Brass Lanterns. .2.50 Roadster Wagon L a n- 


Junior Brass Nickel- 

plated Lanterns .2.50 

No. 2 Crescent Tin Lan¬ 


terns .2.35 

DRIVING 


terns .2.10 Eureka 

No. 2 Blizzard Tin Lan- lens 


terns .2.10 Same with optical lens. .2.65 
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Googl< 
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Octo Driving, pl’n lens. .4.50 

Same, optical lens.5.10 

Union Driving, plain 

lens .5.10 

Same with optical lens..5.50 
MILL 

Watchman's Mill Lan¬ 
terns, enamel fin.2.50 

Underwriter’s Mill Lan¬ 
terns .2.75 

No. 2 Blizzard Mill Lan¬ 
terns .3.75 

FIRE DEPT. 

King Fire Dept. Tin, 

enamel finish .5.10 

Same, Nickel-plated on 

Tin.5.65 

Same, all Brass. 

Same, Nickel-plated on 

Brass .6.50 

WALL 

No. 15 Wall Lanterns. . .3.00 
No. 25 Wall Lanterns. . .3,15 
No. 30 Beacon Wall Lan¬ 
terns .3.15 


No. 60 Beacon Wall Lan¬ 
terns .9.00 

STREET AND HANGING 
Pioneer Street Lanterns, 

Tin .7.50 

Same, Brass Founts . . . .9.50 

Same, all Brass .12.50 

Pioneer Hanging Lan¬ 
terns, Tin .8.10 

Same, Brass Founts. . . .11.00 
PLATFORM 

Imperial Platform Lan¬ 
terns .13.00 

No. 1 Climax Platform 

Lanterns .5.50 

No. 2 Climax Platform 

Lanterns .5.65 

Nos. 1 and 2 Climax 

Nested .11.00 

UNCLASSIFIED 
Police Flash Lanterns. . .2.00 
Traffic Signal Lanterns. 4.35 
No. 12 Display Stand and 
Assortment .25.00 


LEAD—Bar, 20c lb.; Calking (100 lbs), 17c lb.; Pig (100 
lbs.), 16e lb.; Sheet (full), 26c lb.; Wool, 35c lb. 


LEVELS—No. 86, 12-inch, $8.86; 18-lnch, $4.00; 24-ineh, 
$4.76. No. 87, 12-ineh, $4.60; 18-inch, $6.26; 24-inch, 
$6.26. 

Marx Aluminum—12-inch, $8.76; 18-inch, $4.60; 24-inch, 
6.50; 28, $6.25. 

No. 05. 24-inch, $8.00; 26-inch, $8.25; 28-inch, $8.6$; 
80-inch, $9.00. No. 96, 24-inch, $10.00; 28-inch, $1$.6«; 
80-inch, $11.00. 

Special Noe—No. 0, $2.00: 15, 24 and 26-inch, $4.75: 15, 
28 and 80-inch, $5.00; 25, $5.5$. 84, $1.85; 4624, $5.2$; 

4424, $6.50; 45 H, $5.25; 90, $8.76; 98, $5.80; 108, $1.2$. 

LIFTERS—Hot Pan—25c each. 8 to re Dover, wire circular 
hanlde, 15c; straight wire handle, 10c. 

Transom, Coppered—Hx3-ln„ 45c each; Mx4, 50c.; 5-16 
x4, 80c; 5-16x5, 90c. 


LINES, CLOTHES—Cotton, Braided—40-foot, 20c each; 60- 
foot, 25c; 50-foot, 25c; 50-foot, 35c. 

Wire, Twisted—50-foot, 20 gauge, 45c each; 75-foot. 20 
gauge, 60c; 100-foot, 20 gague, 70c; 50-foot, 18 gauge, 70c; 
75-foot, 18 gauge, 80c; 100-foot, 18 gauge, 95c. 

Wire, Solid—100-foot, 10 gauge, 95c each. 


LOCKS—Rim—Steel, 76c set; Oast, 60c set. 


LUGGAGE CARRIERS—BOYCO—No. 4, 46 inch, open, $3.75; 
No. 40, 46-inch, with end. $4.25; No. 5, 66-inch, open, $4.65; 
No. 50, 65-inch, with end, $5.00. 

MANILA ROPE—8-16-inch to M-lnek, 50c per lb; %-lneh 
and larger, 45c. 

MATS, DOORr—Cocoa Fibre, Fine, 14x24, $2.00; 16x27, $2.50; 
18x80, $2.75. 

Cocoa Fibre, Medium—16x27, $8.25; 18x80, $4.25; 20x88, 
$5.00; 22x36, $6.25. 

Steel—15Hx28H, $8.00 each; 17Hx80, $4.00; 21)6x86, 

$ 6 . 00 . 

Steel Matting in Rolls—Per sq. ft., $1.20. 


MATTOCKS— 

Short Cutter, Standard, 5% lbs. 
Long Cutter, Standard, 6 lbs.. . 

Pick, Standard, 6 lb. 

Handled, DE8. 

Handled. O E 8)4. 

Handled 8 Q 8)4. 


Each. 
, 1.50 
. 1.65 
. 1.65 
1.00 
. 1.65 
, 1.25 


MAULS—Post—10-lb., $1.65 each; 18-lb., $2.25; 16-lb., $2.75; 
18-lb., $3.10; 20-lb. t $3.45. 

Ship or Top—85c lb. 

Wood Choppers'—Adze or Round Eje, 80c lb. 


MILLS—Cider— „ t M ^ 

Junior.42.00 8enior .65.00 

Medium.48.00 Foree Feed.80.00 


MOPS—Dish, Handled, No. 1, 10c each; 2, 10c; 4, 10c. 

O-Cedar, Handled—No. 4, small triangle, $1.50 each; No. 
3, large triangle, $2.00; No. 10B, polish, $1.75. 

Self-Wringing—No. 10, $1.10 each. 

MOP STI0K8—No. 2, 25c each; No. 7, 60c each; No. 13, 50c 
each; No. 70 or Janitor’s, $1.00 each. 


MOWERS—Lawn 

Great American— 


Common— 



14-ineh. 

.. $.50 


16-inch. 

.. 10.00 

24.00 

Pennsylvania— 


26.00 

14-inch. 

.. 22.00 

29.00 

16-inch. 

.. 25.00 

82.00 

17-inch. 

.. 86.00 


19-inch.. 

.. 40.00 

9.00 

21-inch. 

.. 44.00 


NAILS—New Base, $5.50. 

NETTING, POULTRY—Hexagon, Galvanised after Weaving— 
2-inch, 20-gauge—List roll, 12 in., $2.14; 18 in., $8.08; 
24 in., $8.92; 80 in., $4.68; 86 In., $5.85; 48 in., $7.18; 
60 in., $8.91; 72 in., $10.69. 

Sell Full Roll—12 in., $2.25; 18 in., $3.35; 24 in., $4.10; 
30 in., $4.90; 36 in., $5.65; 48 in., $7.50; 60 in., $9.35; 
72 in., $11.25. 

Sell Cut (lin. ft.)—12 in., l%c; 18 in., 2Hc; 24 in., 3%c; 
30 in., 4c; 36 in., 4Hc; 48 in., 6c; 60 in ; , 7Hc; 72 in., 9c. 

1)4-inch, 20-gauge—List Roll, 12 in.. $8.15; 18 In., $4.58; 
24 in., $5.78; 80 In., $6.90; 86 in., $7.88; 48 ln„ $10.50; 
60 in., $18.18; 72 in., $15.75. 

Sell Full Roll—12 m., $8.55; 18 In- $5.10; 24 in., $6.50; 
80 in., $7.75; 86 in^ $8.85; 48 in., $11.80; 60 in~ $14.75; 
72 in., $16.75. 

Sell Cut (lin. ft.)—12 in., 8e; 18 in.. 4)4e; 24 in„ 6c; 
30 in., 7c; 86 in., 8c; 48 in., 10 He; 60 in., 18c; 72 in., 16s. 

1-inch, 20-gangc—List Roll, 12 in., $4.95; 18 in., $7.12; 
24 in., $9.08; 80 in., $10.88; 86 in., $12.88; 48 in., $16.50; 
60 in., $20.64; 72 in., $24.75. 

Sell Full Roll—12 in„ $5.55; 18 in, $8.00; 24 in, $10.20; 
30 in, $12.20; 86 In., $18.90; 48 in, $18.65; 60 in, $28.25; 
72 in, $27.85. 

Sell Out (lin. ft.)—12 in, 6c; 18 in, 7c; 24 In, 9c; 80 in, 
11c; 86 in, 12c; 48 in, 16Hc; 60 in, 21c; 72 in, 25c. 

%-inch, 20-gsugc—List Roll, 12 in, $8.55, 18 in, 212.80; 
24 in, $15.68; 80 In., $18.71; 86 in, $21.88; 48 in, $28 
60 in., $35.68; 72 in, $42.76. 

Sell Full Roll—12 In, $9.60; 18 In, $18.85; 24 in, $17.65; 

80 in, $21.05; 36 in, $24.00; 48 f~ 1 -* *- 

72 in, $48.10. 


L.88; 48 in, $28.50; 
In, $18.81 

l in, $82.00 ; 60 in^ #40.10 i 

8ell Out (lin ft )—12 in, 8Hc; 18 in, 12H«; 24 in, 16e; 
80 in, 19c; 86 In, 21e; 48 in, 29e; 60 In, 86e; 72 in, 48e. 

NIPPERS, CUTTING— 

Krscuter's— 

5- inch . 1.85 

6- inch . 1.50 

7- inch . 1.85 

8- inch . 2.16 

Nettleton's— 

6-inch . 2.00 

8-inch . 2.40 

10-inch . 2.90 

12-inch . 3.10 

NIPPLES —See Pipe Fitting!— 

NUTS—Cold Punched U. 8. 8. Hexagon, Tapped—8ise M. 5 
for 5c; 5-16, 8 for 5e; H, 8 for 5c; 7-16, 2 for 5c; H. 2 fer 
5c; 9-16, each 5c; %, each 5c; % t 2 for 15e; % oa*l 10c; 
1 inch, each 15e. In quantity tell at cost, pins 50 per cent. 

Hot Pressed U. 8. 8. Square, Tapped—Sise H, tug. 
retail, 10 for 5c; 5-16, 6 for 5c; %, 5 for 5c; 7-16, 8 for 5c; 
H, 8 for 5c; %, 2 for 6o; %, each 5c; %, each 10c; 
1-m, 2 for 25e. In quantity sell at cost, pins 50 per cant. 

Wing, Tapped, U. S. S.—3-16, 25c doz.; 30c; 5-16, 
35c; %, 50c; 7-16, 60c; H, 85c; %, $1.75. 

OAKUM—Plumbers, 20c lb.; Navy, 80c lb.; Best Unspun, 

85c lb. 

OIL—3-in-l, 1-oz. bottle, 20c each; 8-oz., 35c; 8-oz., 65c; 2H- 
oz. can, 85c. Household Lubrioant, 4-os. can, 25e each; 8- 
os. can, 35c. 


14-inch . 3.75 

Utica— 

Compound, 5H-inch.. 2.66 
Compound, 7)4-inch.. 8.15 
Compound, 9-inch.... 8.75 
Utica— 

Common, 5-inch. 1.60 

Common, 6-inch.1.85 

Jeweler’s, 8H-ineh... 2.00 
Jeweler's, 4H*inch... 2.25 


OILERS— 

Oopperiled Steel— 


18 
14 . 
14B 
15A 
16 . 


.40 

.45 

.55 

.60 

.65 


Felloe 


Cannon Pump—Brass- 

11 .2.75 

12 .8.00 

18.8.50 

Cannon Pump—Tin— 

1 ..1.75 

2 .2.00 

2H .2.25 

OPENERS (Can)— 

No. Each. 

4 10 

16 15 

100 30 


8 

4 . 

5 . 

6 . 

Zinc, Chase’i 

00 . 

0 . 

1 . 

2 . 

3 . 

4 . 

5 . 

6 . 

No. 

140 . 

840 . 


2.25 

1.75 

1.85 

2.00 

2.15 


.16 

.16 

.20 

.25 

.80 

J5 

.45 

.60 


.15 

.30 
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HARD WAfc£ WORLD 

RETAIL SELLING PRICES—Continued, 


FENS, PORTABLE— 

-Boas— 



No. 

Each. 

No. 

Each. 

012... 

.. 5.25 

550 . 

. 5.50 

065 . 

.. 5.75 

700 . 

. 5.50 

0900 . 

!! 5.25 

750 . 

. 6.50 

460 . 

.. 6.50 

755 . 


Perfection— 


Ill . 


121 G . 

.. 6.25 

118 . 


122 G . 

. . 7.50 

120 . 


Pinney A Boyle— 


213 . 


11 . 

. . 8.00 

220 . 


18 . 

. . 8.75 

313 . 



PACKING—Sheet Rubber—Standard I. C. # 35c lb.; Rainbow, 
90c. 

Italian Hemp—Common, 75c lb. 

Square Flax, braided, $1.50. 

Piston Spiral—Steam, high pressure, $2.50; steam or 
water, low pressure, $1. 

PADS—Sweat—No. 63 N12, Red Edge, 24-in., $1.00; No. 146 
A 12, Blue and White Striped, $1.50. 


No. 

gSR . 

Each. 

.. .85 

No. 

1903 .. 

Each. 

.60 

2802 % . 

.. .45 

9902 . 

.85 

2822% 

. . .65 

9902 N 0. 

..75 

2869 . 

. . 1.25 

21090 . 


2879 . 

. . 2.10 

Yale— 


2880 .. 

. . 2.85 

223 . 

. 1.00 

2«ftl ... 

. . 8.00 

225 . 

. 1.40 

2883 . 

.. 4.60 

453 J . 

.45 

Miller— 


453 X . 

.45 

1 . 

.. 1.85 

563 . 


01« . ... 

. . .85 

565 . 

.2.25 

18 . . . . 

. . .40 

585 . 

. 2.50 

18 D. 

. . .40 

685 . 

.2.25 

19 

. . .40 

645 J . 


21 . 

. . .60 

808 . 

.2.50 

75 . 

. .55 

805 . 


76 ■ 

. .85 

805% . 

. 8.00 

78 . . „ 

. . 1.00 

813 . 

.2.75 

96 . 

. . .55 

815 . 

. 2.50 

960 . . 

. . .75 

823 . 


121 . 

. . .65 

883 . 

. 8.50 

5441 . 

. . 1.15 

843 . 

.4.00 

Slaymaker— 

1902 . 

.. .75 

853 . 

8454 . 

. 4.50 

. 3.50 


PAINT SUNDRIES— 

Alcohol— (Denatured)— 

1 gallon.. 2.00 

5 gallon. 1.70 


Pwd., leas than 100 
lbs., lb.14 

Benzine— 

New cane, caad., gal. .60 
Old cane, uncsd, gal. .40 

Coal Tar— 

5-gal.. .Cal. .40 

1-gal.0*1. 55 


Lard, No. 1.1.80 

Lin-O-Oil.90 

Neatefoot No. 1... 2.40 


Paint, Dry Colors— 

Umber ..12 

Chrome Green, Med .20 

Graphite .06 

Princess Metallic.. .06 

Sienna.11 

Venetian Red.08 

Tallow Ochre.05 

Painters' Petroleum— 
I-Gal.Gal. .40 


Creosote— 

Gal. 70 

Distillate- 

Light, gal.40 

Glue— 

No. 2 Gelatine.50 

Chicago White ... .50 

Kalsomine, White— 

Bbls„ 280 lbs.08 

Kegs, 100 lbs.08% 

4 25-lb. pkgs., bulk .09 

25 lbs., bulk.09 

Less 25 lbs.09% 

100 lbs. 6-lb. pkgs. .09 
Less 100 lbs. pkgs. .09% 

Lamp Blaok—Bear Brand— 
1-8, lb. pkg.45 

%-b ..80 

%-S.20 

Linseed Oil, Boiled— 

5's .Gal. 1.16 

l's .Gal. 1.45 

%’s .%-Gal. .85 

h :!? 

Raw Linseed Oil, 2c less 
than price of boiled. Paint¬ 
ing contractors' price on 
Linseed Oil, 6c above cost, 
according to quantity. 

Oil— Gal. 

Floor .*.. .75 

Gloss . 1.50 


'aints. Ready Mixed—1st 
grade, white — 

Gals.Gal. 4.40 

% -gals.% -Gal. 2.80 

Quarts .Qt. 1.25 

Pints.Pt. .70 

%-pints_%-Pt. .40 


1st Grade, Colors— 

Gals.Gal. 4.25 

% -gals. ...%-Gal. 2.25 

Quarts .Qt. 1.20 

Fints .Pt. .65 

%-pints_%-Pt. .85 

2d Grade, White or 

Colors— 

Gals. .Gal. 2.90 

%-gals. ...%-Gal. 1.60 
Quarts .Qt. .95 

Inside Floor— 

Gals.Gal. 2.90 

%-gals. ...%-Gal. 1.60 
Quarts .Qt. .95 

Porch— 

Gals.Gal. 4.25 

%-gals. ...%-Gal. 2.25 

Quarts .Qt. 1.20 

Plaster Paris— 

Less sack, lb...08 

Putty, Bladder- 

Less than 100 lbs. .07% 
Putty, Bulk— Lb. 

l-Io. cans.15 


2-lb. Cons.12% 100 Ibs^ 5-Ib. pkgs. .09% 

8-lb. Cans.. .09% Less 100 lbs. 5-lb. 

6-lb. Cans.09 pkgs... .10 

10-lb. Cans.08% « * 

25-lb. Cans.08 Turpentine— 

85 lb. Cans.06% 5's .Gal. 1.17 

Rosin— 1,1 .Gal. 1.80 

Lb..14 .%-Gal. .80 

Tints, Kalsomine— &’! .J* 

Barrels, 280 lbs... .09 * B . 

Kegs. 100 lbs.09% Painting contractors* price 

100-lb. bulk.10 on turpentine: 5 gals, or 

25-lb. bulk.10 more, 2c above cost; less 5 

Less 25 lbs.10% gals., 5c above cost. 

PANS—Acme Frying— 

No. 00, each.....20 No. 4, each.55 

No. 0, each.85 No. 5, each.60 

No. 1, each.40 No. 6, each.80 

No. 2, each.45 No. 7, each.90 

No. 8, each.60 

PAPER—ASBESTOS—1-16 and under, full roll, per lb., 25c; 
cut, per lb., 25c; over 1-16, full roll, per lb., 25c; cut, per 
lb., 25c; Asbestos Millboard, 80c per lb. 


BUILDING— 

P*B 

Imitation Pi 

No. 

1-500. 


3.75 

No. 

1-1000. 


7.25 

No. 

2-500. 


5.25 

No. 

2-1000. 


9.75 

No. 

3-600. 


7.85 

No. 

3-1000. 


14.75 


Red Resin—17-lb., $1.30; 20-lb., $1.50; 25-lb., $1.60; 
80-lb., $2.25. 

Black Glased—No. 1, 500 sq. ft. roll, $1.75; I960 sq. ft. roll 
$8.00; No. 2, 500 sq. ft. roll, $2.60; 1000 sq. ft. roll, $4.50; 
No. 8, 500 sq. ft. roll, $8.25; 1000 sq. ft. roll, $6.00 
FELT—Asphalt saturated, per roll, $8.25; Deadening, per 
lb. .08 

INSULATING—No. 8, per roll, $2.25; No. 10, per roll, $8.50. 


ROOFING— 8 ply 

Standard or Cronolite— Maltnoi 

1 ply square.8.00 Roof 

2 ply square.8.60 Pr 

8 ply square. 4.00 Bbls.. ] 

Malthoid or Rubberoid 5 Gal., 

Roofing— 1 Gal., 

1 ply .4.00 Pint . 

2 ply .5.00 

SAND AND EMERY—Per quire of sheeti 


8 ply.6.00 

Malthoid Junior.4.25 

Roofing Cement— 
Preservative 

Bbls.. per gaL. .$0 

5 Gai, per gal.1.25 

1 Gal., per gaL.L85 


2.40 


0 

% 

1 

1% 

2 

2% 

3 

.60 

Carborundnm 

. .80 

.95 

1.10 

1.30 

1.50 

1.76 

## , , 

.85 

B. A A. 

. .45 

.50 

.55 

.60 

.75 

.85 

.95 


Aztec . 

. .40 

.45 

.50 

.60 

.70 

.75 

.90 


Aloxite . 

. .80 

.85 

.90 

1.00 

1.10 

1.20 

1.45 


SHEATHING—Red or gray 20-lb., $1.50 per roll; 26-lb., $1.75; 

80-lb., $2.00. 

PEA VIES— 

Socket. Socket. 

Maple. Hickory. Maple. Hickory. 

2%x4 . 4.85 5.26 2%x4% .... 6.25 5.75 

2%x4% .... 4.50 6.50 5 . 6.86 6.00 

2%x4% _ 4.65 5.75 9x5 . 6.00 6.75 

2%x5 . 4.85 5.85 

PERCOLATORS, COFFEE—Universal— 

46 5.50 74 6.75 

48 6.00 76 7.00 


Socket. 
Maple. Hieko 
, 6.26 5.1 

, 6.86 6.Q 


Percolator Tops, 15c each. 

PICKS—Railroad. 5-lb., $1.25 each; 6-lb., $1.85; 7-lb., $1.50; 
8-lb., $1.75; 9-lb., $2.00. 

Drifting—No 1, $1.10 each; 2, $1.25; 8, $1.85; 4, $1.60. 
PINS—Clothe*—0—Common, 10c dos.; US—Spring, 20c; H— 
Hoyt’s Spring, 15c. 


%-inch... 
%-inch. .. 
%*ineh... 
%-inch. .. 
%-inch... 
1 -inch. . . 
1 % -inch... 

1 %-inch... 

2 -inch. . . 
2%-inch. .. 
8 -inch... 
8 %-inch... 
4 -inch... 


Standard Blaok Galvanised 
Cut Full Out Full 
Length Length Length Length 
PrTFt. Pr.100 Pr.Ft. Pr. 100 


. 11 % 11.20 

.18 16.50 

.28% 22.80 
.28 26.65 


1.17 112.80 
1.89 182.85 


(tatting and 
Threading 
Outa Threads 
Rack Each 
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HARD WARM WORLD 


m 


RETAIL SELLING PRICES—Continued. 


PIPE—Gas and Water—Black—H-inch, 6c foot; H-inch, 
6 He; %-inch, 6Hc; H-inch, 8c; %-inch, 10 He; 1-inch, 
16c; 1 H-inch, 21c; 1 H-inch, 25c; 2-inch, 33c. 

Galvanized—H*inch, 8Hc per ft.; H-inch, 9Hc; %-inch, 
9He; H*inch, 10c; %-inch, 12He; 1-inch, 19o; 1 H-inch, 
25c; 1 H-inch, 80c; 2-inch, 41c. 

PIPE, STOVE-—Nested, Pull Joints—8-inch, 25c joint; 4-inch, 
25c; 5-inch, 30c; 6-inch, 35c; 7-inch, 40c. 

4-inch, Japan, 45c* 3-inch, Galvanized, 35c; 4-inch, Gal¬ 
vanised, 40c; 5-inch, Galvanized, 50c; 6-inch, Galvanized, 60c. 

Half Joints—5-inoh, 20e joint; 6-inch, 25e. 

Taper Joints—6-inch to 5-inch, 50c joint; 7-inch to 6-inch, 
50c. 

PIP* FITTINGS—Pries each—Blade. 


H 

H 

H 

H 

% 

1 

1H 

1H 2 

Bushings. 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

Caps .10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

.30 

Couplings .. . .10 

.10 

.10 

.10 

.15 

.20 

.25 

.30 

.40 

Crosses . 

.10 

.10 

.15 

.20 

.35 

.35 

.45 

.70 

Elbows, 90 dg. .10 

.10 

.10 

.10 

.10 

.15 

.20 

.25 

.35 

Elbows, 45 dg. .. . 

.10 

.10 

.10 

.10 

.15 

.30 

.35 

.45 

Elbows, red. 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

.45 

Elbows, 8. 0. 


.10 

.15 

.20 

.30 

.40 

.50 

.90 

Elbows, Street .15 

.io 

.10 

.10 

.15 

.15 

.20 

.25 

.45 

Floor Flanges. ... 

.20 

.20 

.25 

.25 

.30 

.35 

.45 

.65 

Lock Nuts. . .10 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

Plugs _... .10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

♦Reducers. 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

.35 

Ret. Bends, Cl. .. . 


.15 

.15 

.20 

.35 

.45 

.55 

.80 

Tees .15 

.io 

.10 

.10 

.10 

.15 

.20 

.30 

.50 

Tees, 4-way . ... 


.10 

.15 

.20 

.30 

.50 

.70 

1.15 

♦Tees, Red.. 

.is 

.15 

.15 

.20 

.35 

.35 

.45 

.75 

Unions.15 

.15 

.20 

.20 

.25 

.30 

.40 

.50 

.65 

Galvanized— 









Bushings . 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

.30 

Caps .10 

.10 

.10 

.10 

.10 

.15 

.25 

.30 

.45 

Couplings ... .10 

.10 

.10 

.15 

.20 

.25 

.35 

.45 

.55 

Crosses . 

.15 

.15 

.25 

.35 

.50 

.60 

.80 

1.25 

Elbows, 90 dg. .15 

.10 

.10 

.10 

.15 

.20 

.30 

.35 

.60 

Elbows, 45 dg. .. . 

.10 

.10 

.10 

.15 

.25 

.45 

.50 

.70 

Elbows, Red. 

.10 

.10 

.15 

.20 

.25 

.35 

.45 

.80 

Elbows, S. O. 


.10 

.15 

.25 

.40 

.60 

.75 

1.30 

Elbows, Street .20 

.io 

.10 

.15 

.20 

.25 

.35 

.40 

.80 

Floor Flanges. .. . 

.40 

.45 

.50 

.55 

.60 

.75 

.90 

1.30 

Ix>ck Nuts . .. .10 

.10 

.10 

.10 

.10 

.15 

.20 

.20 

.30 

Plugs .10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

♦Reducers. 

.10 

.10 

.10 

.15 

.20 

.25 

.30 

.50 

Ret. Bends 01. ... 


.20 

.25 

.30 

.50 

.75 

.90 

1.45 

Tees.15 

!io 

.15 

.15 

.15 

.20 

.35 

.50 

.85 

Tees, 4-way . ... 


.15 

.20 

.25 

.45 

.70 

1.00 

1.70 

♦Tees, Red. 

.20 

.20 

.25 

.30 

.45 

.55 

.70 

1.20 

Unions.25 

.25 

.25 

.30 

.35 

.45 

.60 

.75 

.95 

IPPLE8—Black- 









Close .10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

Long .10 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.15 

4-inch Long. . .10 

.10 

.10 

.10 

.10 

.15 

.15 

.15 

.20 

5-inch Long. . .10 

.10 

.10 

.10 

.10 

.15 

.20 

.20 

.25 

6-inch Long.. .10 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

.30 

Galvanized— 









Close ..10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

.25 

Long .10 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

4-inch Long. . .15 

.15 

.15 

.15 

.10 

.15 

.20 

.25 

.30 

5-inch Long. . .15 

.15 

.15 

.15 

.15 

.20 

.25 

.30 

.35 

6-inch Long. . .15 

.15 

.15 

.15 

.15 

.25 

.30 

.35 

.40 

Bushings . 


. .25 


.30 


.40 


.50 

Caps . 


. .45 


.65 


.80 


1.05 

Couplings . 


. .55 


.80 


1.10 


1.35 

Crosses . 


.1.30 


2.15 


2.35 


4.10 

Elbows, 90 degree . 


. .70 


1.10 


1.45 


2.30 

Elbows, 45 degree . 


. .75 


1.05 


1.45 


2.10 

Plugs . 


. .20 


.25 


.40 


.45 

♦Reducers . 


. .60 


.85 


1.15 


1.45 

Tees . 


. .85 


1.30 


1.75 


2.75 

Unions . 


.1.30 


1.80 


3.10 


3.75 

8-inch long. 


. .75 


.95 


1.20 


1.35 

TPPLES— 









Close . 


. .30 


.35 


.50 


.60 

5-inch long. 


. .40 


.50 


.80 


.95 

6-inch long. 


. .50 


.60 


.80 


.95 

10-inch long. 


. .95 


1.20 


1.35 


1.60 


♦Reducers and Reducing Tees 1-inch and larger reducing 
to H*inch and smaller advance 50 per cent over prices shown. 

PIPE HTTONG8 (STOVE)—Gaps, No. 0 15, 60e each; 0-16, 
60c each. 

Damper*—No. 8, 4, SOe each; 5, 8, 25c; 7, 40e. 

Elbows—No. 8 Oorg., 25e each; 4, 80c: 5, 85c; 6. 40o; 

7, 45c. No. 8 AdJ. 4 Pc., 85c; 4, 40c, 5, 40c; 6. 46c. 8- 

inch AdJ. Gidv., 40c; 4-inch, 45c; 5-inch, 50e; 6-inch, 55c. 
No. 8 Cor§. Jap., 40e; 4, 45c. 

In lota of 12 dozen, 5 per oent dlaeonnt from above. 

Fine Stops, Noa. 1 and 86, 20c each; 8, 20e each; 80, 20o 

8, 8H (in kegs), 85c lb.; 4, 5, 85c: 6. 7, 8. 25o; 10. 85c. 

Roof Plates and Saddles, Noa. 15, 16 (Side), 90c each; 50. 
60 (Ridge), 75c each. 

PISTOLS—Automatic—Colts* .25 Oal., $20.50 each; 25 Cal. 
nickel, $27.00; .32 Cal. $25.00; .38 Cal., pocket, $45.00; 
.45 Cal., military, $42.00. 

Smith A Wesson—.85 Oal., $81.50; Savage, .82 
$27.00; .880, $28.00. 


PITCH—Navy Caulking—5-lb. can, 75c: 10-lb., $1.25; 25-lb., 
$2.50; 50-lb., $4.60; %-bbl.. $9.00; bbL, $18,50. 

PLANES—Block-Bailey— No. 9H, $8.15 each; 15, $3.00; 16. 
$3.25; 17, $3.90; 18, $3.75; 19, $4.00. 

Block-Stanley—No. 60, $3.60 each; 60 H, $3.15; 61, 

$3.00; 65, $4.00; 101, $2.50; 102, $1.00; 103, $1.65; 110, 
$1.65; 120, $2.10; 180, $2.25; 131, $3.50; 203, $1.85; 220, 
$2.25. 

Iron, Bailey—No. 2, $4.85 each; 8, $5.25; 4, $5.75; 4H, 
6.50; 5, $6.50; 5H, $7.50; 6, $8.50; 7, $9.75; 8. $11.50; 
80, $5.50; 4C, $6.00; 4H0, $7.00; 6C, $7.00; 5HC, 8.00; 
60, $9.00; 70, $10.50; 80, $12.00. 

Iron, Stanley—No. 603, $6.35 each; 604, $6.85; 605, 
$6.95; 606, $10.00; 607, $11.50: 608, $18.50; 6040, $7.25; 
605C, $8.25; 6060, $10.50: 607C, $12.25; 608C. $14.50. 

All Wood—Plain, No. 8W, 82.50 each: 15W, $2.75; 21W, 
$5.60; 27W, $4.85. Rases, No. 6W, $4.65; 17W, $8.26; 
28W, $5.15; 29W, $5.50. 

Wood Bottom, Bailey— No. 22, $4.00 each; 24, $4.25; 26, 
$4.50; 27, $5.00; 28, $5.50: 29, $5.20; 80, $5.50; 81, $6.00; 
82, $6.50; 85, $5.50; 86 , $6.00. 

Rabbet—No. 10, $9.00 each; 10H, $7.60; 75, $1.00; 78, 
$4.50; 90, $5.25; 92, $5.00; 98, $2.50; 99, $2.50; 140, 
$4.00; 190, $3.85; 191, $3.65; 192, $8.50. 

PLATES—GA8, HOT^No. 601, $4.50 each; 502, $7.15; 608, 
$10.75; 702, $10.00; 708, $14.50; 722, $11.00; 723, $15.75; 
1001, $3.00; 1002, $4.75. 

PLIER8—Klein’s No. 201—6-inch, $8.90 each; 7-inch, $4.50; 
8-inch, $4.75; 9-inch, $6.00. Bernard’s No. 102—4H-inch, 
$1.85; 5 H-inch, $2.25; 6H-inch, $2.75; 8-inch, $8.75. 

PLUGS—8park—$1.00 each. 

PLUMBS AND LEVEL8—Metallic, Stanley—No. 86, 6-inch, 
$2.25 each; 9-inch, $2.75; 12-inch, $3.25; 18-inch, $3.75; 
24-inch, $4.75. No. 87, 12-inch, $4.50; 18-inch, $5.25 • 24- 
inch, $6.25. 37G, 12-inch, $4.25; 18-inch. $6.25. 84V, 4* 

inch, $1.80; 6-inch, $2.25; 8-inch, $3.00; 10-inch, $3.35. 

Wood, 8tanley or Disston—No. 00, 1.75; 0, $2.00; 2, 
$2.65; 3, $3.50; 13, $4.25; 25. $5.25; 30, $4.00; 85, 

$3.75; 45H, $5.75; 90, $5.00; 93, $5.50* 95, $8.75* 98, 
$4.50; 101, $3.25; 102, $1.00; 104, $1.25; 012, $2.25; 
6018, $3.00; 6024, $8.50; 6512, $2.25; 6618, $2.85; 6524, 
$3.25. 

Pocket, Stanley—No. 31, 2H-inch, 55c each; 8-ineh, 65c; 
8 H inch, 75c. No. 41, 20c. No. 44, 50c. No. 600, $2.25. 

Extra Level Glasses—No. 1, 1H to 2-inch, 15c each; 2H* 
inch, 15c; 3 H-inch, 20c. No. 361, 40c. No. 862, 75c. No. 
371, $1.65. 

$2.65; 3, $3.35; 18, $4.10; 15, $4.50; 80 $4.00; 85, 

$3.25; 45H, $5.75; 90, $5.00; 93, $5.50; 95, $8.75; 98, 

POKERS, STOVE— 

No. 120, Straight, 20-tneh, 15e each; 126, Straight, 26-Inch 
20o; 200, Bent, 20-inch, 16c; 250, Bent, 26-inch, 20e. 

POINT8 AND CHUCKS— 

For 80 and 81.9 .76 

Por 85.56 

Nos. 11 and 15, 2-in.. .66 

8-ineh .60 

4-inch .65 

6-lnch .76 

6-inch .85 

POLISH (AUTO)—Durolac, 1 pt., 66c; 1 qi, $1.00. 

POLI8H (FURNITURE)—Durolac, 1 pi.. 60o; 1 it. $1.00. 
Oaloi, H pt. 80c each; 1 pink 45c; 1 quart, 65a; 14 galWn, 
$1.15; 1 gallon, $2.00; 5 gallons, $7.50. 

Liquid Veneer, 4 ounce, 80c each; 12 onnea, 60c; 1 quart, 
$1.25. 

O-Cedar— 4 ounce, 80e each; 12 ounce, 60s; quart, $1.28; 
H gallon, $2.00; gallon, $8.00. , M 

Johnson’s Prepared Wax, 5 ounes, 45e sach ; 1 pound, 85c; 
2 pounds, $1.70; 5 pounds, $8.00. 

METAL—NonOlio, H pint, 50c each; 1 pint, 75a; 1 quart, 
$1.25. 

8 HOE—Shuwhite, 16c each; Midnight OiL 25c; Boyal, 15c; 
Jet-Oil, 15c; 4 0 8 Shoe Satin, lOe; 9 08 Shoa SaUn, 15c; 
1 C Setinola, 10c; 2 0 Satiaols, 15c; 5 P 8 Shoe Satin, 10c; 
10 P 8 Shoe 8atln, 15e; 5 P Satinola, 10a; 10 P, Batlnela. 
15c. 

STOVE —Liquid, No. 6 Black Silk, 20c aaeh; 8, Black Silk, 
25c; 2, Black Eagle. 25c; 10 E, Enameline, 15c. 

Paste. No. 5, Black Silk, 15c each; 10, Black Silk, 25c; 
20 , Black Silk, $1.75; 01, Black Eagle. *5c; 95 Blaok Eagle, 
$2.00; 4 E, Enameline, 15c; 6 E, Enameline, 15c; 76 Black 
Jack. 25c; 1, Rising Sun, 10c. 

POTS—Fire. 

Gasoline, OAL. 

21 17.40 

71 .22.50 

72 .19.75 

5 20.35 

1 .22.80 

Watering Galvanised 

4 Quart . 1.00 

6 Quart. 1.25 

Digitized by 



.65 

10-ineh . 

.1.16 

JC®. 75. 

.8.95 

Mo. 60. 

.1.00 

Mo. 88. 

.86 

No. 81. 



8 Quart . l.dO 

10 Quart. 1-60 

12 Quart. 1.85 

16 Quart.2.25 

Tin 

4 Quart...65 

6 Quart.. 1.00 

8 Quart.1.26 

10 Quart. 1.60 


:oogl< 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


PULL KBS—Nall—Six, $2.00 mth: Rex, Jr., $1.66; Sid Devil, 
$2.60; Morrill*i, $2.26; Little Gloat, $2.75. 

PULLEYS—Brass Screw, No. 850, ft inch, 20e each; %, 26o; 
%. 25c; 1, 80«; 1ft, 40e; lft, «5c. No. 870, ft inch. 40c 
each, 1, 60c. 

Brut Side—No. 1160, ft iach, 25c uch; ft, 80e. No. 
1170, ft inch, 40e etch; ft. 45e. 

Brut Upright—No. 500, 85c etch. 

Clothe* Lino-—No. 610, 2 inch, 20c otch; 2ft, 25c. No. 
660, 20c; 670, 20c; 1610, 2 inch, 25c; 2ft, 85c; 1660, 26c; 
1670, 80c; 6850G, 85c; 6500G, 55c. 

Hay Fork, No. 1267, 60c each; 692, 60c; 796, 75o; 46, $1; 
1661, $1.75. 

PULLEYS—Frame—No. 4, Ottumwa, por do*., 90o; No. 5, 
$1,00; No. 9, 96c; No. 105, 90c; No. 109, 90c. 

PUMP8—P. 8.—1, $5.00; 2, $6.40; 8, $6.10; 4, $7.00. 

PUTTY—Por lb, 15c. 

RAKE8—GARDEN—Malleable. 12-tooth, 70o each; 14-tooth, 
80c. Steel Straight, 12-tooth, $1.10; 14-tooth, $1.26. Steel 
Row, 11 and 12-tooth, $1.35; 18 tad 14-tooth, $1.45; 15 
tad 16-tooth, $1.60. Lawn, 85c. 

RA8P8—Plain Hone Racpc—14-in., ueh $1.00; 16-in., $1.25; 
18-in., $1.60. 

Flanged Hone Batpc—14-in., each $1.25; 16-in., $1.50; 
18-la.. $2.00. 

Half Round Cabinet—10-in., each $1.26; 12-in., $1.50; 
14-in, $2.00; 16-ia., $2.50; 18-in., $8.00. 

Half Round Wood—10-in., uoh $1.00; 12-tm* $1.25; 
14-in., $1.65; 16-ia., $2.25; 18-in„ 82.90. 

Flat Wood—10-ln., each 95e; UhL, $1.26; 14-ia., $1.60; 
16-im, $2.00; 18-ia., $2.60. 

RAZORS (SAFETY)— Ereready 
No. No. 

700, each . 1.00 706 B, Bladet, Pkg.40 

2, each .8.00 

Gem 

800, each. 1.00 800 B, Bladet, Pkg.,.. .50 

Endert 

$00, oach . 1.00 900 B, Bladet, Pkg.86 

Durham Domino 

1000, each . 1.00 1000 B, Bladet, Pkg... .50 

Gillette 

00, each. 7.50 480, each.5.09 

460, caoh. 5.00 500, each.6.00 

460 B, ueh. 6.00 500 B, each.6.00 

470, each.. 5.00 601, each.5.00 

601 B. ueh. 6.00 6 X B, Blade# pkg. AO 

12 X B, Bladet, pkg LOO 

Auto8trop 

1, aet. 5.00 2541, ut.6.00 

15, act. 6.00 600 B, Bladet, pkg... LOO 

25, ut. 6.60 600ft B Bladet, pkg.. AO 

251, aet .5.00 

REELS—Hose—No. 1 Wire, $1.65 each; No. 1, Wood, $3.25. 

REVOLVERS— 

Colts, Model Each 

Pocket Positive.80.00 

Police Positive Special 32.50 
Police Positive Target 85.25 

Army Special.84.00 

New Service. 88.00 

Single Action .86.75 

Harrington A Blehardaoa 

208, 228 .11.50 

208 B, 228 B.12.00 

204, 224 .12.00 

204 B, 224 B.12.60 

268, 278 .12.50 

268 B, 278 B.12.75 

264, 274 .12.75 

264 B, 274 B.18.00 

Ivor Johnson— 

800, 808, 828.16.60 

800 B, 808 B.16.75 

804 .16.75 

RIFLES—No. and Model— 


Daisy Air- 
25 . 

Each 

_6.25 

40 ... 

.... 5.25 

8 . 

.... 8.00 

80 . 

.... 3.85 

11 . 

.... 2.86 

12 . 

.... 8.00 

King Air— 

4 . 

.... 2.95 

5 . 

.... 8.15 

21 . 

.... 2.00 

22 .. 

.... 2.85 

804 B . 

828 B . 

.17.00 

824 . 



1899 TD. Feath'wt ..65.60 

189 SF .48.00 

1904 TD, Single shot. 9.75 
1914 TD, Hammerleu 28.50 
Stevens— 


Little Scout . 

.. 7.50 

Crack 8hot . 

.. 9.50 

Marksman. 

. .11.00 

Favorite . 

. .18.00 

70 TD, .22 .. 

. .19.00 

1919, A2 ......... 

. .26.75 


Winchester— 

1886 SF—Round Brl. 49.00 
TD—Round Brl. 64.80 
1890 TD—Oct. Fancy 67.50 
TD—Oct. Plain. 31.50 


1892 SF—Round BrL 87.50 
SF—Oct. Brl. ..89.40 
TD—Oct. Brl...45.75 
SW—Carbine . .88.55 

1894 SF—Round Brl. 40.85 
SF—Oct. Brl... 42.60 
SF—Carbine .. 86.86 
TD—Oct. BrL ..54.50 

1895 SF .58.15 

1895—Govt. Model.. .58.15 

1895 TD.67.10 

1902 TD—22.10.50 

1908 TD—Plain.44.80 

1908 TD—Fancy ... .69.00 
1904 TD .22 .12.60 

1906 TD.28.55 

1907 TD ..61.50 


RIVETS—81otted Clinch, Coppered 8tul—No. 9, 15e box; 98 
10c box. 

-With 


Size. 

ft Lbs. 

Lbs. 

Size. 

ft Lbs. 

Lbs. 

7—St’r Lgths 

.35 

.60 

7—Asst. . 

. . .85 

.65 

8 

.35 

.60 

8 

. . .35 

.65 

9 

.35 

.65 

9 

. . .85 

.70 

10 

.35 

.65 

10 “ . 

. . .35 

.70 

12 

.40 

.70 

12 

. . .40 

.75 


Copper Iron, with Burrs—08 Asst., 20c, ft-lb. box; 010, 25c. 

RIVETS—Tinners—Black, all sizes (in kegs), 20c lb. Tinned, 

3, 8ft (in kegs), 30c lb.; 4, 5, 30c; 6, 7, 8, 25c; 10, 25c. 

RODS. CURTAIN—No. 2, ft-in., Steel, Brass Covered, 15c ft.; 
3. ft-inch. Steel. Brass Plated, 10c; 30, 1-in., Wood, Bras# 
Covered, 30c; 1ft-in.. Wood, Brass Covered, 35c. 

ROOFING—(See Paper). 

ROPE—Cotton, Thread—3-16, 70c; ft to 5-16, 65c lb.; ft to 
ft, 70c; % to 1, 75c. 

Manila—Base, 24c lb. 

Sisal—Base, 25c lb. 

RULES, Boxwood—Lufkin-Stanley—No. 171(86), 60c each; 
872 (86ft), 85c; 878 (8), $1.50; 886 (82), 90e; 888 
(82ft), $1.80; 488 (57), 80c; 651 (68), 85e; 702 (18). 
55c; 751 (61), 40c; 752 (70), 50e; 761 (68), 60e; 761B 
(7), $1.40; 771 (84), 85c; 780 (62ft). $1.00; 781 (62), 
$1.00; 861A (58ft), $1.00; 8620 (88fti $1A0; 871 (62), 
95e; 881 (54), $1.15; 981 (60), $1.40; 8851 (66ft). 80c; 
8851Y (66), 80c; 8661 (66ft), 90c; 8881 (66%), $2.00. 

Rules, 8teel—No. 17, Blacksmiths, $1.00 each; 041, 
Pocket, 25c; 1131. 1141, Zig-Zag, 25c; 1182, 1142, Zig-Zag. 
$1.35; 1143, Zig-Zag, $2.00. 

RULES, ZIG-ZAG—Lufkin, Stanley—No. 804F, 40c each; No. 
806P, 60c; 8513 (03), 30c; 8514 (04), 40c; 8515 (05), 50c; 
8516 (06), 65c; 8518 (08), 80c; 8523 (403P), 80c; 8524 
(404F), 40c; 8525 (405F), 50c; 8526 (406P), 65c; 8613 
(103), 35c; 8614 (104), 45c; 8615 (105), 55c; 8616 (106), 
65c; 8624 (854F), 45c; 8626 (856F), 65c. 

SAWS—One Man—Cross 


824 B .17.25 

848, 852 .17.75 

848 B, 858 B.18.00 

844, 854 .18.00 

844 B, 854 B.18.50 

864 B.19.25 

866 B.19.50 

Smith A Weuon— 

1905 Military, Polieo..84.50 
Regulation Police .... 82.50 
1908 Hand Ejector... 80.50 
88 8. A W. Perfected 80.50 

1908 Military.85.00 

1911 Target.86.00 

New Departure 88.... 80.50 

Marlin- 

20 TD—Octagon Brl.. 18 AO 
27 TD—Round Brl... 21.80 
TD—Octagon Barrel. 24.55 
29 TD—Round Brl.. 16.60 
1897 TD—Round Brl. 22.75 
TD—Octagon Barrel. 24.80 
Remington— 

4 TD—Octagon Brl.. .16.54 
6 TD—Round Brl.... 10.46 
8 A TD—Round Brl..78.27 
12 TD—Round Brl...28.48 
TD—Octagon Brl.... 81.95 
14 A TD—Standard. .58.86 

TD—Carbine .57.25 

16 A TD—Standard..44.61 
Savage — 

189P 250 800C , , . .60.00 


Dies ton 

8 ft.4.00 

8ft ft.4.60 

4 It.5.25 

4ft ft. 5.75 

5 ft.8.50 


Chinook 

5ft ft. -8.25 

6 ft.8.50 

6ft ft.9.25 

7 ft.10.50 

7ft ft,_11.50 


Royal 

Chinook 


a .o.ow i 71 u, . . . a m 

Simonds Falling same price u Royal Chinook Oroaa Out. 


12.50 
14.25 

15.50 
16.75 


20 

22 

24 

26 

28 

26 

28 

26 

28 

No. 

26 

28 


SAWS—Hand- 

12 Disatoa or 69 Atkina 

18 inch . 8.70 

20 Inch .4.00 

22 inch...4.35 

24 inch . 4.70 

26 inch .5.10 

28 inch . 5.50 

No. D8 Diuton or 51 Atkina 

18 inch .8.10 

20 Inch .8.50 

22 Inch . 8.65 

24 inch . 8.75 

26 inch . 8.95 

28 inch .4.45 

No. 7 Dlaaton 

18 Inch .2.65 

Simonda Hand and Oroaa-cut Sw 
SAWS—Miscellaneous— 

Back 8aws 

12 inch . 3.00 

14 inch . 3.25 

16 inch . 3.50 

22-inch . 4.00 

24-inch .4.25 

26-inch . 4.75 

28-inch . 5.50 

Bntcher No. 10 

16-inch . 1.90 

18-inch . 2.00 

20-inch . ,.. . 2.15 

22-inch . 

Digitized by 


inch.2.85 

inch. 8.10 

inch. 8.40 

inch. 8.60 

inch. 4.00 

No. 120 Diaatom 

inch. 6.20 

inch. 6.60 

No. 112 Diaatom 

inch. 5.25 

inch.. 5.60 

D 100 or No. D 20 
Diaatom 

inch. 4.85 

inch . 4.85 

ra—Priou om Application 


Gothic 


Oompau No. 2 

12-ineh . .85 

14-inch . 90 

16-inch.96 

Kitchen No. 7 

12-inch .55 

14-inch .65 

16-inch .75 

Mitro 

24-inch . 5.26 

26-inch . 6.76 

28-inch .. 6.50 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


8AW8—MISCELLANEOUS—Continued— 


Hat, Ooaplito 

No. S.. 2.50 

Pruning 

No. 50 California, 12 in. 1J5 


No. 50 California, 14 in. 1.40 
No. 51 Californio, 12-in. 1.80 
No* 51 California, 14-in. 1.00 
Disston, No. 9 ( 14-inch. 8.00 
Disston, No. 10, 14-ineh 2.26 


Buck— 

Com Sol Braco V tooth. 1.75 

Com DdI Brace Tattle tooth.. 2.50 

Cofn Dbl Brace V tooth. 2.75 

No. 150 8pecial... 1.95 


SAW CLAMPS—No. 8, $2.50; 0, $1.35. Perfection, No. 1W, 
$2.50; No. 3W, $3.25; No. 2W, $3.50; No. 11, with Guide, 
$3.25; Bishop's No. 750, 85c; Stearns' No. 105, $2.75; No. 
200, $1.75; N33, $2.25; No. 3, Disston, $4.50. 


SAW SETS— 

201 G A P. 

1.50 

X CUT— 

Morrill No. 3. 

1.30 

Spec. Morrill . .. 

2.00 

Baker No. 3. 

2.35 

105 Morrill. 

.60 

Colonial . 

1.40 

1 Morrill. 

2.00 

7 Taintor . 

2.00 

10 . 

1.20 

28 Triumph . 

1.65 

77 .. 

1.00 


85 

SAW TOOLS— 

Lever . 

Morin No. 2. 

.25 

4.50 

dinner Outfit . 

.75 

Morin No. 2 % . 

5.50 

Morrill's Raker Gauge— 

Morin No. 3. 

Setting Tool Disston- 

1.85 

No. 1. 

1.50 

No. 100. 

.80 

No. 6. 

2.25 

No. 4 Setting Blocks— 

No. 9.. 

2.50 

No. 4 Blocks, Morin.. 

1.85 

Atkins Raker Swage. . 

.45 

8wages No. 0 Disst. . . 

4.75 

5-M Tooth Gauge. 

Jointers Pikes Perf. . . 

.25 

Swages, Whitings.... 

1.00 

.75 

Atkins, Rex . 

1.00 

Jointers No. 7 Sterns. 

.70 

Atkins, Excelsior. 

.85 


SCALES—Family, testing without scoop, $4.00; with scoop, 
$5.00; Peddlers' glass sash, $6.00; glass sash with chains, 
$6.50; brass dial, $7.25; brass dial with chains, $7.50. 

8pring Balance, No. 50, 25c each; 51, 50c; family, $6.50; 
No. 202, $6.50. 

SCISSORS—Cast—No. 10, 60c each; No. 44, 7% inch, 60c; 
8% inch, 65c; 240, 4 inch, 25c; 4% inch, 80c; 255, 4 inch, 

30c; 4% inch, 35c; 5 inch, 85c; 6% inch, 40c; 6 inch, 45c; 

820, 85c;. 850, 75c. 

Wise—No. 14 B H, $1.85; 54%, $1.20; 55, $1.25; 55%, 
$1.80; 56, $1.40: 56%, $1.50; 57, $1.60: 154%, $1.45; 
155, $1.50; 165%, $1.55; 156, $1.60; 156%, $1.70; 157, 

$1.85; 864, $1.55; 364%, $1.60; 865, $1.65; 366, $1.85; 

463, $1.40; 468%, $1.45; 464, $1.50; 578, $1.85; 573%, 
$2.10; 574%, $2.30; 663, $1.85; 663%, $2.10; 664, $2.30; 
768, $1.80; 768%, $1.40; 764, $1.45; 764%, $1.50; 765, 
$1.55; 765%, $1.60; 766, $1.75; 773, $1.45; 778%, $1.50; 
774, $1.55; 814, $1.55; 814%, $1.60; 815, $1.65; 815%, 
$1.70; 816, $1.86. 

8 OOOP 8 —Common Hollow Back—Black-—No. 2, $2.15 each; 
3, $2.25; $, $2.85; 5, $2.45; 6, $2.55; 7, $2.65; 8, $2.75; 
9, $2.85; 10, $8.00. 


SCREENS—Adjustable—Window—Wabash, Wood Frame, 15x 
33, 80c; 18x88, 90e; 24x88, $1.16; 80x88, $1.45; 24x87, 
$1.25; 28x37, $1.50. 

Sherwood, Steel Frame—18x88, $1.20; 24x88, $1.85; 24x 
37, $1.50; 80x87. $1.75. 

SCREWS—Cap and Set— 


Machine, 

Brass, Flat 

or Round 

Head— 



Prices shown are for 

fnll gross packages. 

For pries of 

one dozen, use one-tenth of the fall package price shown, 


Size. 

%-in. 

%-in. 

%-in. 

%-»n. 

1-in. 

2. 

.25 

.30 

.35 

.40 


4. 

.30 

.35 

.40 

.45 

.55 

6. 

.40 

.45 

.50 

.55 

.70 

8. 

.60 

.70 

.75 

.85 

1.00 

10. 

.85 

.95 

1.10 

1.25 

1.55 

12. 

. . 1.10 

1.25 

1.40 

1.55 

1.85 

14. 

. . 1.40 

1.60 

1.85 

2.10 

2.50 

16. 

. . 2.20 

2 40 

2.65 

2.85 

3.30 

18. 

. . 2.75 

3.10 

3.40 

3.70 

4.30 

20. 

. . 3.45 

3.75 

4.15 

4.50 

5.25 

Size. 


1 % in. 

1 % -in. 

1 % -in. 

2-in. 

2. 

.20 

.20 

.20 

.20 


4. 

.20 

.20 

.20 

.20 

.25 

6. 

.20 

.20 

.25 

.25 

.30 

8. 

.25 

.25 

.30 

.30 

.35 

10. 

.35 

.35 

.40 

.45 

.50 

12. 

.40 

.45 

.45 

.50 

.55 

14. 

.50 

.50 

.55 

.55 

.65 

16. 


.65 

.65 

.70 

.80 

18. 



.90 

.95 

1.05 

20. 




1.15 

1.25 

Iron. Flat 

or Round Head— 




Size. 

%-in. 

%-in. 

%-in. 

%-in. 

1-in. 

4. 


. .60 

.85 



6. 


. .90 

1.15 

1.45 

1.7 5 

8. 


. 1.20 

1.45 

1.75 

2.05 

10. 


. 1.75 

2.00 

2.30 

2.60 

12. 


. 2.15 

2.45 

2.80 

3.20 

14. 


. 2.80 

3.10 

3.50 

3.85 

16. 


. 3.70 

4.15 

4.65 

5.25 

18. 


. 4.75 

5.20 

5.80 

6.45 

20. 


. 6.00 

6.75 

7.50 

8.25 


Size. 

1 % -in. 

1%-in. 

1%-in. 

2-in. 

4. 


.35 



6. 

.35 

.40 

.50 

.60 

8. 

.40 

.45 

.55 

.65 

10. 

.60 

.70 

.80 

.90 

12. 

.65 

.75 

.85 

.95 

14. 

.75 

.85 

.95 

1.15 

16. 


1.10 

1.30 

1.55 

18. 


1.50 

1.70 

1.90 

20. 


1.70 

1.90 

2.10 


Prices shown are for dozen lots. For price of one only, 
use one-tenth of the dozen price shown. 


U. 8. 

8. Thread, Iron- 

_ 




Length 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

%-in. 

% . . . . 


.35 

.35 

.40 

.50 

.60 

%.... 


.35 

.35 

.45 

.50 

.65 

1 . . . . 


.35 

.40 

.45 

.55 

.65 

1 % ... . 


.40 

.40 

.45 

.60 

.70 

1%.... 


.40 

.45 

.50 

.60 

.75 

1%.... 


.45 

.45 

.50 

.65 

.85 

2 . . . . 


.45 

.50 

.55 

.70 

.90 

2 % ... . 


.50 

.60 

.60 

.75 

.95 

2%.... 


.55 

.65 

.65 

.80 

1.05 

3 . . . . 


.65 

.75 

.80 

.90 

1.16 

3%.... 





1.05 

1.35 

4 . . . . 





1.20 

1.50 

Length 



% In. 

%-in. 

%-in. 

1 

1 .... 



1.00 

1.35 

1.95 


1%.... 



1.05 

1.35 

1.95 


1%.... 



1.10 

1.45 

1.95 


1%.... 



1.15 

1.55 

2.10 

2.50 

2 .... 



1.25 

1.65 

2.25 

2.70 

2 % ... . 



1.35 

1.75 

2.40 

2.95 

2 % ... . 



1.45 

1.85 

2.55 

3.25 

3 . . . . 



1.65 

2.25 

2.85 

3.65 

3%.... 



1.85 

2.60 

3.25 

4.15 

4 . . . . 



2.15 

2.90 

8.60 

4.65 

S. A. 

E. Thread. Steel- 

_ 




Length 


%-in. 

5-16-in. 

%-in. 

7-16-In. 

%-in. 

% ... 


.40 

.45 

.50 



% ... 


.40 

.45 

.55 

.70 


1 


.45 

.50 

.55 

.75 

.80 

1% ... 


.45 

.50 

.60 

.80 

.90 

1% ... 


.50 

.55 

.60 

.85 

.95 

1% ... 


.50 

.60 

.65 

.95 

1.05 

2 


.55 

.65 

.70 

1.00 

1.10 

2% ... 


.65 

.75 

.75 

1.10 

1.20 

2% ... 


.70 

.80 

.80 

1.15 

1.80 

2% ... 


.80 

.85 

.90 

1.20 

1.40 

3 


.85 

.90 

1.00 

1.30 

1.45 

3% ... 





1.50 

1.70 

4 





1.70 

1.90 

Length 




9-16-in. 

%-in. 

%-in. 

1% 




. 1.30 



1% ... 




. 1.35 

1.60 

1.85 

1% ... 




. 1.45 

1.70 

1.95 

2 




. 1.55 

1.85 

2.10 

2% ... 




. 1.70 

1.95 

2.25 

2% ... 




. 1.85 

2.10 

2.40 

2% ... 




. 1.95 

2.25 

2.60 

3 




. 2.05 

2.40 

2.80 

3 % ... 




. 2.35 

2.75 

3 25 

4 




. 2.70 

3.15 

8.65 

Square Head, 

V or U. 

S. S. Thread— 



Prices 

shown 

are for 

dozen lots. For 

the price 

on one 

only, use 

one-tenth of the dozen price shown. 


Length 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

%-in. 

% ... 


.20 

.20 

.25 

.30 

.35 

% ... 


.20 

.25 

.25 

.30 

.35 

% ... 


.20 

.25 

.25 

.30 

.35 

1 


.25 

.25 

.30 

.30 

.40 

1% ... 


.25 

.25 

.30 

.35 

.45 

1% . . . 


.25 

.30 

.30 

.40 

.45 

1% . . . 


.30 

.30 

.35 

.45 

.55 

2 


.35 

.35 

.40 

.50 

.60 

2 % ... 


.40 

.40 

.45 

.60 

.70 

2% ... 


.45 

.45 

.50 

.65 

.75 

3 


.55 

.55 

.65 

.75 

.90 

3 % ... 





.80 

1.05 

4 





.90 

1.20 

Length 



%-in. 

% -in. 

%-in. 

1-in. 

% ... 



.50 




% ... 



.55 




1 



.60 

i.66 



1% ... 



.65 

1.10 

1.55 


1% . . . 



.75 

1.20 

1.65 

2.20 

1% ... 



.80 

1.30 

1.80 

2.40 

2 



.90 

1.40 

1.95 

2.60 

2% ... 



.95 

1.45 

2.10 

2.80 

2% ... 



1.05 

1.55 

2.25 

3.00 

3 



1.20 

1.75 

2.55 

3.40 

3 % ... 



1.35 

1.95 

2.85 

3.80 

4 



1.50 

2.20 

3.15 

4.20 


Prices shown are for full gross packages. For price of 
one dozen, use one-tenth of the full packages price shown. 
Wood—Brass, Flat or Round Head — 

%-in. % -in. %-in. %-in. %-in. %-in. 1-in. 


0.55 .55 .60 . 

1 .55 .55 .60 .60 . 

2 .55 .60 .60 .65 .70 .90 
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Google 
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WOOD SCREWS—Continued— 


Size. 

%-in 

%-in. 

%-in. 

%*in. 

%-in. 

%-in. 

1-in. 

8..... 

. .60 

.60 

.65 

.70 

.75 

.95 

1.05 

4. 

.60 

.65 

.70 

.75 

.80 

1.00 

1.10 

5. 

. .65 

.70 

.75 

.85 

.90 

1.05 

1.10 

6. 


.75 

.85 

.90 

.95 

1.10 

1.15 

7.... 


.85 

.90 

1,05 

1.10 

1.20 

1.86 

8.. .. 


.95 

1.05 

1.20 

1.80 

1.40 

1.65 

9.... 



1.20 

1.85 

1.45 

1.60 

1.80 

10.... 



1.85 

1.55 

1.70 

1.85 

2.00 

11.. .. 




1.65 

1.90 

2.10 

2.80 

12.... 



.... 

1.90 

2.10 

2.35 

2.60 

18.. . . 



.. . . 

2.10 

2.85 

2.60 

2.90 

14.... 




2.35 

2.60 

2.90 

8.20 

15_ 




2.60 

2.90 

8.20 

8.60 

16. 



.. . . 

2.85 

3.20 

3.60 

4.25 

Size 

1 %-in. 

1%-in. 

1%-in. 

2-in. 

2 %-in. 

2 %-in. 

8-in. 

3.. .. 

. 1.35 




4. . . . 

. 1.40 

1.90 





• V V V 

5.... 

. 1.45 

1.95 

.... 





6. . . . 

. 1.50 

2.00 






7. . . . 

. 1.55 

2.05 

2.55 

3.30 




8. 

. 1.80 

2.10 

2.60 

8.85 

• * t » 


V » V v 

9.... 

. 2.05 

2.30 

2.65 

8.40 


6.00 

.... 

10.... 

. 2.25 

2.70 

3.00 

8.45 

4.45 

6.05 


11.... 

. 2.60 

2.95 

8.40 

8.90 

4.60 

6.10 

8.85 

12.... 

. 2.95 

3.40 

8.85 

4.35 

6.05 

6.20 

8.90 

18.... 

. 8.40 

3.80 

4.80 

4.80 

5.60 

6.25 

8.95 

14.... 

. 8.70 

4.25 

4.70 

5.40 

6.25 

6.85 

9.10 

15.... 

. 4.15 

4.85 

5.50 

6.20 

6.85 

7.60 

9.80 

16.... 

. 4.60 

5.30 

6.05 

6.80 

7.65 


.... 

17.... 

|t . . 

5.80 

6.65 

7.45 

8.30 



18.... 

Flat 

. 7.00 

Head, Bright— 

7.90 

8.90 

9.80 

.. . . 

.... 

Size. 

%-in 

%-in. 

%-in. 

%-in. 

%-in. 

%-in. 

1-in. 

0 to 2 

. . .35 

.35 


• • • 

8.... 

. .35 

.36 

.35 

.35 

.35 

‘.35 

.85 

4.... 

.35 

.35 

.85 

.35 

.35 

.85 

.40 

5. . .. 


.85 

.85 

.35 

.40 

.40 

.40 

6.... 


.35 

.40 

.40 

.40 

.40 

.45 

7.... 


.40 

.40 

.40 

.40 

.45 

.45 

8.... 


.40 

.40 

.45 

.45 

.45 

.50 

9.. .. 


.45 

.45 

.45 

.50 

.50 

.50 

10.... 


♦ * * 

.50 

.50 

.55 

.50 

.55 

11.... 



.50 

.55 

.55 

.55 

.60 

12.... 



.55 

.55 

.60 

.60 

.65 

18.... 




.60 

.65 

.65 

.76 

14.... 




.60 

.70 

.70 

.80 

15.... 



• • • 


.75 

.80 

.90 

16.... 

.* T 


. . • 

.. • 

.80 

.90 

1.15 

17.... 



• • • 


• • • 

• « V 

1.20 

18.... 




.. . 


• • • 

1.25 

20.... 

. .. . 

.. . 

.. . 

.. . 



1.60 

Size 

1 % -in. 

1 % -in. 

1%-in. 

2-in. 

2 %-in. 

2 %-in. 

8-in. 

8.. .. 

. .40 

.45 

.. • 

• » • 

4.... 

4 .45 

.50 

... 




• •. 

5.... 

. .45 

.50 

.60 

.65 

.70 

.85 

.. . 

6.... 

. .50 

.55 

.60 

.70 

.75 

.90 

1.80 

7.... 

. .50 

.55 

.65 

.70 

.75 

.95 

1.85 

8.... 

. .55 

.60 

.70 

.75 

.80 

1.00 

1.40 

9.... 

. .65 

.60 

.70 

.75 

.85 

1.05 

1.45 

10.... 

. .60 

.65 

.75 

.80 

.90 

1.10 

1.50 

11.... 

. .65 

.70 

.75 

.85 

.95 

1.15 

1.50 

12.... 

. .70 

.75 

.80 

.90 

1.00 

1.20 

1.55 

18.... 

. .75 

.80 

.90 

1.00 

1.05 

1.25 

1.55 

14.... 

. .85 

.90 

1.00 

1.10 

1.20 

1.80 

1.60 

15.... 

. .95 

1.05 

1.20 

1.25 

1.40 

1.50 

1.70 

16.... 

. 1.15 

1.25 

1.80 

1.40 

1.60 

1.65 

1.90 

17. ... 

. 1.25 

1.45 

1.60 

1.65 

1.75 

1.90 

2.15 

18.... 

. 1.50 

1.70 

1.80 

1.90 

2.05 

2.10 

2.50 

20 .... 

. 2.15 

1.95 

2.05 

2.15 

2.40 

2.60 

2.95 


Round Heed, Blued—Sell at 10 per cent ad ance oyer 
prices shown for Flat Head, Bright. 


SAFETY SET—(Bristol — 

%-inch, any length, 10c each; 5-16, 10c; %, 12c; 7-16, 15c; 
%, 18c; %, 25c; %, 80c; %, 35c; 1-inch, 40c. 


SCREWS—Lag—Gimlet Point, Square Head—80% below. 
%, 5-16-in. %-in. %-in. %-in. %-in. 



10 

100 

10 

100 

10 

100 

10 

100 

10 

100 

1%. 

. .25 

2.25 



... 

.. . . 


., , . 


.. . . 

1%. 

. .25 

2.25 

.30 

2.70 



.... 

.. . . 


.. . . 

1%. 

. .30 

2.45 

.35 

2.95 


.... 



.... 

.. . . 

2 

. .30 

2.45 

.35 

2.95 

.50 

4.10 

.70 

*6.00 

.... 

.... 

2% . 

. .80 

2.65 

.35 

8.25 

.50 

4.50 

.75 

6.50 

.... 

.. . . 

3 . 

. .35 

2.85 

.40 

8.50 

.55 

4.85 

.80 

7.00 

1.15 

9.90 

3%. 

. .35 

8.05 

.45 

3.75 

.60 

5.20 

.85 

7.50 

1.20 

10.60 

4 

. .35 

8.25 

.45 

4.00 

.65 

5.55 

.90 

8.00 

1.30 

11.30 

4%. 

. .40 

3.45 

.50 

4.25 

.70 

5.90 

.95 

8.50 

1.40 

12.00 

5 . 

. .40 

3.65 

.50 

4.55 

.75 

6.30 

1.05 

9.00 

1.50 

12.70 

5%. 

. .45 

3.85 

.55 

4.80 

.75 

6.65 

1.10 

9.50 

1.55 

18.40 

6 

. .45 

4.05 

.60 

5.05 

.80 

7.00 

1.15 

10.00 

1.60 

14.10 

6%. 


• • • • 

.60 

5.30 

.85 

7.35 

1.20 

10.50 

1.70 

14.80 

7 


*« • • 

.65 

5.55 

.90 

7.70 

1.25 

11.00 

1.80 

15.50 

7%. 



.70 

5.85 

.95 

8.10 

1.30 

11.50 

1.90 

16.20 

8 



.75 

6.10 

1.00 

8.45 

1.40 

12.00 

2.00 

16.90 

9 


• a • • 

• • • 


1.05 

9.15 

1.50 

13.00 

2.10 

18.30 

10 . 





1.15 

9.90 

1.60 

14.00 

2.30 

19.70 

12 . 




.. . . 

1.25 

11.30 

1.85 

16.00 

2.60 

22.50 


8CREW DRIVER8—Machinists’. No. 51, 50c each; 51%. 75c; 
52. 85c; 52%. $1.10; 53, $1.15; 53%, $1.40; 54, $2.65; 
210, $1.90; 215, $2.25; 218, $2.75. 


Yankaa Ratchet—No. II, 2-inch, 76c each; 8, 26c; 4, 

$1.00: 6. $1.16; 6, $1.26; 8, $1.60; 10, $1.76; — - 

16, 2-inch, 86c; 8, 80c; 4, 96c; 6. $1.00. Nc. 80, 

$4.76; 85, $2.66; 60, $1.16; 180, $4.00. 

8CREW DRIVERS—G * P.—1%, 40c; 8, 40c; 
80YTHEB—Bush— Grass 


; 12. $1.16; 
10, $8.60 ; 81. 


4, 60c. 


No. 

Each. 

No. 

400 . 


200 

460 . 


260 

Weed- 


100 

800 . 


160 

860 . 




2.60 

2.85 
2.60 

2.86 


ll%e; 18 to 24, 
Black, 12 to 16. 


SHEETS—IRON—Galvanised—10 to 16, 

12c; 26 to 27, 12%c; 28, 18c; 80, 14c. _. __ 

10c lb.; 18 to 28, lie. Add 10 per cant for cutting. Cor¬ 
rugated, Ptd.. 28 Ga., $8.25; Galv„ 26, $12.00; 29, $10.60. 
Roekfaoe Siding, $11.60. 

SHEETS—STEEL—Black, soft, 18-20, 22-24, 26, 27, 28, 80 
gauge, 15c cut; 11c full sheet. 

Galvanised Plat, 12-14, 16, 18-20, 22-24, 26, 27, 28, 80 
gauge, cut, 17c; 18c full sheet. 

SHIELDS—Lag Screw — Expansion — 8EB00—Per hundred 
list. 


8-16 inch.18.00 

% ....15.00 

5-16 .18.00 

% .26.00 

7-16 .82.00 


% . 88.00 

% 46.00 

% 65.00 

% 96.00 

1 .110.00 


Pin Fly- 

No. 9.2.76 

No. 10.8JS 

No. 11.... 4.00 

No. 12.4.60 

Racer.4.75 


SHINGLES—Tin, 5x7, $8.00; 7x10, $6.00. 

SHOT—Air Rifle, bulk, 20c lb.; 4 and 6-os. tubes, 10c tubs. 
Balls, Nos. 0, 00. 000, 20c lb. Buck Nos. 1, 2, 8, 20c lb. 
Drop, Nos. 1 to 12, B, BB, BBB, 20c lb. Chilled, 8 to 9, 20c. 
SHOVELS—D or Long Handle, Round or Square Point—Plain 
Back Black—4th Grade, $2.00 each; Carter’s, $2.60; Ames, 
$2.76. 

Plain Black Polished—4th Grade, $2.10 each; Carter's, 
$2.65; Ames, $8.00. 

Riveted Strap Back Black—Ames, $2.65 each. 

Riveted Strap Back Polished—4th Grade, $2.60 each; 
Ames, $2.75. 

Solid Socket—Maynard—Black, $2.75 each; Polished, 
$8.00. 

Fire, Sheet Steel—Jumbo, 85c each; 54, Japanned, 20c; 
56, Japanned, 25e; 280, Galvanised, 20c. 

Special—Northwest—Pacific, $2.00 each; Occident, $2.85; 
Maynard Patr., 82.60; Genuine Mayn, $2.86; Cheater, $2.00. 

SLEDS—Hand and Coaster— Racer .. .6.75 

Flexible Flyer— 

Ne. 1.4.25 

No. 2.... .6.00 

No. 8. 6.50 

No. 4.*.7.00 

No. 5.9.50 

Jr. Racer.5.50 

SMOOTH-ON—75e lb. 

SOLDER—% and %, 45c lb.; No. 1, 90-100. 45c: Wiping. 

40-60, 50c; Wire, 50-50, 60c: Electrical Wire, 40-60, 5oc. 
SPARKS R8—Red Seal—No. Al41, $8.00; A162, $8.65; A16S. 
$4.85. 

SPORTING GOODS— 

Handballs.85 

Boxing Gloves, 8-os... 18.50 

Striking Bags .9.00 

Chua^lonship Tennis ^ 

Best Gnds Rackets, 

8utton .12.00 

Cotton Gym Shirts.75 

Whits Running Pants. 1.00 

Bike Jockey Strap.76 

Rubber Soled Tennis 

Gym Shoes.1.96 

Robber Soled Tennis 

or Gym Hijgh.2.26 

_. ... Basketball Shoes .... 5.00 

SPRAYERS—Myers* Bucket Pump, 8 lbs- *18.75 each; 6 
lbs., $9.00. Hand—Faultless, 75c each; Misty, 95c. Knap¬ 
sack—Kant Klog, $7.60; Perfection, $9.00; Utility, $7.26. 
SPRAY PUMPS—Faultless Tin, 76c each; Barnes No. 254. 
$8.00; Barnes, 276, $12.30; Little Giant, 827%, $7.25; Acme 
Pressure 345. $9.00; Defiance, No. 824, $10.00. _ , . 

SPRINGS, DOOR—Coiled 16-inch, Japanned Spring, %*1»«®» 
15c; 9 82, 15c; 11-82, 15c; 18-82, 15c; %, 20c. Faultless. 
Tight No. 12 Steel Wire. 16-inch, 45o each. Victor, Adjust¬ 
able Tension, 9-inch; 25c each; 10-ineh, 80c; 11-inch,, 40c. 
12- inch. 50c. Reliance, Extra Heavy Ratchet Tension, Hi- 
inch, 60c each. Warner’s Coppered Steel Wire for screim 
doors, each 25c. Torrey Screen Door, 89 in. steel rod, 
SPRINKLERS, LAWN— ^ 

Perforated Tube, Dew Drop, 7 feet long, brass, $8.00 eacn, 
8 feet, $3.25; 8 feet, galvanized, $8.00. ^ , . _ 

Pluvius—Revolving Brass Spoon, $1.15 each; Revolving 
Arms, 6-inch, $1.35: Revolving Arms, 11-inch. $2.50. 

Ring—5%-inch diameter, 75c each; 8%-incn, $1.25. 

Rose—8-inch perforated oblong plate spray, $1.00 eacn. 
Ross—Perforated oblong plate spray, 81.00 each 
Thompson's—Twin. 40c each; Fountain, 50c; Fan, 
Simplex Circle, 40c; Shower, 50c; Peerless, 65c. ** nn 

Will’s Galvanized Pipe—6 feet, $2.25 each; 7 feet, $8vu, 
8 feet, $8.50. 


Official Baseballs .... 2.60 
Second Grade Baseb'ls 2.00 
Playground B. Out 
or Plain Ream— 

14-inch .......... 8.00 

12-inch .2.75 

Baseball Bata, league.. 1.75 
Baseball Masks, 10.00 

Chest Protectors.8.60 

Official— 

Rugby Footballs... 10.00 
Soccer Footballs... .12.00 

Basketballs .15.00 

Volley Balls.8.00 
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STAPLES—Fence Wire—Polished, 10c lb.; galvanized, 10c. 
Poultry Wire, %*inch, 16c lb. 

8TABRETT8 TOOLS—Add to Catalogue— 

Micrometers, 60% 

Thickness Gouges, 50% End Mess. Rods, 50% 

Gr. Plot Stock, 50% Caliper Gouges, 50% 

Hondy Equiv. Table, 50% Micrometer Cases, 50% 
Balance o i Book (not itemised) odd to list 40%. 

STEEL—Mild—See Iron. Tool, 22c; Drill, Co., 20c. 

STONES—Oorborundum—No. 76, 50c; 107, $2.00; 108, $2.25; 
109, $1.75; 110, $2.00; 111 $1.85; 112, $1.00; 113, $1.00; 

115, $1.75; 116, $1.75; 117, $1.75; 118, $1.50; 119, $1.50; 

120, $1.50; 21, $1.25; 122, $1.25; 123, $1.25; 124, $1.00; 

130, 75c; 131, 75c; 142, 75c; 143, 75c; 144, 75c; 45, 50c; 

146, 50c; 147, 50c. 

Pike'S Oil and Water—No. 18, 60c each; 14, 60c; 16, 10c; 
20, 40c; 22, $1.00; 25, 15c; 37, 25c; 40, 25c; 42, 35c; 
48, 50c; 61, $1.00; 52, $1.25; 53, $1.50; 54, $1.00; 55, 
$1.25; 66, $1.50; 59, 15c; 60, $1.75; 62, $2.25; 66, $2.75; 
68, 3.75; 78, 50c; 80, 60c; 86, 75c; 88, $1.00; 92, 50c; 
94 60c. 


TENTS—8ingle Filling— 


Size 

8-os. 

10-oz. 

Sise 

8-os. 

10-os. 

7x7 .... 

. . .14.80 

17.30 

16x18 . . . 

. .57.25 

67.85 

7x9 .... 

. . .17.55 

20.45 

16x20 ... 

. .68.10 

78.65 

9x9 .... 

. . .20.25 

23.70 

16x24 ... 

. .71.85 

88.60 

9)4x12 . 

. . .23.85 

27.85 

16x30 . . . 

. .86.95 

101.30 

12x14 .. 

. . .32.00 

87.35 

A or Wedge— 


12x18 .. 

. . .39.50 

46.15 

5x7 . 

.. 9.25 

10.75 

14x16 .. 

. . .42.00 

49.30 

7x7 . 

. .11.65 

13.60 

14x20 . . 

. . .52.15 

60.60 

7x9 . 

..18.95 

16.85 

Flys Half Price of Tents. 




Wagon Covers—Single Filling — 



Size 

8-os. 

10-os. 

Size 

8-os. 

10-ozk 

10x14 . . 

. . . 8.85 

11.10 

12x16 ... 

. .12.90 

15.90 

10x16 . . 

. . .10.15 

12.70 

12x18 ... 

. .14.35 

17.90 

Stockmen's Bed Sheets — Single Filling 

— ■ 


Sise 



8-os. 

10-os. 

12-os. 

6x12.... 



- 8.00 

6.60 

7.60 

6x14.... 




7.60 

8.76 

7x14.... 




10.85 

12.26 

7x16.... 




12.50 

14.10 


THIMBLES—Steel—5x4-in., 25c; Red Cloy, 20c; Terra Ootto, 
45c. 


Pike's Scythe—No. 89, 15c each; 40, 15o; 41, 15c; 42, 20o. 

STOVES—Oil Heating, Perfection—No. 620, $8.50 each; 560, 
$11.00; 660B, Blue, $18.50; 660W, White, $15.00. 

Boyle (Airtight)—No. 16, $3.00 each; 20, $4.00; 22, 
$7.25; 122, $8.65; 418, $9.50; 618, $12.75; 818, $16.00; 
918, $18.50; 1018, $5.25; 1318, $7.50; 1518, $14.25; 1618, 
$20.25; 1718, $22.50; 1818, $26.25. 


TIN— 

Bar and Pig, $1.20 lb. 

Common Roofing, 40c per sheet. _ 

Valley, No. 4, 6c per ft.; 10, 10c; 14, 17c; 20, 25c. 
Painted 1 side, le foot extra; two sides, 2c. 

Flashing IO, lxl, $8.00 per 100 feet; %xl, $8.00. 

Shingles —5x7, 40c dozen. 

Valley —14-inch, 15c per foot, $14.00 per roll; 20-inch, 22c 

toi AA na* will 


8TRIP—Weather—Rubber, %-ineh, 6c ft.; %-ineh, Te ft. 
Felt, %-inch, 6o ft.; %ineh, lOe. 


8WEEPERS, CARPET—Bissell's American Queen, $6.75; 
Club, $12.00; Elite, $7.60; Gold Medal, $6.25; Grand Rapids 
(Nic.), $6.00; Grand Rapids (Jap.), $5.50; Grand (Jap.), 
$7.50; Parlor Queen, $7.00; Princess, $6.25; Prise, $6.25; 
Universal (Nic.), $5.75; Universal (Jap.), $5.25. 


Vacuum—Superba, $12.00; Grand Rapids, $11.00; House¬ 
hold, $9.00. 

On account of the freight, retail prices 50 cents higher 
will prevail In the following Western and Southern States: 
Oolo., New Mex^ Wyo., Mont.. Ore., Utah, Aria., Nov n IdJL, 
Wash., Calif., Tex„ Okla., Ark, La., Miss Ala., Fla., Ga*, 
N. O. and 8. O. 


TAOK8—Bill Posters'—No. 8, 25c lb.; 4, 25c; 6, 25c; 8, 25c. 
Carpet—Cut, %-lb.papers—No. 4, 10c; 6. 10c; 8, 10c; 
10, 10c; 12, 10c. Wire, %-lb. papers—No. 8, 10c box; 
4, 10c; 6, 10c; 8, 10c: 10. 10c; 12, 10c. Wire in bulk— 
No. 8, 80c lb.; 4, 80c; 6, 80c; 8, 80c; 10, 80c. 

Gimp—% lb. box, 2%, 5c; 8, 5c; 4, 5c. )4 lb., 6, 10c; 

8, 10c. 

Upholsterers—Out, % lb. papers—No. 1)4, 10c box; 2, 
10c: 8, 10c; 4, 10c. tt’lb., 6, 10c; 8, 10c; 10, 10c; 12 to 
16, 10c. Cut, in bulk. No. 8, 35c lb.; 4, 80c; 6, 30c; 8, 
30c; 10, 80c; 12, 80c. 

Double Pointed—Blued, % lb. papers. No. 9, 5c box; 10, 
5c; 11, 5c; 12, 5c. Blued in bulk. No. 9, 85c lb.; 10, 80c; 
12, 80c. 


TAPES—MEASURING—(Lufkin)—(Starr ett)— 



Asset' Skim 

Steel 


No. 

Each 

100 . 

103 . 

.9.75 

710 . 


2nn 

. 7 OO 

713 . 


203 . 

.11.25 

715 . 


205 . 


716 . 


206 . 


730 . 

. 1.00 

9 <±n 

6 SO 

733 . 


243 . 

. 6.50 

735 . 


2d. e ' 

ft 7S 

736 . 



11 2S 



260 . 

. 6.00 


Metallic 

263 . 

. 7.25 

500 . 

. 3.75 

265 . 

. 9.35 

503 . 

. 5.50 

266 . 

.12.50 

505 . 

. 6.00 

550 . 

. 5.50 

506 

. 8.75 

553 . 

. 7.00 



555 . 



Pocket 

556 . 


143 . 

.95 

1240 . 

. 4.85 

145 . 

. 1.10 

1243c . 

. 6.35 

165 . 

.25 

1260 . 

. 5.60 

8143 

.60 

1263 . 

.6.75 

Asses' 

Skin Caso—25, 65c; 

60, 85e; 75, $1.15; 

100, $1.85. 


TAPE—Friction—% lb., 50e; 2 os., 15c; 1 os- 10c. 


TOGGLE BOLTS—Seboo No. 1—Per hundred list. 

—Diam< 


Length 

%'in. 

. 6.00 

8-16-in. 
2.00 

ft* 

2% -inch ... 

. 6.26 

8.00 

9.00 

i”. 

. 6.75 

8.60 

18.80 

K . 


9.26 

14.80 


.. 8.00 

10.00 

15.00 

Sebco No. 
screws— 

Length 

6—With either round or flat hand maehina 
—Diameter— 

%-lm. 8-16-lu. M-ln. 

. 2.68 2.15 8.60 

., - -. 

4* inch •••»•• 

. 2.97 

2.50 

8.86 

ff-inch r • • • r 


2.26 

4.20 

6-inch. 


4.20 

4.66 


TORCHES—Clayton A Lambert—No. 28, Alcohol, $4.25 each. 
Gasoline—No. 14, $6.50 each: 87, $9.00; 88, $9.60; 81, 
$10.00; 82, $10.50; 48, $12.2lf; 107, $9.50; 122, $8.00. 

TRAPS—Fly—Paragon, 85c each; Balloon. 80c; Avis 2, $2.50; 
$2.00; Edgewood 2, $2.00; Avis 1, $2.76; Avia 2, $2.60; 
Avis 8, $2.25; Perfect, $1.45. 

Game—No. 0 Newhouse, 60c each; 1 Newhouse, 70c; 1)4 
Newhouse, $1.10; 2 Newhouse, $1.40; 8 Newhouse. $2*16; 
4 Newhouse, $2.50; 5 Newhouse, $19.60. No. 1 <Oneida Jump* 
85c; 1% Oneida Jump, 55c; 2 Oneida Jump, 86c; 8 Oneida 
Jump, $1.20. No. 0 Victor, 25c; 1 Victor, 30c; 1)4 Victor, 
40c; 2 Victor, 55c; 8 Victor, 95c; 4 Victor, $1.15. 

Gopher— Western, 25c each; Noxall, 25c; Maccabbee, 26c; 
Easy Set, 25c; Newhouse, 85c; California Pocket, 85c. 
Mole— Reddick, $1.50 each; Out-O-Sight, $1.75. 

Mouse—Sure Catch, 5c each; Security, 10c; Choker-Wood, 
20c ; Choker-Tin, 15c; Delusion, 80c; Holdem, 90c; Cage, 80c. 
Cage, 25c. 

Rat—Sure Catch, 20c each; Security, 25c; Holdem, small, 
$1.35; Holdem, large, $1.65. 

TROWELS—Rose Brick, Wood Handle, $2.25: Rose Brick, 
Leather Handle, $2.50; Marshalltown Plasterer's, $3.00; Fin¬ 
ishing. $2.75. 


TWINE—Cotton—Wrapping, 55c lb. Budding, 55c. 

Fl ax —is BB, 45c lb.; 24 BB, 45c; 18 BC, 60c; 24 

BC, 60c; 36 BC, 55c. 

30 Sacking, 70c; 40 Sacking, 70c; 33 Sacking, 85c; 44 
Sacking, 85c. 


VALVES— 

Standard Globe and 
Angle Valves— 

% . 


Standard Gate Valves 


)4 

% 

% 

% 

1 

1)4 

1)4 

2 



% . 

% . 

. 1.95 

.65 

. 1.50 

.65 

% . 

. 1.50 

.70 

H . 

. 1.70 

.90 

%, . 

.2.15 

1.15 

1 . 

.2.95 

1.60 

1)4 . 

. 3.90 

2.25 

1% . 


3.15 

2 . 

. 7.65 

4.75 

W 
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RETAIL SELLQTO PBICES—Continued. 

_mew am_ 


Boilers, Coffee 

27 . 1.30 

Covert, Pot 

6-8 . 10 

20, Jelly . 35 

10, Ret. 

301, 802 . 25 

4 . 55 

61%, Cake ... .45 

63 0*k# . . 65 

12 . IS 

28 . 1.75 

10-11 . 15 

804' . 35 

14 . 20 

852 . 95 

13 . .25 

Paila, Dairy 

IC, 6-qt.35 

306 .45 

20 .55 

854 . 1.30 

15 .85 

308 .50 

40 .80 

856 . l 65 

Caps 

211, 212.10 

09, 010.15 

9, 10, 214.20 

Dippers 

2 15 

3100 . . .60 

Sieves, Flour 

2, 316 . 30 

318 . 35 

Sifters, Flour 

0 . 40 

1 . 45 

Boilers, Wash 
Copper Bottom 

10 8 . 8.75 

10 9 . 4.00 

IX 8 . 4.00 

IX 9 . 4.25 

IC, 10-qt . 45 

3120 . 80 

IX, 10-qt . 75 

itl 14-qt . 90 

TXX 10-qt .... 95 

Pans, Muffin 

6 . 25 

IXX, 14-qt _ 1.05 

IXXX, 12-qt. . . 1.80 
IXXX, 16-qt... 2.10 
IXXXX, 18-qt. . 2.85 
IXXXX, 20-qt. . 2.50 
Paila, Fruit Picking 

14-qt . 65 

Paila, Peddler* 

Small . 45 

Large . 55 

9 85 

12 . 45 

Pans, Patty 

All Nos . 10 

Pans, Pie 

6, Shallow . 10 

9 16 

IXX 8 . 5.50 

A 01 .20 

10 . 70 

IXX 8 . 5.75 

Copper Rim 

TT A XAA 

02, 81, 82 . 25 

33, 84 . 30 

48 50 

Acme . .40 

Nesoo . 40 

Shaker . 45 

IX 8. 5.26 

Fillers, Fruit Jar 

25 .15 

Forks 

410 .15 

Skimmers 

10 .20 

Bowls, Wash 

06% .15 

Deep .15 

Pans. Pudding 

IC, Plain 

015 to 018 ... .15 

019, 020 .20 

45 .10 


Spoons, Besting 

110 . 10 

6% ... so 

1197 . 20 

Paila, Strainer 

IX, 10-qt . 1 10 

ft AR 

1198 . 25 

Backets, Covered 

11 15 

12 . 25 

14 . 86 

Baekets, Dinner 

1 70 

203 . 65 

11 12 .fit 116 

114 . 15 

206 B5 

IXX, 12-qt . 1.55 

TYY 1i.nt f Aft 

021, 022 . 25 

312 ... 20 

10 15 . 10 

10, Rot. 

16 .25 

816 . 30 

20* . 15 

Gem, 12-qt _ 1.50 

Gem, 14-qt _ 1.65 

Pans, Bread 

01, 110, 80... .20 
140, 200 . 80 

Spoons, Mixing 

15 . 20 

25 . 15 

Steamers 

70 75 

30 . 20 

85 . 25 

235 . 1 35 

18 35 

20 40 

22 60 

8 . 85 

335 1 66 

Pans, Rinsing 

10, Plain 

8 . 40 

80 . 75 

iA OR 

Graters 

02 . 10 

300 . 35 

90 . 95 

600 . 1.05 

A5n 1 1A 

Pans, Corn Cake 

06 . 80 

Steeper*, Tss 

12 26 

020, 100 . 20 

14 . 50 

#t*7K i An 

030. 150 . 25 

09 45 

17 . 60 

Strainers 

Gravy 

2, 3 . 15 

Cans, Mi in 

1 .85 

Kettlee, Lipped 
Preserving 

160 . . 40 

012 55 

Pans. Cake 
Perfection 

Round, 9%-in.. .20 

Round. 10 % -in. .25 
Square, 8%-in.. .25 

Square, 9-in . 35 

Mt.. 9%-in . 26 

Tube, Rd„ 9 % . .30 

Tube, Sq., 9-in. .50 
Pans, Dish 

ft TY Tin VR 

10, Ret. 

8 . 60 

14 . 80 

8 . 55 

020 . 20 

200 50 

240 70 

280 . 85 

17 . 1.00 

Pans, Lipped Sauce 
016 . 40 

4 . 70 

30 . 25 

01 . 80 

08 55 

04 75 

Jelly 

120 . 25 

160 30 

Ladlea 

010 . 25 

020 . 60 

024 . 70 

1At 4 $5 

Milk 

10 35 

121 45 

123 60 

inn r Q<« 

11 .30 

028 . 85 

1020 . 6.00 

1040 . 7.85 

Measures 

63 20 

Pots, Coffee 

1 . 80 

Cans, Oil 

AA in 

04 «n 

2 .40 

85 . 55 

14 . 1 00 

4 . 55 

Milk Can 

Oil . 1.00 

31 50 

86 . 75 

21 . 1 35 

Pota, Tea 

240 . 25 

Colander* 

122 20 

Pant, Milk 

IC, Plain 

O AA OA1 1 A 

33 . 60 

12C 25 

241 . 30 

55 . 85 

10 . 80 

14 A R 

126 . 60 

242 . 40 

60 . 2.10 

.14 . . . . 40 

104 .. ,. 45 

Moulds, All Kinds 

1 1 \f olnn 1 in 

*UU, 401 . 10 

202, 203 . 15 

Raisers, Bread 

114 . 2.00 

Soup 

20 . 40 

306 . 60 

204 20 

Cookers, Steam 

42 . 3.25 

3, Melon . 1.50 

4, Melon . 1.75 

10. J*llv_ .25 

205, 200.25 

208 . 30 

117 . 2.50 

Scoops 

2 35 

Turners, Oake 

1 8 71.10 

45 . 4.00 

2100 . 85 

6. 13 ..15 



WAGONS—Boya*— 

American 
No. and Sis*. 

118— 8x18. 8.00 

188—10x88_ 8.50 

188—18x88. 8.80 

188—14x80. 4.50 

188—15x88. 5 00 


888—18x88. 
888—18x88. 
888—15x88. 
886—16x86. 


4.00 

4J6 

5.50 

7.85 


Wegner*— 

No. 18.10.00 

No. 80.11.50 

No. 84.18.00 

Oesster—Star— 

No. 10. 8.50 

No. 80.10.50 

No. 80.11.50 

No. 40.18.50 

Msrs-WsUs— 

No. 10.7.50 

N*. 11.8.00 

No. 12.8.50 


WASHERS—Cast Iron—Size % to 2, 10c lb.; Angle. 10c. 
Malleable—Standard, 25c lb.; Nail Hole, 25c lb.; Angle 
35c lb. 

Cat—Sizes 316, 28c lb.; %, 25c; 516, 22c; %, 20c; 7-16, 
19c; %, 18c; ft to 1, 17c. 

WASTE—Cotton—No. 6X White, 25c lb.; 1 White. 24c; 2 
White, 24c; 01 Colored, 21c; 02 Colored, 20c; 10 Wool, 33c. 
WAX—Floor. 95c lb. 

WEANERS—-Calf—Shaw8 No. 1, 65c; No. 2, 75c. Hoosier 
No. 11, 75c; No. 12, 85c. Kantsuk—Calf, 50c; Oow, 60c. 
WEDGES—Truckee-Alki, lb., 20c; Oregon-Atha, 28c; Cedar- 
Atha, 20c; Cedar-Alki, 20c; Falling, 27c; Saw, 27c. 
WHEELBARROWS—Garden—No. 0, 1 % cu. ft. capacity, 

$8.50 each; No. 1, 8% cn. ft., $9.75; No. 2, 4ft cu. ft., 
$14.25. 

Railroad—Bolted. $8.50 each; Stare, $7.25. 

8teel Tray, Wooa Frame—Star, $7.75 each. 

Steel Tray and Frame—AX, $12.75 each; 4, $15.00; 5, 
$17.00; 10, $22.50; 25, Concrete, $16.25. 

WICKS— 

Oil Cook Store Wicks—New Perfection with wire carrier, 
each. 45c; Bon Ami with wire carrier, 45c. 

Oil Heating Store Wicks—New Perfection with wire 
carrier, each. 45c. 

Lamp or Lantern Wicks—Flat—No. 0. width %-ln., 2%e 
each; Ho. 1, %-ineh., 2%e; No. 8, l-in„ *%•; No. 8. 
1%-in., 5a. 

Rochester Wick*—Circular—No. 1R, size 4x6 in., 
lOe; 8R, 5x6 In., 10c; 8R, 8x8% in., 85c. 


Plain Penoe. 

Per 100 Ibe. 

8 gangs . 

6-8-8 *!!!! . 6.50 

10 
11 
18 
18 

14 

15 

16 

17 

18 . 

Barbed Fence—Glidden Pat., $6.50; Glidden Oalr., $6.85; 

Baker Patent, $7.15; Baker Gslr., $8.00; Wankeranito Gal*.. 
$8.50. Hog. Oattl’ 

Am. Special Galr., 80-rod spools, each. 4.75 

Glidden, JlO-rod spools, each. 6.50 


Blaek. 

Gslv. 


. 6.60 



. 6.60 

7.10 


. 6.50 

ISO 


. 6.60 

7.15 


. 6.60 

7.90 

• • • • 

. 6.60 

7.95 

• e . t 

. 6.75 

7.45 

## • • 


7.55 

7.00 


8.00 

7.10 


8.10 

7J0 


7.50 


$.66 

.... 


4.55 

6.40 


Broken Coils—A^d^ 1 to 84 Ibs n 8c; 85 to 48 lbs., 8c; 50 
to 89 11 s„ lc per lb. 

8to re Pipe Wire, 50*ft. coils, 10c each. 

WIRE CLOTH—See Cloth. 

WOODENWARE—Boards. Pastry—16-inch, 95c each. 

Bowls, Chopping—11-inch, 35c each; 15-inch, $1.85; 17- 
inch, $3.00. 

Pins, Rolling, 55c each. 

Spoons, 18-inch, 15c each; 15-inch, 80e. 

WOOL—8teel—1-lb. roll#—0, $1.85; 1, $1.10; 8 and 8, $1.00 
3-oz. packages. 80c each. 

WRINGERS—Mop—Vanco 78, $5.50; 88. $4.00; 89, $5.50. 
Dana or Eagle, 5, 88.85; 10, $4.50; 80, $5.00. 

White’s 3. $4.50; 0, $7.50; 8, $5.00. 


WRENCHES— 



Aer. 

Coes. 

Crescent. 

Trimo. 

N. 

6 -inch. . 

. .85 

1.65 

1.00 

1.60 

1.35 

8 -inch. . 

. 1.00 

2.00 

1.25 

1.80 

1.40 

10 .inch.. 

. 1.25 

2.50 

1.50 

2.00 

1.75 

12 -inch. . 

. 1.50 

3.10 

2.25 


2.65 

15-inch. . 

. 2.00 

4.25 

3.40 


4.00 

1 8 -inch. . 


5.50 




21 -inch. . 


6.75 


10.80 

\b. * 

r NC—Full sheets. 

25c lb.; 

less than sheets, 80c 


Stiilson Barcalo Barcalo 
“ “ li-fin 
1.25 
1.25 
1.50 
2.00 
2.75 
4.00 
6.00 
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Absorene Mfr. Go.162 

Albert Lee Sprayer Co. 64 

Albertson A Co .149 

Alert Tool Oo.154 

Althoff, L. A. Mfr. Co. 94 

Aluminum Goods Mfg. Co.28-198 

Aluminum Products Co.178 

American Chain Co. 12 

American Hone Co. 93 

American Saw A Mfr. Co.108 

American Stainless Steel Co. 18 

American StampinrA Enameling Cb.l62a 

American Steel A Wire Co. 26 

American Wire Fabrics Co. 55 

Apco Mfg. Co_*.160 

Armstrong Mfg. Go.174 

Atkins, E. C. A CoT. 11 

Atlas Mfg. Co., The. 86 

Alas Shear Co. ., .. 92 

AutoStrop Safety Razor Co. 7 

B 

Baker, Hamilton A Pacific Co. 46 

Baldwin Refrigerator Co. 28 

Bassick Company, The. 20 

Beaton A Osawell Mfg. Co.170 

Beaton A Corbin Mfg. Co.171 

Beh A Company . 91 

Belmont Tumbler Co. 92 

Benson Importing Oo. 80 

Best Cptlery Co.103 

Berger Bros. Oo. 66 

Bemz Co., Otto.176 

Bissell Carpet Sweeper Oo. 95 

Blaich, Adolph, Inc. 83 

Boiler Machine Works . 61 

Bommer Spring Hinge Co. 65 

Boston Brass Co.176 

Boston Woven Hose A Rubr. Co.106 

Bowman Company, Geo. H..5-103 

Boyer, W. W. A Co. 17 

Brainard Mfr. Co. 63 

Bridgeport Hardware Mfg. Corp. 64 

Bright-Lite Lamp Mfg. Oo. 91 

Buckeye Aluminum Co. 89 

Buffalo Forge Co. 56 

Buffum Tool Co.Cover 

Burch, F. S. A Oo. 90 

Burgess-Norton Mfg. Co. 67 

Butterfield A Co.157 

0 

Caldwell Sales Co.150 

Cannon Oiler Co. 62 

Central Stamping Oo. 87 

Champion Blower A Forge Co. 51 

Chastern, Inc.152 

Chstillon, John A 8ons . 85 

Chicago Flexible Shaft Oo. 24 

Chicago Mill A Lumber Co.162b 

Cincinnati Tool Co., The. 60 

Chicago Spring Butt Co. 71 

Church, C. F. Mfg. Oo.167 

Clark, Geo. M. A Co. 83 

Clayton A Lambert Mfg. Co.174-176 

Cleveland Stone Co. 68 

Clifton Mfg. Co.153 

Coes Wrench Co. 10 

Ooldwell Lawn Mower Oo. 55 

Columbian Rope Co. 35 

Columbus Anvil A Forging Co. 69 

Oomstock-Bolton Co. 92 

Connors, Wm. Paint Mfg. Co. 66 

Converse Rubber Shoe Co.Cover 

Cook, H. O. Co.165 

Cook, Ernest C. Co. 93 

Covert Mfg. Co. 58 

Crescent Tool Co. 52 

Cronk A Carrier Mfg. Oo. 69 

Curtis Pneumatic Machinery .154 

D 

Delta File Works . 52 

Diamond Saw A Stamping Works.... 57 

Dietz, R. E. Oo. 16 

Disston, Henry A Sons.2-3 

Dixon, Joseph Crucible Oo.101 

Duluth Show Case Co. 86 

Dunham, Carrigan A Hayden Co. 49 

Du Pont Powder Co.25 

Durham Mfg. Co. 87 

E 

Elastic Tip Co. 36 

Elgin Stove A Oven Co. 91 

Elite Mfg. Oo.159 

Empire Rubber A Tire Go.147 

Empkie-Shugart-Hill Oo.156 

Eyelet TOol Co.163 

F 

Faultless Caster Co. 94 

Fraim-Slaymaker Hardware Co. 65 

Freeman Mfg. Co., June. 75 

G 

Gem Safety Razor Corp.102 


Giant Powder Co. 47 

Gillette Safety Razor Co. . 9 

Gilson Oo., J. E. . . 92 

Gold Medal Camp Furniture Co... . 97 

Goodell-Pratt CO. 14 

Goodyear Rubber Company. 72 

Gottschalk Co., John W.84-100 

Gute, H. J. A Co. 48 


Hammer-Bray Co. 73 

Hardy, John E.158 

Hartzman, H. 8. 90 

Harvey Spring A Forging Co. ...... 154 

Hays Mfg. Co.172 

Hay-Budden Mfg. Co. 62 

Hercules Products Co. 71 

Hess-Snyder Mfg. Co.90-101 

Higgins Spring A Axle Oo. .156 

Hildebranat Oo., John J . 92 

Holter Hardware Co., A. M. 77 

Holter Hardware Co. 77 

Home Products Corporation. . 43 

Honeyman Hardware Co.. . 77 

Hunt, Helm, Ferris A Co. 30 

Hygrade Lamp Co. 96 

Hyfield Mfg. Co. 59 


Phoenix Horse Shoe Co. 50 

Pioneer Paper Co. 70 

Pittsburgh Steel Co. 54 

Porter, H. K. 56 

Portland Cordage Oo. 72 

Precision Machine A Tool Co.90 

Prentiss Vise Co. 99 

Prentiss-Wabers Stove Co.145 

Progressive Mfg. Co. 68 


Quick Meal Stove Oo. 75 


Reed & Prince Mfg. Oo. 63 

Reinhold-Sharp A Co . 88 

Remington Arms Co., Inc. 18 

Reubens, Myer 8., Stove A Furnace 

Repair Works . 70 

Richards-Wilcox Mfg. Co. 17 

Ritter Can & Specialty Co. 91 

Rochester Can Oo. 41 

Roth, H. A Sons. 79 

Royal Self-Heating Iron Co.84-165 

Rulofson Co., A C. 54 

Russell Mfg. Oo.151 


Illinois Pure Aluminum Oo . . . 19 

International Silver Oo. . 8 


Jobbers’ Mfg. Co. 

Johns Machine A Stamping Works. 


Kees Mfg. Co., F. D. . . 68 

King Lock Co.. . .157 

Kingsbury Mfg Co. . 60 

Kline Co., M. L.167 

L 

Lalance A Grosjean Mfg. Co. . 96 

Lane Bros. 58 

Lane Unique Tool Co., Will B. .153 

Lawson Mfg. Co. . 31 

Lindemann, O. A Co. 90 

Lockwood Mfg. Co. 65 

Lloyd Sales Agency, Inc. 81 

Ludlow-Saylor Wire Oo. 53 

Lufkin Rule Co. 65 

M 

Maine Mfg. Co. 84 

Madewell Pipe A Culvert Co.. . .156 

Mangrum A Otter . 74 

Marble Arms Mfg. Co. 71 

Marshalltown Trowel Co. 63 

Massasoit Mfg. Co. 58 

Maydole Hammer Co. . 63 

Mayhew Steel Products Co. 57 

McCaffrey File Oo. 61 

McKee Glass Oo. 89 

McKinney Mfg. Ob. 32 

Meyers Mfjr Go., Fred J. 90 

Michigan Wire Goods Oo. . 90 

Milbradt Mfg. Co. 87 

Miller, Edward A Co. 78 

Monarch Refrigerator Works .... .40 

Montauk Paint Mfg. Co. 70 

Mooers-Wright Co.155 

Morrill, Charles. . . 64 

Motor Mercantile Oo. . .163 

Mueller Furnace Oo., L. J. . 22 

Myers, F. E. A Bro. 67 

N 

National Gash Register Oo. . 39 

New Era Spring A Specialty Co. . . .153 

New Haven Clock Co. 86 

New Process Stove Co. . 81 

New York Stamping Co. . 44 

Norcross, C. S. A Sons. 66 

North Bros. Mfg. Oo. 85 

North A Judd Mfg. Co. . 38 

Northland Ski Mfg. Co. . 69 

Northwestern Steel A Iron Works. 97 

Novelty Stropper Oo. 92 

Nye Tool A Machine Works, The. . .175 

O 

Ohlen-Bishop Oo. 69 

Ontario Knife Co. 88 

Osgood Lens A Supply Oo. . .161 

Ottemiller Oo., Wm. 61 


Pacific Pump A Supply Oo. 

Packham Crimper Co. 

Peck, Stow A Wilcox. 

Pennsylvania Lawn Mower Works, 

Perfection Mfg. Co. 

Peters Cartridge Oo. 

Petry Co., N. A. 

Philadelphia Lawn Mower Co. 


Salt Lake Hardware Co. 76 

Samson Cordage Works. 62 

Sand, J. A Sons. 92 

Sargent A Company. 15 

Savage Arms Corp. 45 

Save Electric Corp.105 

Savills Sons, Thomas .169 

Scaife, Wm. B. A 8ons.172 

8chaw-Batcher Co. 82 

Sedgley, R. F., Inc. . . . . 157 

Segal Lock and Hardware Co. ...;.. . 59 

Schaefer Tent A Awning Co....162a 

Shelby Spring Hinge Co. 62 

Simonds Mfg. Co. 51 

Smith Mfg. Co., F. H. 56 

Specialty Mfg. Co. 54 

Spokane Stove A Furnace Repair Wkt. 76 

Spring Leaf Lubricator Oo.160 

Standard Brass Casting Ob. 73 

Standard Four Tire C\>.143 

Stanley Works.Cover 

Star Expansion Bolt Co. 69 

Star Heel Plate Oo. 59 

Starrett, L. S. A Co. 6 

Sterling Tire Corp.Cover 

Stewart Mfg. Co. 82 

Srevell-Paterson Hardware Co. 77 

Sttirgess A Burn Mfg. Co. 87 

Superior Laboratories. 79 

Superior Spring Oo.66 

Superior Spring Hinge Co. 60 

Swan Co., Jas. 50 


Thompson Mfg. Co. 54 

Thomson-Diggs Co. 80 

Topping Mfg. Co. 67 

Trimont Mfg. Co.173 

Triner Scale Mfg. Co. 86 

Tritch Hardware Co. 98 

Triumph Trap Co.158 

Turner Asbestos Co.102 

Turner Brass Works .177 


Union Steel Products Co., Ltd. 95 

Union Tool Chest Co. 58 

United Auto Supply Oo.168 

Tinted Royalties Corp.104 

U. S. Steel Products Co. 26 

Universal Equipment A Supply Co....164 

V 

Vaughan A Bushnell Mfg. Co. 62 

V 088 Bros. 21 

W 

Wagner Mfg. Co. 60 

Warren Axe A Tool Co. 61 

Washington Hardware A Implement 

Underwriters . 78 

WauRau Abrasives Co.99 

Wellston Mfg. Oo. 27 

Welsh, Joe . 80 

Western States Cutlery A Mfg. Oo. . . . 83 

Whitelite Electric Oo.103 

Whitlock Cordage Co. 1 

Wilburn, W. H .80-92 

Wilkins, Geo. H. Oo. 63 

Wills Sprinkler Co. 82 

Witt Cornice Co. 42 

Wool wine Metal Products Co.101-155 

Wrought Washer Mfg. Oo. 57 

Y 

Yakima Hardware Co. ... .. 78 
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rtrifiSo 

New "^Mother (y 


Simple 

Simon 

Meta 

Pieman 


Rock-a-by 
Baby 
On the 
Tree top 


oose jjox 
for c Viko Toy Sets 

A box so attractive and unusual, we’ve had it 
copyrighted! Each square in the checkered 
design bears a gay, familiar figure from the 
rhymes of Mother Goose. (Details of design 
shown in panels at left and right.) 

The box is printed in five bright colors, and, to 
children, appeals like a vivid and beloved story¬ 
book. It is both entertaining and instructive. 

VIKO Toy Sets include many combinations of 
handsome aluminum dishes, or shining mini¬ 
ature cooking utensils. Packed in “Mother 
Goose” boxes, these Sets will meet with a 

ready sale the whole year ’round* Place your 
orders for Christmas trade now* 

Write Your Jobber 

Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wk, U. S. A* 

Makers of Everything in Aluminum 


Humpty 
Dumpty 
Sat on 
aWall 


Little Boy 
Blue come 
Blow your 
Horn 
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STERLINGS are guaranteed for a ripe 
old age and we know they’re good be¬ 
cause we make them that way from the 
best materials we can get. 

Cords only, above 31x4 sizes; and in the 
smaller sizes, the biggest, huskiest, 5- 
plv fabrics you ever saw—hand-made, 
airbag cured, and moderate-priced. 


They 
Say the 
Good Die 
Young 

Exploded Theory 


Guaranteed for 6,000 miles on fabrics 
and 8,000 on cords, but built to do much 
better than that. 


Send us your address for a section and 
a price list. 

We’re satisfied that you’ll do the rest. 

STERLING TIRE CORPORATION 

Established 1908 

Rutherford - New Jersey 
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Two-Minute Chats’with Converse Dealers—No. 3 

{In which I ask Mr. Lord to answer one question ) 

I dropped in to see Mr. R. D. Lord one hot day last August. Mr. Lord is 
the proprietor of a big profitable Tire Shop that stands on the corner of Con¬ 
course and Van Cortlandt Avenue, New York City. And Air. Lord knows tires 
and tire merchandising. 

il \ dropped in to ask von just one question, Mr. Lord ,’ } I said. “ Why did you take up 
the agency for Converse Tires V 9 

“The Converse Dealer Proposition was the thing that hit me right/ 1 he answered, 
“an exclusive agency which does away with subway competition—more important still, a 
proposition that lets the dealer make his own price to the consumer and so make real profits. ’ ’ 

“And when I saw my first Converse Cord/' he went on, “I was sold again. The fade¬ 
less ebony black rubber—the big rugged oversize non-skid tread—I knew those tires would 
sell on sight. And they do. But, my nine-times-out-of-ten repeat sales result from the 
customer’s satisfaction with Converse Cord Mileage. M 

CONVERSE RUBBER SHOE COMPANY. Malden, Mass. 

Service Branches: 

New York— 300 Amsterdam Avenue 

■V // VM*'; Chicago—618-626 W. Jackson Boulevard 

Boston—801 Boylston Street 


More mile s 
Less skid 
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WRITTEN IN THE LOG OF MANY 
A GOOD SEA CAPTAIN’S MIND 
ARE THE WORDS: “WHITLOCK 
ALL-MANILA, ABLE SEAMAN.” A 
ROPE WHICH FULFILLS THE 
SEA’S STERN REQUIREMENTS 
WILL BUILD BUSINESS FOR 
ANY DEALER WHOSE TRADE DE¬ 
MANDS FIRST-CLASS CORDAGE. 

ooMtfMieiML. 




Write for our new illustrated catalog 

Whitlock Corsage Company 

46 South Street, New York 

Factory and Warehouse*: Jersey City, N. J. 

... ( The Balt Lake Hardware Oa, Balt Lake City, Utah. 

Western J Townley Metal * Hardware Go., Kansas City, Mo. 
Dirntrihuton J The Hendrle k Botthoff Mfa k Supply Oo., Denver, Colo. 

( Hackett, Oates, Hurty Oo., St. Paul, Mttnn. 
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Published Monthly in the Interest of Merchants Selling Disston Tools 


Disston Saw Makers for Three Generations 


Three Brothers—John, George, and Janies Arnold—and Their Sons Have Been Disston Saw- 

Makers for an Aggregate of 256 Te rs. 



In the year that U. S. Grant became Presi¬ 
dent of the United States, George Arnold Sr., 
following the footsteps of his father, started 
to work for Henry Disston. Under the guidance 
of Henry Disston, George Arnold learned the 
art of saw-making. John and James Arnold, his 
brothers, followed and eventually became skilled 
craftsmen in the same profession. The sons of 
these three brothers, as they grew up, followed 


eon of James, foreman in Hand Saw Smithing De¬ 
partment, 14 years; William, son of George Sr., Setter 
and Sharpener in Hand Saw Department, 11 years; 
John, son of James, not now with the firm, Long Saw 
Toother, 15 years. 

There is an old saying that "it takes seven years 
to make a saw-maker." It does—but it takes many 
times seven years to make master saw-makers who can 
equal the workmanship of these men. 

The Arnold family is typical of the families of 
master craftsmen who have worked for two or some¬ 
times three generations in the House of Disston. It 

was probably the 
observation of men 
of this type that 
led Mr. Parker, 
Director of Voca¬ 
tional Education, 
Toledo t Ohio. to 
write m the Voca¬ 
tional Bulletin: 

"Side by side in 
the Henry Disston 
plant work three 
venerations. I had 
heard that such 
was the case, but it 
was impressive to 
actually see them 
at work. On my 
eastern trip I got 
a hurried glimpse 
of this plant in 
Philadelphia, busily 
engaged in making 
files and saws. 

"When it comes 
to saws, there are 
all kinds of hand 
saws, hacksaws and 
circular saws. Of 
the latter, I saw 
them for all pur¬ 
poses from cutting 
metal and wood to 
shelling peanuts 
and seeding raisins. 


Loft hand row, re 


adlngjback—James, Harry, George,^ Jr.,_WiUlam Bight hand row. 


back—John, George, 8r., Albert, Walter 


in their fathers’ work and, today, eight men of 
this one family are Disston Saw-makers. 

The following is an outline showing the number of 
years these men have been with the House of Disston, 
and the position now held by each: 

John is Assistant Superintendent, in charge of the 
Hand Saw Department, 41 years: George Sr., Foreman 
of the Hand and Wood Saw Blade Department, 53 
years; James, Iron Backs for Mitre Box Saws and 
Back Saws. 40 years; Harry, son of George Sr., Hand 
Saw Smither, 32 years; George Jr., Setter and Sharp¬ 
ener in Hand Saw Department, 30 years; Albert, son 
of James, Butcher Saw Department, 20 years; Walter, 


"In the rejected 
material was a 
hand saw which I 
_ . shall never forget. 

To me it was a work of art which I shall always covet. 
A sharp eyed inspector had thrown it out because of 
some scratches upon its blade. Its handle was to be 
removed and the blade returned to the melting pot. 

"Seldom have I seen so many grey haired men in 
plant, and all with an intense interest in their work. 
One man told me that there is no trade requiring the 
personal judgment of saw making. That after 23 years 
at his bench he sees new problems in each day*s work. 

"The plant with three generations at work should 
be able to put out a great and economical product of 
which all should be proud." 
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A List of What Disston Makes 

And in these Saws, Tools, and Files is that quality found in 




The Saw Most Carpenters Use 



Back Saws 

Band Saws for Wood and Metal 
Bevels 
Buck Saws 

Butcher Saws and Blades 
| Cabinet Scrapers 
Chisel Tooth Circular Saws 
Circular Saws for Wood, 

Metal, and Slate 
Compass Saws 
Concave Saws, Circular 
Cross-cut Saws 
Cut-off Saws 
Cylinder Saws 
Dovetail Saws 
Drag Saw Blades 
Edger Saws 
Files and Rasps 
Filing Guides 
Gang Saws 

Gauges, Carpenters' Marking 
Grooving Saws 
Hack Saw Blades 
Hack Saw Frames 
Hand, Panel, and Rip Saws 





Ice Saws 

* 


Inserted Tooth Circular 



Saws 


T/*. 1_O 

Keyhole Saws * 

t 

Sugar Beet 


Mandrels 
Metal-slitting Saws 

Milling Saws for Metal 
Mitre-box Saws 
Mitre Rods 
Nest of Saws 
One-man Cross-cut Saws 
Pattern Maker Saws 
Plumbs and Levels 
Plumber Saws 
Post Hole Diggers 
Pruning Saws 
Rail Hack Saws 
Re-saws 

Saw Clamps and Filing Gu ides* 
Saw Gummers 
Saw-sets 
Saw Screws 
Screw Drivers 
Screw-slotting Saws 
Scroll Saws 
Segment Saws 
Shingle Saws 
Siding Saws 
Slate Saws, Circular 


Knives—Cane, Corn, Hedge 
Knives—Circular—for Cork, Cloth, 
Leather, Paper, etc. ‘ 

Knives—Machine 

Levels—Carpenters’ and Masons’ 

Lock Corner Cutters 

Machetes 

This is ■ partial 
of items in the 


Stair Builder Saws 
Stave Saws 
Straight Edges 


Swages 

Tools for Repairing Saws 
Tool Steel 

Trowels—Brick, Plastering, 
Pointing, etc. 

Veneering Saws 

Webs—Turning, Felloe, etc. 

list. Thera are thousands 
complete Disston line. 


HENRY DISSTON & SONS, Inc. 

Philadelphia, U. S. A. 










Volume XVI 


(Copyright 1921 by the HARDWARE WORLD. All rights reserved) 


SEAT :: 1921 


Number 5 


INDEX TO CONTENTS 


the retailer and ms critics. 100 

PROPERTY OWNERS NOT ANARCHISTS. 101 

THE WISE SALESMAN AND HIS TWO ANGELS.102 

COST AND SELLING PRICE ON EACH SALES TICKET..103 

FIGURING FOR SUCCESS .106 

MEMORABLE VERSES—MEMORIAL DAY REMINDER.106 

SUMMER SPORTING GOODS SALE.108 

LEGAL SUGGESTIONS FOR BUSINESS MEN. 113 

BUSINESS GETTING SUGGESTIONS.114 

MAKING NEWSPAPER ADVERTISING PAY.116 

GOING AFTER THE CAMPING TRADE.117 

IS AMERICA WORTH WHILE PRESERVING—AMERICAN BUSINESS MEN 

SHOULD NOT BE NEGLECTFUL.121 

GAS COOKING RANGE SALES STUNTS.124 

SOME GOOD LAW TO GO IN ORDER BLANKS.129 

DOES YOUR HOSE STOCK LOOK LIKE THIS?.131 

MARY ANN CONFESSES.133 

AT HOME W IT H MATTHIAS LUDLOW... ..134 

BU8INES8 BUILDING IDEA WITH BIG POSSIBILITIES .168 

PUSHING THE SALE OF PLUMBING SUPPLIES.172 

BUSINESS OPPORTUNITIES .178 

RETAIL SELLING PRICES .179-196 

INDEX TO ADVERTISERS .197 


HARDWARE WORLD. Issued on the first of each month by HARDWARE WORLD Publishing Co. Subscription, payable in 
advance, 50c per year, or three years for $1.00. Entered as second class matter, under act of Congress, at Portland, Oregon. 

EdTto^»nd < MMi^er. | * Raymond L, She annul, A«.ociate Edit^~l 

Correspondence, or articles for publication may be addressed to office nearest you. 

S88 Taylor 88.■ 421 First Nat. Bank Bldg. Phelan Bldg. 70 Fifth Are. 507 Pioneer Bldg. 1802 Young St. 204 Scott Bldg. 
Portland, Ora.' Chicago San Francisco New York Seattle, Wash. Dallas, Texas Salt Lake, UtM 


Boatmen's Bank Building 
Broadway and Olive, St. Louis, Mo. 


424 Higgins Bldg. 
Los Angeles 


220 Pacific Bldj 


Vancouver. 


sific Bldg. 

, B. 0., Ca 


Digitized by v jOOQle 





































































HARDWARE WORLD 


5 



Complete window- trim 

now packed free with 

half-dozen and dozen lots 

W E realize that the dealer's up! It's the sort of window-trim 
window is the most valuable that really sells, because it ties up 
space in his store. He wants your store in a powerful way to our 
to make every inch of it work in big advertising campaigns in national 
building sales. Window trims that magazines. It registers the three big 
will do this aren't found every day. points of the Valet AutoStrop Razor 
And so a new Valet AutoStrop Razor story in a way no man can forget. 

Plan i^f First, the tremendous difference 

Serial is now being packed right between 

in with each Moment of V 2 d.ae. of fffT.U. 

or dozen sets. AutoStrop Razor—third, the 30-day 

You can take your choice of two Free Trial Plan and what it means, 
small carefully-selected assortments A8SOrtment No . 6 consists of six of the 
—and when you open the package, m08t opu i ar * 5.00 Valet AutoStrop Razor 
there's the display all ready to set set8 — costs you $22.50—and sells for $30.00. 

Assortment No. 12 contains twelve $5.00 

_- sets—costs you $40.50 (a ten per cent 

~~ discount, you ’ll notice) and sells for $60.00. 

There’s enough variety in each to give 
you a combination of best sellers. You get 
the most popular sets in our whole line— 
and packed free with these, a handsome AutoStrop 

/ j window-trim that will build up your Safety 

V/5 razor sales as never before. Order R»*or Co., 

fyy now before the supply is 656 Pint Ave. 

' exhausted. Write your order . New York. 

on the coupon below and dir ®“ t [ ? e oAhrough 

mail it today. & . my jobber [ ] the special 

y assortment of $5.00 Valet 

■ • * v nm ,4) AutoStrop Razor sets which 

_ V ALL 1 Oy* .*'* is checked below — including 

M r® 1J <V. complete Window Trim. 

/lutamroD Kazor # -• - 22 ° 

* * V* m f } No 12 _ 1 dol Be t s —$ 40 . 50 . Seiu 

A for $60.00. 

■ « My name . 

—sharpens itself 

j J Jobber • name. 



Address 
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Checkup your stockwith the 

NEW STARRETT 


The new catalog—number 22—is being 
sent now to machinists throughout the 
country. They’ll be looking for the new 
tools—the new sets of Starrett Microm¬ 
eters, the new Tool-Makers Buttons, 
the new Universal Bevel Protractor and 
all of the other additions and improve¬ 
ments to the Starrett line. 

To the man who uses, buys and sells 
fine tools, Catalog No. 22 is brimful of 
interesting news. If you’re ready with 
the details when a customer mentions 
one of the new Starrett Tools — and 
have the tool in stock — you’re a long 
way toward making another sale. 

See to it that your customers, your 
clerks and yourself have the new Star¬ 
rett Catalog No. 22—You’ll get it by 
return mail. 

THE L. S. STARRETT CO. 

Tit fVorlft Crtatttt Ttolmtitri 
Manufactureri tf Hack Saxoi Vatx (tiki 

ATHOL, MASS. 
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Hundreds of Manufacturers Have Benefited 

by These Tests 


Without obligation, manufacturers 
use the “Chicago Mill” testing labo¬ 
ratories to determine the best box for 
their goods* In the huge revolving 
drum shown above, boxes packed with 
your goods will be dropped from vari¬ 
ous heights, again and again, alighting 
in every conceivable position, receiv¬ 
ing the maximum strains and buffet¬ 
ing of travel. From re¬ 
peated tests with 
various boxes, the box 
best suited for your 
need can be selected 
without prejudice—be¬ 
cause “Chicago Mill” 
makes every type of box 
in general use. 


These tests have been used by hun¬ 
dreds to find stronger boxes and yet 
lighter boxes with less displacement — 
for machinery parts and eggs, 
glass containers and bolts, canned 
goods, food products, clothing, 
chemicals, typewriters, clocks, china- 
ware, confectionery—products of 
every conceivable nature. 

Note also the corner- 
stress test pictured at the 
right of the illustration. 
Tests may be arrang¬ 
ed through correspond¬ 
ence with the executive 
offices. Let us help you 
find the right box for 
your goods. 



u 


The Nailed Wood Box pictured above is produced by our Wood Products Depart¬ 
ment. We also manufacture Nailed Wood (set up or knocked down), Solid fibre, 
Corrugated Fibre, Wirebound, Hinge Comer, Lock Comer and Bottle 
Boxes—boxes selected by test for every shipping need 

@ica60 Mill tss [umber Qmpany 

Executive Office*: Conway Building 

CHICAGO 


O'cago Mill" 



Every Type of Box 


CHICAGO MILL 


in General Use 
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J/Jmb a s’? a dor 

The dignity and beauty of this new 
pattern are most happily suggested by its 
name. 

The Ambassador carries to the court of 
public approval the highest credentials as a 
representative of a line traditional for 
quality. 

Unusually attractive advertising will 
announce this new pattern to the general 
public. 

Illustrated folder and price list will be 
sent upon application to Advertising 
Department, International Silver Co., 
Meriden, Conn. 
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qA High Cjrade Ware That 
Sells at a Topular Trice 

There is probably no more valuable metal 
for the making of cooking utensils than 
aluminum. It & tough, durable, malleable, 
light in weight, good to look at, an excel- 
lent conductor of heat, and it takes a perma¬ 
nently smooth finish. The merit of the 
finished ware, however, depends not solely 
upon the fact that it is aluminum. Ham it 
it mtade is the important thing. 

VIKO, The Popular Aluminum, is sturdily 
constructed from thick sheet aluminum 
which is 99% pure. It gives unusual wear, 
is finely designed, and beautifully finished. 


not only because it gives consumer satisfac* 
tion, but because it contains utensils for 
every kitchen need and retails profitably at 
a popular price* For full information— 

Ask Your Jobber 

Al uminum Goods Manufacturing Company 
General Office* t Manitowoc, Wi*. t U. 8. A. 
Makers of Eotrytking tn Aluminum 
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What COES 

Wrench 


Preference 


Means 

to 

the Dealer 


Granted that there is competition in your town—consider what it would 
be worth to you when people think of Hardware to have them think of your 
store first. 


Speaking of Hardware, let us concentrate 
on screw wrenches. 

When a man wants a screw wrench there 
is always some one wrench that comes first to 
his mind. 

If a customer thinks of the COES Wrench 
before thinking of any other wrench, even 
though he has only a slight preference for the 
COES—it means a sale to that customer. 


COES quality, reputation and advertising 
for 80 years has created a preference for 
COES Wrenches, which means sales. 

And Sales are What Count 

Every merchant and his sales force will 
readily see the advantage in selling the COES 
—the wrench most people prefer. 



Sizes 6 to 21 inches 
YOUR JOBBER WILL SUPPLY YOU 

Coes Wrench Company 

Established 1841 

WORCESTER, MASSACHUSETTS 



J. C. McCarty a Co. 

29 Murray St., New York 


AGENTS 

Pacific Coast Agents John H. Graham a Co. 

John H. Graham A Co. 113 Chambers St., New York 

268 Market St., San Francisco 




—~ . 
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SILVER 

STEEL 




Preparedness! 

A RE you prepared to 
take care of the large 
demand for tools that 
is bound to come? If not, 
you had better put in a stock 
of Atkins Silver Steel Saws 
and Tools. Get some of the 
business our advertising- 
creates. 

The quality of our saws and 
tools has been established. 
Let us help you increase 
your sales of them. Our ad¬ 
vertising department is at 
your service. 

Write us today for our plans 
to increase your saw and tool 
sales. 


Have you one of our books 
entitled, “How to Sell a 
Saw?” It's free. 


L.C. ATKINS & CO. 

ESTABLISHED ISB7 THE SllVER STEEL SAW PEOPLE 

Home Office tad Factory, IND1ANAP0US.INDIANA 

CaaadiMxFWtofy.Heinalton Oitftrio 
NmNm Knife Factory. LuvcMttr N.Y. 

Arwdkj C+rryimg Cotmpkt* Stocks la The 
Arlafvea NtwOrlMM 

Mampkl* New York City Pari*. Franco 

Chicago Portland,Ora- Sydivqy. N. S.W. 

MinnaaoolU SanFVanclec© Vaivcouvar, B.C. 
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Slide-vertiselfoar Name 



VJcedTtfe 


. I had only put on- 

WEED TIRE CHAINS 


onf _. 


OT i.V*sa‘V lV 


Dent LeaveIhemBehind! 

3 BrainsardWccdTircChains 

p must br kaxI for the date 
operation o€ automobiles 


Your Nome and Address Here 


Addrers* 


Your Name and Address Here 
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Have you noticed that , today , 
pistol customers insist on — 

Safety Features 


It’s a fact. 

The bulk of the sales today are to the home owner, the every-day citizen 
who wants protection. And, unless he is a “gun crank,” he will care little 
about the technical details of the pistol. 

It’s safety that interests him. 

Try this with the customer 

A demonstration of the magazine withdrawal safety of the Remington 
.380 cal. Automatic Pistol is always convincing— 

the customer has the Remington in his hand with the hammer cocked. 

Show how simple it is to withdraw the magazine as the release button 
is pressed. It is then that you can convince him of Remington safety, 
for with the magazine withdrawn it is impossible to release the hammer 
and fire a cartridge which might remain in the chamber. 

After this you can show him the automatic grip safety, and the 
“on” and “off” lever which is the only safety consciously operated 
by the shooter, as the others are automatic. 

The average person wants safety and in selling a Remington you sell 
complete safety. 

“It rests in your Palm like the hand of a friend” 



1. Compact—easily carried. 

2. A grip that fits the hand—Aims naturally. 

3. Built in balance that lessens the effect of the recoil. 

4. Low sights. Nothing to catch on the clothing. 

5. Accuracy and stopping power. .380 Rimless cartridge. 

6. Eight shots without reloading—7 in magazine, 1 in 

chamber. 

7. Completely safe. 


Remington firearms , ammunition and cutlery are sold 
exclusively through the wholesale hardware trade 


Points that sell the 

REMINGTON AUTOMATIC 
PISTOL 

Model 51 
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Tools for the Motorist 


Every One a Necessity 

Goodell-Pratt Automobile Tools were de¬ 
signed by practical automotive mechanics 
to fill some real need, and our advertising 
is creating a brisk demand for them. 


There are over 2000 
Sizes and Kinds of 
Goodell - Pratt Tools 
for Motorists, Tool- 
makers, Carpenters 
and Householders. 


Are You Prepared? 

Your customers will 
soon be calling for just 
such tools as are shown 
on this page. Is your 
stock up to normal so 
that you may render 
them the service they 
expect? 




G00DEI 


GOODEU-PRATT COMPANY Greenfield, Mass., 
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Our New Trade Mark! 

STAJJiEY 


SELF-SETTING 

IRON 


]HE plane iron, when re¬ 
moved to be honed or sharp¬ 
ened, is replaced in exactly the 
same position as before remov¬ 
ing. This also applies to the 
plane cap, when taken out to 
allow removal of the cutter, goes 
back in the same position. 


An illustrated folder J5, setting forth 
the advantages of this plane gladly 
sent to hardware merchants for dis¬ 
tribution; your name and address 
printed on the cover 


The Stanley Rule & Level Plant. 

The Stanley Works 

New Britain, Conn. U.S.A. 
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'Superior 




LAr O(tJM P r 


These Counter Display Cards are 
Great Sellers of 

“SUPERIOR” Platinum Point Files 
“SPARK” Coil Files 

Every customer in garage, or auto supply 
store and most of those in hardware stores 
are prospects for these very necessary 
automobile and motor accessories. 

Keep both of these effective counter displays 
always before them. The sure result will 
be many of the extra sales that help to 
build profits. 

If your Jobber can not supply you 
write us direct today 

Nicholson File Co. 

PROVIDENCE. R.I., O.S.A. 
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Sargent - made 
Planes and Squares 

The Sargent name on planes and squares, means the 
same quality that has made Sargent Locks and 
Hardware famous. Your most exacting customers 
will be delighted with these fine tools. 

Both planes and squares are made in all styles and 
sizes for every purpose, but we call particular 
attention to these two lines. 

Sargent Auto-Set Bench Planes 

Can be used for both heavy and very fine cuts, the 
rigidity of the cutter eliminating any tendency to 
chatter. When once set, the blade can be removed, 
whetted and replaced in exactly the same position 
without re-adjustment—an exclusive Sargent feature. 
Made in six sizes, smooth or corrugated bottom. 

Sargent Framing Squares 

The only squares made which require no figuring by 
the carpenter, saving his time and avoiding errors. 
The rafter tables are all on the square, markings are 
very plain and absolutely accurate. 

Further information on Sargent 
Planes and Squares will be sent 
on request, without obligation. 

Sargent & Company 


NEW HAVEN, CONN. 


New York 


Chicago 




LOCKS AND HARDWA 


R E 
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STAINLESS—The New Cutlery Steel 


ii 


NEITHER RUSTS, STAINS NOR TARNISHES'* 


N OW’S the time to stock up—and stock 
up intelligently with a splendid “lead¬ 
er” that will insure quick turnovers 
and large profits. Stainless is a name of great 
importance to the Housewife — because it 
means an end to this continual scouring and 
discolored knives. It should be of greater 
importance to the Retailer, in these days of 
cautious buying — Stainless stocks do not ac¬ 
cumulate dust. 

Stainless knives are furnished in a variety of 
attractive handles—aluminum, celluloid, rub¬ 
ber, wood, and “stainless.” They are also 
furnished with the various nationally adver¬ 
tised patterns of silverware — patterns with 
which the public has become familiar through 
consistent advertising. 

Write direct to the companies listed below—it will 
pay you to investigate Stainless. 

Stainless Cutlery is “Made in America’’ by the following: 



AMERICAN SILVER CO., 

Bristol, Connecticut. 

AMERICAN CUTLERY CO., 

Chicago, Illinois. 

CLEMENT MANUFACTURING CO., 
Northampton, Massachusetts. 

INTERNATIONAL SILVER CO., 

Meriden, Connecticut. 

JOHN RUSSELL CUTLERY CO., 

Turners Falls, Massachusetts. 

LAMSON & GOODNOW MFG. CO., 

Shelburne Falls, Massachusetts. 

LANDERS, FRARY & CLARK, 

New Britain, Connecticut. 

MERIDEN CUTLERY CO., 

Meriden, Connecticut. 

R. WALLACE & 
Wallingford, 


NORTHAMPTON CUTLERY CO., 

Northampton, Massachusetts. 

REED & BARTON CORPORATION, 
Taunton, Massachusetts. 

ROGERS, LUNT & BOWLEN, 

Greenfield, Massachusetts. 

SIMEON L. & GEORGE H. ROGERS CO., 
Hartford, Connecticut. 

WM. A. ROGERS, LIMITED, 

Niagara Falls, New York. 

SHELTON TOOL & MACHINE CO., 
Derby, Connecticut. 

THE WATSON CO., 

Attleboro, Massachusetts. 

WINCHESTER REPEATING ARMS CO., 
New Haven, Connecticut. 

SONS MFG. CO., 

Connecticut. 


American Stainless Steel Company 

1543 Oliver Bldg., PITTSBURGH, PENNA. 
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MAKE YOUR SALE A SUCCESS 

Handle 

American Maid Aluminum Ware 

The Popular Price Line 


“American Maid” 

For years we have had one main ideal in the manufacture of aluminum cooking utensils 
—“to produce and sell at a moderate cost a line to meet all demands, coupled with entire 
satisfaction.” We have attained this in the production of the 

American Maid Line 

Mr. Dealer: You will find every housewife an enthusiastic buyer for 

American Maid Ware 

—she cannot resist the popular prices; your sales will prove a success and your profits 
astonishing. 

Ask Your Jobber for American Maid Aluminum Ware 
Manufacturers 

ILLINOIS PURE ALUMINUM CO. 

LEMONT, ILLINOIS, U. S. A. 


A 

Good 

Sales 

Feature 


A 

Quick 

Profit 

Maker 
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OB many years Bassick Casters have 
r filled every caster need, from the tiny 
cabinet caster to the 8-inch truck 
caster that permits the easy moving 
of huge loads from place to place in 
the factory or warehouse. 

In many ways, in many industries, 
they have helped to cut costs in han¬ 
dling goods. 

There is a large demand for the well 
known Steel Gem Line, also for the 
Gem and new steel Harvard truck 
casters. 

Are you in a position to meet your 
customers’ wants for this line? 




Write for descriptive circular 
No. 200 W 


1 UPTO*^ 


The Bassick Company 

Which is a consolidation of— 

Ths Untvcnal Castor A Foundry Work s 
The M. B. Schonck Company 
Tht Burnt A Bostick Company 

General Offices 

BRIDGEPORT - CONN. 
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J31SSELL'S n<3 

<Toy Su?eepers 

M ADE in an entirely new way, these Bissell’s Toy Sweepers are easily 
the neatest, most attractive and best mechancially, of any toy sweeper 
now, or heretofore marketed. 

Not only this, but the installation of special machinery and processes to 
manufacture them on a big production basis, makes possible the low 
prices quoted. 

From a selling standpoint, aside from producing its immediate profit 
from the sale, it is a potent suggestion to the mother for a full size Bissell. 

BISSELL’S “LITTLE DAISY” 

This model is 7 in. long, 4% in. wide and 2 in. 
high, with 24 in. handle. It is finished deep 
blue with lettering and border stripes in pale 
yellow. The handle is stained to match the 
case; wheels are red and the brush pulleys 
natural. The bright coppered bail harmonizes 
attractively with the blue. 

Prices—Per Doe. $2.00; Half Groee $11.50; Grow $23.00. 
Retail 25c (30c in the West and South) 

Ready for delivery in July. 

Ask for colored illustrations. Jobbing terms on request. 

Both models packed in assorted cartons of 3 and 6 dozen. 

Shipping weight per gross about 120 lbs. 

BISSELL’S “LITTLE QUEEN” 

The “ Little Queen 17 is larger than the 
“Little Daisy / 9 Is more finely finished 
and all together a very fine toy sweeper. 

The case has a gloss mahogany grain fin¬ 
ish with gilt lettering. The handle and 
brush pulleys are stained mahogany with 
shellac finish, the wheels being a gloss 
black, while the bright copper finished 
bail adds richness to the whole. Size 7 % 
in. long, 4% in. wide and 2 in. high. Han¬ 
dle 24 in. long. 

Prices—Per Doe. $3.00; Half Gross $17.50; Grose 
$35.00. Retail 50c. 

BISSELL CARPET SWEEPER CO., Grand Rapids, Mich. 

New York Office, 46 West Broadway 
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Are you profiting from 
the biggest, easiest 
market for heat? 


Sectional View of Convector 


More than 188,000 homes 
and bulldingB are Mueller 
heated. 

The L. J. Mueller Furnace 
Company makes superior 
heating systems of all types 
—warm air, steam, vapor 
and hot water. Mueller 
ratings are guaranteed. 


T here is a bigger market for tke Con¬ 
vector in })our community tkan for any 
tker type of keating system. 

Tkis, simply because it is tke most practical, 
kealtkful and easily installed type for new 
kouses or old. 

Arr? pipeless system may keat a kome, just 
as a pot-metal katcket maS> ckop doWn a 
tree. But not every pipeless system will 
breed tke satisfaction tkat comes from tke 
life-long service, comfort and economy of a 
Mueller “Big 3” Convector. 

Sell tke superior, nationally advertised, guar¬ 
anteed Convector v?itk its tkree big exclusive 
features. Let Mueller co-operation make 
sales for you. Send for tke Mueller “Plan 
for Profit.” 


Mueller “Big 3” Convector 

{Pipeless Heating System) 

L. J. Mueller Furnace Company, 233 Reed st., Milwaukee, w«. 

ESTABLISHED 1857 

Distributor*; The Salt Lake Hdwe. Co., Salt Lake City, Utah, and Pocatello, Idaho; Holbrook, Merrill & Stetson, 
San Francisco and Los Angeles, Calif.; Richards and Conover Hdwe. Co., Kansas City, Mo. and Oklahoma, Okla.; 
The Jackson Hardware Co., Aberdeen, So. Dakota. 

J.: Baltimore, Md.; Toledo, Ohio; Nashville, Tenn Detroit, Mich.; 
Stocks also carried at Brooklyn, Buffalo and Syracuse, N. Y.; Pitts- Minneapolis and St. Paul, Minn.; Chicago, 111-; St. Louis, Mo.; 
burg, Scranton, Lancaster and Philadelphia, Pa.; Atlantic City, N. Portland, Ore.; Wenatchee, Spokane, Seattle, Wash. 



MUELLER 

Boilsr 
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100 Years of Successful Snip Manufacture 


Doesn’t that mean something to you! 



WORTH WHILE TOOLS 


No detail of design or manufacture that would add to their 
usefulness is omitted. 


Pexto Snips are made in twenty-five styles and various sizes 
which cover every type of practical snip. The line is complete 
and easy to sell. 


The Snip Display Boards will increase your sales without 
adding to your sales costs. They make an exceptionally attractive 
display for windows as well as the counter. 


The Lyon (shown above) is an unusually popular snip. It is 
made to cut circles and scrolls, but can be used as a regular snip. 
The blades are rounded and sharp pointed, making delicate work 
possible. Made in four sizes. 


Send for a supply of our Snip Booklets—a 16-page pamphlet 
describing our line of Snips. We will gladly imprint them with 
your firm name and address. 


Let us tell you more about Snips and our complete line of 
Mechanics’ Hand Tools and Builders’ Hardware as shown in 
our No. 20 Catalog. You will find it full of interesting and 
instructive details. 


Think what a century of experience and 


reputation back of the tools you sell means. And today we 
maintain that same high standard of workmanship and quality 
which made PEXTO SNIPS famous for so many years. 


Pexto goods can be obtained through representative Canadian 
jobbers. 

@> • 


The Peck , Stow & Wilcox Co. 

Southington, Connecticut, U. S. A. 
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Quality Hand Iron 


J| facture—the predominant electric iron. Its supremacy 
apparent in the solid worth of interior construction, 
symmetrical design, harmonious finish, choice appointments and 
the beautiful stand. 

Invariably preferred by discriminating buyers, and meets the 
instant approval of women who demand character in manufac¬ 
ture. Nationally advertised. 

You will want a sample order and 
complete information immediately. 

Chicago Flexible Shaft Company 

5604 Roosevelt Road, Chicago, HI. 


Manufacturers of the 
well known 

DOMESTIC 

-a good, honest electric 
iron at a reasonable 
price. 
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Thousands of Homes 

are in need of New (galvanized 
£Metalware Equipment 

^Springtime is cleaning up time, when 
worn out, unsightly Garbage Pails, for 
instance, must give way to substantially 
built new ones, as, for instance. 


And, too, there are countless other r'ri 
metalware items included in the Iron 
Horse line which Mrs. Housewife is 
in need qf at this time — a few of them are listed 
below. 

Jt . CJ It is highly important, you will agree, that 
r* you have this equipment on hand when your 
% customers call for it. 

Is your stock of Iron Horse Metalware complete ? 


OTHER IRON HORSE METALWARE ITEMS THAT aARE EXTREMELY TIMELY 

Flower Boxes Water Pails Refrigerator Pans 

Cold Pack Canners Dairy Pails Steel Shovels 

Dry Measures Underground Garbage Wash Tubs and Boilers 

Flower Vases Cans 


Our complete catalog illustrates them and lists prices. If you are without 
a copy, •write us today. 


ROCHESTER CAN CO 
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Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong: and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


American Steel & Wire Company 

UNITED STATES STEEL PRODUCTS COMPANY 

SELLING AGENTS 

San Francisco Loe Angeles Portland Se att le 

Awarded the Grand Prize at the Panama-Pacific Exposition 

1 — 
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Time and Space 


Improved Model Nail Bin 

No. 25. 48" wide, 56" 

high. 5 sections, 25 divi¬ 
sions. each division 22 x 


Nail Bin 
will save 
both for you 


Have you ever figured 
the rental value of the prof¬ 
itable display space used by 
your old style counter nail 

bins? 


Do you know how much 
it costs you in waste of time 
to sell nails from counter 
bins when your clerks might 
be occupied in more profit¬ 
able work ? 


Do you know how much 
you lose through giving over 
weight because it’s easier to 
throw in a few extra nails 
than to return same to the 
bin several steps away? 
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Important considerations, in these times of high prices and high salaries. 

The Eclipse nail bin eliminates all the waste from the selling of nails. It 
occupies but a few square feet of floor space yet is large enough to hold a keg 
each of all sizes. It saves 10 lineal feet of counter space which can be used for 
displaying other merchandise more profitable than nails. 

The Eclipse Improved Bin is solid all steel construction with sections that 
revolve individually on full metallic ball bearings. Capacity of 100 pounds per 
bin, 5 bins to the section and 5 sections. 

Spring scales swing in direct line with where you are weighing out. No 
trouble, no waste—just efficiency. 

More than 6,000 concerns are using the Eclipse and not one of them would 
go back to the old style bins. 

If your jobber does not sell the Eclipse, write us direct, 
or just tear out this page and send it in. Full 
information and prices will be forthcoming promptly. 

■ THE WELLSTON MANUFACTURING CO.- 

WEUJSTON, OHIO, XT. & A. 




Furnish the ™— 

Prospects —We’ll Make the Sale 


We maintain a large force of salesmen; seasoned, 
experienced men whose services are at the call of 
the dealers who sell Star equipment. 

When you get a good prospect or two on Star 
Bam equipment let us know and we’ll send a 
man to help you make the sale. 

We not only offer the most saleable product, 
but the strongest sales co-operation a manufac¬ 
turer can put behind his brand. 

Bam equipment—labor-saving and money making 
—is now a necessity on every farm. But it still 
pays a specialty profit 

Write for complete catalog— 
the most elaborate ever issued 


Are you pushing Star 
Water Bowls? They 
make more milk! 


Hunt, Helm, Ferris & Co. 

Harvard, Illinois compi.t. Bam outfitter. Albany, New York 

Designers and Manufacturers of 


**Something to Sell 

the Year Around' 

Stalls, Stanchion* 
and Pen* 
Litter Carrier* 
Water Bowl* 
Feed Truck* 
-Harvester” Hay Tool 
Door Hangers 
Garage Equipment 
Coaster Wagons 
Tank Heater* 
and Other Farm Specialtie 







































































Facts that Every Dealer 
Should Know about 
Du Pont 


It is a fact that teats on 
hundreds of thousands of shells 
loaded with all makes of powder 
show an average of 6% better 
pattern for “Du Pont** Powder . 

Other reasons why “Du 
Pont** has the largest sale of 
any powder made: 

—it gives the highest velocity. 

* * * 

—it develops the lowest initial 
pressure, which means less strain 
on the gun. 

* * 0 

—it is the cleanest burning powder 


THE STANDARD SHOTGUN POWDER 


We Are Telling Shooters to Order 

From This Table of Standard Loads 

Keep It Handy 


W E are urging every shooter we can reach through 
the sportsmen’s magazines, or in person, to go 
to his dealer and order his shells direct from this 
list of Standard Loads. 

These loads meet the requirements of any hunter of 
small game in any section of the country—and the 
trapshooter as well. We know from our long experience 
that they will give the most satisfactory results. Use 
this table when ordering. Stock these loads heavily. 
Cut out “special” loads for which there is little demand, 
speed up your turnover and increase your profits. 

Most Shooters Use Du Pont Shotgun Powders 

STOCK THEM IN THESE STANDARD LOADS 



—it is waterproof, dependable, and 
absolutely uniform year in and 
year out. 


A shell is only as good as the 
powder it contains. 


E.l.duPontdeNemours & Co.,Inc. 
Sales Dept.: 

Rifle and Shotgun Powders Division 
WILMINGTON. DEL. 


-(QUPONP- 

Standard Twelve Gauge Loads 


DUPONT BALLI3TITE DUPONT 
SMOKELESS SMOKELESS BLACK 
Drams Orains Drsms 


OUNCES 

8hot 


3.3* or 3^4 
3. 3*4 or 3% 


Largo Ducks. 

Small and Medium Duckt 
Grouse, Partridge, 

Prairie Chicken . . 

Pheasanta. 

Geese ...... r 

Wild Turkey .... 

Squirrel, Rabbita . . . 
Doves, Pigeons .... 

Quail. 

Snipe, Woodcock ... 

Shore Birde. 

Sora Rail. 

Trap Loads. 


24,20 or 28 
24, 20 or 28 


1*4 or ltt 
1*4 or 1*4 


24 or 20 
24 
28 
28 
24 

24 or 20 
24 or 20 
22 or 24 
22 or 24 
22 or 24 
24 or 2S 


3 or 3*4 
3 

3*4 

3*4 

3 

3 or Z'A 
3 or 3Vs 
2* or 3 
2* or 3 
2\ or 3 
3 or 3V4 


1*4 
itt 
1*4 
l % 
1 % 
1* 
lor 1*4 
lor 1* 
1 or 1 % 
1 or 1*» 
l*i or 1* 
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BALDWIN Dry-Air 

Refrigerator 

I 


150 Handsome Styles 



Ash, Oak, Softwood Cases 
Opalite Glass, Vitrified Porcelain, 
and Metal Lined 

“THE GOLD 
GLEAN KIND” 

Baldwin’s do better work with less 
ice than any other refrigerator 
made. They keep food preserved 
in the best possible manner, be¬ 
cause of their positive one way 
current of absolutely pure, cold, 
dry air, moving swiftly around ar¬ 
ticles stored, and constantly cool¬ 
ing and purifying every square 
inch of the refrigerator. 

Many Baldwin Refrigerators in 
constant use for 35 years are still 
giving the utmost satisfaction. 

Don’t sell a ‘ ‘cheap” re¬ 
frigerator— it wastes your 
customer’s money and is a 
source of annoyance every 
day he uses it. 


Baldwin’s are lined with snow-white opalite glass, 7-16 inch thick; 
vitrified porcelain, seamless porcelain, white enamel or metal. 
There are 150 styles in stock. Don’t experiment with new makes 
of unknown quality—sell the Baldwin—the “kind the old folks 
used.” 

Send a Postal for Our Big Catalog 


The Baldwin Refrigerator Go. 

Burlington, Vermont 

STOCK CARRIBD IN SAN FRANCISCO BY HBYMAN -WBIL CO. 
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GENTLY we found it pos¬ 
sible to make a marked 
reduction in prices. You 
can now offer your cus- 
HHWi tomers Lawson Spring 
Hinges at figures that they will find 
extremely attractive. 

Lawson hinges are easy to sell. Archi¬ 
tects and contractors are quick to recog¬ 
nize the numerous exclusive features 
that mean a saving of time and money, 
as well as their superiority in durabil¬ 
ity and appearance. 

The turn-over is rapid, with a corres¬ 
ponding increase in profits. 

Show your customers why Lawson’s “Uni¬ 
versal” are the best hinges that could pos¬ 
sibly be used for toilet and lavatory doors. 
Show them how they can save at least 
$1.50 on every door they hang with Law¬ 
son’s Nu Jamb, the hinge that requires no 
hanging strip. Explain the numerous other 
points of superiority in the Lawson line. 


Lawson "Universal ” Pivot Spring Hinge 
for toilet and lavatory doors. 

Neat, strong and "Universally ” adjustable. 


Sell 

Better Hinges 
at 

LowerCost 


Then quote the figures that you are now 
able to make. You will be surprised at 
the business you can land when you go 
after it. This is something you can cash 
in. Do it nowl 


Write today for the new Lawson catalog. 
It is beautifully illustrated and shows the 
latest developments in the construction 
and use of spring hinges. 


John 

il3Cb 


Eastern Representative; 

H. Graham 6 l Co. 
Chamber* St., 95 Reade Sc. 
New York City 


Lawson Manufacturing Company 

Dept. 7785,230 W. Superior St. 
Chicago, I1L 


Pacific Coast Repvaentatkm 
C. N. 6l F. W. Jonas 

Seattle San Francisco 
Lot Angeles 
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The New Boston Rubber Chair Tip 


SprinGriP the rubber tip and its parts 




Assortment Box 
of 

Rubber Chair 
Tips for 
Furniture 


THE ELASTIC TIP CO. 

370 Atlantic Avenue 
BOSTON • MASS. 
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C/lnother Triumph of 
American Invention 


Gillette Safety V azor Company 

announces 


cflieNew 

Improved 


Gillette 

Safety Razor 


Patented,U.S. A. Jan. 13,1020 

Patents granted or pending throughout the World 


A unique Principle in Razors 
—not merely a New Style. 

An invention of intense per¬ 
sonal interest to every man 
who shaves. 

Uses the well-known Standard 
Gillette Blades and greatly in¬ 
creases their effectiveness. 

In utility and beauty, the new 


razor and the new cases sur¬ 
pass anything ever offered to 
the trade. 

On sight, there is a desire to 
own one. 

It will appeal to present Gillette 
users as well as others—offer¬ 
ing wonderful opportunities 
for greater Gillette sales. 
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T HE Fulcrum Shoulder and 
Overhanging Cap provide 
straight edges acting on the blade 
to produce an Adjustable Short 
Flexure, which results in a straight 
and extremely rigid shaving edge in 
all positions of adjustment. 

The Channeled Guard underlying 
the adjustable blade edge enables the 
adjustment to be changed without 
sensibly altering the angle at which 
the razor is held in shaving, and 
also leaves the entire edge free to the 
beard while guarded from the face. 


Diagram 

of^the 

New Improved 

Gillette 

Patented Jan.13,1920 

The leading features are: 

1. Fulcrum Shoulder 

2. Overhanging Cap 

3. Adjustable Short Flexure 

4. Channeled Guard 

5. Micrometric Precision 

All parts are made with Micro¬ 
metric Precision in strict conform¬ 
ity with measurements determined 
by Gillette technical experts after 
exhaustive research and thousands 
of shaving tests. 

As a result of these new features, 
the New Improved Gillette Safety 
Razor is the finest shaving instru¬ 
ment ever produced. 

The distinctive Diamond Knurling 
is used exclusively on the New Im¬ 
proved Gillette Safety Razor. 


Now Ready - place orders early 
National Advertising Campaign Starts in Mqy 


Gillette — 


Digitized by LjOOQle 





y. .» n iwiiiHiiimiiiii i miimniH l inilillll l lHIIHIl llll l ll l llli:illllllllHMUIIIUIIIIIIIIIIllliaiMIMIimilMllimiillllllBIUyiltttlHUIllUIUmiiai)IIUIlllllllllHlllllllllll1llllllllllllMIIMIllUlBtMMI)lllllimillllUi‘- 






COLUMBIAN ROPE COMPANY 

/ AUBURN, N. Y. “The Cordage City” 


Chicago 

Houston 


Boston 


New York 
Baltimore 


Branches: 
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No. 130930 Eloetrie Percolator Bet 


No. 9093 Coffee Percolator 
Aluminum 


7%tfTritch Hardware Company 


No. 8293 Coffee Percolator 
Nickel Plated 


Denver 


The Tritch Hardware Company 


FRANK A. BARE 
President 


Jobbers 


O. R. BARE 
Vice President 


No. 600 Lunch Kit 


To the Merchants of the Rocky Mountain Region 


Of the lines covered 
by these well known 
Trade Marks 


lanrung- 

Bowman 


Quality 


Vacuum Bottles, Carafes 
Lunch Kits 

Food and Ice Cream Jars 
Boudoir Sets, Etc. 


Coffee Percolators 
Electrical 

Household Appliances 
in 

Nickel Plate and Aluminum 

Casserole Dishes 

Chafing Dishes 

Crumb Sets, Serving Trays, 
Etc. 


Bottle 

Nickel Plated 
No. 113, Pint 
No. 123, Quart 


Buy the line that has always 
lived up to its reputation for 
Quality. 

We carry a full line in stock at 
all times. 
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New Style “ACME” Fry Pans 


ONE PIECE 
COLD HANDLE 

% 

THEY BUILD 
UP YOUR 
TRADE AND 
SATISFY Y OUR 
CUSTOMERS 

INSIST ON THE 
“GENUINE” 
ACME 

SOLD BY ALL 
FIRST - CLASS 
JOBBERS 
THROUGHOUT 
THE WEST 




Pacific Coast 
Representatives 

Wm. P. Horn Co. 
Rialto Bldg. 
San Francisco 

Portland 
Los Angeles 
Seattle 



NEW YORK STAMPING COMPANY 

Brooklyn, New York 
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HARNESS SNAPS BRIN 


Without 

Extra 

Overhead 

^ M / 


A TALK WITH 
PROGRESSIVE 
HARDWARE 
DEALERS 


Many hardware dealers are already 
well established m this lucrative field, 
selling snaps and other harness hard¬ 
ware and increasing their profits with¬ 
out increasing their overhead. 


No. 14 ROUND EYE SNAP 


A good assortment of harness snaps 
does not require extensive space. 
A reasonable variety of standard 
types, such as those illustrated on 

this page, can be carried without inconven¬ 
ience. When the snaps are displayed, farm¬ 
ers and teamsters are attracted to your store 
and they form the habit of trading with you 
regularly, buying merchandise in general, in 
addition to harness hardware. 


A moderate investment of this kind has often 
been the means of building up a profitable and 
permanent business. 


NO. 16 SWIVEL EYE SNAP 


NORTH & JUDD 
MANUFACTURING CO 

NEW BRITAIN, CONN. 


If your jobber doesn't sell "Anchor Brand' 
Hardware Products please notify us. 
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Clerk D it making change from hie cash* drawer. The amount of the sale ia 
shown at the top of the register. The other clerk is handing change 
and parcel to the customer. He made change from his own cash.drawer. 


A separate cash drawer for each clerk 

This makes clerks more efficient because: 

<D Each clerk is responsible for the business he 
handles. 

© In case of error it shows who made the mistake. 
(D It gives each clerk credit for the work he does. 

An up-to-date National Cash Register with separate 
cash drawers measures the ability of each clerk. 

Up-to-date National Cash Registers are made with any 
number of cash drawers, from one to nine. 

We make cask registers for every line of bus in ess. Priced $75 and up. 


NATIONAL 



DAYTON. OHIO. 
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The Monarch Refrigerator Works 


Burlington, Vermont 


The Hoffman Hardware Co. 

Los Angelos, California 

Sloss & Brittain 

San Francisco, California 
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jVtake Your Windows Pay Full 

DUT your windows to work—make ’em pay their keep in full 
|L measure. Merchandise well displayed is merchandise half sold. Among 
'•.he many dealer helps we offer merchants selling Quick-Lite Lamps and Lan- 
i ams is a series of attractive, easy-to-read window cards. These are 7x14 
riches, printed in four colors on handsome cards, with easel backs. They stand 
[lone in the window or on the counter—wherever you decide to use them. 
Fust the right size to attract attention of window shoppers and pull business. 

jf dleman Quick-Lite 

I mps and Lanterns 

I-are sold by 20,000 progressive merchants covering every state in the Union, 
tyore than 400 Jobbers are now distributing this quick selling line. These 
widow cards tie-up in splendid fashion with the Quick-Lite advertising now 
appearing regularly in the best magazines and farm papers read by your 
rastomers. 

They are helps that will materially increase your sales 
of Quick-Lite Lamps and Lanterns. Take full advan¬ 
tage of them-send now for your set, directing vour 
letter to the Dealer Cooperation Department of the 

I Coleman office located nearest to you. 

The ( bleman lamp Company 

larges* Mamifecturers of Gasoline lamps. Lanterns and Lighting Plants in the World 


Los Angeles Atlanta Chicago 


St. Paul 


Toledo 


Dallas 
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YOUR TRADE WANTS 


Ap? The Highest Grade Coil A 
Pfiles\ File Made 

& IT’S A TOOL #1 


Will Please Your Customers 


Needs Only to be 
Displayed to Make 
Sale 

REMEDY Your IGNITION TROUBLES u>ith 

DELTA COIL FILE 


Remedy your Ignition Troubles with a “Della” Coil File 

CLEAM& ALL COCTACT POINT* — SPARK PLUGS — COILS — MAGNETOS 
k SHOULD •£ IN 1MI TOOL KIT OM EVERY AUTOMOBILE Oft MOTOR BOAT 



Cleans All Contact Points, Spark 
Plugs, Coils, Magnetos 

Should be in the Tool 
Kit on Every Auto¬ 
mobile or Motor Boat 

High Grade Files for Every Purpose 

Jk DELTA FILE WORKS fch 

PHILADELPHIA, PA., U. S. A. 
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FACTS 

Worth 

Remembering 


In ordering 
Window or Fly 
Screen Goth from 
your J obber don’t 
forget these vital 
facts: 

The amount of 
service and satis¬ 
faction your cus¬ 
tomers get out of 
Screen Goth de¬ 
pends almost en¬ 
tirely upon the 
materials used 
and the methods 
employed in the 
making. The la¬ 
bel which identi¬ 
fies every roll of 
the “Perfect” 
Screen Cloth is 
your guarantee of 
the best materi¬ 
als, accurate 
mesh, the proper 
width and a full 
100 lineal feet to 
every roll. 

That’s why dealers buy all of 
our wire products, Screen Goth, 
Hardware Goth, Poultry Net¬ 
ting, Fly Traps, etc. 


no sc« 
Wire c 

hK 


Please Order Through Your 
Regular Jobber 


Manufactured by 


The LUDLOW SAYLOR 
WIRE GO. 



ST. LOUIS. MO. 


Chapter 5 

The 

Housewife _ 

Vary the window card suggested 
in our recent ad, to read as follows: 

Mrs. Housewife 

Come in and let os $how you a 
dozen handy household uses tor 

Wausau Sandpaper 

Then when the women come in, tell 
them how to rub down those rough 
and splintery spots on the kitchen 

floor— or any -*•- 

floor. 

Show them 
how to s&nd- 
paper the 
rough and 
splintery spots 
on their kitch¬ 
en table and 
sinkjonthresh- 
o1d 8 that 
need smooth¬ 
ing up and re¬ 
painting ; o n 
cupboard 
drawers and 
doors that 
stick. -dlffl 

Show them how easy it is to remove 
old paint—and to repaint; and sell 
them sandpaper, ready mixed paints, 
brushes, etc. 

Send for our Book -- “Sandpaper Sales Tips*' 
— for valuable sales suggestions J 

WAUSAU ABRASIVES COMPANY 

WAUSAU, WISCONSIN 

Western Representatives: 

SPEAKS SALES CO., Inc. 

Lob Angeles San Francisco Denver 
216 Higgins Bid. 525 Market 506 Charles Bid. 

Portland, 633 Bailway Exchange Bldg. 



fy' 

I Chief Ruff St uff I 


fjjgjjrgrgjT^ 
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“Sterling” 


TUNGSTEN STEEL 


Flexible 


HACK SAW BLADES 


Many years of personal caretaking attention to manufacturing details have produced 
in STERLING Blades a cutting tool of unquestionable merit. 

We claim Endurance—Dependability—Fast cutting — Long Life — Satisfaction to 
Dealers and Consumers. 

Users declare that our slogan—“They don’t Scratch, They Cut”— tells the story. 
SOLD THROUGH JOBBERS ONLY 

CORRESPONDENCE RESPECTFULLY SOLICITED 

DIAMOND SAW & STAMPING WORKS, BUFFALO, NEW YORK 

CALDWELL SALES COMPANY 

Lachman Building, Boom 321, 417 Market Street, San Francisco, Cal. 

Ezdnsiy* Pacific States Bepreeentativee 


No. 401. Rivet Forge 


No. 50. Cham¬ 
pion One-Fire 
Variable Speed 
Electric Black¬ 
smith Blower. 


The EASY 


l?t«fCCT SCRC*5 AT -L * SINGLE CUT 

k \ NO.;) 

I ADJUSTABLE TAP WRENCH VUTH EACH SET . 


Screw Plates in Four Styles, Cutting up to l l / 2 " 
CHAMPION TOOLS, Built for Service 

CARRIED IN STOCK AND DISTRIBUTED 
BY ALL THE LEADING JOBBERS 
Write for Our 350 Page Catalog 

CHAMPION BLOWER & FORGE CO. 

Lancaster, Pa., U. S. A. 


No. 90. Seif 
Feed Pot 
Drill. 
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BABCOCK 


SPRUCE 


LADDERS 


Everything in the 
Ladder Line 

PROMPT SHIPMENT 


MANUFACTURED BY 



W. W. BABCOCK CO. - Bath,N.Y. 


(No. 12) 
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THE JAMES SWAN COMPANY 

SEYMOUR CONNECTICUT 


BITS 

AUGURS 



CHISELS 
DRAW KNIVES 




NAIL SETS 
GIMLETS 


GOUGES 

SCREWDRIVERS 


New York Office: 28 Wqjren Street 

WE WEBB AWABDED THE MEDAL OF HONOB OH iffibHANIOS’ TOOLS AT THE BAHAMA- 

PACIFIC BZFOSITIOH 

Sold by THOMSON-DIGGS COMPANY, Sacramento California 


PHOENIX 


HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 


BEST IN THE WORLD 

PNomIx Shm art Kept In Stock by the Following Kflousoo 


Albuquerque, New Mexico.J. Korber A Oo. 

Boise, Idaho.Northrop Hardware Oo. 

Butte, Montana.Montana Hardware Co. 

Denver, Colorado_Moore Hardware A Iron Co. 

El Paso, Texas.Momsen-Dunnegan-Byan Co. 

Fresno, California.Inland Iron Co. 

Hamilton, Montana-The Valley Mercantile Co. 

Los Angeles, Calif.— 

W. T. MoFie Supply Company 
Percival Iron Company 
Waterhouse A Lester Company 

Ogden, Utah.Geo. A. Lowe Company 

Phoenix, Arizona— 

Palace Hardware A Arms Co. 

Arizona Hardware A Supply Co. 


Portland, Oregon— 

Northwestern Hardware A Steel Do. 

J. E. Haaeitlne Company 

Pocatello, Idaho..Salt Lake Hardware Company 
San Francisco, Calif.— 

Holt Bros. 

Scovel Iron Store Company 
Spotswood’Helfer Company 
Tayler & Spotswood Company 
Waterhouse A Lester Company 

Salt Lake City, Utah-Salt Lake Hardware Co. 

Seattle, Washington.Gray Brothers 

Stockton, Calif.Hickenbotham Brothers 

Tacoma, Washington.West Coast Steel Co. 

Tucson, Ariz..Albert Steinfeld A Oo. 


MANUFAOTUBED BY 


PHOENIX HORSE SHOE CO. 

Largest Hone Shoe Manufacturers in the World 

BOLLING *nr-T.« AND FACTORIES TOILET, ILL., POUGHKEEPSIE, NEW YOBK 
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“THE RECOGNIZED LEADER” 


ELECTRO-ZINCKED AFTER WEAVING 

GALVANOID has won the pre-eminent favor of the trade because it is the most depend- 
able zincked screen cloth made. You can confidently recommend GALVANOID to your 
best trade. 

ORDER NOW AND TAKE SHIPMENT EARLY 

If your Jobber cannot furnish, advise us and we will see that you are supplied. 

WE ALSO MANUFACTURE 
BRONZE, COPPER, PAINTED AND GALVANIZED 

AMERICAN WIRE FABRICS CO. 

208 So. La Salle Street, Chicago, Illinois 

FACTORIES: 

Chicago, Illinois lit Wolf, Pa. 

REPRESENTATIVES: 

EWTNG-LEWIS CO., San Fran mo and Los Angeles, Cal. D. L. HERMAN, Seattle, Wash. 


“PHILADELPHIA 


A Mower for Every Purpose 

Style "E"—Four Blades 
Removable Box Caps 


LAWN MOWERS 


MOTOR MOWERS ere becoming more popular each 
season as great time and labor savers for Parks, Ceme¬ 
teries, Golf Courses and large Estates, and like our 
Hand and Horae Mowers, tin* Genuine '* PHILADEL¬ 
PHIA are the very finest that can be produced. 

4 ‘The original people in the Lawn Mower 
Business since 1869," when the first side 
wheel Lawn Mower, a “PHILADELPHIA” was 


Simplicity of design, Vanadium Crucible Steel Blades, 
Bearings bored with rifle barrel accuracy, the best 
materials and workmanship that ever went into a Lawn 
Mower—these are the reasons why th e“PHILADELPHIA” 
is the first Lawn Mower people think of when they want 
a thoroughly dependable machine. 

Send for Catalog and Discounts NOW 
THE PHILADELPHIA LAWN MOWEB. CO. 
31st and Chestnut Street, Philadelphia, Pa. 

HAVEN 9s HAVEN. 508 Mission Street, San Francisco 
California Selling Agents 


30" Walking Type—40" Riding Type 
Combination Roller and Mower 
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Quality hangars and tracks designed to overcome all the troubles and 
draw-backs of cheaply built hangers and tracks that are made merely to sell 
at a price. Wagner Hangers have roller-bearing wheels, tandem trolley with 
bumper on end to protect wheels, a very simple and practical cam vertical 
adjustment and other features that put them out of the ordinary class. Tracks 
are self*cleaning, bird-proof and much heavier than ordinary tracks. They 
please customers and build trade. Write for catalog showing entire line. 


RoUar Bearings 


Complete stock carried at Tigard , Ormgon, Brandi 


WAGNER MFG. 00., Dept. T, Cedar Falia, laws 
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Handle Detached. Out shows Bight Hand Casement Adjuster 


Superior 

Casement Adjuster 

For windows that open out 
Operates without disturbing the screen 

Superior Casement Adjuster is the most 
convenient to operate because all that is re 
quired to unlock and move the window is to 
limply move the handle; when you let go the 
landle the window is locked automatically. 

Superior Casement Adjuster is the strong 
ost because it locks on the rod fastened to 
the window and thus combines the strength 
of the two rods. 

Superior Casement Adjuster holds the win 
low firmly at any angle and does not allow 
the window to rattle. 

SUPERIOR SPRING HINGB GO. 

550 W. Lake Street, Chicago 


“Pittsburgh Perfect” 
Open Hearth Steel Wire 


Pacific Coast Office, 369-363 Monadnock Bldg., San Francisco, CaL 


Distributor* of “Pittsburgh Parfsct ” and “Columbia” Wirs Fencing: 


DUNHAM, CAB RIGAN k HAYDEN CO. 
8an Francisco, Cal. 

Northern California and Nevada 


WHITON HARDWARE COMPANY 
Seattle, Wash. 
Washington and Oregon 


“Pittsburgh Perfect” Wire is supplied in 
bright, annealed and galvanized, also barbed 
wire, twisted cable and hard spring coil wire. 


Our wire is made exclusively of our own Open Hearth steel, assuring 
uniform gauge and homogeneous quality. 

Write for Catalog 


PITTSBURGH STEEL COMPANY pnrraBUTBGH[*pjL^ 












HARDWARE WORLD 


49 



Making a “Best Seller” 

Vises , in constant use on the home work bench, 
garages and shops , can be made your “best seller” 

Not by hiding them under counters or in the rear 


But by displaying 
them in the sales 
stand that is sent 
free with your first 
order of PRENTISS 
VISES. 


This handsome sales stand, which holds a full 
array of the most generally used PRENTISS 
VISES, will act as an always-working salesman. 
Order the stand and the vises today, and your 
vise business will immediately show an activity 
that will surprise you. 


of your store 


mi^Tiss 



“ON THE BENCH 
SINCE 1868“ 

Ask your jobber or write 


PRENTISS VISE COMPANY 


106 -110 Lafayette Street, New York City 


SAGER CHEMICAL 
PROCESS AXES 

AND 

BULL DOG 
LOGGING TOOLS 

Recognized all over the 
United States ns the 
BEST money and skill 
can produce 


WRITE FOR CATALOGUE 



CHEST HONOR* 
AWARDED 

sv 




WARREN AXE C TOOL CO, WARREN. PA. U.S.A. 
OAILY CAPACITY *500 AXES AND LOOCING TOOLE 


HAY-BUDDEN Forgod ANVILS 



YOUR JOBBER WILL SUPPLY YOU WITH 
THE OLD RELIABLE 

GENUINE 
Hay-Budden Anvil 

Hundreds of thousands in use and giving 
perfect satisfaction. 

A LOOSE FACE IMPOSSIBLE 

FULLY GUARANTEED 

WESTERN SALES REPRESENTATIVES 
Omer Cos, Atlas Building, San Francisco, California 
Sands A Cox, San Fernando Building, Lob Angeles, Cal. 
Strlmple A Cox, L. O. Smith Building, Seattle, wash. 
Strlmple A Cox, Corbett B nil ding, Portland, Oregon 
Jones A Cox, Newhouse Building, Salt Lake City. Utah 
Taylor, Youngs A Cox, Temple Conrt Bldg., Denver, Colo. 
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Breezo 

Disk Fans 

Breezo has a maximum capacity of 1000 cu. 
ft. of air per minute. This means 1000 cu. ft. of 
foul air removed or fresh air introduced and not 
just stirred up. 

Breezo is the fan of a thousand uses, it will 
remove the noxious fumes of paint, oils, var¬ 
nishes and other finishing materials. 

Will remove foul air or excessive heat from 
lavatories, engine rooms, kitchens and restau¬ 
rants. 

Improves the efficiency of the men working in factories by removing dust, lint, 
steam and overheated air. 

EASY TO INSTALL—POSITIVE IN OPERATION—NOISELESS. 

Dealers, this is a fan that can be used in hundreds of different ways—and is a 
GOOD SELLER. Breezo is complete, just screw plug into lamp socket, set fan in 
place and it is ready to run. 

Can make immediate shipments from Los Angeles branch. 

For information write Department 37 

BUFFALO FORGE COMPANY - Buffalo, N. Y. 
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Simonds Hack Saws 
Are Distributed by 


SEATTLE HARDWARE 00. 

SEATTLE, WASH. 


MARSHALL-WELLS 
HARDWARE CO. 

PORTLAND, OREGON 


BAKER, HAMILTON , 
PACIFIC COMPANY 

SAN FRANCISCO, CALIF. 


JENSEN-KING-BYRD CO. 

SPOKANE, WASH. 

Simonds Manufacturing Co. 


PORTLAND, OREGON 
SEATTLE, WASH. 


'The Saw Makers’ 


SAN FRANCISCO, CALIF. 
VANCOUVER, B. 0. 


BOLLER’S CRANK MOP WRINGERS 

Can Us«d Cv.rywh.r* 

Large Openings, Long Leverages and Cranks to 
torn out the Mops. No pulling or tearing the 
Mops to pieces. For QUALITY MOP WRINGERS, 
where one sale means repeat orders, stock our line. 

PETER BOILER MJICMNE WORKS, 122-124 N. taSs St, CWeags, M. 

Pacific Coast and Inter-Mountain Representatives 
THAYER ft ROWER 

845 Monadnock Bldg., San Francisco, 820 Story Bldg., Los Angeles 
Seattle and Denver 
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WM. H. OTTEMILLER CO., York, Pa. 
Muifietinrs of Cap aal Sat Scnvs, Sam Maeliii Werk 


REPR1BENTATTVR8 


Omer Cox, Atlas Building, San Francisoo, California 
Sends A Oox, 8an Fernando Bldg., Lot Angelas, OaL 
Strlmpla ft Oox, L. 0. Smith Bldg., Seattle, Wash. 
Jones ft Oox, Newhouae Bldg.. Salt Lake 01 tv, Utah. 


Taylor, Younca ft Oox, Temple Court Building, Denver Colorado 
Btrimple ft (hz, Corbett Bldg., Portland, Ore. 
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The Increasing Demand 



for a complete line of high grade 
grinders for various requirements is 
being met in its every phase by 

Sturdibilt 

Tool grinders varying in size from 
the small hand grinder for kitchen 
use—the foot power machine for 
farm and shop, to the heavy duty 
double head, double pulley belt power 
bench machine. The Sturdibilt line 
has many points of superiority over 
ordinary grinders, fully described in 
the Sturdibilt catalog. 

DEALERS 

Send for this catalog and names of 
jobbers in your territory, then order 
through the jobber. 


WESTERN SALES REPRESENTATIVES 

John F. Kegley, L&nkershim, California; 
O. M. Luther, Winfield, Kansas; J. G. 
Bowers, 304 Finance Bldg., Kansas City, 
Missouri; Geo. H. Ische, Prairie du Ohien, 
Wisconsin, and N. D. McPhail, Vancouver, 
B. C. _ 

Prairie Du Chien Tool Co. 

Prairie du Chien, Wia. 






VFK/N— ACCURACY 


NEW YORK 

LONDON, ENG. 

WINDSOR, CAN. 


Instantly Associated 
the minds of those who measure 
everywhere 

„ th e/ufk7h Pule Ho. SAC “ 
TAPES and RULES 


SAGINAW 

MICHIGAN 


“Forstner” Brace and Machine Bits 

For Fine Carpenter, Cabinet and Pattern Work 

SPECIALLY ADAPTED FOB HABDWOOD WORKING 

g ** The Forstner Labor Saving Auger Bit, unlike other bits, is guided 

£E55ES555S5^H^ by its Circular Kim instead of its center; consequently it will bore 

any arc of a circle and can be guided in any direction regardless of 

_ grain or knots, leaving a true polished surface. It is preferable and 

more expeditious than chisel, gouge, scroll-saw, or lathe tool com¬ 
bined, for core-boxes, fine and delicate patterns, veneers, screen 
work, scalloping, fancy scroll twist columns, newels, ribbon mould¬ 
ing and mortising, etc. 

Manufactured by THE PROGRESSIVE MFQ. CO., Dept. “A,” Torrington, Conn. 

Enquire of Your Hardware Jobbers, or Write Us Direct. Supplied in Sets Write for Catalogue 
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V & B Braces 


Many dealers are undoubtedly carrying 
more brands of tools than they would or¬ 
dinarily. Present conditions indicate the 
wisdom of concentrating on quality tools. 


Vaughan's Snpersteel Brace No. 222 
10" Sweep. Price $6.50 Bach 

These Braces have a strong quality appeal. 
The patented key socket construction ob¬ 
viates troubles inseparable from end 
screw construction. This improvement 
can be had in no other than V. & B. Braces. 
Pour numbers; 8" to 14" sweeps. 

VAUGHAN & BUSH NELL MFG. CO. 

For Orer 50 Tears Makers of Fine Tools 
2114-2138 CarroU Ave. .... Chicago 
It Pays to Sell Good Tools 


BACKED UP 
ALL UCOaN SOLD 

are backed up by a “Satisfac¬ 
tion or Money Back” Guaran¬ 
tee. The workman who buys a 
Union stays sold when shown 
how a Union Tool Chest is the 
best tool insurance in the world. 

You can sell Union Tool Chests 
because they are: 


Nationally Advertised 
Built-To-Last 


Guaranteed 

Economical 


THE MOST POPULAR TOOL CHESTS 
ON THE MARKET 

Forty stylos and slsas 
for all kinds of me* 
chantcs, sportsman, as 
wall as hoasahold asm 

Write today for information 
on our liberal eelllng policy 
and prices. 


Union Tool Chest Co. 

105 Mill St.. RocImmct. N. Y. 


SPRING HINGES 


STANDARD FOR OVEIR 45 YEARS, and steadily improved, retaining superiority 
over all others. In universal demand. QUICKEST TO SELL. Easiest to apply. 

BOMMEB SPRING HINGE COMPANY, Manufacturers, Brooklyn, N.Y. 
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Profitable 

The Segal 
Rectifying 
Key Cutter 


1. Cuts flat steel and grooved or paracentric keys. 

2. It does not cut one male of grooved key only, 
but all makes—Yale, Sargent, Corbin, Buss win, 
etc., genuine or imitation. 

3. You do not have to change cutters or guides. 

4. It cuts from the lowest groove, as the manu¬ 
facturer does, or from the back of the key. 

5. Our one-piece or “unit” vise holds the key in 
place without slipping. 

6. You can gage the key from the upper shoulder. 

7. The rotary shaft bearing is exceptionally long, 
which insures accuracy and long, hard service. 

8. The cutting operation takes less than a minute. 

9. It will often make an accurate duplicate out of 
an inaccurate blank. That is why it is called 
the Rectifying Key Cutter. 

10. It can be operated by hand 
or power. 

P. 8.—Protect your customer 

with the Segalock. It is abso¬ 
lutely jimmy-proof. 

SEGAL LOOK AND HARDWARE CO. 

155-161 Leonard St, New York, N. Y. 



Slaymaker Padlock 

FOR AUTOMOBILE TIRE CARRIERS 

S The Universal Tire 
Carrier Lock 

Adapted for use 
on ALL can. The 
only lock that will 

tires on the new 
tire-carrier on the 
Buick, Overland, 
Oakland, Chevro¬ 
let, Dort. Nash, 
No. 1098 Haynes, lurd, etc. 

Size across case 1% inches. 

Inside measurement of shackle is % of an 
inch. Adjustable to 1% inches, insuring a perfect 
fit of the lock on the tire-carrier. Diameter of 
shackle is M of an inch. 

Case—Heavy, cast brass, polished. 

Shackle—Formed nickeled steel rod. 

Spring lever tumblers. In many key changes. 
Two corrugated, nickeled steel keys with each 
lock. Packed, each lock in an individual box. 
One dozen in a container. 

Made only by 

FRAIM-SLAYMAKER HARDWARE CO. 

Dancaatar, Pa., TJ. S. A. 

A 0. BIDDBLL. Western 8 ales Manager 
Higgins Bldg., Los Angelas 



Just as in an other commodity. Our Washers are 
made of the Best Material and with the utmost care. 
That’s why the largest users of Washers prefer those 
of our make. 

We also make 

BbWIHW WSMSil Hit! UM iiM WSSIHI 

Wroegbt sad Steal Plate Washers 

of all descriptions. Round and Square, Plain or 
Galvanized. 


4 Rhet Ban 
Sheared sad I 


resow rates 

—-A-, 

rates 


PROMPT SHIPMENTS 


Wrought Washer Mfg. Co. 

Milwaakts, Wls. 

Coast Representatives. 

HUGH SON ft MERTON, Inc. 

San Francisco, Oil.; Lot Angeles, Cal.; Portland, Ore.; 
Seattle, Waeh.; Denver. Oolo. 


SHELBY RSI HARDWARE 

WE ALSO MAKE 

Floor Hinges, 
Spring Butts, Door 
,^0= Checks, Push and 

Pnll Plates, Door 
^ Holders, Push 
■ |Q 1 j Bars, Foot and 
vVi^ -S V/ / Chain Bolts, Door 
__ 9 Bolt8, Cupboard 

/ ' m Turns, Cupboard 

j Cate he 8, Card 
9 ^J Hold ToUet 

I / Paper Holders, 

/ r/C\S B f 0\\ | Garage Door Hold- 
C yyy J ers, Chest Han- 
V im_ ' dies, Casement 

^jKAdjustable Window Adjust- 
L. J Screen Door era an <i Fasteners, 
Sash Locks, Sash 
Lifts, Mortise Locks and Latches, Basement Win¬ 
dow Sets, Wire, Coat and Hat Hooks, Ceiling 
Hooks, Hall Hooks, Screen Window Hangers, 
Door Braces, large line of Screen Door Hinges 
and a number of items not mentioned. Ask for 
catalog today. 

The SHELBY SPRING HINGE CO. 

8HKLBY, OHIO, U. b. A. 

COAST REPRESENTATIVES 
POND HARDWARE OO., D. I*. HERMAN , 
Los Angles, OaL Seattle Waata. 
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EASY TO HANDLE 

OUR PATENTED PRESSED STEEL 
WING NUT IS LIGHT IN WEIGHT, 
ALTHOUGH OF MAXIMUM 
STRENGTH. 

FACILITY IN HANDLING HAS 
BEEN TAKEN INTO ACCOUNT IN 
THE PROPORTION AND SHAPE 
OF THE NUT. 

THE RESULT IS A WING NUT 
AFFORDING THE GREATEST 
AMOUNT OF LEVERAGE POSSIBLE 
WITH A SMALL AMOUNT 
OF EFFORT. 

SAMPLE SETUPON REQUEST 


“PIODUCTS THAT 




GIVE SATISFACTION” 


REED & PRINCE MFG. CO. 

WORCESTER, MASS.. U. S. A. 

BRANCH AT CHICAGO. ILL. 


Lockwood Locks, recognized 
as standard goods, are well- 
^27 made, of long life and afford 
2—®l the users unexcelled security. 

The line includes locks for all 

f purposes. 

Lockwood Designs, which can 
be had to harmonize with 
every architectural style, are 
pleasing in design and cor¬ 
rect in their details. The 
wrought designs, for low-cost 
houses, are particularly at¬ 
tractive. 

Leckwood Maimfactarfcg Co. 

Manufacturer* of 

BUILDERS’ HARDWARE 

SOUTH NORWALK, OONN., U. & A. 

r. Q. HIGGIN, Pacific Coast Rep r ese ntativ e 
2833 HlIHgass At*., Berkeley, Oallf., U. S. A. 


MAYDOLE HAMMERS 

THE WORLD’S STANDARD 

Highest Quality Steel Handled Hammers 
Guaranteed First-Class in Every Respect 


The David Maydole Hammer Co. 

NOBWIOH, N. T.U.B.A. 



THE BRIDGEPORT HARDWARE MFG. CORP., Bridgeport, Conn. 


No. 120 

8EM1NOU3 

OPENER 

PRICE 

$1.50 

Gro. Wt. 
160 lbs. 




FOB 

CARTONS 

AND 

OASES 

FOB 

STORE, SHOP 
AND 

HOUSE USB 


Drop Forged from Htgb Carbon Steel. Proper l y Tem pored Blades 

0. W. GAUSS 00., Agts., San Francisco, CaL J. 0. McOABTY & CO., Agts., New York City 
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TREMENDOUS RETURNS 
SMALL INVESTMENT 

The 

HATFIELD 
SHARPENING 
MACHINES 

have been a life saver 
for hundreds of busi¬ 
ness men on account 
of the constant 
stream of cash money 
they have brought in 
month after month. 

The constant stream 
of customers coming 
in daily has helped 
hundreds of our cus¬ 
tomers to get on their 
feet in splendid shape. 

One illustration: Two 
men called four years ago—one man put up the 
cash to help out his friend. This man is now 
running 3 12-blade machines and very gleefully 
told us he had recently bought a nice home. 

The Hatfield Machine sharpens every kind of a Safety 
Rasor Blade, Jack Razors, Barber’s Clips, Hone (dip¬ 
per’s Clips, Knives, Shears, Scisson, etc. Six styles of 
machines. 

HYFIELD MFG. CO. 

292 Church St New York, N. Y. 




This is a strong, durable, convenient 
general purpose Clamp. 

Send for our new catalog showing complete line 
of up-to-date Clamps, ana many other “HAB- 
GBAVE QUALITY” TOOLS, for which you 
would have a ready market. 

THE CINCINNATI TOOL CO. 

Montgomery and Wayerly Aye., Cincinnati, Ohio 

Please address all orders and inquiries as above. 



Metal Building Corners 

p/m 

OUT BUILDING COSTS 
BUT ADD TO YOUR 
PROFITS 


WE HELP YOU SELL 
THEM 

jjlll 

A card to Dept. 50 will 
\ bring particulars and 

1 samples 


F. D. KEES MFG. CO. 

Beatrice, Nebr. 


Makers of Brownie Roller Skate s 


First Aid to Industry 



STERLING 


No tool is more necessary 
than a grindstone. When a 
stone is too hard it will rain 
tools, when too soft it will 
quick ly wear ont. 

Folks are quick to rec ognise 
the superiority of “CLEVE¬ 
LAND GRIND8TONS8.' * They 
have a sharper grit than many 
stones and better wearing qual¬ 
ities. 

THE CLEVELAND 
STONE OO. 

Cleveland, Ohio 


SAMSON SPOT SASH CORD 


Extra quality, guaranteed free from all imperfections. 
Can be distinguished at a glance by the Colored Spots. 
Specified by architects and builders everywhere. 

We manufacture braided cord in all sizes and colors, 
for all purposes. Carried by all jobbers. 

Sash Cord Shade Cord 

Clothes Lines Masons' Lines 

Solid Braided Bope Chalk Lines 

Send for catalogue and samples 

SAMSON CORD AO ■ WORKS - Boston, Mass. 

JOHN T. ROWNTREE, INC., Rep. 

San Francisco, Los Angeles, Seattle, 

Denver, Salt Lake City 



THE 

“CANNON 
OILER” 


FORCES 
THE OIL 
ANYWHERE 


CaiMM Flip 
Man 

Force the oil 
anywkoro ro- 
gardleee of po¬ 
sition ol can. 

1 pt, 1% pi., 

1 *t. 

Write for 
Catalog. 

CANNON 
OILER CO. 

Kelthslmrg, BL 
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The World’s Standards 

“SPECIAL” and “No. 1” Sawsets for 
hand saws not over 16 gauge. 

No. 8 Sawset for Cross-cut and Circular 
saws 14-20 gauge. 

No. 4 Sawset for “Champion,” “M” and 
double toothed saws 14 to 20 gauge. 

No. 5 Sawset for timber and board saws 
6 to 14 gauge. 

Nail Puller—the longest lived and easiest 
operated made. 

Bench Stops, Hand Punches, Lead Seal 
Presses, Box Openers and Liquid 
Soap Dispensers 

CHAS. MORRILL 



THE NAME 


Marshalltown” 


Nationally Known 
Quality Guarantee 


TROWELS 


MARSHALLTOWN TROWEL CO. 
Marshall t own, Iowa 


104 Lafayette St, 


New York, N. Y. 



Did you get your outfit 

of the 1921 

•PENNSYLVANIA” 

Quality 

Lawn Mowers 

sales helps ? Send 
far them. 

PENNSYLVy^^^P^lOWERWORKS 



rOONOCD 1677 


^^PHILADELPHIA 


“STAR” Expansion Bolts 

ALL THE NAME IMPLIES 

Also: Sebco Screw Anchors 

Sebco Toggle Bolts 

Sebco Concrete Inserts 
Sebco Star Drills 
Sebco Cold Chisels 
Sebco Cable Clamps 

STAR EXPANSION BOLT CO. 

Trade “SEBCO" Mark 

STOCKS AT 

147 Cedar Street 120 West Lake Street 

New York Chicago 


The New “Triumph” 


GOPHER TRAP 


MANUFACTURED BY 


TRIUMPH TRAP CO.. INC., ONEIDA, N. Y. 

« Lowest Priced Trap 

Easiest Trap to Set 
Powerful In Action 


w x ^ 1 Do*. Traps in Box 

1 Gross in a Carton 

READY TO SHIP 

For sale by the Principal Hardware Jobbers of the West 


OHLEN - BISHOP 


CIRCULAR 

CROSSCUT 

BAND 


SAWS 


HAND 

CO MPASS 

BUTCHER 


TOOLS AND TROWELS 

—Made by— 

THE OHLEN-BISHOP CO. 

The Master Saw Makers 

Lawrencebnrg, Ind. Columbus, Ohio, U. S. A. 

Western Trade Supplied Thru Branches at 
San Francisco, Cal. Portland, Ore. 
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A Dependable 
Line of 

CHISELS 

Ten Mayhew-made 
chisels in a compact 
brown duck roll. 
Chisel set No. 502 is 

a carefully selected as¬ 
sortment of real May hew 

quality. Hand-forged, 
electrically-tempered 
tools for SuperiorService. 
Patented knurled hand¬ 
les that give a sure, firm 
grip. Fully warranted. 




‘- I ., <■ —m * 


&L.J 111,1 "Tjgh 

it ' 

1 ai» 


ATo. S02 ChittlSt 



a*-" 


MAYHEW im^eTOOLS 

ARE RIGHT 

Mayhew deducts are dependable—both for the wtn 
who sells them and the man who uses them. Put them 
out where they can be seen and examined. Let them 
sell themselves. 


Mayhew Steel Products, Inc* 
SSI Broadway, N«w York 
SOS Mission Street, San Francisco, California 


The Only Wrought Iron Anvil Manufac¬ 
tured in the United States 



Th. body is made of wrought iron, the face of 
highest grade crucible cast steel. 

The COLUMBUS ANVIL & FORCING CO. 

Columbus, Ohio 



The Sure and Easy Way 

A slight thumb pressure does the trick—with 
Wilkins Gauge Glass Cutter 

tfO. N. VnUUNS COMPANY, 180 N. Market St, Chicago 

Western Representatives, 8PBAXE SALES 00., Inc. 
Lot Angeles Ssn Francisco Denver 

216 Higgins Bldg. 525 Market St. 506 Charles Bldg. 
Portland, 638 Railway Exchange Bldg. 



McCaffrey 

FILE CO. 
Philadelphia 


Established 1963 


"Highest AwardJMedal of 
Honor) for FIIJB8 and 
RASPS, Panama*Pacific 
International Exposition, 
San Franoisoo." 


THE BRAINERD LINE 


MOST COMPLETE LINE OP CABINET 
HARDWARE ON THE MARKET 



No. 899 No. 898 No. 1170 


THE BRMNERD MFG. CO^ East SMhMtar, av. aa a 


SAND’S PLUMBS AND LEVELS 



Deserve your confidence because thev are known and 
wanted throughout the building trades and represent 
the easiest selling level stock on the market. 

YOUR JOBBER CARRIES THEM 

I. SAND & SONS Detroit, Michigan 



EYELET TOOL CO. 

Manufacturers of Punches and Sets 
(hand drive and foot power) for 
Leather, Cloth and Metal. Punch 
Tubes, Punches and Dies. All kinds 
and sizes made to order. Write jobber 
Booklets free. Established 1858. 

190 Dorchester Are. 
BQSTOK, MARS 
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W\ Sturgcs f fl 

W Milk Cans is a M 
Mark of good judg- "■ 
ment for the dairyman. 
r Selling them is a mark of good ^ 
business for the dealer. Feature 
Sturges Milk Cans and draw more of the 
desirable dairymen’s trade your 
way. Write for Catalog No. 29X 
^ Sturges & Burn Mfg. Co. ^ 
Chicago, Ill. 

:-G Bw Established 1865 .-H 


Here are hangers designed to improve sliding door¬ 
ways on barns, sheds, garages, warehouses and 
similar buildings—to make them easier to open or 
close—to keep them on the track—to overcome 
binding through sagging or warping of timbers. In 
a word, to produce such sliding doorways as to have 
the purchaser forget entirely that difficulties in the 
opening and closing of sliding doorways ever existed. 
And there are Twelve Styles of Myers Stay-on and 
Tubular Door Hangers and Track to meet every re¬ 
quirement. Catalog and prices to the trade. 


.. . THRIFT is in 

THE SADDLE 

l The day of the easy 
dollar is gone. Thrift 
is uppermost and — 

|| | Our Perfection Economy Cobbler 

\ | Maa0(i- u . is the one article to put into the 

• | /ynwi..., - ^ It is the Perfection Economy that 

ill 1 -v T SjQ takes the stitch in time and saves 

the proverbial nine. 

|| Holds a full complement of lasts, 

stands, tools and findings, and en¬ 
ables the head of the house to make 
his own repairs on the family foot¬ 
wear. 

Mr. Merchant, you should stock 
this Cobbler Set. It sells readily 
and at a good profit to you. 

THE FATE-ROOT-HEATH COMPANY, Plymouth, Ohio 


FOR GENERAL BOOT & ShOE REPAIRING A 


Make Your Store 
Dairymen’s Headquarters 


Built to 
Stand Abuse 


Guaranteed 

Capacity 


Make Your Store 
Dairymen’s Headquarters 


Built to 
Stand Abuse s 


Guaranteed 

Capacity 


pjF.E.MYERS ft BRO. ASH L A N D. r* 

ASHLAND PUMP AND MAY TOOL WORKS OHIO. 
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GET IN A SUPPLY OP 

NOVELTY FORCE PUMPS 

And treat your customers to the best. 

Y SE3b |5 We are the man¬ 

ufacturers of the 
IwtxL || original ‘Novelty’ 

M I \l • Pump for WELLS 

|1\\ S;j and CISTERNS. 

wL j| P atente( i ban- 

n | • die attachment 

renders it the most 
durable, easiest 
Jg working and best 

fitted pump. 

ST weT"" Its imitations are 

‘ , « r s! far inferior, be- 
If ■ \ cause they are not 

as accurately con- 
1 v structed and do 

1 not produce as 

_ jL 1 1 large a volume of 

SM / % V water with each 

^ Don*t d el a y— 
write for circular 

and special prices 

(No. ISO) a t once j 


THE HESS-SNYDER CO., Massillon, Ohio 
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YOU ABU BIGHT IN 
BECOMMBNDING 

“WORLD’S BEST” 

IN NAME AND FACT 

World’s Best 
Tubular Track 

Bam , Factory 
dnd 

Warehouse 
Door Hanger 

EXCLUSIVE FEATURES 

Frame is best grade malleable iron 

Wheel underneath track prevents derailment. 

Wide bearing of the wheel distributes weight and 
makes it the Easiest Running Hanger on the market. 

Packed one pair in box complete with bolts: one- 
half dozen pairs in a case. 

Track has Slidable Bracket, which has made the 
World’B Best Hangers so popular with the building 
trade. 

If your jobber can’t supply you, we will. 

THE TOPPING MFG. CO. 

For 18 Tean Safety Door Hanger Co. 
ASHLAND, OHIO, U. S. A. 


Non-Slipping 


Durable 


Many exclusive 
patented fea¬ 
tures and strong 
selling points 
explained in 
Catalog No. 20. 

Write for it 

SOME OF OUR PACIFIC COAST JOBBERS 


California Hdwe. Co. 

Union Hardware & Metal 

Co. 

Hoffman Hdwe. Co. 

Harper A Reynolds Co. 
Failing-McCalman Co. 
Marshall-Wells Hdwe. Co. 
Holley-Mason Hdwe. Co. 


Baker, Hamilton A Pacific 
Co. 

Honeym&n Hdwe. Oo. 
Jensen, King, Bird A Oo. 
The Sohaw-Batcher Oo. 
Schwabacher Hdwe. Co. 
Seattle Hardware Co. 

The Thomson-Diggs CV>. 


Dunham, Oarrigan A Hayden Oo. 

THE SPECIALTY MFG. CO., St Paul, Minn.,U.S.A. 
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IN TOE 

Dad’s Shoe Repair Bills 
Run High 

Why Shouldn't He Repair 
the Family Shoes Himself? 

Hundreds do—so can he. Complete GOBBLER 
OUTFITS now sell to thrifty people. You can 
build up sales on them by timely display. For 
your own satisfaction and profit and the satisfac¬ 
tion of your customers, sell Star line of outfits 
only—also lasts and stands, hammers, etc. 

Your Jobber baa them— 

Or write us for catalogue 


STAB HEEL PLATE COMPANY 

367-391 Wilson Avenue, - Newark, N. J. 


NORTHLAND SKIS —TOBOGGANS — SNOW SHOES 

Every one a good seller—and profitable, too. Order early for next season—prices are down now 
NORTHLAND SKI MFG. CO., 2330 Hampden Ave., St. Paul, Minn. S write 


Write 

for 

Catalog 


No. 40 Portable Outfit 

Write for 
Catalog and Prices 

ALBERT LEA SPRA7ER 

ALBERT LEA, MINN. 


MR. DEALER 

Have you placed your Sprayer order for 
19211 We want your business, and your 
trade wants our Sprayers. 

There is no other line of Sprayers so simply 
made or that gives better satisfaction to 
Dealer or user than 

THE UTILITY LINE 
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ENGINES and PUMPS 

Going Good!!! 

WE ARE HEADQUARTERS FOR BOTH 

ALAMO — Gasoline , Distillate and Kerosene 


COMMECTinG ROD 


HOPPER 

JACKET 





EXHAUSTX 
LEVEP ) 


'(LUBRICATOR 


{FLY wheel 




CARBURETEP\ 
AIR DAMPER ) 


SPARK > 
TIMER, 


GASOLIM 
PUMP - 




1 


<SUB BASE 


Engine with fly wheel removed, showing working parte 

Complete Stocks 

DEEP AND SHALLOW WELL PUMPS 
WORKING HEADS, CYLINDERS 
BRASS GOODS, FITTINGS AND PIPE 


PERFECTION PNEUMATIC WATER 
SUPPLY SYSTEMS 


Our experts will answer your inquiries for 
information and prices. 

Baker, Hamilton & Pacific Co 

SAN FRANCISCO, CAL. 
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FISHING TACKLE 

Where your assortment is not complete, prepare for the Fishing Season by 

laying in a stock of the 

CELEBRATED Tvee BRAND 


“It’s the Hook That Gets the Fishes in the Brook ” 


TYEE TROUT ROD 


• It mmr- , — - | 


Tyee-Trout Fly. Made from select Calcutta bamboo, three-piece and extra tip, full gun metal 
mountings, solid metal reel seat, snake guides and angle casting tip, 9%-inch special solid cork grip, 
closely wound with black and scarlet silk. Length 9, 9% and 10 ft. Weight 5% to 8 ozs. 

On velvet covered form in cloth bag. 

SUPREME 
CASTING REEL 


Made of finest quality niokel 
silver, a perfect free spool, 
level winding, anti-back lash 
casting reel, quadruple. Ad¬ 
justable front sliding drag, 
steel pivots, double handle 
crank with pyralin amber 
fluted handles. The auto- 
' matic level winding device 
is incased, making it sand 
and water proof and only 
works when reeling in the 
line. 


One in a chamois leather bag, packed in a chamois lined hinge cover sole 
leather case, with screwdriver. 


TYEE LINE 

A specially made line of the strongest and highest 
grade silk that it is possible to obtain. Absolutely proof 
against all alkalies. In the following colors: A soft, 
glossy finished, rich, dark olive green; dark green and 
black mottled, black and white, salt and pepper and 
mottled green and white. 

Twenty-five yards on a card, four connected. 

For a Complete Line of Tackle, See Our 
General Catalog No. 66, Pages 1918 to 2026 

Dunham, Carrigan 
and Hayden Co. 

SAN FRANCISCO, CALIFORNIA, U. S. A. 
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Hay Stacking Rope 

* 

Trade Mark 

Cloverleaf—Pure Manila 

The Hay Stacking Rope with the Red Thread 
Gives the Best Service 

THE PORTLAND CORDAGE COMPANY 

Portland, Oregon ... Seattle, Washington 


GARDEN HOSE 


THE 

BRANDS 

OF 

GARDEN 

HOSE 

WHICH 

INSURE 

QUALITY 


WRITE FOR CATALOGUE AND PRICES 

Goodyear Rubber Company 

R. H. PEASE, Prest. J. A. SHEPPARD, Vice Prest. H. R. PEASE, JR., Treas. C. P. RUNYON, Sec j. 
639 Mission Street Nos. 61, 63, 66, 67 Fourth St., St Pine St. 

SAN FRANCISCO, CAL. PORTLAND, OREGON 

GOODS SOLD TO THE TRADE ONLY 



INSIST 
UPON 
THESE 
BRANDS 
AND YOU 
GET 
THE 
BEST 
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Push VERIBEST Lines 


HONEYMAN 

For VERIBEST Results 


Hardware Company 

Hardware of Guaranteed Merit, from a 
House Famous for Its Service. 


Fourth at Alder Park and Glisan 

Great American 

Tools 


Ball Bearing Lawn Mowers 

General Hardware 


Garden Tools 

Automobile Accessories 


Reach 

House Furnishings 


Base Ball Supplies 

Sporting Goods 


and Uniforms 

Cutlery 


Fine Fishing Rods 

Phonographs 


and Tackle 

Phonograph Records 


Outing Clothing and Shoes 



for Men and Women 



Camp Equipment 



Hardy’s Running Board Box 
Camp Cook and Dining Table 

Wholesalers—J obbers 


High Grade Tools 

StreveU - Paterson Hardware Go. 


for the Carpenter and Machinist 

SALT LAKE CITY 


Tools for the Automobile 



A. M. HOLTER 


HOLTER 

Hardware Company 


Hardware Company 

Helena, Montana 


Spokane, Wash. 

EtfaUishtd 1S67 


WHOLESALE 

ONLY 

WHOLESALE 


Shelf and Heavy Hardware 


Auto Accessories 


Monarch Ranges Peninsular Line 

Plymouth Rope furnaces, Ranges 


Blacksmith Supplies 


Automatic Washers and Heaters 

Sargent Hardware „ « , _ 

Acme Paints S^huttler Wagon* 

Sporting Goods 


Rawlings Sporting Mill, Mining and 
Goods Logging Supplies 

Automobile Accessories 


Prompt, Courteous Service 
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Favorite Stoves and Ranges 

BEST IN THE WORLD 


BUILT IN THE MOST COMPLETE AND 
SCIENTIFICALLY CONSTRUCTED 
FOUNDRY IN THE WORLD 


A big line to ehoeee from, 
consisting of pearl gray 
and royal blue porcelain. 
Gas, coal and gas combi¬ 
nations. 


Also regular line of Gas Ranges, with Porcelain lined 
Ovens; full line of Coal and Wood Ranges in all finishes. 

This line should appeal to live dealers who are looking for 
a line that is right up-to-the-minute in modem construc¬ 
tion and finish. 

EXCLUSIVE AGENTS 

MANGRUM & OTTER, Inc. 

827-831 Muwion St., Ban Francisco 


Dick’s Famous Feed Cutters 

Hand and Power 


On the Market 47 Years Many First Models in Daily Use 


Dick’s “Famous” and “Blizzard” Ensil¬ 
age Cutters are light running, durable and 
strong. 

Will cut any kind of material from fine 
blue grass to the coarsest dry or green 
forage. Cuts any length from %-inch to 
1%-inch. 

Knives are easily and accurately adjusted, 
easy to sharpen and made of the best steel 
obtainable. 

If you have feed to cut or a silo to fill no 
matter how high or low, a Dick’s Cutter 
will do it for you with the least power. 

We solicit dealers from open territory as 
agents. Write for catalogue and prices. 



PACIFIC PUMP & SUPPLY CO., 851-853 Folsom Street, San Francisco 
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The Modern Roof 


For Bungalows,'Residences, Churches, and all types of buildings 

East of the Rocky Mountains Slate Surfaced Shingles are in universal use 
and they are fast becoming the most popular of all roof coverings. 

Why? 

The wonderful artistic effect of Slate Shingles cannot be secured with other 

roof coverings, and they 

— Require no Painting 

Eliminate Maintenance Cost 
— Are Reasonable in Price 
— Have Superior Wearing Qualities 

Approved by the National Board of Fire Underwriters 


Made in Two Colors—Red and Green 


Pioneer Slate Surfaced Shingles are covered with Genuine Sta-So Non- 
Fading Slate—not with the ordinary mineral surfacing. 


247-251 So. Los Angeles Street 
Manufacturers Los Angeles, CaL 


PIONEER PAPER CO. 

mmimmmimmmmmmmmmmismfim 
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Dorian Scythes 


Weight 3% lbs. 8ize 
9^x9 

Weight 4 lbs. Size 
10^x10 


Flat Prong Burka Hoes 

Length 12 to 20 inches. Thickness of 
prongs, Vi to 2 inches. 


w vvi t vt v/\/s 

Importing Agents for North America 

8end for Prices and Catalog H. W. 

633-647 Front Street San Frandaco, California 


BELLOWS 

Small size need for insect pow¬ 
der. Capacity, 1 quart 
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Save on Your Buying of Hand Implements 

Your opportunity to buy European implements for vineyard, orchard, or 
garden direct from exclusive importer. 


IDEAL 

Sulphur Machine 


Most economical machine made. TTn* 
long stroke; makes work easy, double 
action performing twice the work with 
same labor; one man can do the work of 
two; two air chambers with double ac¬ 
tion, makes steady overflow. Capacity 
1% gallons pr 25 pounds sulphur. 


Genuine Rieser Pruning Shears 

Sizes 8, 8%, 9 inches. 


Both Full Curve and Half Curve. Highest Grade Steel, tempered by 
secret process. Keeps the edge. 
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How to get a 
‘‘bead”on the 



of ■> /oiu* town 
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W hat do you want to know most when you decide 
to put in any line—whether it is aluminum, cut¬ 
lery or washing machines? You want to know what 
goes into the product, of course. Hut you want to 
know’, too, the plant behind the product. 

Here is the plant of the Western Aluminum 
Manufacturing Co. at Oakland (Emeryville Dis¬ 
trict), California—23,000 square feet of floor space 
humming with busy machines—building enduring 
qualities into thousands of utensils a day. The plant 
is a model of organized efficiency. It is a strictly 
Pacific Coast company owned and operated by men 
who know aluminum — men trained to sense the re¬ 
quirements of both trade and consumer. 

To put into every utensil every ounce of strength 
and beauty—that is the basic idea back of Mission 
Aluminum Ware. That is the ideal reflected and 
represented in this better and brighter kitchenw’are. 
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Get this thought fast: Mission Aluminum Ware 
has every good quality you find in other high grade 
aluminum ware—and jflwrthing more. That some¬ 
thing is the triple strength bead designed by us to 
reinforce all utensils carrying a bead. The triple 
bead makes the ware hold its shape—gives it longer 
life, too. Once you carry Mission Aluminum 
you’ll have no more complaints on that score. 

Try to crush in your hands any Mission utensil 
carrying the triple bead. You can’t do it. But, with 
ordinary aluminum, you can. Then, too, Mission 
Aluminum Ware is made from thick gauge alumi¬ 
num plate. So that each piece, whether it requires 
a bead or not, has unusual resistant qualities. 

Add to this the fact that Mission Aluminum 
Ware is polished and repolished so that its bluish 
brilliancy excels that of any other ware—and you 
begin to appreciate its tremendous kitchen-appeal. 


WARE 
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the 


triple “bead 


THAT PUTS MISSION 
ALUMINUM ON A 
SHELF OF ITS OWN 


This triple bead is the biggest sales-idea that was ever rolled 
into an aluminum utensil. And it’s a sales-idea that will never 
lose its newness. For “looks,” for sheer strength, for year- 
round service, the triple bead (plus the other “Mission” fea¬ 
tures) puts this line of kitchenware on a profit-shelf of its own. 

Once you see the line, you’ll be quick to appreciate how Mis¬ 
sion Aluminum Ware will help you get a “bead” on the 
aluminum business of your town. 

Want our latest catalog? We'll send it gladly! 

WESTERN ALUMINUM MANUFACTURING CO. 

45th & HOLDEN STS. (Emeryville District) OAKLAND, CALIFORNIA 
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FOR OVER FIFTY YEARS THE NAME E. A. BERG HAS STOOD FOR 

/ U \ Highest Quality on Tools and Razors 

We are t ^ ie Western States Representatives for this HIGH 
GRADE LINE. We can now make prompt shipment of Pliers, Plane 
JRl yJSlk Irons, Chisels and Razors. 

JBWe are also sole American Representatives for the famous 
/Mf W] m (KRON SAGER) SWEDISH HACK SAW BLADES, the HIGHEST 

/mf | m QUALITY BLADES MADE, AT PRICES NO HIGHER THAN 

ORDINARY BLADES. Write for Prices 

BENSON IMPORTING CO., 620 South Hill Street, Los Angeles, California 



Cupola Burner Oil Store 


Short Chimney Oil Store 


WRITE FOR CATALOG NO. 128 


We now have a Large Stock and Assortment 

of Oil Stoves 

8BHD TOUR ORDERS TO 

QUICK MEAL STOVE CO„ DIV. 

OF AMERICAN STOVB COMPANY 

0. H. SCHIECK _ f 

We also carry j, large Pacific coast Agent We alio cany a large 

Ub* °* 716 » ga near 19th 8t« 

OOAZa RANGES San Fraadaeo, Cat GAS RANGES 


We alao cany a large 
line of 

GAS RANGES 
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Service —Equal to the best 
Merchandise —of dependable quality 

These two outstanding features 
are responsible for our excep¬ 
tional development. 

We solicit your patronage. 

“Everything in Hardware : 


Salt Lake City 
Utah 


Thecal I Lake 
fit* cHardw 


cHardware Go. 


Pocatello 

Idaho 


A Word About 

STOVE REPAIRS 

Established over 20 years in this section has enabled us to carry 
a stock of STOVE REPAIRS unequaled in this great 
Northwest. 

We have gone beyond this— 

Our ever increasing demand for STOVE REPAIRS has made 
it necessary for us to build and operate an adequate manu¬ 
facturing: plant, resulting in SUPERIOR CASTINGS, IN- 


We solicit orders thru Dealers and cater to the Jobbing Trade. 

Spokane Stove & Furnace Repair Works 


Max Rubens 


Incorporated 

M. M. Rubens 

SPOKANE, WASHINGTON 


J. L Rubens 
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BEAR BRAND 

Garden Valves 


Brings You Summer Profits 


ABE MADE OF 

RED METAL, PERFECTLY MACHINED 
PROPERLY PACKED 
REMOVABLE HANDLE 
SMOOTH SEATS 

Valves that will stand Hie hardest usage 

OBDEB 

BEAR BRAND 

GARDEN VALVES 
FROM YOUR JOBBER 
MADE ON THE PACIFIC COAST 


Standard Brass Casting Co. 

Main Offlee tad Factory, Oikhii, Calif. 
Mm OfXloe, its Monadnock Bldg., Baa F nnela oa 

M. W. WTJB8TH0P7, Bala# Manager 


I 

II 

IT*! 

■ 



UMI 





SPARK 

Iceless Cooler 

Costs Nothing to Operate — 
Saves Labor — 

Gives A-l Refrigerator Service 

Every woman who sees the Spark Ice¬ 
less Cooler wants one because it means 
health for the family, convenience, sani¬ 
tation, safety— at a single first cost only. 

No Ice Needed 

The Spark Iceless Cooler is automatic— 
it protects and keeps foods in their 
original freshness. 

To show a Spark Iceless Cooler is 
to sell ono~~it brings dealers 
quick profits 

SPAKE Stoves and Ranges 
have won a name on merit. 

Write for Prices and Descriptions 


W AMVFACTVtCO »y 








Oakland California 


Portland Seattle Los Angeles 

F. L. Green Oo. F. L. Green Oo. D. D. Adams 
Portland Fnrni- 62 Pike Street 882 South Spring 
tore Each. Bldg. 
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CARBOIA 

Saves Time and Labor 
Gives Better Results 




Your Market is Waiting 
DISPLAY IT- SELLS ITSELF 


THE DEMAND ALREADY EXISTS FOR 


It is a white paint in powder 
form combined with a disinfect¬ 
ant many times stronger than 
pure carbolic acid. It is turned 
into a smooth spreading, liquid paint simply 
by mixing with water. It dries a snow 
white, and can be applied with a spray pump 



over whitewash. It does not clog 
the sprayer, and will not blister, 
flake or peel off. It is used in 
place of whitewash and disinfect¬ 
ants, in poultry houses, stables, work build¬ 
ings, cellars, garages, outbuildings, etc. It 
sells to the farmer and it sells to the man in 


or brush to wood, brick, stone, cement or town—to all classes of trade. 


WRITE FOB DETAILS OB SEND YOUR OBDEB DIRECT TO 


ANSEL W. ROBISON 


1274 Market St. 


Western Distributor 


San Francisco, Calif. 


YAKIMA 

Hardware Company 

YAKIMA, WASH. 

Jobbers of Standard Lines of Hardware 

Wholesale 


BUILDERS’ HARDWARE, ROOFING, 
STOVES, TIN AND ENAMELED WARE, 
IRON, STEEL, PIPE AND FITTINGS, 
BLACKSMITH AND WOOL GROWERS’ 
SUPPLIES, HOP AND FRUIT GROW- 
ERS’ SUPPLIES, SPORTING GOODS 
AND CUTLERY, AUTOMOTIVE 
EQUIPMENT 


Orders filled 
seme day 
as received 



Prompt 

Courteous 

Service 



Silica-Graphite 

is the ideal paint pigment for a protective cover¬ 
ing for metal or wood surfaces. 

It clings so tightly that there are no cracks 
or checks for moisture to enter. 

Because of its fish-scale like formation, it 
successfully meets expansion and contraction. 

No wonder it is considered indispensable by 
all users of it. 

Its wonderful records extend back over 50 
years. 

Its success has encouraged imitations. Be sure 
you get Dixon’s Silica-Graphite Paint. It has 
no equal for durability and real economy, and 
no competitor. Write for Booklet No. 230B, and 
long service records. 


JOSEPH DIXON CRUCIBLE COMPANY 

Jersey City, N. J. 




Established 1827 
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BIG GAME CARTRIDGES 


Loading machines and loading methods originated and used 
WM M| Bl|pP P bv The Peters Cartridge Company, guarantee uniformity 

otherwise unobtainable. 

The Ballistic requirements of Peters ammunition are so strict, 
that no ammunition is permitted to leave the Works without 
almost unbelievable accuracy—penetration and uniformity. 

PETERS 22 Ammunition has been the standard of the World for years, as well as 
the pistol, revolver and rifle sizes. 

The World’s Records won and held with PETERS ammunition and as yet unequaled 
are sure proof that PETERS ammunition is built to 11 World’s 
Record ’ ’ specifications. 

THE PETERS CARTRIDGE COMPANY, Cincinnati, Ohio [/ ^ 

BRANCHES: NEW YORK—SAN FRANCISCO HH1I31 

MARSHALL-WELLS CO., Portland-Spokane-Duluth-Winnipeg-Edmonton ■ 1 Jj| 

HIBBARD, SPENCER, BARTLETT & CO., Chicago R % 

nr Ann C nr> Trrrr A TV T .... Q nn r.nn.ncnn M GSr ■ M 


JOE WELSH’S 

CELEBRATED 

Telerana-Nova 


H. Roth & Sons 
Company 


A Leader that U well named i 

a LEADER. A LEADER 
of Leaden 

A Leader that has LED the largest trout and 
salmon to their death this past season. Do you 
know the largest trout was landed in Colorado, 
10Vi lbs., by M. Pawls of Meeker on a No. 2 Joe 
Welsh leader! The largest salmon, 41 lbs., landed 
by Judge Osborne on a No. 2 Joe Welsh Leader. 
The largest trout in So. Calif., 32%, 13 lbs. 3 oz., 
was landed on a No. 3 Joe Welsh Leader by Joe 
Welsh himself. O. S. Taylor says in the American 
Field: “The only Leader I found to stand the 
fishing in the Soo were Joe Welsh Leaders.” 
Dixie Carroll of national fame, says they are par 
excellence. So does a score of our best known 
writing anglers. Think of the knotless, invisible, 
strong leader in all lengths up to 9 ft. in 6 sizes 
with breaking strains from 2% to 30 lbs. All 
quality. Make the weakest part of your tackle 

t e strong est. SPECML OFFER : I will tend you a 3-ft. 

Leader for 25c, 6-ft. Leader for 50c, 9-ft. 


SPECIALTY 

HARDWARE 

JOBBERS 


942-44*46 Mission Street 
San Francisco 
California 


We carry factory brands only under factory 
labels and numbers 


WHOLESALE ONLY 
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SPECIFY 
AVIS 8ANTTABY 
FLY TRAPS 


Follow the Judgment 
of These Jobbers 

SCHWABACHER HARDWARE CO., Seattle, Wash. 

BAKER, HAMILTON & PACIFIC CO. 

.San Francisco, Calif. 

DUNHAM, CARRIGAN & HAYDEN CO. 

.San Francisco, Calif. 

THOMSON-DIGGS CO.Sacramento, Calif. 

THE SCHAW-BATCHER CO... .Sacramento, Calif. 
CALIFORNIA HARDWARE CO, Los Angeles, Calif. 
UNION HD WE. & METAL CO.. .Los Angeles, Calif. 
HOFFMAN HD WE. COMPANY, Los Angeles, Calif. 
HARPER & REYNOLDS CORP., Los Angeles, Calif. 

R. L. CRAIG & CO.Los Angeles, Calif. 

AMERICAN AYE. HDWE. CO., Long Beach, Calif. 

Manufactured by 

Avis Hardware Co. 

POMONA, CALIF. 


THERE ARE MANY REASONS 

For the Continued and Increased Growth of Our Trade 


THE THOMSON-DIGGS COMPANY, SACRAMENTO, CAL. 


The House of Fair and Square Dealing—Ask Our Customers 

EVERYTHING IN HARDWARE, IRON, PIPE AND HOUSE¬ 
HOLD UTENSILS, SPORTING GOODS AND CUTLERY 


If you are one of 
our customers you 
know them. 

If you are not one 
we want the oppor¬ 
tunity of showing 
you why it will be 
to your interest to 
send us your orders 


Digitized by Google 














HARDWARE WORLD 


78 



LIGHT NINO 



HT.TZ7.ARn 


Reasons 

Why You Should 
Order Your 
FREEZERS Now 

(1) We can ship 
more promptly now 
than when the big 
demand is on. 


(2) Transportation is better 


(3) Hot weather is sure to come. 
So will the rush for Freezers all 
along the line, from user to deal¬ 
er—to jobber—to us. 

But we cannot supply every de¬ 
mand promptly the last minute. 
Be wise in time, get your stock 
now while the getting is good. Be 
ready to supply your customers 
the moment they are in a humor 
to buy. 


If you hesitate now 
you may lose later. 
We venture to guess 
that your stock is 
low, so there is 
every good business 
reason why you 
should prepare in 
time. Place your 
order with your job¬ 
ber now—you can¬ 
not lose. 

NORTH BROS. 


PHILADELPHIA. PA. 




“MADE WELL” 
Rainbow Lawn Sprinkler 


Throws a fine 
uniform spray 
over rectangu¬ 
lar space. 



Strongly built. 
Needed wher¬ 
ever there is 
a lawn or gar¬ 
den. A ready 
seller. 


All above products for sale thru Jobbers. 
Write to us for folders. 


Madewell Pipe & Culvert Works 

East 12th Street and 25th Avenue 
Oakland, California 


•4DEWEU 


blizzard 
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HERCULES COLD SODER 

THE METAL MENDER 


Mendfl any leak in any metal quickly and permanently, 
without heat or acid. Juat apply Hercules Cold Soder, 
a semi-liquid, from tube, covering hole or crack. Fixes 
household utensils, brasBj granite, aluminum-ware, pipes, 
gasoline tanks, auto radiators or cylinders. Finds pop¬ 
ular sale. National advertising is intensifying demand. 
Aak your jobber. Write for booklet. 

HERCULES PRODUCTS CO. 

Dept A COUNCIL BLUFFS, LA. 

AMERICAN MERCANTILE CO., 510 Battery Street, 
San Francisco, Calif., Export Representatives 


Makes Stoves Look Like New 

KILLS RUST; PREVENTS RUST¬ 
ING; CLEANS AND POLISHES. 
Write for Wholesale Prices 
SUPERIOR LABORATORIES 
General Offices, Dept. 11 
Grand Rapids, Mich. 
GENERAL SALES CORPORATION 
Pacific Coast Representatives 
718 Mission St., 737 Terminal St., 
San Francisco Los Angeles 
Seattle, Wash. 


Thompson “Junior” 
Revolving Sprinkler 


The “Dollar-Seller” 

The embodiment of simplicity has been the 
watch-word in the construction of this 
Sprinkler. For service and durability we 
recommend its use. 

We solicit your inquiries on the problems 
of sprinkling. 


Thompson Manufacturing Company 

East Eighth and Santa Tt Av*. 

LOS ANGELES 


The 

Schaw-Batcher Co. 

SACRAMENTO, CAL 

WHOLESALE 




Pipe and Fittings 

Sargent A Co. 

Cantos Stool 

Mders’ Hardware 

AanooMtion 

I 

t 

I 

iporUog Goods 

1 Soppies 

m-JrfiHi S^plos 
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1880 


FORTY-ONE YEARS 

EXCLUSIVE AGENTS TO THE WESTERN TRADE 


1921 


ARROW 


BRAND 


CUTLERY 


ADOLPH BLAICH, Inc. 

Wholesale Only 


693 iMission Street, San Francisco, Cal. 
Samples and Prices on Request 


POCKET KNIVES 
BUTCHER KNIVES 
PARING KNIVES 
RAZORS 
RAZOR STROPS 



HTTF.ARK 

SCISSORS 
MANICURE GOODS 
FLASHLIGHTS 
FISHING TACKLE 


California Stock Pattern 

We specialize in Stock and Ranch Knives for the Western trade. 

WESTERN STATES CUTLERY & MFG. CO. 

Write for Samples and Prices Mfra. of Cutlery and Cutlery Products BOT JI.DER , COLO. 


The Standard of Service 
and Satisfaction 

Clark Jewel oil stoves are excellently 
constructed throughout. Only materials 
of the best grade are used and the work¬ 
manship is of the highest quality. 

Clark Jewel oil stoves are made to give 
every user lasting service and satisfac¬ 
tion. 

They save time—they save oil. 

Our 1921 catalog, number 112, will be 
mailed you promptly upon request. 



mBk 




George M. Clark & Company 

Division American Stove Company 
CHICAGO 
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SCHATT & MORGAN CUTLERY COMPANY 

TITTJ8VILLB, PA. 

Mma t£n o, S & M Brand Pocket Knives 



Highest Quality Made 
Western Sales Representative 
W. H. WILBURN 

602 Williams Building, San Francisco 


Sells to Every 
Belt User ^ 




^ ^ for Bine Ribbon 

f< V V ^ Belt Dressing is lim* 

N/NX ited only by the number 

\\\\ of users in yonr ricin- 

\\\n ity. The quality of the Dressing 

\\\lx^ is high enough to snit the most dis- 

criminating purchaser. Ask your whole¬ 
saler for it or write for prices and samples. 

TIE lonirs MEG. CO. 


Berger’s Hooks and 
Pipe Fasteners 



MANY STYLES FOR WOOD OR BRICK 
SEND FOR CATALOG No. 9 and PRICES 

MADE BY 


Office, 229*231 Arch Street 
Store, 237 Arch Street 


Ware rooms and Factory, 
100-114 uroad Street 

PHILADELPHIA 

Maniifaetarers Tinners 9 
and Reefers’ Supplies 


Will's Scientific Sprinkler 

FOB LAWNS AND GARDENS 

W»U 5 SPRINKLING DCVICC 

ar kppuco ron 

“There’s a Reason Wiry This Business 
Increased 100 Per Cent in 1920. 

Three Superior Qualities 
Durability—Efficiency—Cheapness 

Made of ateel galvanised pipe. Saves 26% oa Water 
Bills. Cover* 25% more surface with tame water. No 
Rust—No Leak*—Solid Standard*—securely attached. 
No bending or breaking. Hoae connection BR8T made. 

The Spray is distributed equally, covering every 
space and corner. 

Made in all Lengths, and to suit any pressure. 
Guaranteed for 10 years* service if properly oared for. 


years' service if properly oared for. 
or send direct to the Factory for 


Ask yonr Jobber or send direct to the Facto: 
our desenptlve folder. 

WILLS SPRINKLER CO. 


2110 FLORBNCB AVB. 


LOS AMBLES 


STOVE & FURNACE REPAIRS 

Welding for All Makes Repairs and Wicks for New Perfection and Puritan Oil Stoves and Heaters 

<»»»» MYER S. RUBENS WHOLESALERS 

PI ATI7PQ Gold, Silver, Nickel, Broca#, Copper, pi ATP PC 
I LAI LilV J Brass, Bine sad CHm Metal Oxidizing i JL /\ 1 Ll\ J 

GALVANIZING RESILVERING RETINNING 

Demountable Rims, Etc. Head and Spot Lights Milk and loe Cream Cans, Etc. 

Silver Ware Refinished 

1009 W. FIRST AVE. Also Rented for Weddings, Banquets, Etc. SPOKANE, WASH. 
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The New Liberty” 

Postal Scale 

A TRINER, OF COURSE 

The chart indi¬ 
cator ahowi in* 
itantly the 
amount required 
for all out of 
town pottage—as 
well at the cor¬ 
rect local pottage. 

Aroidt the 
worry and inac¬ 
curacy of comput¬ 
ing the new rates. 

S a y a for itself 
7 eliminating 
*'orer postage.'* 

This new scale 
is called "Li b- 


Seale" — capac¬ 
ity t wo pounds. 
Finished in gold bronse or oxidised copper. 

Order this TRINER scale now. It's a quick seller, 
with a good profit. 

TRINER SCALE & MFC. CO. 

Wm* Twenty-Fin* Street CHICAGO, ILLINOIS 

W. P. HORN * CO. 

Pacific Coast Representatives 
Rialto Building, San Francisco, Cal. 

Los Angeles Portland, Ore. Seattle, Wash. 


AMERICAN SEAL 

PAINTS and CEMENTS 


wM i wWOO 


WITH TOO AND YOUR CU8TOMBB8 
STAND TON 

QUALITY and DURABILITY 



WRITE US FOB DEALER’S PROPOSITION 
MANUFACTURED BT 

The Wm. Connors Paint Mfg. Co. 

1868 TROY, N. T. 1981 


STEWART 


Automatic 
Sash Adjuster 

Easily Adjusted for Any Size of Window 
Sash 

Simple Compact Strong 
Everlasting 

Requires only one inch on window stop 







■'m-v " $ ■ 


Patented Dec. 16, 1919 

Are Adaptable to 

Casement Windows 
Transoms 
Pivoted Sashes 

Horizontal or Vertical Pivots 

For All Sashes that Swing IN or OUT 

STAPLE LINE FOB 5 YEARS 
THOUSANDS IN USE 

BETTER AND COSTS LESS 
ORDER FROM YOUR JOBBER 


Si EWART MANUFACTURING CO. 


OAKLAND CALIFORNIA 

1527-31 Jackson St. 
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WHITE MOUNTAIN REFRIGERATORS 


“The Chest With the Chill in It” 


The name “WHITE MOUNT AIN” for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Effort, 
Labor, nor Money to make the “WHITE 
MOUNT AIN ” the best refrigerator in the 
World. 

Our “STONE WHITE ’ 9 Refrigerator has 
provision chamber lined with Snow - White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN¬ 
TAIN” Refrigerators you should 
send for our finely illustrated 
catalogues and booklets. 

Maine Manufacturing Company - Nashua, N. H., U. S. A 

BRANCH OFFICES: 

How Turk City Boston, Mui. Atlanta, Oa. Dallas, Texas San Francisco, Oal. Dourer, Oolo. Melbourne, Ana. 

PACIFIC COAST DI8TBXBUT0BS: 

San Francisco.Dunham, Corrigan A Hayden Co. Portland.Honeyman Hardware Co. 

Sacramento.Mlller-Enwzlght Co. Seattle .Schwabacher Hardware Oo. 


BEAR BRAND COLD PACK CANNER 


^ Skarbrmid Jf K 

fOlD PACK (WINK ; 




A new and improved method of cold pack canning for the home. Approved 
by U. S. Government. Lower prices on fruit and sugar means a good 
demand for an up to date canner. Place your order through your jobber 
early to insure stock. Send for catalog and instructions. 


WESTERN SALES REPRESENTATIVES 
Omer Cox, Atlas Building, San Fran deco, California 
Sands A Cox, San Fernando Building, Los Angeles, OaL 
Strimple A Cox. L. C. Smith Building, Seattle, Wash. 
Strimple A Cox, Corbett Building, Portland, Oregon 
8 hslier A Cox, Newhouse Building, Salt Lake City, Utah 
Taylor, Youngs A Cox, Temple Court Bldg., Denver, Oolo. 


MANUFACTURED BY 


Woolwine Metal Products Co. 

Eighth Street and Santa Fe Ave. 

Lios Angeles, California 
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“ATLAS” 

Shears and Scissors 

SHOULD BE IN THB STOCK OP 
EVERY JOBBER IN AMERICA 

The wonderful Atlas Brands are the best values 
in popular priced cutlery. Years of experience, 
witn improved machinery and methods, now 
enable us to offer the wholesale trade a wonder¬ 
fully complete and up-to-date line of Shears and 
Scissors in all styles and sizes. 

Our Counter Display Carded Assortments 
sell Scissors for dealers very quickly. 


Send for New 19 Catalog 
We are prepared to make prompt shipments. 

THE ATLAS SHEAR COMPANY 

260 North Av n Bridgeport, Conn. 

Represented by 
JOHN T. BOWHTRBB, Inc. 

Sen Praneisco, Lob Angeles, Seattle, Salt Lake Olty, 
Denver, Mexico, D. P. Mexico 


MAGNETIC CLOTH 

CLEARS t.tich MAOIO 

and is the most ready teller of any domestic deviee 
known 


A BIG SUMMER SELLER THAT 


PAYS GOOD PROFIT 


Heating Du°®aQ 


Does better ironing in less time and with less effort, 
and allows the housewife to iron in the coolest room in 
the house, on the porch or out under the trees. 

Over 1,000,000 ROYALS sold to date. Hundreds of 
hardware men testify to its merits. Every iron fully 
guaranteed. 

Attractive Selling Helps free to dealers. 

Write for prices and details today. 

ROYAL SELF-HEALING IRON CO. - Big Prairie, Ohio 

Western Representatives, 8PRAKE SALES 00., Inc. 
Los Angeles San Francisco Denver 

216 Higgins Bldg. 525 Market St. 504 Charles Bldg. 
Portland, 633 Railway Exchange Bldg. 

George T. Howard Company 
Wholesale Distributors for Texas 
San Antonio, Texas 


No up-to-date kitchen is complete without one; no more 
worry over Dirty Pans; just a mb or two with Mag 
netic Cloth and the pan is clesn and sweet and sparkles 
like new. The Magnetic Cloth is made of a special 
crinkled spun wire fabric and gives excellent service. 


Manufactured by 

JOHN W. GOTTSCHALK MFG. CO. 

Lehigh Are. and Mascher a Philadelphia Pa. 

McDonald * linporth. 

Pacific Ooest Reps., 789 Cell Bldg-. s * n Francisco 


Retails for 
10 Cents 


Send us your 
jobber’s name 
if he can't 
supply you. 


SHUR-TITE 

BOTTLE 

CAP 

For perfect 
sealing — and 
re-sealing—of 

¥ 

Used 

Repeatedly 

Never 

home bever- 
a g e s, ketch- 
ups, sauces, 
etc., without 
the use of a 
capper. 

1 

Leaks 

Instantly 

Applied 

Seals 

Positively 



7? Attractive 

SELLS 

discounts to the 


trade. 

RETAIL 

***** 

FOR 



ORDER 

5c EACH 

SAMPLE 

COMPLETE 

GROSS 

i 

TODAY 

MANUFACTURED BY 

PORTER PRODUCTS CORPORATION 

615 Keith Bldg. 

Syracuse, N. Y. 
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ASBESTOS 

WHAT DO 70U ENOW ABOUT ASBESTOS? 

WE MANUFACTURE THE FAMOUS 

“BUNKER HILL** 

Brand of Asbestos Table Protectors and Table Mats 

THEY ABE HEAT-PBOOF and PBOTECT THE FINEST 
DINING BOOM TABLES 

Inter-Mountain and Pacific Coast Representatives 
THAYER & BOWER 
845 Monadnock Bldg., San Francisco, Cal. 

S20 Story Bldg., Los Angeles, OaL 

TURNER ASBESTOS COMPANY,Exeter,New Hampshire 



Dealers Elam the Advertising Appropriation 

$1.00 Gem Safety Razor Set 


FREE 


Look Tor thf Cocoa Butter Center 



FREE 

WITH 

Every dozen Safetee Shaving Cream at 
$2.96 per dozen 

or Safetee Cocoa-Butter Center 

Shaving Stick at $2.96 per 
dozen 

or Safetee Shaving Powder at 

$2.96 per dozen 


Two dozen Safetee After-Shave Talc at 
$2.40 per dozen. 


FREE 


the SOAP 11 
fORSAKTYRAZ) 


f AMEfcCAN SArtTf 
I *0AP CORPORAlfl 


EXAMPLE 


Soli at 


1 Dozen Safetee Shaving Cream.$2.96 $4.20 

1 Gem Razor Set.Free 1.00 


$1.24 

1.00 


Profit.$2.24 


Push “THE LINE THAT PAYS 
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MADE IN OHIO, U. S. A. 

ALUMINUM 

"Real Solid” 

The SOLID" LINE has been for 20 

years, the Strong well known, dependable 
Aluminum line of Kitchen Utensils. 

Our Policy is and has been to give the dealer 
goods of such quality that assures him not 
only his PROFIT, but the housewife’s contin¬ 
ued patronage. 

"REAL SOLID" WARE 

This is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in many ways, especially in Rigidness ana 
Durability. 



TRIMMINOS — Tinned Iron, using Double 
Coated Tinned Iron—The best on the market. 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight— 
bottom of handle is protected with Metal 
Trimmings, so that it will be impossible for 
flames to creep up over bottom and burn off 
handle. 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore. 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers' Shelves. 

We have added 25 New Items, all prac¬ 
tical. This makes the “BEAL SOLO)” 
t.Itia the most complete on the market 

Write Today and get our New 
Catalog just off the Press. 

The Buckeye Aluminum Company 

WOOSTER, OHIO 





“Yes, I Use 
Foster Bros. Brand 


I “because it’s the only 
cutlery that performs 
up to my standard of 
good cutlery. I have 
tried many other 
brands, all with their 
good points, but I never 
found complete satis¬ 
faction until I started 
using Foster Bros. 
Brand .’ 9 

The above remarks 
were made by a butcher 
in a large retail shop, a 
man who does nothing 
but cut meat all day 
long. All the other men 
in this shop use Foster 
Bros. Brand. 

Various factors combine 
to produce such complete 
satisfaction. Our 
experience of nearly 
a half-century gives Mj 

us the ability to 
properly design the 
blades. The excel- 
lent materials fash- Bl 

i o n e d by skilled 
workmen into these 
designs insure dura¬ 
bility and a keen UHftnSVp 

edge. The large JPj ■ 

number of patterns M& jf, Y 

affords the selec- ,V k • * 
tion of a knife or 
cleaver best suited 
for every purpose. 


Ask your jobber about this 
Foster Bros. Brand 
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C-B-CO Bottle Capper 


COMPLETE IN ITSELF 


Light 
Compact 
Durable 
Nlckaled 8teel 
Easy to Operate 


Prompt ahip- 
ment. Good 
profits. Quick 
turnoTer. 



Double Layers 
Automatic Plunger 
Beleaaea Bottle 
and Perfects 
Double Seal 


Write 

Prices. 


for 


No Adjustments! No Stands! No Blocks! 

No Grasping Bottle with the Hand! 

No Set Screws! No Keys! No Springs! 

Just cap the bottles as they stand! 





Reddick 

Mole 

Traps 

Sholder 

Wire 

Scoops 

Champion 


Folding 
Brass 
Doll 
Beds 

Champion 
Wire 
Scoops 
Wire 
Flesh 
Forks 

Specify Reddick Nationally Advertised 
Wire Specialties 

From your jobber or direct from us. 

MICHIGAN WIRE GOODS COMPANY 

502 Second Street, Niles, Mich. 


Slftera 




D I—M EL—I N E 


PAINTS ♦ STAINS ♦ ENAMELS 





The complete, compact, distinctive line in handy house - 
hold cans—full-sise, full-measure. RETAILS 26 CENTS 
—no larger aisea. Big Value for user; Big Profit for 
Ton. A popular seller with Hardware trade. Assort¬ 
ments contain all 29 colors; display matter included. 

Dealer's Assortment (SO dos.).$54.00 

Jobber's Assortment (12 dos.). 21.60 

Open Stock, all colors, per gross. 21.60 

2% Freight allowance, F.O.B. N. Y., 2% Cash. 

Write for Color Card, Chador and Booklet 



CO MSTOCK-BO LTON COMPANY 

Manufacturers Household Specialties 
1926 E. 16th St. Kansas City, Mo. 



The New Haven Brownie 

TELLS THE TIME DAT AND NIGH1 


PULL RADIUM WHITE DIAL 
ONE DAT INTERMITTENT at. a was 

Height, 4 inches. Dial 2% inches. 

Alarm rings for 5 minutes, intermittently in 20-second 
intervals. Has silent switch. Case, seamless brass, 
heavily nickel plated. A compact, strongly made, at¬ 
tractive little clock. 

MORGAN ft ALLEN 00. 

160 Post Street, San Francisco, California 


109-173 Second Ave., BROOKLYN—NEW YORK 


Townley Metal k Hdwe. Oo., Kansas City, Mo. 
Pacific Wooden Ware A Paper Oo., Oakland, OaL 



GENUINE 

HUNTER’S SIFTER 

Standard of the World 
Since 1880 


Sectional View Order from your jobber. 
Showing Construction 


Combinee strength, beauty, usefulness and dura¬ 
bility. Cleanliness always possible. Made in one 
piece of extra heavy tin plat* nickel trimmings. 
Handle swedged to body. No soldered joints to 
oome loose. Easy to remove all parts for oleansing. 


THE FEED J. MEYERS MFC. OO. 

Hamilton, Oh&o 



THE PACKHAM 

Stove Pipe Cttapermd Beater 

MADE BY 


If Your Jobber Does Not 
Carry It, Write Us 
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Stevens 
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Cooks All Sizes 
at Once 

The smallest bottle cannot drop 
through the fine mesh of the 

No. 8 UNION 

One-Piece Adjustable Canning Rack 

Fits any No. 8 wash boiler—no 
expensive container necessary. The 
only high prude rack which folds 
compactly all-in-one-piece. No loose 
parts to become lost or broken. 

All jars cook at bottom of container 
where water is hottest. The spe¬ 
cial feet keep jars off fire bottom 
and prevent cracking. The lugs 
upon handles grip boiler edge, per¬ 
mitting quick removal. 

Any jar may also be instantly 
removed with the No. 10 UNION 
Sure-Grip, shown above—a neces¬ 
sity in every household. This is 
an important feature, as some prod¬ 
ucts require less cooking than 
others. 

The most popular rack you can 
handle. Write for circular and fut 
information. 

Tested and Approved by Good 
Housekeeping Institute 

UNION STEEL PRODUCTS COMPANY 

LTD. 

630 N. Berrien St. CJJI 
Albion, Michigan lXj| 



N*. a UNION . 

—« (Pm 




N*. S UNION. L^r 


N*. S UNION. 
ONE 



N*. 4 UNION. Fs$ Mf m 





[—STEVENS—1 


Stevens— 

and a Buyer’s Market 

“You’ll have to sell this 
year. It’s a Buyer’s Mar¬ 
ket.” Every dealer is saying 
that now. 

If this is true, you will 
stock your store pretty care¬ 
fully. You’ll want to “play 
it safe.” 

So will your customers. 
They are buying just as care¬ 
fully. 

The STEVENS line with a 
57 years tradition of giving 
value received, has always 
sold easily wherever there is 
a market for firearms. 

That’s whySTEVENS 
will appeal to you this year 
more than ever, and it will 
appeal to your customers, 
too. 

It’s always well to bear in 
mind that “Stevens sell a 
little easier” — particularly 
in a Buyer’s Market. 

j. steveKs asms company 

CHICOPEE FALLS, HASS. 

Executive and Export Offices: 

50 Church St., New York Oity 

Owned mud Operated b 

Savage Arms Corporation, New York 









An advertising campaign in the 
Boys* Magazines on the Stevens 
Favorite Rifle, shown above , begins 
with the Jnne issne. Boys every - 
where will want to see them . Better 
pnt one or more in yonr window 

Rifles - Shotguns - Pistols 
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TWO HOME NEEDS 


A Broken 
Lid Means 
A New Pot 


Write for full Information. 


» The Ch as tern Pat¬ 
ented Gaa Light¬ 
er, with aciuor 
action, works au¬ 
tomatically pre¬ 
vents user from 
t scorching hands. 
A good live spark 
from every stroke. 
The Ch as tern Sani¬ 
tary Tea Pot Strain¬ 
er and Lid Protector 
—an invisible tea 
strainer that effect¬ 
ively protects break¬ 
ing of tea pot cover. 

OBIDC 

211 Centre St. 
New York City 


Tumblers 

PLAIN AND CUT 
OPTIC AND 
DECORATED 

Everyone Buys a Few 

TRY OUR ASSORTED 
BARREL 

SELLS ON ARRIVAL 

The BELMONT TUMBLER GO., Bellaire, Ohio 


BEST CUTLERY CO. 

Manufacturers of all kinds of 

HIGH GRADE 
SOLID STEEL SCISSORS 

Office and Works 

26 Willoughby Street Newark, N. J. 


The COOK PHONOGRAPH 


reproduces the human voice, violin and all 
other instruments so distinctly that the very 
personality of the artist is revealed. 

The tone and appearance of this instrument 
endears it to the purchaser, so that it becomes 
a necessity to the household. 

Each phonograph is built by the master 
artisan and creators of this instrument in 
our factory. 

Correct design, high quality construction, 
durability, appearance and finish are 
features of the COOK Phonograph. 


ERNEST C. COO K COMPANY 

Manufacturer* of the COOK PHONOGRAPH 
The Inetrument of Quality” 

M a i n Office, 116 8. Michigan Ave., Chicago 


“ANSONIA” NAIL CLIP 


ICade by the mak¬ 
er* of the “Gem” 
Nall Clipper. 
Twelve In a box or 
12 on a display 
sard. 

Write 

N. C. COOK CO. 



ANSONIA, CONNECTICUT 


Hay 


Gilson Garden Tools 


Have proven Live SeUers wherever 
shown. They get the weeds out of 
gardens and cash into the dealer’s 
Write today for catalog and prices. 

J. E. GILSON 00., POR^^UHNOTON^ra^^ 
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Mn """’l S8il m Milbradt Ladders 
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Don’t keep your hardware out of sight, in odd 
shapes and sizes of boxes. Get it out where 
people can see it. If you do this you will sell 
more, because your customers will then be re¬ 
minded of their needs. 

Put “ Duluth” Hardware fixtures to work for 
ycru, and they will pay for themselves in extra 
sales made. 

DULUTH SHOW CASE CO. 

DULUTH, MINNESOTA 


Will pay for them¬ 
selves in a short time 
by enabling you to 
wait on more trade, 
save the wear and 
tear on your fixtures 
and goods, as well as 
bring the appear¬ 
ance of your store up 
to date. 


Write for catalogue 
showing a large num¬ 
ber of styles suitable 
for all kinds of shelv¬ 
ing. 


MILBRADT MFC. CO. 


2415 No. Tooth St 


8t Lodi* Mo. 



Quality is the first 
Consideration in build¬ 
ing Marvel Nitrogen 
Lamps 

(ALL SIZES) 


Y°U are assured of a perfect, 
efficient, flawless lamp, and of 
IMMEDIATE DELIVERIES. 
Marvel Lamps are sold by direct 
representatives, and there are still 
a few highly valuable territories 


Write or wire us for details 


Brite-Lite Lamp Mfg. 
Company 

214 Oxford Street 
evidence R. L 




WHY ARE 

ACME 

Ice Cream 
Freezers 

selling so well this 
Spring and Sum¬ 
mer? 

Sugar and Cream are not high in price. 

Very little Ice is required. 

The ACME 2 quart size is easy to oper¬ 
ate and is highly sanitary. 

Retails at $1.50 

Order a few dozen from your Jobber 
immediately. Also in 4 quart size—Retails 
at $2.50. 

MADE BY 

RITTER CAN & SPECIALTY CO. 

PHILADELPHIA, PA. 

Factory Soiling Agents: BEH A GO. 

106 Franklin Street, New York City 
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fDIETZ 

^LANTERNS 


R. E. DIETZ COMPANY 

NEW YORK 

Largest Makers of Lanterns in the World. Founded 1840 

Your Jobber Stocks DIETZ Lanterns 


Substantial —Sanitary 
—Safe 


WITT 

CORRUGATED 

GARBAGE PAILS 

The heaviest and strongest garbage pails on 
the market. 

Built to hold up under constant hard use. 

Hade of heavy corrugated sheet steel with 
extra heavy bottoms and lids; “hot-dip” gal¬ 
vanized after being formed and riveted, thus 
dosing all seams and joints, making containers 
absolutely water tight. Each pail is given 
water test before leaving the factory. 

Made in four sizes: 5, 6 6-10, 8% and 10 
gallons. 

The same quality which has characterized 
the well known Witt-Corrugated Ash Cans is 
found in these Witt-Corrugated Garbage pails. 

FOB SALE ON THE PACIFIC COAST BY 

Baker, Hamilton A Pacific Co.Ban Franciaoo 

Dohrmann Commercial Co.San Francisco 

Dunham, Carrlgan A Hayden Co.San Francisco 

Heyman-Weil Co.San Franciaoo 

Holbrook, Merrill A Stetson, Inc... . San Francisco 

Mangrum A Otter, Inc.San Francisco 

Seller Bros. A Co.San Francisco 

Whiton Hardware Co.Seattle 

Thomson-Diggs Co.Sacramento 

M. Seller A Co.Portland, Seattle, Spokane 

Honeyman Hardware Co.Portland 

J. Bomstein A Sons, Inc.Seattle, Wash. 

Seattle Hardware Company.Seattle, Wash. 

Schwabacher Hardware Company.Seattle, Wash. 

MANUFACTURED BY 

THE WITT CORNICE CO. 

Cincinnati, Ohio 

Pacific Coast Representatives 

GRIFFITH SALES CO. 

69S Mission St., San Francisco 
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There’s a Duplex model to suit 
everybody. You can sell the dweller 
of the tiniest apartment or the pos¬ 
sessor of the largest estate a size that 
will just fit. And Duplex steel and 
aluminum construction means long 
life and perfect satisfaction. 


Meet New Conditions 

With New Merchandise 

Keep pace with changing household conditions by 
selling merchandise which has present day appeal. 

Today women welcome more than ever anything which 
w'ill make it possible for them to spend less time over a hot 
stove. The Duplex Fireless Stove does just that. Besides 
it has an instant appeal to the woman living in the small 
apartment, bothered by the ordinary stove heating up the 
whole place to a suffocating temperature. And the Duplex 
Fireless Stove not only reduces cooking costs but gives 
better flavor to the food. 

Duplex demand is there—created by long reputation, 
as well as national advertising in leading women’s 
publications. 

Backed by genuine sales helps, such as posters, window 
displays, attractive literature, newspaper ads, etc., you 
can quickly realize comfortable profits on these great sales 
possibilities. Write today—get our libera] dealer’s » 
proposition. 

DURHAM MFG. CO. Muncie, Indiana 

World’s Largest ir 


|FjilfR.&L»&§§] 


ROCK-A-BYE 

NURSERY ACCESSORIES 

^ * 


SWING NO.I 


JUMPER N0.I7 


SWING BEO NO.19 


SPECIAL NO.7 


SWING NO.2 


ROAOSTER NO.IO 


ROCKER NO.24- 


WALKER NO.18 


Perfection Manufacturing Co, st.louis.missouri. 

Leffingwell ave and Montgomery street. 
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Oven Time Has Come 

—the time when your city and country trade want Elgin Ovens. 
Very popular because they save gas and do not heat up the kitchen 
when used with oil cook stoves. Dealers be ready for these early 
orders. Have a moderate stock of Elgins on hand and sales will 
come easy. Don’t neglect this another day. 

Ovens Sell Fast 

Nothing in your store will come nearer selling itself than Elgin Ovens 
because they are handsome, convenient, fuel-saving and will bake perfectly. 
Superior in heat circulation and construction. A style to please everybody. 
Tour customers will be delighted with the Elgin and their permanent patron¬ 
age will be assured in your store. Remember, an order from you will be 
filled the same day it is received. We give quick service. Let us help you 
create new business With Elgin Ovens. Try us. Write today. Order direct 
if your jobber cannot supply you. 

Elgin Stove & Oven Co. 

Elgin. Illinois 

lUnnftotnrcrs 

Eastern Distributors: Beh k Go., 106 Franklin 8t., New Tork City. N. T. 
Warehouses: New Tork, Philadelphia, Boston, Pittsburgh, Rochester 
Northwestern Representative: A. O. Black. 515 Lumber Exchange, Minneapolis, Minn. 
Chicago Representative: M. 8. Kopf. 180 N. Dearborn St. 



Very popular sellers are 
Elgin No. 36 (nickel 
front), No. 40 (Thermo 
type), and No. 14 Lady 
Elgin. Send for complete 
description of entire line. 
Ton will see big sales 
possibiUties for you in it. 


O. UNDEMANN & CO. 

38aa437 Woo«terSt,N«w York EttaWthmd 1863 



Camp Spoons 

ATLAS TINNED 


Now is the time to 
place orders for these 
spoons so as to have 
them in stock for 
Campers. 

Write for catalogue 
and prices. 


m mi JAPANNED. BRASS mmi 
TINNED WIRE 


Bird Cages and Cage Sundries 


A L. Conger, 703 Market Street, San Frandsoo, Oal. 

Representative for California 
T. D. McLean. L. 0. Smith Building, Seattle, Waah., 
Representative for Washington, Oregon. Idaho, 
Utah, Montana and British Columbia 


Atlas Mfg. Co. 

MEW HAVEN, CONN. 


HUGHSON ft MERTON 
Pacific Coast Agents 
San Francisco, Los Angeles 
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A Superior Product 

Selling for Less 

is certain to meet with increased 
sales, resulting in increased 
profits; that’8 WHY 

The “Red Seal” 

Auto Bed and Tent 

“Four Beds in One 99 

For Tourist, Camper 
Sportsmen and Home 

is leading ALL others in sales 
and gaining dealer good-will. 

The Bed Seal Auto Bed can be set up over the 
seats, within any Awe-passenger auto, off the 
running board, or entirely independent of the 
car without a single adjustment or additional 
equipment. 

Equipped with a mattress that Cannot Sas; tensile 
steel springs; light steel frame—rigid and strong; 
folds into small neat bundle which is carried con¬ 
veniently on running board. 

Write today for descriptive literature 
and price list. 

THE SCHAEFER TEHT & AWNING CO. 

1421 Larimer Street 

DENVER, 
COLO. 


The Real Cot for Camp 

Comfortable—Portable—Strong 

Through 30 years of out-door life in every corner of 
the earth —through two ware—and the "Sold Medal" 
Folding Cot still stands the leader. 

It is comfortable, compact, light, and easy to carry 
when folded. Selected materials, careful workmanship, 
and "G. M." special construction throughout make this 
the real cot for camp. 

This cot and "Gold Medal" folding chairs, tables, 
etc., will satisfy your customers. The profit is worth 
while. Write for catalog. Jobbers everywhere. 

Oold Medal Camp Furniture Mfg. Co. 

Racine, Wisconsin 


T\ l f The point of intereet to you 

I l/v r. I V is the comparatively low cost 

Ly6£H6lS; “*• wide margin— the 
waiting market. All in¬ 
quiries resulting from our national advertising in 
Field & Stream. Outers’ Recreation, Motor Life, 
Outdoor Life. Vacation Manual, Hardware World, 
Touring Topics, Northwest Motorist. Western Cana¬ 
dian Motorist, etc., will be referred to you. 


Outing Equipment 


Preferred 
by Outdeor 
Men 

Sell things sportsmen want—build up a 
trade that will endure by featuring Mar¬ 
ble’s Outing Equipment. These prices are 
list — liberal dealer discounts — order of 
your jobber—be sure you have Marble’s 
Catalog. 

Stock these ready sellers—Marble’s Hunt¬ 
ing and Fish Knives, Pocket and Camp 
Axes, Gun Sights and Cleaners, Fish Gaff, 
Compasses, Waterproof Matchbox, Auxili¬ 
ary Cartridge, 8hetl Extractors. 


Expert Knife—A dandy for every man in 
the open—designed especially for hunters, 
trappers, guides. Thin, keen edge blade 
for dressing furs—back designed for scrap¬ 
ing skins. 5-in. blade, leather handle, 
$2.50, leather sheath included. Add 10% 
war tax. 


Camp Axe—No. 9. Real necessity to every 
outdoor man. Small enough to carry in 
belt—large and heavy enough for strenu¬ 
ous use. 2% x 4%-in. blade, finest steel, 
14-in. handle, selected hickory, wt. 22 oz., 
$1.50. Leather sheath, 75c. 

MARBLE ARMS & MFG. OO. 


5380 Delta Ave., Gladstone. 
Michigan 

Pacific Coast Representatives: 

McDonald & Linforth 
739 Call Bldg., San Francisco 
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Yours for Mutual Profit 


m NCREASE your profits and build up 
friendship and good-will by handling 
the Aseptic Home Capping Machine. It is 
packed for your convenience in individual 
boxes, thus saving space, preventing loss of 
parts, and reducing your expense. 

For our third year of bottle cappers we are 
prepared to double last year’s out-put and 
sincerely hope that we will double our circle 
of business friends. “Yours for Mutual 
Profit” is the way we sign our letters and we 
mean it. 

Write today for sample and prices. 

Reinhold- Sharp & Company 

616 Harrison St. Davenport, Iowa 



The Ontario Knife Company, Frankiinviiie, N. Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If you are a wholesale dealer and have not our catalog and prices, you should write for them at onee. 



BUTCHER 

SKINNING 

STICKING 

BONING 

SHEATH 

SLICING 

CORN 

SHOE 


KNIVES 


KITCHEN 

CANNING 

FISH 

VEGETA BLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FOBKS and a large variety 
of Knives with improved Sanitary Aluminum Handles 



We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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Useful Everywhere 

I N every part of the Country they’re finding 
out about Masco Cloth—the cloth that soaks 
up dirt and water like a sponge or shines like a 
chamois skin —and still stands up under heavy wear. 

Made of selected cotfon yarn, held together by double 
threads, Masco Cloth is able to pick up more dirt than 
ordinary cloth — to clean quicker and polish brighter. 

• That is why Masco Cloth sells itself. * 

IRSfc* Writs us today for details. 


IN THE KITCHEN 

as a hand or dish touieL 





IN THE BATHROOM ' 

'asa cleaning doth for 
the enamel and porcelain. 


TTlasco Cloth 

mnssasoiT mnnuracniRinc Compnnv 

Fbll RlUER-mn55 


INmEUVmG'RQOM 

as a dustless cloth fir dusting 
and polishing furniture 


UNTHEWmG-RgOM 


asapousi 

silver 


petishtna doth fir the 
doer ami metalware 



FDR THE AUTO 
a durable polishing doth fir 
all metal and enamel finish 



New Process 

Brings Customers 


The appearance and perfect working quali¬ 
ties of the NEW PROCESS OIL STOVE 
satisfies every user. They are made in 
various styles and sizes in Satin finish. 

Furnished with Oil Saving Burners, High 
Speed, and Heavy Glass Tank. Has Large, 
Roomy Cooking Top. Legs are made of 
Strong Cast Iron. Furnished either with or 
without Back Shelf. 

The NEW PROCESS OIL STOVES will 
bring yon customers. 


NEW PROCESS STOVE CO. Division American Stove Company 

CHAS. H. SCHIECK, Sales Agent, 715 Indian a Street, Near 19th Street, SAN FRANCISCO 
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Lalance & Grosjean Mfg. Co. 

Manufacturers of the Celebrated Lines of 

Ag&te ( Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

mi 

Pearl-Agate 

Turquoise Enameled Ware 

New York Chicago Boston San Francisco 
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Every Woman 
Fears to Trust Her 
Dainty Undergarments 


to the impersonal treatment of the modern laundry. 
Each individual bit of lingerie must have her own 
loving care and attention. 

Realizing this, the WASHERETTE has been designed 
to assist her take advantage of what limited time and 
facilities she has at her disposal for this task. 

It is constructed with a sympathetic understanding of 
the fragile quality and delicate textures of modem 
feminine apparel. 

Silk stockings, georgette blouses, camisoles, chemises 
and wash silks of all kinds may be placed in the cylin¬ 
der, warm water and soap chips added, a turn of the 
faucet and Milady passes on to other duties with the 
serene assurance that each piece will in a few minutes 
be renewed to its original sheer loveliness. 

Weighing but six pounds, it is just what the name im¬ 
plies—a miniature washing machine so convenient and 
light that it may easily be carried from room to room 
and utilized with equal facility in bathroom tub or bowl 
or in the kitchen sink. 

Rims by water power and the operating cost is exactly 
nil. 


The Washerette Corporation 

ROCHESTER, N. Y. 


Deaton and Jobbers, its appeal to EVERYW OMAN is worth money to YOU 
Write for our proposition and prices 
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...THE... 

FAULTLESS 

CASTER 

A scientific construction 
accurately produced--this 
is the fundamental prin¬ 
ciple that has established 
the supreme quality and 
unsurpassed service of 
FAULTLESS CASTERS. 

FAULTLESS CASTER COMPANY 

EVANSVILLE, INDIANA 
Manufacturers of All Kinds of Casters 

Pacific Coa ct Representative* 

CHAS. A. DOWD SALES COMPANY 
320 Market Street, San FrancUco 
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Glasbak Dishes 
Are in Demand 


W OMEN who eook and bake are 
realizing more every day the superi¬ 
ority of Glasbak glass baking dishes. 
They appreciate the smooth transparency 
of Glasbak dishes, which affords a elear 
view of the food as it is baking. Then, too, 
Glasbak dishes absorb oven heat evenly, 
which assures an even baking temperature 
throughout. 

Glasbak dishes are attractive—they can 
be served from right at the table—and they 
are easily washed. 

Because of all this, the demand for 
Glasbak dishes is increasing rapidly. They 
represent an amazingly quick turnover. 
Write for particulars. 

McKEE GLASS COMPANY 
Jeannette, Pa. 




ORDER FROM YOUR 
NEAREST JOBBER 

The 

OLD RELIABLE 
Lines of 

American 

Enameled 

Ware 

Marble 

(Blue and White) 

Swedish 

(Mottled Veined) 

White and White 


Sold by all the leading house 
furnishing 

and hardware houses 


30 years of unfailing service 
and satisfaction 


THE 

AMERICAN STAMPING & 
ENAMELING CO. 

MASSILLON, OHIO 

3 Plants at Bellaire, Ohio, and Massillon, Ohio 
covering IS acres of floor space 
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No Kitchen Equipment is Com- 
[plete Without These 

BIG 


4 


OPENS CANS OF ANY SIZE OR SHAPE 




Ladd 

Mixer-Churns 


I That Is Certain 

NO MORE THAN YOUR HOUSE- 
WARES STOCK IS COMPLETE ( A g, } 
iysize or shape WITHOUT THEM; and they must \ M 
be these PARTICULAR ONES to 
provide large PROFITS, best QUALITY, good A 

SERVICE and full SATISFACTION. BEST IN THE 
WORLD—THAT’S SURE. 

Substitutes WON’T DO. You know what your Bible says 
about substitutes. 

LADD ALL-STEEL BEATERS—3 sizes for all requirements. 
LADD MIXER-CHURNS—1 qt., 2 qts. 

SATURN CAN OPENER—Safety, stationary. 
SATURN REELS, 2 finishes. 

JOBBERS THE WORLD OVER AND US 

UNITED ROYALTIES CORPORATION 

1133 Broadway, New York 




Saturn Clothes- 
Line Reels 
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||||^^ WHEN TOD BUY 
ORDER NOW! ^ 

Tor Prompt Attention Communicate with the Nearest 

HOUSE OF SERVICE 


•E. F. REINHARDT & COMPANY 
13 8outh 4th St., St. Louis, Mo. 
•MINNEAPOLIS ELECTRIC 
LAMP COMPANY 
706 1st Ave. N., Minneapolis, Minn. 
SOUTHERN JOBBERS SUPPLY 
COMPANY 

634 Bienville St., New Orleans, La. 
SAMUEL TOOLE 

336 Bargees Avenue, Indianapolis 
MICHIGAN LAMP COMPANY 
109 Michigan Ave. N. W„ 

Grand Rapids, Mich. 

W. J. KATTREIN 
29 No. Pearl 8t., Albany, N. Y. 
•MID WEST LAMP COMPANY 
189 West Madison St., Chicago, HI. 

♦Warehouse 


HASKELL ELECTRIC LAMP AND 
SUPPLY CO. 

1001 Chestnut St., Philadelphia, Pa. 
•J. R. O’DONNELL & COMPANY 
171 2nd St., San Francisco, Cal. 
W. W. BOLZ 

614 Fulton Bldg., Pittsburgh, Pa. 

D. A. THURSTON 
117 Trowbridge Ave., Detroit, Mich. 
LOUIS SHIRO 
60 High St., Boston, Mass. 

H. L. WILLIAMS 
Augusta, Georgia 
O. J. DYKEMAN 
117 No. 8th St., Reading, Pa. 
NULITE ELECTRIC COMPANY 
220 West 42nd St., New York City 
Stock. 


w m 


When You Use Them 


Digitized by 


Google 




98 


HARDWARE WORLD 


0&A\ * 




x'.r 





The live hardware 
dealer says: 


“Gold Bricks Sell Easily' 


BOSTON 

WOVEN HOSE & 
RUBBER CO. 

Cambridge, Mass. 

The largest hose manufac¬ 
turers in the world. Makers 
of the famous BULL DOG, 
GOOD LUCK and MILO 
brands of Garden Hose. 


“But that isn’t because most people are 
foolish. It is because they look only at 
the outside of the goods they buy. 

“Take this question of garden hose. If 
you ask a man the size of his hose he 
probably gives you the outside diameter. 

“Of course the only garden hose meas¬ 
urement that is of any importance is 
the inside channel—the place where the 
water goes through. 

“The logical size for this water channel 
is %ths of an inch. This size will 
deliver all the water that comes through 
house pipes and connections with the 
minimum weight to handle and the min¬ 
imum amount of material to pay for. I 
always explain this in showing my 
three standard brands of %ths hose— 
BULL DOG, GOOD LUCK and 
MILO.” 
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PUT IT IN WRITING 

Put all business agreements in writing. Many 
misunderstandings arise from the loose manner 
in which business matters are talked over. Each 
party naturally puts his own construction on 
the conversation. The matter is dismissed with 
the words “all right.” Frequently it turns out 
all wrong and becomes a question for the courts 
to decide. Pen and ink, or typewriters, are 
everywhere. Use them. A large proportion of 
the business litigation of the country would be 
avoided if all agreements were put in black and 
white. 


CROPS GROWN ON THE AMERICAN PLAN 

“These eggs were laid by hens scratching for 
a living from daylight until dark and which 
were fed upon milo maize grown by labor which 
applied irrigation water eighteen hours a day. 

“This butter was made from milk which was 
drawn by a milker who pulled on his boots at 
five o’clock in the morning to begin his labors, 
and who was obliged to keep on the job Sundays 
and holidays as well as the rest of the days of 
the week. 

“The cotton in this bale was cultivated by 
a farmer’s son who violated the rules of skilled 
craftsmanship, doing the ranch chores after his 
ten hours’ day on the cultivator. 

“The head lettuce in this crate secured its 
case of swell head by putting in time and a half 
and thereby violated the rules of the head 
lettuce union which only called for a one-pound 
head instead of a two-pounder. 

“This hog is a ‘rank outsider’ because by 
working overtime he grew to 300 instead of 200 
pounds, and so helped to bring about over¬ 
production of a manufactured product. 

“None of the farm crops nor creatures hold 
union cards, and since all union rules have been 
violated in their production, we warn all union 
men that hogs, hens and bossy cows are scabs 
and are not to be patronized.” 

—Letter from the University of Arizona. 


THE RETAIL MERCHANT 

He’s abused by the public as a profiteer, ex¬ 
ploited by slick salesmen, preyed upon by local 
charities and polite hold-ups; clubbed into han¬ 
dling more brands of goods than he should, by 
the bludgeon of national advertising; menaced 
by catalog houses and chain stores; annoyed by 
canvassers and peddlers selling inferior goods 
at robbers’ prices, from house to house— 

Yet it is the retail merchant who makes our 
towns and cities. There are no railroad stations 
where there are no stores. It is the retail mer¬ 
chant who makes factories and jobbing houses 
possible. He it is who pay* the taxes that sup¬ 
port the schools and churches. He makes the 
local newspapers. He is the core of the com¬ 
munity. 

The Body of Distribution 

Here is the way one man puts it: 

The manufacturer is the Body. 

The jobber is the Arms. 

The retailer is the Hands. 

The clerks are the Nimble Fingers. 

Think of a man with no hands—and you 
have the manufacturer and jobber—helpless. 

Think of a man with hands, but no thumbs 
and fingers—and you have the store without 
salesmen. 


COURAGE IN BUSINESS 

Of what great importance is courage on a 
business career! 

Too often the only difference between the 
abject failure and the great success may be 
summed up in this one word. 

Good ideas are frequent. Splendid plans for 
organization or improvement exist in nearly 
every human mind. But because of lack of 
courage, many fail to work out the good idea or 
to carry their excellent plans to successful con¬ 
clusion. 

How are they to know the soundness of their 
judgment or the power of their ability without 
trial? 
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PROPERTY OWNERS NOT ANARCHISTS 
OR REDS 

A. B. Farquhar, a Pennsylvania manufac¬ 
turer, in telling of his experiences in System, 
says: 

The best antidote for acute economic insan¬ 
ity is ownership of property. Otto Steininger 
was one of my first workers and was what was 
rare in those times—a rip-roaring anarchist. 

He insisted that all wealth came from the 
workers, and therefore should go back to the 
workers. He was particularly bitter against his 
landlord and hardly a week went by that he 
did not announce that he had definitely decided 
that he would like to shoot the landlord the 
next time he came around for the rent. Finally 
I asked him jokingly after one of these out¬ 
bursts : 

“Why don't you buy your own house instead 
of shooting your landlord? Then you would 
not have to pay any rent. If you do shoot him 
you may get into trouble. 1 ’ 

He did not think much of the idea, but in 
a day or two he asked me how he could buy 
the house. I answered: 

“That house can be bought for $800. You 
are getting good wages. I will buy that house 
for you, take $4 a week out of your wages, and 
in less than four years you will have it paid 
for." 

He went off again. The next time he came 
back it was with his wife. He said: 

“We are going to buy that house, but since 
we have no children you can just as well take 
$10 instead of $4 a week out of my pay envelope 
in payment of it." 

How the Antidote for Economic Insanity Works 

I bought the house and then Otto’s chief 
concern was to get it paid for, which he did in a 
little more than a year. There was another 
house next door to him. In a short while after 
he had paid for his first house, he sidled up to 
me and said: 

“I can buy that house next door for $1000. 
Now that we have no rent to pay we are going 
along good. What would you think about me 
buying that?" 

He bought that house and joined the hated 
landlord class. Some years later when it was 
reported that a band of strikers were advancing 
on York to shut all the factories, Otto rushed 
into my office at the head of an excited group 
of men yelling: 

“Get us a lot of shotguns and we’ll keep 
those fellows out of here. Those damned fools 
expect a man to work and save and then walk 
in here and take what he has got without paying 
for it." 

And that, I think, is always the evolution of 
the radical. 

Mr. Merchant, you are doing a good service 
to yourself and your community by encourag¬ 
ing home owners. 


WORK FOR REPEAL OF SPORTING GOODS 
TAX 

Every hardware dealer who handles sporting 
goods of any description should be vitally in¬ 
terested in the campaign which has been insti¬ 
tuted by the National Association of Athletic 
Goods Manufacturers of the United States to 
have the 10 per cent war tax on sporting equip-* 
ment repealed. 

The sporting goods industry suffered in 
1920 because of the war tax and if the tax is 
continued through 1921 there will be a further 
decline in the sale of sporting goods. When 
goods do not turn over as they should the retail¬ 
er becomes interested. Every dealer should 
write a letter to the congressman representing 
his district and to the senators representing his 
state at the national capitol, asking their aid. 

Get your friends to follow the example you 
have set; get the athletic clubs of the city to 
write letters; get the members of the rifle club; 
the gun club; the anglers, golf and all other 
clubs, and last but not least the “kids." They 
are all affected by the war tax—the “kids" 
more so than others. 

It is a fact that 70 per cent of the athletic 
equipment sold in the United States is pur¬ 
chased by boys and girls under the age of 18 
years. It is the kids that got “stung" when 
congress passed this law. They thought they 
were hitting professional baseball clubs 
the hardest. These clubs were not affected to 
any extent. They have money with which to 
purchase goods, no matter what the cost. The 
kids haven’t. When the five cent ball went to 
ten, and then to 15 cents, Young America had 
to pass up baseball. The older boys had to pass 
up other sports because they could not meet 
the added charges. The younger generation 
should be given a chance to play. No one should 
be taxed for engaging in healthful, athletic 
exercise. 

You certainly can show your congressman 
and senators the injustice of such a tax and that 
it serves no good purpose now. 

If the tax is repealed those interested in 
sports will be able to purchase equipment a 
great deal cheaper than they are now purchas¬ 
ing it. If the tax is repealed nearly all sporting 
equipment will revert back to pre-war prices, 
or mighty close to the old figures. 

Fishing rods and reels, rods and containers, 
ice and roller skates, shotguns, rifles, shot 
shells, clay targets, hunting coats and every¬ 
thing that a sportsman uses, are among the 
hundreds of things taxed. 

We should make every effort to get the 
country back to normal conditions and the re¬ 
peal of this far-fetched tax will be one of the 
ways to do it and at the same time make for 
sale of more sporting goods. 


The faultfinder is rarely a pathfinder. 
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The Wise Salesman and His Two Angels 

9 ND in those days, behold, there came through the gates of the city a Sales¬ 
man from afar off. And it came to pass that as the days went by he sold 
large Scads of Stuff. They that were grouches smiled on him and gave 
him the Glad Hand. The Tight Wads opened their purses to him. 

And there were Buyers who could squeeze a penny until the blood flowed 
from Caesar’s nose. And, behold, even they took the Stranger to the Great Inn 
and filled him with much Fine Eats. 

And those of the City that were Order Takers and they that spent their days 
adding to the Alibi Sheet were astonished. They said one to the other, “ Wattell? 
How does he get away with it?” But they wot not. 

It came to pass that many of them gathered together in the back room of the 
Inn. And a soothsayer came among them. And he was one Wise Guy. 

And they spoke and said to him: 

“Tell us, oh Soothsayer, how is it? This man hath come among us from afar 
off. He goeth about in a Flivver from the early mom even until night gathering 
Large Bunches of Goodly Orders, while we who are of the city, behold our Order 
Books are blank and we fear to report to the Sales Manager, lest he smite us hip 
and thigh.” 

The Soothsayer said: 

“He of whom you speak, verily, is one Hustler. He ariseth early in the morn 
and goeth forth full of pep. He belly-acbeth not, neither doth he knock. He is 
arrayed in purple and fine linen, while you go forth with faces unshaven and 
holes in your socks. 

“While you gather here and say one to the other, ‘Verily, it is a helluva day 
to work,’ he is already abroad. And when the eleventh hour cometh, he needeth 
no Alibi. The poolroom attracteth him not and the Movies he passeth by with a 
look of Cold Scorn on his Snoot. 

“He smileth alike on the just and the unjust; he sayeth not to the Big Boss, 
‘Behold, they that are in this town are a bunch of Boneheads,’ neither doth he 
say, ‘Verily, everywhere I have called were they out,’ nor doth he report that 
‘They are all stocked up,’ and then tie himself to a poker game. 

“He knoweth his line, and they that would stave him off, -they give him 
orders. Men say unto him, ‘Nay, Nay,’ when he cometh in, yet when he goeth 
forth he hath their names on the line that is dotted. 

“He hath taken with him two angels, Aspiration and Perspiration. He know¬ 
eth whereof he speaketh and he worketh to beat the band. 

“Verily, I say to you, ‘Go thou and do likewise’.” 

But they answered and said, “Old Stuff, Old Stuff. We have heard all that 
bunk.” 

And they would not. But called for a new Deck. 
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Cost and Selling Price on Each Sides Ticket 


Big Advantage to Each Merchant to Follow This 
Plan Inspires and Brings Out the Best in Tour 
Salesmen 


Editor Hardware World : 

The mercantile business is getting down to 
brass tacks and we must adopt the latest and 
best business methods if we are to succeed and 
the mere fact that we have succeeded in the past 
is no sign that we will continue to succeed un¬ 
less we keep pace with the times. 

One of the best methods to adopt is the cost 
and selling price of every article sold. This is 
easy when you once get accustomed to it, and it 
doesn’t matter whether you have one or one 
hundred clerks. Each salesman places the sell¬ 
ing price and cost of each item on his sales 
ticket. If he is not certain as to the cost of 
any article sold, he can hunt it up later. He 
need not lose any business by hunting it up 
right then, but if you adopt this plan your 
clerks will be more particular in marking the 
cost on each item before placing it in stock, 
and besides your men will soon become familiar 
with the cost of nearly everything in the store. 

When the day’s business is over, each man 
assembles his sales tickets and if he has failed 
to place the cost on any item, he looks it up 
then he foots up his sales and deducts the cost, 
and the difference is the profits he has made, 
and then he finds the percentage he has made 
on the total sales. The bookkeeper assembles 
all the totals and when he is through with it 
you can tell how much each man has sold and 
how much he has made. 

If A sold $500 and made $100, his profit, of 
course, would be 20 per cent of the sales. If 
B sold $500 and his profit was 150, he made 30 
per cent. You at once start an investigation 
to see why A’s per cent was only 20, while B 
made 30, and when you investigate it you may 
find it all right. A sold a line of goods he 
could not make more than 20 per cent on. In 
this way, you soon find out who’s who. 

Big Help for Each Man to Know What He 
Can Do 

One man may run up in volume and down 
in profit; another low in volume and up on 
profits. You want to investigate both, the low 
volume man may be getting too much profit, 
which is sometimes possible and always dan¬ 
gerous. 

Through this system you can measure the 
worth of your clerks. Of course you must make 
the proper deductions. They have other duties 
to perform aside from selling and you make the 
allowance for this; but the old way, of all the 
clerks selling goods and footing up the total 
sales at night, not knowing how much any one 
salesman sold, is a failure, and then again 


knowing how much each man sold and not 
knowing how much he made, which is the most 
important part of it all, is almost as bad a 
failure. 

Enables Merchant to Know Dally 

If you know approximately how much you 
make and how much your expenses are each 
day, you don’t have to wait until you take 
stock at the end of the year before you know 
whether you are making or losing, and besides 
you know each day about how much you have 
made or lost. 

If you have lost you try to overcome that 
loss next day. Mine comes to me at the end of 
each month in a tabulated form, showing how 
much each man has sold and the profits he 
made, the amount of expense, including one 
twelfth of our annual taxes, insurance, depre¬ 
ciation, and all other expenses that are not 
paid monthly. In this way I can tell what we 
are doing each month. That is as often as I 
care to see it. 

If I find a salesman out of proportion, I 
undertake to get him right. If we haven’t 
made any money, I find out why. Sometimes 
our overhead is running away with the profits. 
If we cannot reduce the overhead we must in¬ 
crease the sales volume or the percentage of 
profits. If we can’t do either, we add new lines 
which can be handled without increasing our 
overhead expenses. 

HAMP WILLrIAMS. 


BUSINESS 

“ American business is not a selfish, privi¬ 
lege-seeking monster. The agitator who so de¬ 
scribes it and the statesman who treats it with 
abuse and suspicion, forget that American busi¬ 
ness is the daily labor of the whole people and 
the clothes upon their backs and three meals a 
day. More vital to the wage earners, who are 
ten to one greater in number than business 
executives, is the continued prosperity of 
America. Business in America is not big busi¬ 
ness, it is little businesses—all the units of 
production, even the single machine in the shop 
and the farm and the home. American business 
is a vast fabric woven through the up-going 
years by the daily tasks of a faithful, virtuous 
people.” 

—Warren G. Harding. 


If you’re doing your best you are a success. 
But are you absolutely certain you are doing 
your best? Think it over very carefully. 


Digitized by 


Google 



104 


HARDWARE WORLD 


WHY SHOULD YOU WORK? 

That civilization was won and is maintained 
by hard work seems to have been forgotten by 
many people. Plenty of nations and races are 
getting along with a minimum of effort, but 
they are not the ones that count in the world. 

Mental and physical labor is absolutely nec¬ 
essary, not only to advance us in the struggle 
for betterment, but even to keep us from slip¬ 
ping back, says E. H. Fish, who writes under the 
pen name of ‘ 4 Entropy,” asks the question, 
“Why work?” 

His answer is that it is the worker who suc¬ 
ceeds, individually as well as collectively. Of 
two men, one of whom works a little more than 
he is required to do and the other a little less, 
or even just as much, it is the former who holds 
his job, who saves money, builds up a home 
—lives a real continuous life instead of one in 
scraps. 

The community rewards, and always will re¬ 
ward, the producer, be his product objects or 
ideas. Its non-workers it may tolerate for a 
while, but they are no part of its permanent 
machinery. 

In these piping times of peace, when every¬ 
one is thinking of everything except his duty, 
and when foremen dare not fire a workman for 
fear of starting a strike that will cost a great 
sum of money, the question is in many men’s 
minds, “Why work!” 

Many are answering the question by not 
working any more than they can help, with the 
result that time hangs heavy on their hands, the 
eight-hour day seems longer than the ten-hour 
day ever did, and the cost of living mounts fast¬ 
er and faster. 

“But what are the incentives to work hard? 
Individual effort brings neither additional 
money nor thanks, but only the disfavor of other 
workmen. 

The only man who works in the real sense 
of the word today is the far-sighted chap who 
can imagine the time when he wants a job and 
when a lot of other people want the same job. 
He is the man who understands that at present 
we are only kept in a stable position by spinning 
around like a top, and that when we begin to 
whirl only ever so little more slowly we are 
bound to tumble. 

When the crash comes, and shops have to 
let men go, they always retain what they call 
their “organization,” if it is a passible thing. 
By this they mean that essential minimum of 
men who are profitable and whose morale, in¬ 
stilled into the green men whom they will pick 
up when the tide turns, will build a harmonious 
force. This does not necessarily mean that they 
keep their most capable men, but the most de¬ 
pendable ones. 

Just how good an investment it is for a man 
to do twice the work now that is necessary to 
hold the job ? asks Mr. Fish. No one knows pre¬ 


cisely, but for a long time we have run on cycles 
of about ten or twelve years of which less than 
half have been spent in real prosperity and near¬ 
ly all the rest of the time spent in climbing 
painfully out of the slough into which we have 
been precipitated almost overnight. He goes 
on: 

The fair-weather man has had good wages 
less than half of the time since the Civil War, 
and has had starvation wages the rest of it. 
He has had practically half wages for the past 
fifty years. The man who has stuck to the ship 
through thick and thin has had just as good 
wages during good times, and in proportion to 
the cost of living he has had more than good 
wages the rest of the time. He is at least twice 
as well off. 


BUFFUM IS RIGHT 

President Buffum of the Buffum Tool Co. 
says: 

“There’s no hard times coming; 

“It’s just the soft times going. 

“Get ready!” 


A SOLUTION 
(A. C. Almy) 

An honest day's work, and an honest day's pay. 

No one can dispute but what this is the way. 

Helping to build up that torn down by war's creed. 
Oh, men of today, shrink ye not from the deeds 
Now calling so loud to America's true sons. 
Enough help we furnished, war's vict'ry was won. 
So “gird on your armor," and mind what we say, 
To give honest day's work—give honest day's pay. 

Do unto others as ye would be done by 
And remember this rule must always apply. 

You can't expect justice if you're a bit lax, 

So remember our precepts, stick to their facts. 

We're all deeply anxious for America's life, 

On each one must fall hard work in this strife. 
Remember the adage, “United we stand," 

Knock aside this rule, 'twill be woe to our land. 

Aliens who may come to our land of the free, 

Not all are enlightened just as they snould be; 

Do your share helping them, 'twill help them to see 

America welcomes them, but impress on their minds 
Not to harbor ideas that clash with our kind. 


Help from congress must come, or free-trade will soon 
Overthrow industries protection has won. 

Now is the time we must all pull together, 

Employer, employes, if crisis we'd weather. 

So we implore you both, let heart and soul say 
That “ I '11 give honest work—I '11 give honest pay.'' 

Don't you think major portion of men today, 

Are willing to meet brothers more than half wayf 
Ye men of today, aren't you willing to try 
Selfish greed to o'erthrow—Each Guy trust each Guy? 

Perhaps that slang phrase your weak nerves may upset. 
All right, here's one more, to “get in out o' the wet." 
You all must resolve as you start out each day, 

You'll give honest day's work—give honest day's pay. 
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Figuring for Success 


M ANY people think that figures and statis¬ 
tics are dry as dust. But figures and 
statistics are always ready to lift a warn¬ 
ing hand to tell us whether we are going the 
right or the wrong way if we will only let 
them. It doesn’t take a great deal of time or 
concentration to nail the figures relative to 
our own business, but mighty few of us do it 
and with anything like the thoroughness or the 
persistence which we ought. 

There are in the United States 1,192,029 
merchants and executives. Assisting these peo¬ 
ple—that is, aiding them—are 1,603,888 clerks 
and employes. 

Annually there are approximately 15,000 
failures and 85 per cent of these failures, or 
12,250, do not advertise. 

Ten years ago all the mail order houses 
together did less than 4 per cent of the retail 
business in the United States; now they are 
doing 10 per cent of it—that is, they have rolled 
up the magnificent total of $1,500,000,000 an- 
ually—and they have done it by advertising. 
They get this business from city and country, 
from town and cross-roads. 

Their average expenditures for the adver¬ 
tising done to get this big business is 4 per cent. 
You pay your share of it and I pay mine. There 
are no less than 200 chain store systems in the 
country, operating 25,000 retail stores. The 
secret of their success is advertising, quick turn¬ 
over and careful business methods. Their ad¬ 
vertising averages to cost 2 per cent. 

Do you realize that the mail order houses, 
the department and chain stores are the heaviest 
advertisers in the country and while they only 
represent 3 per cent of the actual business 
enterprises yet they do 25 per cent of the total 
volume of business. 

The secret is advertising. 

One man determined to build up his own 
business on the same lines, and this is how he 
did it: 

First, he made up his mind that he would 
keep constantly posted on the actual facts and 
figures of his business. To this end he hired a 
competent bookkeeper. 

Second, before twelve o’clock each day he 
required the following figures to be in his hands 
and he was exacting as to their accuracy: 

1. Value of sales stock on hand. 

2. Total cash sales of previous day. 

3. Total charge sales of previous day. 

4. Money received on accounts previous day. 

5. Total amount of outstanding accounts. 

6. Total selling price of goods disposed of 
the preceding day. 

7. Total cost price of goods disposed of the 
preceding day. 

8. Gross profits of preceding day. 


9. Net profits of preceding day, figured on 
honest allowance for overhead expenses. 

10. Sales record of each department. 

11. Sales record of each clerk. 

12. Amount of merchandise returned. 

13. Total amount of adjustments. 

14. Total amount of orders given. 

15. Invoice price of new goods received. 

16. Total expenses of the day, including pro¬ 
portionate share of such budgets as advertising, 
interest and replacement funds. 

17. Total of discounts taken. 

18. Amount of money deposited. 

19. Cash in bank. 

20. Obligations to be taken care of this day 
and following day. 

21. Amount of accounts more than thirty 
days old. 

22. Amount of insurance carried. When this 
expires. 

23. Brief statement as to records upon which 
readjustments of insurance losses would be 
made. 

Now, it will be seen that many of these facts 
can be compiled very quickly if the figures of 
the day before were accurate and our business 
friend can retire to his office and in a few 
minutes know exactly where he stands. Once 
a week he calls for a report from each depart¬ 
ment head as to condition of stock. He wants 
to know whether there is too much or too little 
stock of any one class, facts concerning slow 
sellers, dead lines, or anything significant con¬ 
cerning buying or selling. 

Now with all these figures correctly in hand 
he would get nowhere if he simply digested 
them for his own satisfaction, but he not only 
digests them but uses them for his guidance in 
conducting his business and in directing his 
advertising. In this way slow sellers are 
speeded up and business is kept moving. 

Our friend figures that what can be done 
successfully by chain stores with salaried man¬ 
agers, by department stores with a variety of 
interests, and by mail order houses through ad¬ 
vertising, he who is on the job personally, in 
charge of a business of modest size, ought and 
should be able to do with much greater effi¬ 
ciency for himself. Moreover, he is doing it. 
His bank balance proves it. 

What about you? 


WASTE REACTS ON THE WORKER 

Labor does not always get its just reward 
because capital does not get the full benefit of 
the power of the worker. There is too much 
waste. 


To prosper, prepare. That usually costs 
sweat. 
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Memorable Verses 

M EMORIAL DAY, which occurs the latter part of this month, grows in import¬ 
ance and meaning to every true American. It is well that busy men pause and 
give thought to its true and full significance. 

We should not be so absorbed in getting back to “normalcy” or so occupied with 
our interests and affairs, as to lose sight of what this day, sacred to the memory of 
those who have made the supreme sacrifice in order that our republic and its institu¬ 
tions should be preserved, signifies. 

It is well known that in every section of our country there are those who seek by 
insidious, subtle propaganda, under the guise of “free speech” and a “free press,” 
to destroy those things for which America has always stood, to overthrow the con¬ 
stitution established by the founders of our republic, and to set up in its stead what 
is variously termed a democracy, or a soviet republic. 

It behooves every American to be on guard lest he be misled. Throughout the 
entire length and breadth of our land, more than 100,000 homes have been made des¬ 
olate in the last few years by the death of those who volunteered for their country’s 
defence in one of the most critical periods of the world’s history. 

Recently there was published by the Four Seas Co., Boston, a book of extraordinary 
verse, under the title of Spindrift. The author, John S. McLane, Jr., a remarkable 
youth of about twenty, had drunk sorrow to the dregs. A very close friend of his, 
Chas. MacVeagh, Jr., lost his life in a New Hampshire snow storm, on the summit of 
Mt. Monadnock. He was likewise a brilliant and scholarly young man, the “soul of 
tenderness and humor, forceful in thought, of spiritual yet practical endeavor,” and 
in these verses young McL&ne pours forth his grief. 

Commenting upon these verses, Prof. Chas. Mills Gayley, a recognized authority, 
says: 

“These little elegies are the apotheosis of grief tempered by tranquil consideration 
of the mutability of life, the immutability of Something divined that not only justifies 
the contradictions of earthly existence, fcut sanctions the age old yearning for contin¬ 
uing personality and renewed communion of souls beyond the grave. 

“This young poet produces elegy, spontaneous, impassioned, heart broken, but 
heart comforting.” 

We know that among the Hardware World’s family of its thousands of readers 
scattered throughout the land are many who will treasure these verses as an expres¬ 
sion of their own thought and feeling. 


Oh no more dead than the unsleeping stars. Yet shall Time’s fingers twist Love’s 
The music of your lips shall sing for ever, binding bars 

Beauty exalted, and your love wane never. Closer about our hearts, for your mute 
Though year by year the lustre of the breath 

moon Has stirred to song the silences of Death. 

Wither, and Spring go from us all too soon; You were the moon of all our devious ways: 
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Yours was the faith of flowers; yours 
the pride 

Of Beauty’s final laughter—now the days, 
Hallowed by your pervading light, sweep 
by, 

Till Death, grown golden since the hour 
you died, 

Calls us to you ... it will be good to die. 

It will be good to die since you have died: 

It will be good to go the way you trod 

Wide-eyed, undreaming, like some lovely 
god 

Flushed with the dawn of an unearthly 
pride. 

It will be good to try the ways you tried, 
And venture unafraid into the dark 

That lies beyond the furthest planet’s 
spark— 

It will be good to die since you have died. 

And yet you have not left us; you are here 
In the unfolding leaves that tell of 
Spring, 

And in the throats of birds whose voices 
sing 

Your beauty’s resurrection . . . you are 
near 

When day is ended—we, remembering, 

Shall never lose you, lonely year by year. 

We who have looked on Death and found 
him fair— 

We who have read his poem in your face 

And seen his quiet fingers pause to trace 
Their dusky legend, and to linger there 

On lips that have forgotten song and prayer 
And the swift light of laughter, and the 
grace 

Of Love that no long shadow can deface— 

Of your dear presence wo are more 
aware. 

To live is to remember, and to die 

Ultimate recollection—we through you 

Have touched on things eternal, and the sky 
That in your new nativity is blue 

With unprevisioned radiance shall keep 
The sanctity of your untroubled sleep. 


Faltering words that cannot tell my love— 
Faltering songs that cannot sing your 
praise— 

The searching loneliness of twilit days 

My heart’s dumb, stumbling impotence 
shall prove. 


Always your light is with me, near or far, 
Eventual love, a light that stoops to 
bless 

One who but feels his kinship with a star 
—A love transcending love—a loneliness. 

But you and I and these you love are sure 
That all is well with you . . . and yet 
we feel 

A strange futility has set its seal 

Upon our hearts, knowing we must en¬ 
dure 

Silence—God is so silent in His pride— 

It will be good to die since you have died. 

To dare, whether for failure or achievement, 
And break man’s circle of compelling 
doom, 

Facing the joy of life and life’s bereavement 
With certain fortitude—nor chasmed 
gloom 

Nor alien sunrise fearing—swift to render 
Measure for measure, with unswerving 
trust 

In Truth to whom alone you made surrender 
Of all you loved in this fleet dream of 
dust: 

Always was this your single proud en¬ 
deavor— 

Always your ardor and untiring quest: 

To sift the Truth from life, obeying ever 
The searching kindness of your heart’s 
behest; 

From your dear ashes now no hand can 
sever 

The love that broods above your final 
rest. 

Quiet with your passing on the mountain¬ 
side 

With only love and the enduring dark 

About you, and the snow that left no mark 
Of your departure where you turned 
aside 

And strode with confidence of youth’s clean 
pride 

Into Death’s shadows—did you toss your 
head 

And laugh imperiously, and make the dead 
Suddenly glad to know that you had 
died ? 

Quiet your passing in the hush of hills 
And hallowed by the whispering fall of 
snow— 

Swift as the April wind whose daffodils 
Gladden Earth’s rain-filled pools before 
they go 

Again into her dark ancestral womb— 

So swift your passing was from tomb to 
tomb. 
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Summer Sporting Goods Sales 


Dealers Who Bender Service and Have the 
Stock Will Gash in on This Seasonable and 
Profitable Line 


T O most boys and men of all ages, summer 
spells outdoor sports. Baseball, fishing, 
camping and vacationing fill the long felt 
“dull period’’ of the winter months. And this 
outdoor spirit is found in all healthy Americans. 
They swarm to the baseball parks and are con¬ 
tent to roast in the bleachers as long as they 
can root for the home team. 

The tired and over-worked business man 
hastens home, produces a spade and an empty 
tin can and seeks then some favorite spot where 
he knows fat worms are to be found. 

Fishing tackle is next brought out and the 
enthusiastic fisherman hurries to the hardware 
store for additional equipment, and the chances 
are ten to one he will see something “new” 
that takes his fancy. This means an additional 
sale to the store that receives his trade. 


On every corner lot youngsters are playing 
one o’ cat or choosing up sides to battle for 
the neighborhood championship. But youthful 
zeal often results in worn-out equipment and 
a generous supply of broken baseball bats. 
There is a resounding crack and the batsman 
drops his stick amid shouts of disappointment 
from his companions. 

“Pinky busted another bat!” is a cry. “That 
breaks up the game.” 

“No it don’t,” defends another chap. “What 
do you say, fellows, let’s chip in for a new 
one?” 

“Sure! We can skip over to Blank’s hard¬ 
ware store. They got a peachy line of baseball 
goods. And you oughta see their bats, too.” 

With a whoop they proceed to Blank’s store 
and each eye glistens with a hungry expression 


No man, or wo¬ 
man either, for 
that matter, who 
loves the great 
outdoors, to 
whom the Spring 
and Summer time 
makes a forcible 
call, will fail to 
respond to such 
an appealing 
sales window. 
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of desire. After much debating and with the 
help of the store salesman, they finally select 
a bat and depart with speculations on future 
purchases of new gloves or a catcher’s mitt. 
Thus baseball goods has proved itself a power¬ 
ful magnet which draws trade to any hardware 
store. 

Sporting Goods Buyer a Type to Be Desired 

He enters the store with a smile, and he is in 
a receptive mood. He is seeking something for 
his pleasure and price is put into the back¬ 
ground. There is an unsatisfied desire for some¬ 
thing “new.” Show him a new folding bucket, 
an improved camp stool or a different pattern 
fish book, and his interest ripens into a pur¬ 
chase. 

But the hardware dealer with an ambition 
to make the most of this summer trade should 
spend some time and effort pushing this profit¬ 
able line. There is always a certain amount of 
trade, but the merchant who goes after the 
business properly will realize greater profits in 
his cash register. 

Window Displays Need Good Share of Attention 

For months sportsmen have been reading 

and studying various catalogues. Magazines 
are filled with enticing advertisements to ap¬ 
peal to the individual reader Thus the fisher¬ 
man decides which bait, wha. flies or the type 
of rod he shall use, and when he spies an at¬ 
tractive window display in Blank’s store, an 
irresistible pulling power draws the prospective 
buyer into the store. 



Perhaps this buyer planned to send away for 
his wants. But after he has entered the store 
and an enthusiastic salesman slips a good cast¬ 
ing rod into his hand, the prospect forgets about 
the mail order shipment. As soon as he sees 
that you have the stock and are willing to 
render the proper service he will be ready to 
swap his money for your goods. 

See That Your Windows Earn Their Rent 

Windows must be put to work with telling 
effect. And sporting goods offer some of the 
most attractive display possibilities of any line 
in a hardware store. A carpet of soft green 
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Make the most now of your display of baseball, tennis, golf and other outdoor sporting goods. 
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moss may be used on which are scattered tennis 
balls, rackets, croquet sets, etc. 

In one corner may be placed a vacation camp 
scene with a realistic campfire beneath a camp 
grill. The fire is easily made by using red 
electric light bulbs, with a camouflage of twigs 
or sticks. The electric bulb should be raised 
slightly from the floor of the window to allow 
an air passage; otherwise the heat from the 
light may scorch the finish of the window floor. 

In such a window is seen a grill with frying 
pan and coffee pot sitting over the fire. Close 
at hand are spread sundry camp necessities of 
suffiicent number and variety to attract or ap¬ 
peal to every observer passing by. 

Salesman Who Knows Most Valuable 

There should be a salesman in charge who 
knows his stock and at the same time he should 
be a sport enthusiast. Have you ever watched 
such a salesman selling a baseball bat to a 
group of boys? He talks in the vernacular pe¬ 
culiar to the game; he grasps a bat and stands 
in a characteristic pose and pretends that he is 
waiting for a fast one to come across the plate. 
This enthusiasm is invariably transmitted to 
the customer and the youthful buyer must have 
that particular bat. 

While enthusiasm is a potent factor in the 
sale of any line of merchandise, it is especially 
useful in selling sporting goods. A sportsman 
prefers to deal with an appreciative salesman. 
There is a bond of understanding that springs 
up between buyer and seller which can be used 
as an aid to increase sales. 

“Here is the kind of rod I use,” or “this is 
a dandy assortment of flies for this time of the 
year”—such remarks from a man who knows 
his line will carry more weight than the words 
of one who is not familiar with the goods he is 
attemping to sell. 

The sporting goods buyer does not require a 
great deal of encouragement; show the proper 
spirit and he will meet you more than half way. 
And he will not hesitate to buy what he wants, 
provided he can get it. 

There is no limit for the dealer. With a 
complete stock, a busy window trimmer and 
good live advertising copy, any merchant can 
easily obtain gratifying results by expending a 
little effort along the right lines. But there are 
three factors one must never lose sight of: Good 
window displays to attract the trade, a full 
stock to meet the demands of customers, and 
enthusiastic salesmen to convert this stock into 
cash for the money-drawer. 


Remember, in speaking of your home town, 
that it is the best little city in the state. Others 
will never place a higher value upon your city 
or property than you claim for it. 


The man who becomes puffed up is ready to 
fall down. 


“WHO PAYS FOR THE ADVERTISING?” 

NOBODY—IT PAYS FOR ITSELF 

Here we condense some very interesting 
facts concerning advertising expenditures ex¬ 
pressed as a percentage of sales. 

Arrow Collars, 3.5; Cadillac Automobiles, 1; 
Cloth-craft Clothes, 1.5; Colgate’s Preparations, 
2; Fatima Cigarettes, 5; Ivory Soap, 3; Kodaks, 
3; Old Dutch Cleanser, 10; Packard Automo¬ 
biles, 1.1; Phonographs, 5; Sears, Roebuck & 
Co., 10; Velvet Tobacco, 6; Welch’s Grape 
Juice, 10; Wrigley’s, 14; Campbell’s Soups, 2.4; 
Campbell’s Beans, 2.3. 

The old, time worn conundrum, “Who pays 
for the advertising?” is still propounded bv 
some occasional moss covered or mildewed 
mind. All sanitary dust proof mentalities have 
long since stopped bothering. 

The editor, being an advertising fan, prefers 
the answer of the enthusiastic ad salesman: 
“Nobody pays for it.” 

Nobody pays for the labor saving machine 
that reduces factory overhead and assists in 
production—it pays for itself. 

Nobody pays for the motor truck installa¬ 
tion that decreases delivery charges by in¬ 
creased efficiency—it pays for itself. 

Nobody pays for the advertising that cuts 
down selling costs and puts business on a quan¬ 
tity basis—it pays for itself. 


HOW STORES APPORTION RENT AND 
ADVERTISING 

For the average store, rent equals 2V2 P er 
cent on sales and advertising expenses about 2 
per cent, according to facts gathered by an as¬ 
sociation in New York. 

The ratio percentage of rent and advertising 
to sales showed that there is little difference in 
what large retail stores in the principal cities 
of the country pay out as rentals. The concerns 
that furnish the figures are capitalized at $500,- 
000 or more and have anual sales exceeding 
$1,500,000. 

One store in Washington pays but 1.31 per 
cent, although another in the same city is pay¬ 
ing 3 per cent on sales. 

Percentages Vary 

Tacoma has a store paying only 1.77 per cent 
and another whose rental amounts to 3 per cent 
of the sales. Minneapolis furnishes an instance 
where it costs one establishment but 1.5 per 
cent of sales and another 4 per cent. The high¬ 
est amount paid out in rent percentage given is 
5 per cent, paid by one store in San Francisco 
and another in Los Angeles. 

A store in Buffalo, however, pays the least 
in both rent and advertising, the former being 
.88 per cent and the latter 1.08 per cent. The 
highest percentage on sales paid out for adver¬ 
tising is the case of a Toledo store. 


Digitized by 


Google 



HARDWARE WORLD 


111 


INFORM CONSUMER OF CONDITIONS 

* * Tell the consumer, the general public every¬ 
where, Why Conditions Are What They Are,” says 
M. M. Murray of the Erb Hardware Co., and he 
speaks wisely. He suggests that manufacturers, dis- 
. tributors and retail merchants combine in a great 
campaign of education to take the public into their 
confidence. Tell them just what conditions are, 
and why it is that there are so many irregularities 
in the situation—why retail prices do not decline 
immediately when the prices of raw material go 
down—why the farmer cannot build a house as cheap 
as he has to sell his wheat. 

In these times when everyone everywhere is 
thinking economically, in terms of his living cost, 
when there are fluctuations in the market, a feeling 
of absolute confidence and trust is necessary be¬ 
tween merchants and their customers. 

Mr. Murray recommends the use of pooled ad¬ 
vertising space with the best brains available from 
manufacturers, distributors and merchants contribut¬ 
ing to the best papers and magazines to bring about 
this general education and enlightenment for the 
buying public. We agree with him. 

Such a policy has been well followed and has 
resulted in benefiting several industries in many 
communities. Why not apply it to the hardware 
and steel business!—Ed. 

Editor Hardware World : 

It seems at this time, when advertising is 
so prominent as the greatest means of increas¬ 
ing sales, putting a proposition over, etc., why 
not put away the idea of advertising to create 
sales, but use the space and the best brains of 
all our distributors in all the papers and maga¬ 
zines in all sections of the country to create the 
right feeling among business men and the public 
in general. 

In other words, let us plan an educational 
campaign to bring out the facts concerning the 
merchant, the manufacturer and the wholesaler. 
It is pretty hard for the retailer to explain all 
the questions which come up to him from the 
customer regarding prices: 

Why hides are worth about 3c a pound and 
leather worth $1.00. 

Why wool is 8c a pound and good wool 
clothing impossible to buy at any price. 

Why with wheat the price it is, certain lines 
of hardware are so high as they are. 

We all must realize that the retailer is the 
man who must answer all these questions. He 
comes in contact with the public. We feel that 
the public is misinformed quite a great deal 
about prices. The people do not realize the 
expense of manufacturing, the part labor plays 
in the cost of production and the hundred things 
which go to make up cost, whether it be in man¬ 
ufacturing, wholesaling or retailing. We feel 
that there could be a little more enlightenment 
on the subject so that people would become 
more satisfied and would start buying, without 
feeling they were going to be stuck. 

Most of us in business can see why condi¬ 
tions are what they are. We must remember 
there are a lot of people who do not, who just 
take what the radical element says and call it 
go&"\ We think it is up to all our big men in 


business to start at the right end with an edu¬ 
cational campaign: “Why Conditions Are 
What They Are.” Put the public mind at ease, 
to gain confidence in the business interests of 
the country. This, in our mind, is the greatest 
thing needed at the present time. 

EBB HARDWARE COMPANY, 
Lewiston, Idaho. By M. M. Murray. 


HOW “STICK-TO-ITIVENESS” WINS 

Diamonds are chunks of coal that stuck to 
their job, says B. C. Forbes. 

If it has taken millions of years to develop 
mankind, must we fret if it takes us a few years 
to rise above the rank and file of mankind! 

Must we quit if we don’t get there quickly? 

Note this: There is not one major figure 
in American financial, industrial or commercial 
life today under forty. Not one. 

And what of the past? 

The original J. P. Morgan, though bora rich 
and reared as an international banker, was 
sixty before he did his greatest work and nearer 
seventy before Wall Street, in its hour of trou¬ 
ble, acknowledged him as its undisputed leader. 

Harriman at fifty was an obscure broker 
with a penchant for railroading. 

Hill’s hair was gray before he became Em¬ 
pire Builder of the Northwest. 

At fifty Woodrow Wilson was a little-known 
college professor. 

Charles M. Schwab was president of the 
world’s first billion-dollar corporation before 
he was thirty-five, lost his steel throne, dropped 
from the limelight for a decade, but during this 
time he redoubled his efforts and he has done 
his greatest work since he crossed the half-cen¬ 
tury mark. He did not quit. He stuck. 

The three bankers who were the most influ¬ 
ential in America—James Stillman, Jacob H. 
Schiff and George F. Baker—averaged seventy 
years of age when the first two died; while the 
three leaders of the “younger school”—Henry 
P. Davison, Frank A. Vanderlip and Otto H. 
Kahn—have all lived half-a-hundred years or 
more. 

There is not a leading railroad president in 
the whole land not old enough to be a grand¬ 
father. 

Employers today shun shifters. 

There is no market for rolling-stones. 

Life is so specialized that jacks-of-all-trades 
are wanted by none. 

To last, a man must stick to his last—he 
cannot hope to be a good shoemaker today and 
a capable plumber tomorrow. 

The pace today calls for men of red blood, 
not white livers, men of grit, not grouch. 

Stickers, not sticklers, are wanted. 

Is it not the literal truth that America, as we 
know it, owed its discovery by Christopher Co¬ 
lumbus to this very virtue of stick-to-itiveness? 

Without stick-to-itiveness no man is likely to 
climb to the top of the ladder—and stick there. 
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INCREASING PROSPERITY AND HAPPI¬ 
NESS THROUGH PIGS 

Hamp Williams, Hot Springs, Arkansas, a 
valued subscriber and contributor to the Hard¬ 
ware World, is a man who apparently lies 
awake at night thinking how he can benefit his 
fellow man, and add to the prosperity and hap¬ 
piness of his community. 

This isn’t done for advertising purposes. 
Nevertheless, you can’t hide your light under a 
bushel, and what Hamp Williams does for his 
community is advertising, whether he intends 
it that way or not. But that isn’t the thought 
he has in mind. 

His interest in the welfare of the school chil¬ 
dren of Arkansas is well known, and we have 
referred to it in previous issues. It simply goes 
to show that a successful hardware man doesn’t 
by any means have to confine himself to the 
four walls of his store or warehouse. 

Duroc Jersey Pigs 

To be given away within the next 
two weeks. 


I will giv« away 10 Pun* Jcracy Male Pig*, agt 2 murfth*. 

•abject to ref i.t ration Tha** |>iga given away on the (nnovrin* 
condition* 

That yon hare him aerir# on* aow each on t*n 
f amt 'in Garland County within 12 month# from 
data you accept pig 

Wh*n yon hare furmnhed me with the name and 
pontoffic* addrena of tach of the ten farmera 
who#* towa tbit pig hat terrtd. and date of ter 
vice, then he it yonrn. othtrwiat the title remain# 
in me. 

Yon mutt aatitfy me that you arc able to proper 
ly varc for thia male and that your ternlory will 
not conflict with other# to whom 1 hart already 
firen male pigp. 

Thia may be a little trouble to yon bet toe* at tbe great 
yon are doing m your Command) and lbe •arrive tint you 
are rendering jour neighbor which it really worth «hik 

Tbi. March 23rd. 1921 HAMP WILLIAMS 

Hamp Williams knows the value of hogs in 
a community. He knows they are one of the 
most economical animals to raise, there is al¬ 
ways a demand for hog products, and almost 
every farmer has the opportunity of increasing 
his capital in that way. 

Now the Arkansas “razor back” has long 
been a standing joke, but Hamp Williams is 
doing more than his part to furnish the country 
with blooded livestock. Recently he gave away 
ten Duroc Jersey Male Pigs, absolutely free, 
with easy conditions that would insure an in¬ 
creased stock of hogs in various communities. 

Mr. Williams did not tell of this, but one of 
our subscribers, IL W. Clifton, is the one to 
whom we are indebted for the information, as 
indicated in his letter: 

Editor Hardware World: 

I am a subscriber to the Hardware World, and 
read it religiously, and closely. 


I herewith hand you a dodger gotten out by an old 
friend of yours, Hamp Williams, which only goes to 
show that he is always thinking of how to build up the 
country in which he lives and helping the other fellow. 

When it is remembered that each one of these hogs 
is easily worth $35, an outlay of $350, it simply 
shows that the giver is only too glad to do something 
for his fellow man. 

Arkansas. H. W. CLIFTON. 


MORLEY BROTHERS PRICE INFORMA¬ 
TION SERVICE 

Morley Bros. Co., Saginaw, Mich., advise us 
that their price information service is now avail¬ 
able for the retail hardware dealers of Michi¬ 
gan, and that they have so improved their serv¬ 
ice, which consists of approximately 300 pages 
that they believe it is not surpassed by any 
similar service in the country. 

The only charge they make for this service 
is $18.00 for a full year’s service for fifty-two 
consecutive weeks. They state that this amount 
does not by any means cover this expense, but 
only goes part of the way to cover the postage, 
clerical expense and the printing of the neces¬ 
sary price change pages. 

They also furnish the loose leaf binder com¬ 
plete with all the printed pages. 

This service embraces dealer’s cost, printed 
in code, or cost prices, to which only the sub¬ 
scribers are furnished with the keys. Suggested 
retail prices are printed in plain figures. They 
are working in connection with the Michigan 
Retail Hardware Association along this line. 


It’s a wise clerk who humors the little eccen¬ 
tricities of the customer. Such customers are 
big boosters for a store when they are once 
pleased. 


WHEN PA IS SICK 

When pa is sick, 

He's scared to death, 

An 1 ma an* us 

Just hold our breath. 

He crawls to bed 

An* puffs and grunts, 

An’ does all kinds 
Of crazy stunts. 

He wants Doc. Brown 
An' mighty quick; 

For when pa's ill, 

He' awful sick. 

He gasps and groans 
An' sort o' sighs, 

He talks s' queer 
An' rolls his eyes. 

Ma jumps an' runs 
An' all of us 

An' all the house 
Is in a fuss. 

An' peace an' joy, 

Is mighty skeerce— 

When pa is sick 
It's somethin' fierce. 


WHEN MA IS SICK 

When ma is sick 
She pe^s away, 

She's quiet though, 

Not much t' say. 

She goes right ou 
A-aoin' things, 

An’ sometimes laughs, 
Or even sings. 

She says she don't 
Feel extra well, 

But then it's just 
A kind o’ spell. 

She'll be all right 
Tomorrow sure. 

A good old sleep 
Will he the cure. 

An’ pa he sniffs, 

An’ makes - kick, 

Says woman-folks 
Is always sick. 

An' ma she smiles 
Let's on she's glad— 

When ma is sick, 

It ain't so bad. 
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EGAL SUGGESTIONS 
USINE5S MEN 


CAN YOU PREVENT EMPLOYES USING 
PRIVATE RECORDS OF YOUR 
BUSINESS! 

(Copyright by Elton J. Buckley) 

How much of the data, information, lists of 
customers’ names, etc., gathered by an employe 
in connection with his employer’s business, be¬ 
longs to the employer and how much to the 
employe ? And when an employe quits his job, 
and either takes another, or goes in business for 
himself, how much of the information, data, 
lists, etc., can be used in connection with the 
new business? This is the question raised by 
the following letter: 

Will you kindly have your legal counsel answer 
through the columns of your paper the following: I 
have a clerk who has been with me several years in 
whom I placed much confidence, whom I have sent out 
in the surrounding towns looking up prospects. He 
has kept this information in note books, having never 
been required to turn the same in to the office, but 
now that he is getting through, I feel he should turn 
this in to me. If he refuses (as I expect he will), have 
I any channel through which to compel him! He also 
has kept many other records which do not belong to 
him, both of goods sold and terms on others that are 
out. If he refuses to turn in such reports or copies of 
same, what course would you suggest to pursue! 

This has always been more or less of a 
mooted question in the courts—the ownership 
of ordinary business data and what is proper 
and legal protection for it. The courts have to 
steer a course between allowing an employe to 
undermine his former employer’s business on 
the one hand, and granting what would prac¬ 
tically amount to a monopoly on the other. 

The law is clear and well settled as to in¬ 
formation which amounts to trade secrets. If 
an employe gets to know something, by reason 
of his position, which amounts to a trade secret, 
like a secret chemical process or something like 
that, he cannot use it either for himself or any¬ 
body else after he leaves the employer’s service. 
If he tries to, the court will enjoin him. 

But ordinary business data is different. Let 
me suppose a case, which may be this corres¬ 
pondent’s case a little expanded. The business 
needs outside men. A man is sent out and cir¬ 
culates around a certain territory. He calls on 
all the business people in the line in the terri¬ 
tory, gets to know what they buy, when they 
buy it, the proper time to touch them up for 
this, that and the other thing, and so on. The 
usual information which every salesman re¬ 
quires about his trade. It is not as a rule turned 
in to the house, and usually cannot be, but is 


carried by the salesman under his hat or in his 
note book. 

Does this belong to the employer or to the 
employe ? The courts usually say it belongs to 
the employe, can legally be taken with him when 
he leaves, and used for himself or for another 
employer. Why? Because it is ordinary trade 
information open in a measure to anybody. Only 
in one case can the use of it be prevented, and 
that is where the employer has been shrewd 
enough to make a contract with the employe in 
the beginning binding the later not to engage 
in the same business for a certain time after 
leaving his employ. While this does not give 
the information to the employer, it prevents the 
employe from using it against him until the 
employer has had sufficient time to go out and 
get it for himself. 

In other lines of business the data obtained 
by employes might take the form of lists of 
prospects—prospective buyers who would be in 
the market sometime. Such matter as this ought 
always to be turned over at once to the employ¬ 
er, so that if the employe left the employer 
would at least have an even chance. What would 
be done if the salesman had not turned it over, 
but had kept it himself? If he had been paid 
a salary by his employer to gather the list of 
prospects, I believe the court would probably 
compel him to turn it over, as it would be most 
inequitable for a salesman to take an employer’s 
money for gathering data which he subsequent^ 
ly refuses to turn over. But even here the court 
would require the clearest possible evidence. 

A favorite trick of dishonorable employes 
who are expecting to leave their employer’s 
business is to secretly copy his list of customers, 
to which they subsequently send notices of some 
enterprise of their own. This is sometimes 
stopped by injunction, but not often, since the 
lists copied are simply lists of buyers who may 
buy again and may not. There is nothing spe¬ 
cially advantageous about the average list of 
this kind, though I can conceive of a list of 
buyers that might be highly valuable and might 
be made the subject of an injunction. 

An employer who is loose enough to let an 
employe keep records of his work to himself, 
almost deserves to lose them. Every employe 
who is engaged in gathering any kind of data 
which is useful in keeping the business intact, 
or increasing it, ought to be compelled to turn 
it in at once and keep it on file in his employer’s 
office. 
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NESS GETTING 
SUGGESTIONS 


BE A REGULAR HUMAN BEING IN YOUR 
METHODS OF SELLING 

Any person who daily comes in contact with 
people, and whose success depends upon ren¬ 
dering them service in a cheerful, willing man¬ 
ner, has a man-size job on his hands. 

You are a salesman, just as much as the man 
out on the road, and the same things that make 
him a success will gain you your reward. 

Too often the store salesman is apt to look 
upon his work as a life of drudgery, with little 
or no real opportunity in it. This is simply be¬ 
cause his heart is not in his work and he has 
closed his eyes to Opportunity standing right 
by him. 

He has goods to sell and he sells them; but 
his sales are made in the same manner as a 
machine operates. If someone steps up and 
drops a nickel in the slot, the machine gives 
up 5 cents' worth of merchandise. 

You Are Not a Slot Machine 

Don’t be a machine. The customer expects 
and deserves human treatment in any transac¬ 
tion between human beings. He deserves cour¬ 
tesy, willingness, cheerfulness and intelligent 
service, and these are the things that will bring 
him back to the store again and make him a 
steady customer. 

There are big men and women selling in 
stores today. Some of the cleverest sales talent 
in the world is located behind the counter. 

These people know their goods, just as the 
traveling man knows his. They study the 
people who come into the store. With them the 
practice of courtesy, cheerful manner and pa¬ 
tience is a habit. And because of the knowledge 
gained by study, and the virtues attained by 
practice, they become magnetic and actually 
draw trade into the store. 

They Are the Salesmen Who Advance 

These are the people who move onward and 
upward, and eventually either become a big 
part in the business or have businesses of their 
own. The very fact that they are sensible 
enough to realize that they are holding big jobs 
makes them develop until they really grow into 
something better. 

For any wide-awake person there is no better 
education possible to imagine than work behind 
the counter. It teaches knowledge of human 
nature, cheerfulness, patience, politeness and all 
the virtues necessary to success and happiness. 

Yours is a big job. You can either stand 
still in it and be a failure—or you can get busy 
and become a success. 


YOUR REPRESENTATIVES 

The clerks in your store are your representa¬ 
tives. As they treat your customers, so will 
the latter consider that you have treated them. 
It pays, therefore, to kindly but carefully in¬ 
struct your force and see that they do things 
the way they ought to be done. 


CATECHISM FOR SALESMEN 

Q. Am I working for the best house in its 
line? 

A. Yes. 

Q. Are the goods I am selling always on the 
square and up to the standard? 

A. They are. And if they were not, I would¬ 
n’t be selling them. 

Q. Is the policy of my house built upon the 
“square deal” policy for everybody? 

A. You bet it is. 

Q. Am I doing everything I can to give 
everybody a “square deal”—my customers, my 
house and myself, by supporting this policy? 

A. Yes, siree! Every minute of every work¬ 
ing hour of every day in the year! 

Q. Do I owe my best efforts to my employer? 

A. You bet! I’m getting and holding every 
bit of my trade by service—and my employer 
is my best customer. 

Q. Is salesmanship a big, honorable profes¬ 
sion? 

A. It’s one of the grandest callings in the 
world. It’s a real man’s job, and only a real 
man can succeed in it. 

Q. Am I going to succeed? 

A. Say, bo, you just watch me! 


ARISE AND SHINE! 

0 do not be a foolish gink and sit and fret 
and worry. Don’t fuss and fume till you can’t 
think, and say your biz is on the blink. Arise! 
Get busy! Hurry! For there is just one thing 
to do, when you see trouble brewing: Forget 
all thoughts of blueish hue and work like heck 
the whole day through. Don’t waste a minute 
stewing! The cure is sure. If you $re wise 
you’ll keep forever jumping. The fighter al¬ 
ways cops the prize! The fellow gains who does 
or dies! You’ll win if you keep humping. 


Life is but a long vacation 

To the man who loves his work; 
Life’s an everlasting effort 
To shun duty, to the shirk. 
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YOUR CUSTOMERS PAY YOUR SALARY 

You who are selling, day after day, direct to 
the public—do you really know who your em¬ 
ployer is? 

You think that you’re working for the peo¬ 
ple who own the store you’re selling in. 

But you’re not! 

Your real employer is the customer who 
daily enters the store, comes up to your counter 
and buys the goods you have to sell. 

Yes, and your boss is working for the cus¬ 
tomer, too, just as much as you are. 

In fact, everybody in the store—boss, super¬ 
intendents, managers, clerks, cashiers and 
wrappers — are all working together — in the 
service of the customer. 

It is the customer that pays your salary each 
week. He also pays your boss his profits. 

Remember this—your advancement depends 
entirely upon how well you serve and please 
your employer—the customer. 

Think of this when serving the next cus¬ 
tomer who comes in. The better pleased each 
customer is, the better it’s going to be for both 
you and the store. 

Customer dissatisfaction may not cause you 
to lose your job; but it is very likely to cause 
your store to lose a customer. 

Anything that hurts the store hurts you! 

WHY THEY LOST MY TRADE 

A firm in a northern city found they were 
losing ground and they decided to employ an 
investigator to determine the cause. This in¬ 
vestigator was furnished with the names of 200 
former customers. He made his investigation 
without giving his reasons for doing so, and the 
following chart is based upon the results of the 
investigation - 

Investigation of 200 Shoppers 
Ignorance of goods and indifference of 


salespeople .27% 

Attempts to substitute.12% 

Errors . 9% 

Tricky methods. 9% 

Slow deliveries. 9% 

Over-insistence of salespeople .8% 

Insolence of employes. 7% 

Unnecessary delays in service. 6% 

Tactless business policies. 6% 

Bad arrangement of store.4% 

Refusal to exchange purchases. 2% 

Poor quality of goods. 1% 


If your business isn’t growing, find out 

why. - 

THIS HELPS COLLECTIONS 
A western firm uses this rubber stamp on 
bills which have reached the “please remit” 
stage: “We have discontinued sending collect¬ 
ors after good accounts—please remit” The 
notice urges a quick response, and at the same 
time impresses the customer that he must be 
considered “good pay.” 


TWO OF A KIND 

If you found an employe loafing day after 
day on the job, you would not offer to pay his 
room rent and then furnish him heat and light, 
besides. Yet a good many merchants are doing 
that very thing today, with certain lines of their 
unknown, unadvertised merchandise; orphan 
merchandise. 

A clerk is engaged and goods are bought for 
the same purpose: To make sales. What is the 
difference between goods that loaf on the 
shelves and refuse to move and a clerk who 
loafs and refuses to sell? Both were brought 
into the store to make profits and both have 
refused to function. 

They are two of a kind. What would you do 
with them? 


Real salesmanship consists in inducing peo¬ 
ple to buy articles they need or ought to have, 
rather than things for which they have no use. 


PROMOTION 

Promotion comes to him that sticks 
Unto his work and never kicks, 

Who watches neither clock nor sun 
To tell him when his task is done; 
Who toils not by a stated chart 
Defining to a jot his part, 

But gladly does a little more 
Than he’s remunerated for. 

The man in factory or shop 
Who rises quickly to the top 
Is he who gives what can’t be bought, 
Intelligent and careful thought. 

No one can say just when begins 
The service that promotion wins. 

Or where it ends, ’tis not defined 
By certain hours or any kind 
Of system that has been devised. 
Merit cannot be systematized. 

It is at work when it’s at play, 

It serves each minute of the day, 

’Tis always at its post to see 
New ways of help and use to be. 

Merit from duty never slinks, 

Its cardinal virtue is—it thinks! 


Promotion comes to him who tries 
Not solely for some selfish prize, 

But day by day and year by year 
Holds his employer’s interests dear. 
Who measures not by what he earns 
The sum of labor he returns, 

Nor counts his day of toiling through 
Till he’s done all that he can do. 

His strength is not of muscle bred, 

But of the heart and of the head. 

The man who would the top attain, 
Must demonstrate he has a brain. 

—Edgar A. Guest. 
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Making Newspaper Advertising Pay 

(By Charles A. Goddard) 


H YSHAM, Montana, is a small town and it 
has one of the usual small-town weekly 
newspapers. It also has merchants who 
insist that newspaper advertising in such a 
town and in such a small paper will not pay; 
that it is merely a necessary evil that enables 
the town to maintain a newspaper. 

Mrs. H. A. Crane, wife of a local merchant, 
is not one of these skeptics. Some of the local 
merchants tried to discourage her when she 
took an interest in the stored advertising a 
couple of years ago; but she would not be dis¬ 
couraged, and today she has plenty of argu¬ 
ment for the doubter. She is one of the most 
enthusiastic believers in advertising in the 
West—and insists that it saved the day for the 
Crane store when it was headed for the rocks 
and traveling in that direction at so rapid a 
gait that failure seemed certain. 

Now the store is a success; and it is to the 
fact that she gave thought and attention and 
work to the preparation of advertising that this 
success is largely due. It might have been a 
hard-luck story. 

In 1918 Mr. Crane was taken with a malady 
that doctors could not stop. He had to with¬ 
draw from the store. Mrs. Crane herself was 
in poor health and she had not learned much of 
merchandising, having assisted in the purchase 
of a few side lines. But she had to pitch in and 
take over the management of the store. 

Between the Store and the Sickroom 
With expenses piling up she began to look 
for expenses to reduce. Every month a news¬ 
paper bill had been coming. It was certain that 
the returns were not worth the expenditure. So 
that item was under observation. 

“Of course, cut it out,” a friendly merchant 
advised Mrs. Crane. “It is an unnecessary ex¬ 
pense, as it gets you nothing and if you need 
to reduce expenses, why there is one place that 
won’t hurt the business. It never gets me 
anything.” 

Contrary to the Advice 

She reviewed the advertising the store had 
been doing. It was dry, uninviting and with 
no sales appeal. It was too much like that of 
all the others. She then looked at the adver¬ 
tisements of merchants in larger cities—they 
were spending even larger percentages of sales 
in that direction than she was. And they were 
undoubtedly making it pay. She ran through 
some advertising magazines and some trade 
papers that came to the store. She also looked 
through some samples of literature gotten out 
by a large store. 

“It was our fault, not advertising, that our 
investment in that direction was not bringing 
in returns for our money,” Mrs. Crane con¬ 
cluded. “And instead of eliminating this source 
of expense and of time and trouble, I decided 


that I would use it as earnestly as the larger 
and more successful advertisers.” 

Although without a spare minute of time, 
she burned late electricity studying the various 
speciments of advertising. And in this way 
she hit on a style that she has stayed with for 
two years. 

It Has Been a I«if e-saver 

That style was the store news kind of mer¬ 
chandise talk. The advertising of the local 
stores had been so dry that she aimed to put 
something inviting into the space. She got the 
idea from the store paper of a large store. But 
she used it in her newspaper space. Her adver¬ 
tisement runs in a single column each time, with 
the same border, heading and signature. While 
the matter does not always make an entire col¬ 
umn it is always set up in this style. 

While the little quips, personals and poems 
are entertainingly written, there is usually a ref¬ 
erence to merchandise that is both seasonable 
and logical. The first thought that one might 
have about the advertising is that is is more en¬ 
tertaining than selling; but Mrs. Crane has made 
tests when certain articles have been featured. 
The results show that the advertising makes 
sales in a few weeks that outdo the sales of 
many months of the old way of advertising. 

Into this investment she put the amount of 
her discounts that first year. And she actually 
spent more instead of less money on advertising. 
It not only took money, but it took hard work 
and late hours. 


Mail Orders Began to Gome In 


The mail order business alone has become 
worth while and a help toward the paying of 
the advertising cost. Then letters began to 
come along with the orders. People would say 
how much they enjoyed the advertising column. 

Business and profits began to develop. Since 
the advertising was begun the sales have grown 
almost a third greater. The indebtedness has 
been retired. The store has been altered to 
make it, as each advertisement says, “The Big¬ 
gest Little Store in Montana.” 

The more Mrs. Crane got into the business 
the more firmly did she become convinced of 
the profit and ease of selling that standard 
lines afford. She is busier, at home and at the 
store, than the average merchant, and that is 
the reason, she says, that she has no sympathy 
for the business man who is “too busy with the 
important work of the store to give any time to 
advertising or display.” She has such an alibi, 
but will not use it. 

One of the most valuable assets of hers is 
the scrap book into which she pastes everything 
in the advertising line that she can borrow from 
the business magazines she takes time to read 
and the newspapers. 
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Going After the 


LET’S GO TROUT FISHING THIS WEEK END 

Fish are taking the fly and the roads are good. 
If you need a license we will gladly supply you. 
Have you seen the four point auto campf Glad 
to show you this dandy outfit. Only costs $45.00 
complete. 

WILLARD HARDWARE CO. 


This was the way in which the Willard 
Hardware Co. of Stockton put it up to the 
public during the height of the camping season. 
To add interest to the ad it was adorned with 
a cut of the portable camp. A similar camp 
was shown in the window, and the knocking 
down and setting up of this camp was per¬ 
formed several times each morning and after¬ 
noon, in order to show how easy it was to 
break camp, or to prepare a halting place. 

Any progressive hardware man who carries 
camping supplies should make a big showing 
of them at the present time, displaying them in 
such a manner that their good points will be 
impressed upon all who. see them in the store 
window. 

It would be hard to find a better example 
of effective camp display than that of the 
Honeyman Hardware Co., Portland, who de¬ 
voted the greater part of their attention to 
featuring a running board cooker and table 
combined. In the background was a large can¬ 
vas drop, with Mt. Hood showing through the 
branches of the forest. 


Camping Trade 

In the foreground was the running board 
box set for a camp lunch—the upper part being 
covered with dishes and the lower part with 
cooking utensils. At either side were models 
of man and woman in camping togs, and strewn 
about them were many accessories of a well 
regulated camp—hatchet, axe, hunting knife, 
fishing tackle, pedometer, thermos bottle, 
watch, etc. Catchy cards added to the pulling 
power of the display. The largest one sug¬ 
gested : 


EVERYTHING FOR THE CAMP 
We are Specialists in 
CAMP EQUIPMENT 

We can supply your needs in tents, auto tents, 
folding camp beds, camp cots, pack sacks, dunnage 
bags, outing clothing for men and women. 

We cordially invite you to visit our camp equip¬ 
ment department, and talk over your needs with our 
experienced campers. 


Large white cards, bordered with red and 
printed in distinct black letters warned campers 
against giving any cause for forest fires, and 
detailed a few simple rules to follow when 
making or breaking up camp. 

It is well to get the public early accustomed 
to the fact that you can supply all their needs 
in the camping line, and to advertise yourself 
as headquarters for this class of goods. This 
was done to good advantage by file Holliday 
Hardware Co., Sanla Barbara, who at the first 
opening of the season stretched a big canvas 



Here is a simple yet appealingly attractive display made by the Ernst Hardware Co., a display every merchant 

will find to his advantage in featuring camping equipment. 
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The Rivenes Wester Hardware Co., enterprising Montana readers of the Hardware World, know the value of 

seasonable, up-to-date sales display. 


sign entirely across the front of their building, 
on which was printed in letters of red, black 
and blue: 


CAMPING HEADQUARTERS 
Fishing Licenses 

Camping Licenses Hunting Licenses 

INFORMATION 

Regarding Hunting, Camping and Fishing 
Equipment 


One of their large windows was devoted to 
an effective showing of camp goods—including 
a large tent, camp stools, canvas back chairs, 
folding tables, camp stoves and the various 
small necessities of camp life. They supple¬ 
mented their window display with a good news¬ 
paper ad: 


GO GET 'EM! 

State is open—Trout and Bass are biting 
See our special maps and get our fishing information 
free 

Flies, leaders, rods, reels, lines, creels, bait, spinners, 
boots, hats and everything that you need 


They maintained a special booth, at which 
the various licenses were issued, and here were 
kept pamphlets giving information regarding 
all the hunting, fishing and camping resorts in 
their state, with time tables of boats, trains and 
stages. Best of all, there was a man in charge 
to advise regarding the purchase of all kinds 
of supplies necessary for a day or a month in 
the wilderness, and to quote prices on the single 
fishing pole or entire camp outfit. 


Women’s Trade Should Not Bo Overlooked 

In these days of equal rights and privileges 
it is well for the hardware man to devote a good 
share of his advertising ammunition to the gen¬ 
tler sex, since women are coming more and 
more to enjoy life in the open with their hus¬ 
bands, fathers and brothers. 

If the lady is going along on the camping 
trip you may be sure she is going to have con¬ 
siderable to say regarding the purchase of the 
outfit, so it is well to enlist her interest in the 
beginning. As a matter of fact she is a far 
better judge of values than men in most cases, 
and much quicker to see the advantage of any 
improvements in the outing line. The quickest 
way to arouse her interest is through the adver¬ 
tising and display of outing togs. 

To quote the forewoman of one of the largest 
sporting goods establishments in San Francisco: 
“Women are becoming better sportswomen 
every year. But a woman's a woman, whether 
in a city drawing room or the wilds of Africa, 
and must have clothes to suit the occasion. She 
is not content, like a man, to wear any old thing, 
and as a result we have on display for her needs 
togs that are neat and becoming, while sacrific¬ 
ing nothing in the way of practicability. The 
easiest way to get her to buy is to show her how 
attractive another woman looks in such a suit, 
and for this reason we always introduce a fem¬ 
inine figure into our camping displays. Women 
are always after bargains, so we tell them about 
our lines in the newspapers, but we always siip- 
plement our printed ads with “See our win¬ 
dows," and we find that in the majority of 
cases it is the model that clinches the sale.” 
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Jobbers, Dealers and Trade Papers Should 
Organize Distributing System 

(Address of J. A. Coleman) 


M ANUACTURERS who advertise directly 
to the consumer and sell direct to the 
retailer, with avowed purpose of elimi¬ 
nating both the trade papers and the jobbers, 
come in for hot shot at the hands of J. A. Cole¬ 
man, sales manager of the De Luxe Brush Com¬ 
pany, in an address before the Business Press 
Association, at its recent dinner at the Poor 
Richard Club, Philadelphia. 

“ Where the article is new, the market un¬ 
tried, the jobber and dealer unfamiliar with the 
product, it is little less than suicidal for the 
manufacturer to employ a large staff of sales¬ 
men to the dealer direct, telling him they have 
eliminated the jobber and the wholesaler in 
order to give him a larger margin of profit. 
Dealers are not easily fooled. 

But if, on the other hand, the manufacturer 
is introduced by his trade paper to the jobber 
and dealer, and then by the dealer to the con¬ 
sumer, through his clerks, his windows, and 
his local newspaper advertising, he has unques¬ 
tionably arrived through “regular’’ channels, 
and is entitled to both the confidence and re¬ 
spect of all who come in contact with his goods. 
Business an Important Factor 

“The business press, to my mind, plays a 
most important part in modem merchandising. 
But the importance of its work is not appre¬ 
ciated because the cost is too low. The only 
kind of business that can thrive in this country 
is that which makes money for everybody. 

And any business which starts out with the 
presumption that it can make money for only 
a very few individuals—and yet grow big and 
powerful in its field, starts under a delusion. 
The trade press is doing the nursery work for 
the next generation of advertisers. It is teach¬ 
ing the manufacturer to talk—so that he can be 
heard over a steadily increasing radius. 

Many of the most successful and largest ad¬ 
vertising accounts are the product of the trade 
paper man who sought them out and encouraged 
them in their growth, until they were ready to 
be handed over to an advertising agency. After 
which procedure, the trade paper was promptly 
crossed off the list, because its space rate was 
too low. 

And this statement is not made with the 
intention of slamming the agency, because I 
speak primarily as an agency man. And I feel 
qualified to defend the agency’s position in the 
matter by stating that from my own observa¬ 
tion, it is the trade paper’s own fault that the 
agency crosses it off the list. 


The advertising agency works on a gross 
margin for profit of 15 per cent. There is no 
way in which that margin can be increased and 
no other legitimate way in which the net in¬ 
come of the agency can be increased except by 
a general increase in the volume of business 
placed. 

Why Agencies Beoommend Consumer 
Publications 

I have found from my own observation that 
it costs an average advertising agency 11% per 
cent to do business. And of that 11% per cent, 
nearly 8% per cent represents sales effort; or, 
the cost of getting new business. I don’t mean 
to imply that the advertising agency is top 
heavy in its business-getting department, or 
that it is weak in its business-keeping depart¬ 
ment, but merely to demonstrate that with only 
3 per cent to work on, it cannot advantageously 
use a half dozen trade papers which require a 
half dozen different kinds of copy and which 
cost less than $1000 per issue, when one piece of 
copy will answer the purpose for an entire list 
of consumer publications, the total cost of which 
may be approximately anywhere from $10,000 
to $25,000. 

Bates Too Low 

If the trade papers’ rates were fixed in pro¬ 
portion to the value of the service rendered, 
rather than in proportion to circulation, then 
the trade publisher could give the manufacturer 
a more efficient service. 

Therefore, I say increase, arbitrarily in¬ 
crease, the price of space in all trade papers, 
install service departments and pay agency 
commissions. 

The trade paper publisher, in many in¬ 
stances, like the poet and the painter, suffers 
many hardships—in spite of the valuable service 
he renders to American business—because he 
is too modest to demand a just reward for the 
service he renders. However, the day will come 
when trade paper combinations or groups will 
align themselves with jobbers associations, or 
distributing corporations and with tremendous 
dealer organizations, until they become a real 
power, having absolute control over the distri¬ 
bution of merchandise to the public. 

The trade paper stands between the jobber 
and the dealer and the manufacturer. His po¬ 
sition is a commanding one and while today he 
comes to you, asking for advertising that will 
keep his book alive, tomorrow, we manufac¬ 
turers will go to him with our hats in hands and 
try to prove to him that our merchandise, our 
specialty, our commodity is a worthy one. An- 
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titled to the jobber’s attention, suitable for the 
dealer to sell, and safe for the public to buy. 

Consumer Trade Expensive 

There is one commodity in the specialty class 
which has been on the market nearly ten years, 
that has used every class of consumer advertis¬ 
ing and which sells at retail for $5.00. Al¬ 
though on the market now for nearly ten years, 
and its production running into the millions, 
the- general sales manager for this product 
states very frankly that up to today the com¬ 
pany’s books show that $6.50 was spent in sales 
work and advertising for every article manu¬ 
factured. 

This concern, like many others, that carry 
their balance on the wrong side of the ledger, 
ignored the jobber at the outset and went direct 
to the dealer with the expressed purpose of 
saving the jobber’s discount. In obtaining dis¬ 
tribution for a product I have failed utterly to 
see wherein it is less expensive to go out with 
a sales organization, and get it oneself, rather 
than have the jobber do that job. 

For instance, if I have a product to market 
nationally, a product, say, in the specialty class. 
There are some 3000 jobbers in the United 
States and some 100,000 dealers who can handle 
my line. At the start, I am willing to admit 
that the best way for me to approach these job¬ 
bers and dealers is to go in person and tell 
them all about my proposition. 

But I can’t do that—it would take almost 
twenty years to reach them all. I might multi¬ 
ply myself by one hundred in organizing a na¬ 
tional sales force, and those one hundred men 
could cover the jobbers in a month and the 
dealers in a year. Such an organization would 
today stand us (with a minimum salary of $300 
per man per month, or $3600 per man) $360,000 
a year. 

Selling Through Trade Paper Service Far 
More Economical 

It costs at the present time about $15.00 
a day to travel a man over strange territory 
doing missionary work, and as no more than 
five satisfactory calls can be made per day, you 
will see that it costs $3.00 to make each call, 
and as it requires a minimum of three calls to 
get a proper hearing on any proposition, we 
might assume that it would stand us $9.00 to 
make a sale, if our effort were confined to per¬ 
sonal solicitation. 

And this investment of $360,000 in salary 
alone the first year to secure distribution, 
carries no assurance with it that the public will 
demand the goods, or that the dealer will try to 
sell them. On the other hand, if we skeletonize 
the sales organization and supplement it with a 
direct mail campaign, it is quite possible that 
we could use the highest grade sales literature 
and reach the entire jobber-dealer organization 
at a maximum of 25 cents per call and strength¬ 
en our sales effort. 


We could reduce the necessary calls of the 
salesman by making four preliminary calls 
through the medium of literature and one call 
in person, we thus save $5.00 per call on up¬ 
wards of 100,000. dealers all in one year. Now 
on the other hand, if we use all the trade media 
reaching that particular field, we could make 
our calls to the dealer and the jobber at the rate 
of $1.00 to $5.00 per thousand. 

We begin to realize suddenly the importance 
of the trade paper to the manufacturer who 
seeks distribution for his product. 

In the past when a manufacturer had $100,- 
000 or so to spend to secure distribution, he has 
been instantly classed as a national advertiser 
and too big for the trade paper man to handle. 
Why, even today there are few men in either 
the trade paper or the agency field who would 
actually have the courage to spend $100,000 ad¬ 
vertising appropriation, all in trade papers. 

And yet one realizes that that is practically 
the only thing he can do in justice to himself 
and his proposition, if his problem is one of dis¬ 
tribution. 


* PASSING OF JOHN H. JACKSON 

John H. Jackson, president of the Jackson 
Wholesale Hardware Co., Aberdeen, South Da¬ 
kota, and a prominent citizen of that city, 
passed away recently at his winter home, Fort 
Myers, Florida. Mr. Jackson was a native of 
Florida, and in 1881 removed from Canada to 
the United States. 

The business of the Jackson Hardware Co. 
was the outgrowth of a retail business, which 
he established at Aberdeen in 1886. 

Mr. Jackson was a man of sterling character, 
broad vision, of fine business judgment and 
high ideals. He is survived by Mrs. Jackson 
and five children. He was prominent in every 
movement that made for the development of 
his home city and the community. His passing 
will be learned of with regret by many con¬ 
nected with the trade. 


COMING CONVENTIONS 

Panhandle, Texas: Amarillo, May 9-10. 
Carolinas: Greensboro, N. C., May 10-13. 
American Hardware Mfrs.’ Association : 
Atlantic City, N. J., May 11-13. 

National Hardware Association: Atlantic 
City, May 11-13. 

Southwestern: Atlanta, May 17-20. 
Mississippi: Gulfport, June 14-16. 
National Retail Association: Louisville. 
Kv., June 20-23. 


ONE IS ENOUGH 

Never have more than one kind of trouble at 
a time. Some people bear three kinds—all they 
have now, all they have had, and all they expect 
to have. 
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Is America Worth Preserving? 


Business Men Have a Civic Duty to Perform 
Which No One Else Can Do for Them 


T HE American Legion is amply justifying 
its existence and the hopes of its founders 
in the interest they are taking to preserve 
our American institutions. 

Recently they called attention to the fact 
that over 8000 disloyal teachers in our schools 
are still retained in their positions and 2000 
disloyal professors in our universities and col¬ 
leges. 

To Bid Country of Disloyal Office Holden 

Neither have they hesitated to bring to the 
attention of the people the great need of having 
true and loyal Americans, untainted by Bolshe¬ 
vism, in office. 

While their efforts were to some extent 
thwarted by ex-President Wilson’s refusal to 
dismiss from office those officials who refused 
to deport convicted traitors as was the case 
with Secretary Post and others, it is to be hoped 
their efforts will meet with greater success un¬ 
der the new administration. 

Even now a great deal of pressure is being 
brought upon President Harding and Attorney 
General Daugherty to release convicted crim¬ 
inals and traitors of the Debs, Mooney and Hay¬ 
wood type, men whose conviction has been 
passed upon by the highest courts of the land. 
It is sought to make it appear as though they 
were “political prisoners” deprived of their 
“constitutional rights” in being denied the 
“privilege” of “free speech” and “free press” 
when they sought to overthrow the foundations 
of our Republic. 

Every American who loves his country, and 
the things for which it stands, should not delay 
in registering his protest to our officials at 
Washington at once, for, led by the Communist 
agitators and yellow journals, every Red and 
similar organization, backed by a large force of 
the American Federation of Labor, are doing 
their utmost to have this type of men turned 
loose again upon the community. 

We should not so soon forget their crimes. 
Otherwise those of our loved ones who lie buried 
in France will have died in vain. 

Americans Most Be Ever Watchful 
In this connection we need to keep ourselves 
informed—to have actual knowledge of condi¬ 
tions, to know the history of our country and 
the trend of affairs generally, to keep a watch¬ 
ful eye over what is being taught in our schools 
and colleges and to recognize that merely be¬ 
cause certain men are out of office the danger 
is not removed for they will be more than ever 
alert to regain their power. 

Let it be remembered that in the last election 
over 1,000,000 “claim-to-be” American idealists 


voted for a convicted criminal and traitor now 
confined in prison as the man they preferred 
above all others for president, on the Socialist 
ticket. 

Don’t Depend Solely on Present-Day Paper* 
md 

The daily papers and many so-called popu¬ 
lar magazines are a poor means of obtaining 
information with which to make comparisons, 
and to study whither we have been drifting. 

A book issued recently by Nicholas Murray 
Butler entitled, “Is America Worth Savingt” 
is one we commend. 

We quote from the book referred to: 

As yet the number of formal adherents of 
the Socialist party in the United States is not 
large, but the theories and teachings of social¬ 
ism are being eagerly and systematically spread 
among us. Many schools and colleges and many 
pulpits are either unconscious or willing agents 
in this work. This number represents organiza¬ 
tion and activity out of all proportion to its size. 

There should be no mistake about its pro¬ 
gram. It openly calls our Constitution dis¬ 
honest. It denounces the fathers of our country 
as grafters, as crooks, as men of mediocre in¬ 
telligence, and as attorneys of the capitalist 
class. In the making and building of Ainerica 
the Socialist can see nothing of idealism, noth¬ 
ing of sacrifice, nothing of high principle, noth¬ 
ing of love of liberty, nothing of aspiration for 
a finer and a freer manhood. 

The Socialist party platorm explicitly de¬ 
manded not only the usual collectivist and com¬ 
munist policies, but also the abolition of the 
United States Senate and of the veto power of 
the president; the abolition of all Federal courts 
except the United States Supreme Court and 
the election of all judges for short terms; the 
abolition of the power of the Supreme Court of 
the United States to pass upon the constitu¬ 
tionality of legislative acts; and a revision of 
the Constitution of the United States. 

Signs are not wanting that the advocates of 
socialism think it will be easier and quicker to 
gain ground in the United States by the indirect 
method of involving us in a false international 
policy than by the direct method of attempting 
to secure control of the machinery of govern¬ 
ment through the suffrage. 

This explains why Socialists and those who 
at heart sympathize with them without openly 
assuming their name are so anxious that Lenine 
and Trotzky shall be formally recognized as 
heads of a government with which civilized and 
honorable men may have relations and that the 
German people should, as far as possible, be 
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saved from the consequences of their public 
crime and their military defeat. 

If Americans could only be led to give up 
their historic patriotism for a sentimental hu- 
manitarianism the battle of the Socialist would 
be half won. This is why it behooves us to 
watch with anxious care each step that our 
government proposes to take in relation to in¬ 
ternational policy. If it is proposed to build 
a world of strong, independent, self-conscious 
nations with close and friendly international 
relations for the preservation of the world's 
peace, well and good. 

But if it is proposed to weaken or destroy 
nations in order to. build a world in which 
historic nations shall play but an insignificant 
part, and in which patriotism and love of coun¬ 
try shall disappear, then Americans should op¬ 
pose such a policy at every step and with the 
utmost vigor. 

Glance Backward in Pro g res s 

The sure mark of the reactionary is unwill¬ 
ingness to make use of the teachings of past 
experience or to read the lessons of history and 
apply them to the problems of today. The real 
reactionary, who is always an egoist, insists that 
his own feelings, his own desires, his own ambi¬ 
tions take precedence over anything that all 
the rest of mankind may have said or done or 
recorded. He wishes to start life all over again 
in a Garden of Eden of his own, with a private 
serpent and a private apple. 

The true progressive, on the other hand, is 
he who carefully examines the experience of 
mankind in order to see what lessons have al¬ 
ready been learned, what mistakes need not be 
repeated and what principles of organization 
and conduct have established themselves as 
sound and beneficent. Upon all this the pro¬ 
gressive builds a new and consistent structure 
to meet the needs of today in the light of the 
experience of yesterday. He does not find it 
necessary to bum his own fingers in order to 
ascertain whether fire is hot. 

Classes Fusible in America 

A still more subtle enemy of the American 
people is the widespread teaching that there is 
and should be a class straggle between those 
who have little and those who have more; be¬ 
tween those who work with their hands and 
those who work in other ways. The notion of 
fixed economic classes that are at war with each 
other is a flat contradiction to the principles 
and ideals of democracy. The doctrine of class 
conflict was made in Germany, and it represents 
a notice of social and political organizations 
wholly at variance with the principles and con¬ 
ditions of our American life. 

In this country we have no fixed economic 
classes and we desire none. The handworker 
for wages of today is the employer of tomorrow, 
and the door of opportunity is so wide open that 
he who begins in industrial, commercial or fi¬ 


nancial service at the bottom of the ladder may 
by competence and character speedily climb to 
its very top. 

Those who teach the justice and the neces¬ 
sity of a class struggle are not believers in 
democracy. 

They do not wish to lift all men up; they 
are bent upon pulling some men down. Their 
program is one of destruction, not construction; 
of reaction, not progress. They do not believe 
in the equality of men before the law and in the 
equality of opportunity for all men and all 
women; they believe in a cruel, relentless, ex¬ 
ploiting class. In other words, they believe in 
privilege and not in free government. 

The Strike is the Minority’s Weapon 

Recently the startling doctrine has been 
taught and practiced that the strike may be 
used to enforce the views and wishes of a small 
minority of the population in matters relating 
not only to public transportation and to other 
public utilities, but to political and public acts 
of every sort. 

This is to call back the Leberum Veto of an¬ 
cient Poland with a vengeance. According to 
this doctrine a group of individuals who do not 
approve of the tariff levied on wool may unite 
to make impossible the operation of a steamer 
which carries a cargo of wool from Argentina 
to the United States, or to prevent the unload¬ 
ing of such cargo when the steamer reaches the 
docks of New York. 

The Government of the United States may 
deem it necessary to send troops and to ship 
munitions to Siberia, but under this doctrine 
stevedores and longshoremen at the port of San 
Francisco and of Seattle would \be entirely 
justified in refusing to load or to permit to be 
loaded the vessels which were to carry such 
troops and munitions in case they as individuals 
should happen to disapprove of the govern¬ 
ment's policy in this regard. 

Bolshevist Appointed Ambassador 

We saw one journalistic adulator sent, with¬ 
out official commission but with high authority, 
to muddle our affairs with Mexico, and we saw 
him later turn up among the most active friends 
and agents of our Teuton enemies. We were 
told in explanation that, although without pre¬ 
vious training or public experience, he had re¬ 
ceived this important commission as a reward 
for having written in flattering terms of Pres¬ 
ident Wilson and his policies. 

It appears that this appointee busied himself 
with his pen, and that apparently just because 
he published a crude and fulsome eulogy of the 
president's personality and public conduct he 
was selected to represent the people of the 
United States. Not a fraction of one per cent 
of those who know his record would be willing 
to take his hand, and yet he represents America 
at a conference on the vitally important ques- 
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tion of the future of the Russian people and 
their relation to the rest of the world. 

A Sane Society of Nations 
Americans will tolerate no supergovernment 
to supplant their own Constitution, whether its 
seat be in some foreign city or in the council- 
chamber of some highly organized economic 
group, representative either of capital or of 
labor. They will insist on going forward in 
cooperation with other civilized and liberty- 
loving people to preserve and protect the peace 
and good order of the world, in full command of 
their own policies and unhampered by any en¬ 
gagements which public opinion would not per¬ 
mit the administration of the moment to keep, 
Americans have long urged, and would beyond 
question gladly welcome, a true society of na¬ 
tions, but it must be a society of nations and 
not any attempted international substitute for 
independent and self-governing, cooperating 
peoples. 


A HOMELY TRUTH 

“Work, work, work is the main thing/’ said 
Lincoln. Every man ought, by precept and ex¬ 
ample, to drive that homely truth home. 

We have had a world of false teaching on 
the subject in the past; we have written and 
talked about business as though the one great 
goal were to clean up enough money so as to 
live without work. There could be no greater 
fallacy, of course. The man who runs away 
from the game has signed his own death war¬ 
rant. 

The biggest and the happiest men have kept 
working right up to the end. “I have worked 
twelve hours a day for more than fifty years,” 
said Webster. Commodore Vanderbilt, Glad¬ 
stone, Bismarck, Voltaire—one could extend 
the list into pages—all worked into their seven¬ 
ties or eighties, and by keeping their minds 
open and growing, lived to a ripe old age, and 
died still young. 

There is no nobility but the nobility of 
achievement, and Ponce de Leon need never 
have left home to find the secret of eternal 
youth. Every man has that secret in his own 
shop or office if his heart is in his job, and the 
name of the secret is work. 


THE WAGE QUESTION 

Living costs are coming down. Bradstreet 
reports a decrease of 35 per cent. Every day 
the newspapers and magazines report further 
reductions. 

The past four years of high wages and high 
living costs have demonstrated a great truth. 
It is not the amount of money that a man is 
permitted to handle that counts. It is the 
amount of money he is enabled to save. 


Make plans ahead, but don’t make them in 
cast iron. 


DUTY, RIGHT AND PRIVILEGE 

There has been, is, and still will be much 
talk about “rights” and “privileges,” but not 
so much talk about “duties” and “obligations.” 
Some of this talk has been reasonable and wise, 
but by far the great bulk of it has been loose, 
irrational and most distinctly unwise, says the 
Valve World. 

In determining what are our rights and 
privileges and duties and obligations as citizens 
of this republic, most of us go at the matter 
from the wrong end of the line. We first try to 
find out what are our rights and privileges, 
leaving till some future day the consideration of 
our duties and obligations. 

The immigrant who lands on our shares is 
not here many hours until someone—and usual¬ 
ly one of his own tongue—has informed him in 
glowing terms that he is now the direct and 
immediate heir to certain “natural and inalien¬ 
able” rights. Among them may be mentioned 
the right to happiness, the right to a living, the 
right to his full share of the “good things of 
life,” the right to organize so that he may get 
a job, and the right to strike on that job for 
any reason or for no reason at all. 

Later, perhaps, after he has been here long 
enough to secure the right to vote, he may hear 
a few vague remarks about the duties and obli¬ 
gations which are supposed to go before his 
rights and privileges, but often by that time he 
has come to feel himself so strongly entrenched 
in his rights and privileges that he does not 
deem it essential to pay any attention to his 
duties and obligations. 

Our methods of teaching citizenship to the 
alien have been and still are in large part, on 
the cart-before-the-horse order. Whether or not 
we have “natural” rights and privilges, there 
can be no question that we do have natural and 
fundamental duties and obligations, and any 
method of teaching citizenship that does not first 
of all make these clear and insist upon their 
observance, preaches rights and privileges on a 
very shaky and unsubstantial foundation, or on 
no foundation at all. 

Let us be concerned about our duties and 
obligations as citizens and about discharging 
them faithfully, and our rights and privileges 
will come to us automatically and will abide 
with us, because of the firm foundation we have 
builded for them. 


LISTEN HERE 


One step won’t take you very far, 

You’ve got to keep on walking; 

One word won’t tell folks what you are, 
You’ve got to keep on talking. 

One inch won’t make you very tall, 
You’ve got to keep on growing; 

One little ad won’t do it all, 

You’ve got to keep ’em going. 
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Gas Cooking Range Sale Stunts 

(By Ernest A. Dench) 


J OHN BREUNER & CO., Sacramento, in¬ 
stalled a gas cooking stove in their window, 
with the gas turned on as in actual use. 
The following sign explained the reason: 

I We will pay for your first five-dollars worth of 
gas if you buy your gas stove here. 


Comparison Proof 

Powers, Portland, arranged five different 
makes of gas kitchen ranges on a large grass 
rug that covered the window floor. Large, 
round poster in the middle served to announce: 


* 1 Comparison Proves Blank’s Gas Range Best.” 


Theatrical Effect 

Meier & Prank, Portland, draped the back 
and sides of the window with black velvet. At 
the center rear was a large gold frame, enclos¬ 
ing a woman doll, attired in blue gingham and 
white apron, standing in front of a gas range. 
Subdued theatrical lighting was employed, 
thereby enhancing the stage effect. 

The Happy Home Maker 

Marks, Charleston, S. C., were responsible 
for “The Happy Home Maker” window. The 
trim was hung with old blue and white check 
draperies, while the floor space was covered 
with a white woven rag carpet. 

At the rear of the window was a beautiful, 
nickel trimmed gas cooking range, containing 
a complete assortment of aluminum ware as 
bright as silver. 

Presiding over the range was a life-size man¬ 
nikin, or rather “womanikin,” clad in a pink 


and white gingham dress and white bungalow 
apron, with a cook’s cap on her head. 

She was engaged in basting a papier mache 
roast chicken in the oven, and at the same time 
apparently keeping a watchful eye on the good 
things to eat the aluminum pots and pans con¬ 
tained. 

Window Card Arguments 

Public Service, Newark, recently exhibited 
in their show window several types of gas cook¬ 
ing ranges with a card laid on top of each 
range. The cards in question are given below: 


Were we to sell ranges based on present cost 
prices we would have to ask considerable more. You 
save by our foresight. 

The American Gas Range, built in American 
shops by American labor to cook the meals for 
American families. 

Mother is delighted with her new range because 
she knows that dust, fuss, worry and dirt have 
been banished. 


Natural Kitchen Touch 

In one of the Public Service Company’s win¬ 
dows was a gas toaster, containing deliciously 
browned pieces of toast. The toaster was placed 
over a gas range, which added to the natural¬ 
ness of the display. A card on hanger above 
the range pointed out: 


Don’t waste stale bread. Toast it on a gas 
toaster. Price 35c. 


Greens, Elizabeth, placed a gas cooking 
range at each side of their trim, balanced in the 
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middle with a fully equipped kitchen cabinet. 

Best Substitutes for a Maid 

The Southern Public Utilities Co., Charlotte, 
N. C., gave a timely slant to one of their news¬ 
paper announcements. It was entitled 4 ‘The 
Best Substitute for a Maid,” and the cut at the 
top of the ad showed a contented housewife 
presiding over a gas cooking range, against the 
background of a want ad newspaper page. The 
text matter was as follows: 


Maids are scare and hard to get—but housewives 
need not worry. 

Gas Service and the Gas Ranges are the best 
substitutes. With a gas range, cooking is cleaner, 
cooler, quicker by far than when it is done on a 
coal stove. 

The housewife can easily cook on the gas range 
herself with the expenditure of no more time or 
energy than is ordinarily necessary in giving in¬ 
structions to the maid. 


Trial to Test Merits of Range 

The Rochester Gas and Electric Corp., Roch¬ 
ester, came in the open with an attractive offer. 
They were willing to install a gas range in any 
home on a trial basis. A sufficient period was 
allowed the housewife to determine whether the 
range measured up to their advertising claims. 
If the range fell short of expectations, it was 
removed, with no hard feelings on the part of 
the gas company or the prospective purchaser. 

The Gas Range Situation in England 

While in England I noticed several clever 
advertising efforts on the part of the gas com¬ 
panies in connection with gas cooking ranges. 
The gas range business over there is almost en¬ 
tirely in the hands of the lighting companies, 
who make all sorts of inducements, from in¬ 
stalling a gas range free of charge, to charging 


a higher rate for the loan of the stove, in order 
to persuade housewives to use gas. 

Conditions are different in conservative 
Britain, and it is only by offering to install gas 
stoves on advantageous terms that the prejudice 
of the set-in-her-ways housewife can in many 
cases be overcome. During the war this sort 
of thing was stopped to a more or less extent, 
but the gas companies are gradually renewing 
their pre-war gas cooking range propositions. 
However, "this does not make the advertising 
suggestions that appear below of less value in 
pushing gas cooking range sales in America. 

Some Window Card Hints 

The Gas Light and Coke Company, London, 
England, employed the window card route to 
announce that: 


Gas Decreases Work and Increases Leisure. 


The window display in which the foregoing 
cards appeared contained a gas range in the 
middle, surrounded on the floor by pots and 
pans for cooking puposes. 


THE TROUBLE TODAY 

Two small boys — brothers — received as a 
Christmas present, given to them jointly, a fine, 
large rocking horse, the saddle of which accom¬ 
modated but one. While the novelty of the toy 
lasted both wanted to ride all the time and there 
was quite a constant dispute as to which should 
do so. The mother settled the matter by putting 
them both on together, one behind the other, 
and they rocked along in apparent peace and 
harmony while she stayed by and watched them. 
As soon, however, as she went about her house¬ 
hold duties, after warning them that there 
should be no more arguments, Johnny, who was 
in the saddle while Willie sat behind with his 
arms around Johnny’s neck, was heard to re¬ 
mark to Willie in what was intended to be a 
persuasive and convincing tone, “Willie, it 
seems to me that if one of us should get off I 
could ride better.” 

There are too many Johnnys today suggest¬ 
ing that everybody else should get down to 
earth while they are permitted to ride on undis¬ 
puted upon a high horse. 


EVERYDAY LOGIC 

A plumber and a painter were working in 
the same house. The painter arrived late and 
the plumber said to him: “You’re late this 
morning.” 

“Yes,” said the painter, “I had to stop and 
have my hair cut.” 

“You didn’t do it on your employer’s time, 
did you?” said the plumber. 

“Sure. I did,” said the painter, “it grew on 
his time.” 
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ORGANIZING CASTING CLUBS 

Tournament Casting—It's Relation to Scientific 
Angling 

Tournament casting, although not very widely 
known as a sport, is a favorite pastime among many 
members of the fishing fraternity and today there are 
numerous clubs in existence formed for the purpose of 
bringing men together to engage in competition over 
the casting pool. 

Through its fishing promotion division the Win¬ 
chester Repeating Arms Company of New Haven, 
Conn., have organized an active campaign fo enlighten 
sportsmen regarding the pleasure and benefits derived 
from tournament casting and to give them aid and 
assistance in organizing casting clubs. 



An American Sport 

Although tournament fly and bait casting has en¬ 
joyed considerable popularity in Great Britain and 
France where a number of tournaments have been held, 
the records established in these countries do not com¬ 
pare with those made by American anglers. It is the 
American sportsmen who have brought this most in¬ 
teresting pastime to its present high standing among 
outdoor sports. One might say with all propriety that 
it is an American game, satisfying an inherent Ameri¬ 
can passion in an entirely adequate way. 

Tournament casting has that touch of nature which 
makes all red blood Kin. It knows no caste, recog¬ 
nizes no social standing, neither age nor sex are handi¬ 
caps to its enjoyment. It is a call to a new fishing 
which all enjoy on equal terms without chance or 
fatigue. A robust physique it not required for effici¬ 
ency, the small ana frail are often the best casters, 
women become quite adept at the game as is evident 
by the number which can be seen on contest days at 
almost any dub. 

A Pleasure For All 

The uninitiated sometimes have difficulty in ap¬ 
preciating the actual pleasure and satisfaction that the 
sport affords. To the casual observer it is casting a 
weight or fly at a target on the water. To the partici¬ 
pant it is more than this. It is a mingling of mental 
and physical emotions together with the extreme en¬ 
joyment which results from something well accom¬ 
plished. 

Tournament casting appeals to the fisherman espe¬ 
cially and brings to him the lure of the outdoors to¬ 
gether with a spirit of keen competition. It brings 
him into the company of fellow fisnermen and the op¬ 


portunity to improve his knowledge on the subject of 
fishing. He will apply his skill developed at the cast¬ 
ing pool, to angling in the streams and thus become 
more efficient as a fisherman. 

The tired business and factory man finds relaxa¬ 
tion in casting without the exertion which accom¬ 
panies other sports. The frail need have no fear of 
fatigue for the mild exercise in the open brings ting¬ 
ling vigor to the worn body and shattered nerves. The 
social atmosphere and interest in a man’s sport will 
prove beneficial to all who take up casting. 



Objects of a Casting dub 

The advantages of membership in a casting club 
are manifold; not only do the members engage in 
casting but they also make a careful study of fish 
and fishing, the best places to fish, the lures and ho* 
to use them, methods of increased efficiency with rod 
and reel and other subjects which are taken up with 
the aid of experts. The object of casting clubs is to 
promote interest and appreciation of scientific ang¬ 
ling, to encourage the formation of clubs devoted to 
scientific angling or fly and bait casting, to lend 
moral support to all moves toward true sportsmanship 
in all sports, to assist in the propagation and protec¬ 
tion of game fishes, to influence legislation toward 
this end and to promote such social conditions as are 
incident to the sport of angling and tournament casting. 

Rods and RMs 

An important factor in successful tournament cast¬ 
ing has been criticised by some who have never been 
members of a club and have not participated in this 
outdoor sport on the ground that tournament rods, 
reels and lines used are not practical in actual fishing. 
Although this is true in some instances it is not so al¬ 
together, for let any veteran fisherman take up cast¬ 
ing and he will become a sure enough enthusiast. He 
wul learn more in one season at the casting pool than 
he could acquire in many years of fishing. While it 
may be true, that the tools used in tournament casting 
are made for that purpose, every rod, reel and line are 
of the finest quality and can be used successfully in 
real fishing. This is particularly true with the fly 
rods and lines. 

A Clean Sport 

We will not attempt in this article to describe the 
routine of a casting tournament. The impression one 
gains, however, from watching a contest will do much 
to raise his estimation of the sport. 4 * Let the best 
man win” is the motto of the tournament casters. 
There is no attempt to better the rules or browbeat the 
officials. One sees no attempt to rattle an opponent or 
man who may be casting before a large number 
of friends. There is no coaching from the side lines, 
no lecturing of contestants and the results of the events 
are highly noticeable in the behavior of the gallery. 
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The same people at a baseball game would not act in 
the same way. There is a difference, the difference is 
in the game itself, for casting is a game played by 
true sportsmen. 



The Tournament Caster As a Scientific Angler 

The experience gained from tournament casting has 
been demonstrated time and time again to be highly 
beneficial in actual fishing. The tournament caster 
has more than once demonstrated on the stream that 
he could reach spots and pools which others were un¬ 
able to locate at all. When the fish are rising in 
mid stream where it is too deep to wade, the tourna¬ 
ment caster, through his experience, is able to extend 
his line so as to reach them with success. It is only 
the veteran angler himself who spends the greater part 
of his time in fishing who can accomplish this without 
having practiced over the casting pool. 

In addition to the practice and experience gained 
in casting, the mingling with kindred spirits is an 
important part of the membership in a club. One may 
live in a community all his life and not know half of 
the anglers thereabouts but organize a casting club 
and you will make the acquaintance of all rood fisher¬ 
men in the vicinity. 

There is, therefore, an opportunity for sportsmen 
to broaden their knowledge and acquaintance through 
casting and to this end there should be a casting club 
in every community. 


IRELAND ALWAYS THEBE 

An Irishman and an Englishman were waiting for 
a train, and the Irishman said: 

“I will ask you a question, and if I cannot answer 
my own question I will buy the tickets. Then you ask 
a question, and if you cannot answer your own, you 
buy the tickets.” 

The Englishman agreed to this. 

"Well,” the Irishman said, "you see those rabbit 
holes? How do they dig those holes without leaving 
any dirt around them!” 

The Englishman confessed, "I don’t know. That’s 
your question, so answer it yourself.” 

The Irishman winked and replied: 

"They begin at the bottom and dig up!” 

"But,” said the Englishman, "how ao they get at 
the bottom to begin?” 

"That’s your question,” was Pat’s rejoinder. 
"Answer it yourself.” 

The Englishman bought the tickets. 


McKinney Chicago warehouse 

The McKinney Mfg. Co. of Pittsburgh announces 
the opening of a warehouse in Chicago. In connection 
with which the Chicago office of the company is being 
moved to larger quarters at 702 Wrigley Bldg. 


HOW TO CLEAN A STEEL KNIFE 

The so-called tarnishing of steel knives is the result 
as much of the wrong method of cleaning as it is of a 
chemical decomposition of the surface of the blade, ac¬ 
cording to official advice from the American Cutlery 
Bureau of Information. A badly polished steel knife 
will show more easily the effect of tarnishing tnan will 
one that has been well cleaned and polished before use. 
Experience, in fact, has proven that the best polished 
American steel knives, made of high class steel, are 
less inclined to tarnish than those of inferior quality. 

All tarnishing of steel knives can be avoided if the 
knives are cleaned immediately after use. The chemi¬ 
cal action of the acids which causes tarnishing requires 
a certain time to accomplish its purpose and the quicker 
it is interrupted the better it is for the future use of 
the knife. Do not leave steel knives lying uncleaned 
over night. Rinse the blade carefully in hot water 
after use and wipe it dry with a clean cloth. This will 
destroy the acids. If there is time, polish the blade 
with a fine powder polish. The polish upon the blade 
of a good steel knife is produced by very rapid friction 
which makes the surface of the blade absolutely smooth 
until it shines as does the polish on high class furniture 
or glass. 

Acids destroy the smoothness of the surface and eat 
not only into the polish but create small indentures in 
which food will decompose and help to make the tar¬ 
nishing of the blade permanent. Many machines and 
appliances for polishing knives are sold. The best to 
use, however, is an ordinary bottle cork and some fine 
polishing powder. No appliance can replace the sensi¬ 
tiveness of the hand ana a few rubbings with the cork 
will not only remove all the uncleaness from the blade 
but also renew the polish which is its natural protector. 
Before polishing rinse the blade thoroughly with warm 
water and dry it. After polishing a renewed rinsing 
and careful drying will remove the remains of the 
polishing powder. The essential purpose of a knife is 
to cut. Buying cheap cutlery is false economy. Ask 
your dealer for the best table cutlery, which is made in 
America. 


TODAY 

Sure this world is full of trouble— 

I ain’t said it ain’t. 

Lord! I’ve had enough an’ double, 
Reason for complaint. 

Rain an ’ storm have come to fret me 
Skies were often gray; 

Thorns an ’ brambles have beset me 
On the road—but, say, 

Ain’t it fine today! 

What’s the use of always weepin’ 
Makin’ trouble last? 

What’8 the use of always keepin’ 
Thinkin’ of the past? 

Each must have his tribulation, 

Water with his wine, 

Life it ain’t no celebration. 

Trouble? I’ve had mine— 

But today is fine. 

It’s today that I am livin’. 

Not a month ago, 

Havin’, losin’, takin’, givin’, 

As time wills it so. 

Yesterday a cloud of sorrow 
Fell across the way; 

It may rain again tomorrow, 

It may rain—but, say, 

Ain’t it fine today! 


"It is said that paper can be used effectively in 
keeping a person warm.” "That’s true. I remember 
a thirty-day note of mine once kept me in a sweat for 
a month.” 
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HOW TO ADVERTISE IN LOCAL 
NEWSPAPERS 

Some persons have the mistaken idea that 
retail newspaper advertising, to be successful 
and produce business, must be largely composed 
of bargain offerings. It is no more logical to 
think this way about retail newspaper advertis¬ 
ing than it is to think that goods cannot be sold 
on their merits or on the merits of the service 
the individual retail business man has to offer. 

Advertising an Investment 

When used regularly, even in a small way, 
there is less of gamble or chance and more real 
profit in this form of advertising than in almost 
any other medium of publicity. The reason is 
plain. The retailer, through his advertising 
talks to those with whom he is in close touch— 
the consumers who are in a position to become 
personally acquainted with the goods and ser¬ 
vices he has to offer. 

Standardize Advertising 

Hit and miss advertising is responsible for 
most of the waste experienced in this form of 
business effort. Spasmodic advertising seldom 
brings the kind of lasting results one would 
hope for, so the wisdom of planning your adver¬ 
tising and sticking to it cannot be over-empha¬ 
sized. 

The big thing is to decide definitely to ad¬ 
vertise, reach a decision as to just how 1 much 
you are going to invest in this potent business 
building force, and then advertise regularly, on 
a schedule, every day, once or twice each week, 
or every other week. Be consistent, that is the 
keynote of successful advertising. 

Let Advertisements Grow 

Advertising to be productive and keep a 
business before the public need not necessarily 
occupy big space. It is logical, however, that if 
a little advertising is good, more is better, with¬ 
in reasonably limits, and the retail advertiser 
should try to reach that point of highest effi¬ 
ciency in advertising by gradually enlarging 
space. 

Cleverness not Essential 

A plain, understandable story told in a con¬ 
vincing manner and set up in a readable form is 
the one that “gets across 19 with the reader who 
is quick to note any insincerity or forced effort 
on the part of the advertiser. 

So-called originality and mere cleverness 
should 8top long before they reach the point 
where they become exaggeration, for exaggera¬ 
tion in advertising quickly destroys confidence, 
which is one of the really big things you are 
working for. 

Prominent Headings 

All headlines (the sign posts of advertising), 
should stand out above the body matter. To 
do this it is not necessary that they be set in 
“box car” letters. Mere bigness and blackness 
are no more effective, and most times are not 


nearly as effective, as neatness and symmetry in 
display. 

Choosing Illustrations 

In choosing an illustration for an advertise¬ 
ment it is well to remember that an illustration 
has another purpose to serve than just attract 
attention. An illustration should be in perfect 
keeping with the story of the advertisement—in 
fact an illustration should be as much a part of 
the story as the reading matter itself. 

Choosing Borden 

An advertisement should stand out and make 
an attractive appearance on Ihe printed page. 
Borders help to gain this effect, but if they are 
too elaborate or ornate they overshadow and 
work to the detriment of the rest of the adver¬ 
tisement. 

Make Location Clear 

A retail advertiser, especially in a large city, 
is sometimes wise to supplement his street ad¬ 
dress in his advertising by identifying it with 
some more or less well known location, as “On 
Poplar near 26th Street,” or “opposite the Post 
Office,” or in some way give more information 
than just the street number of his place of busi¬ 
ness. 

Early Copy Means a Better Display 

When your advertisement is given to the 
newspaper at the last minute it is no wonder 
that the printer throws it together in any old 
way, just to get it out. So give the newspaper 
yours early. 


SUCCESS 

If you want a thing bad enough 
To go out and fight for it, 

Work day and night for it, 

Give up your time and your peace and your 
sleep for it. 

If only desire of it 
Makes you quite mad enough 
Never to tire of it, 

Makes you hold all other things tawdry and 
cheap for it, 

If life seems all empty and useless without it 
And all that you scheme and you dream is about 
it, 

If gladly you 11 sweat for it, 

Fret for it, 

Plan for it, 

Lose all your terror for Life and of Death for it. 
If you 11 simply go after that thing that you 
want, 

With all your capacity, 

Strength and sagacity. 

Faith, hope and confidence, stern pertinacity. 

If neither cold poverty, famished and gaunt, 
Nor sickness nor pain 
Of body or brain 

Can turn you away from the thing that you 
want. 

If dogged and grim you besiege and beset it, 
You 11 get it. — Berton Braley. 


Digitized by 


Google 



HARDWARE WORLD 


129 



SOME GOOD LAW FOB ORDER BLANKS 

(Copyright by Elton J. Buckley) 

I have had a great deal to say about the 
remedy when an order for goods falls down, 
either by the seller refusing to deliver or the 
buyer refusing to take. Naturally the remedy 
of the man who is the sufferer in such a case 
is an important thing, though not so important 
as it would be if more men were energetic in 
their own protection. Too many business men 
take these things lying down; that is the reason 
they happen so often. 

Usually when an order for merchandise falls 
down, and the victim of the breach starts in to 
see how he can get back, he or his counsel has 
to look over the whole body of the law. There 
are several classes of decisions in these cases, 
depending on the status which the order or 
contract had reached when it broke down. Pit¬ 
ting the particular case to the law applicable 
to it is not always easy. The average order 
makes no effort in its phraseology to do it. 

The other day, however, somebody sent me 
a contract blank which did try to do it. It was 
a form used by a Western flour mill to cover 
orders for flour, and contained lengthy and 
detailed provisions as to what the remedy of 
each party should be in case the other defaulted. 
It would be a good thing if all order blanks 
did this, and I therefore reproduce the provi¬ 
sions from the contract in question. 

These were the provisions prescribing the 
remedy of the seller in case the buyer refused 
to take: 

Par. 2.—On breach of contract by buyer, seller shall 
recover liquidated damages as follows: 

Clause 1.—As to any of the above goods shipped 
which buyer wrongfully fails or refuses either to accept 
or pay for, seller may resell same at public or private 
sale, without notice, any time within ninety days from 
date of such failure or refusal, and recover from buyer 
thereon difference between purchase price thereof here¬ 
in contracted and price obtained on resale, if latter be 
less than the former; also all incidental loss and ex¬ 
pense, including salesman’s time and expense, demur¬ 
rage, storage, cartage, reconsigning, additional freight 
charges, etc., and any carrying charge unpaid on such 
goods. Resale anywhere in the usual course of the 
seller’s business, and resale at any terminal market or 
at or near the destination shall be proper and prices 
received conclusive unless bad faith is clearly proven. 

Clause. 2.—As to any of above goods remaining 
unshipped by reason of buyer’s breach, seller shall re¬ 
cover damages as follows: (Here follows a calcula¬ 
tion practically establishing the profit on the unshipped 
part of the contract as the damages recoverable by the 
seller.) 


The following prescribes the buyer’s remedy 
if the seller refuses to deliver: 

Par. 3.—Subject to qualifications herein, as to any 

f oods which seller fails to ship within contract time, 
uyer is authorized to purchase within thirty days 
after such failure in the open market, at manufacturers’ 
prices, in quantity equal to that which seller so fails to 
ship, goods of the same quality as herein contracted 
for and recover from seller excess of price so paid, if 
any, over purchase price herein, which shall be nis sole 
remedy. 

These are the ordinary fundamental rules 
of law as to breach of contract to buy and sell 
goods, and there is nothing new about them 
except the fact that they are inserted in the 
contract blank so that the parties can know 
precisely what penalty they will incur if they 
fail to live up to their obligations. There is 
one point, however, in which the contract falls 
short, and that is the point over which most of 
the uncertainty arises, viz.; Has the contract 
reached such a stage that you can sue for the 
full purchase price, or must you sue only for 
your damages, i. e., the difference between the 
contract price and the price to which the price 
has declined. If the latter, the market may not 
have declined at all, and there are no real dam¬ 
ages. In such a case the delinquent buyer gets 
away with his breach. It is therefore highly 
important that the seller should have the right 
to sue for the full purchase price if it can be 
given him. That could be accomplished by the 
addition of the following to the above provi¬ 
sions : 

Par. 4.—Where the goods have been set aside to the 
use of the buyer, whether at the point of shipment or of 
delivery, but are still in the possession of the seller or 
his agent, merely, however, as security for payment, 
title shall be considered as having passed to the buyer, 
and the buyer shall be liable for the full purchase price 
in case delivery is tendered and refused. 


THE HYPNOTIC BUGLER 

J. R. Gamble, one of the Montgomery Ala., hand¬ 
some hardware merchants, is responsible for this: 

Two darkies hi a negro regiment were boasting 
about their company buglers. “G’long wit’ you, boy,” 
said one, “you ain’t got no booglers. We is got the 
boogler, and when ’at boy warps his lip around that 
horn and blows pay-call it sounds jus’ like that um 
Boston Bimphony band playin’ ‘the Rosary’.” 

“Well, if yo’ likes musik they is all right, but if 
yo’ is yearnin’ fo’ food, yo’ wants a boogler with an 
hypnotic note like we is got. Boy, when Ah hears old 
Custard-Mouth Jones discharge his blast, Ah looks at 
raah beans and Ah says, 'Strawberries, behave yo’- 
selves! Yo’ is crowdin’ the whip cream out o’ mah 
dish’.” 
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BREINIG BROTHERS FORM NEW PAINT 
COMPANY 

Probably one of the most interesting of recent de¬ 
velopments in the paint and varnish trade is the an¬ 
nouncement that D. E. Breinig and G. M. Breinig, who 
recently resigned from E. I. du Pont de Nemours & Co., 
Inc., are going- into business for themselves. The new 
firm will be known as Breinig Brothers, Inc., and has 
an authorized capital of $2,000,000—$1,000,000 preferred 
and $1,000,000 common stock. 

The fully equipped plant, formerly the Shaffer Color 
and Varnish Corporation, is located at Third, Grand and 
Adams Streets, Hoboken, N. J. The plant is four stories 
high, brick structure, the paint section being operated 
on the gravity system, while the varnish plant, with 
seven fires, is equipped with a Perry-Kalbfleisch Stack¬ 
less system. 

Offices will be located at the plant, which is con¬ 
veniently accessible both by tube and ferry, thus 
bringing all departments under one roof. 

The officers of Breinig Brothers, Inc., are: Presi¬ 
dent, Charles M. DuPuy, New York and Pittsburgh; 
vice president and general manager, David E. Breinig; 
vice president and sales manager, Granville M. Breinig; 
vice president and treasurer, James C. Ewing; vice 
president and secretary, L. A. Bennett. 

Not only will the experience and popularity of the 
Breinig Brothers assure success for the new undertak¬ 
ing, but the fact that several eastern capitalists who 
have not been interested before in the paint and var¬ 
nish trade are behind the enterprise means a solid 
foundation for the future of the business. 

Charles M. DuPuy is president of the Pennsylvania 
Bubber Co., vice president and chairman of the board 
of directors, Chelsea Exchange Bank of New York; 
vice president, Morewood Bealty Holding Co., New 
York; director, Connellsville Central Coke Co., Pitts¬ 
burgh; president, J. H. Parish Tire Co., New Haven, 
and president, The Tire 8ervice Corporation of Penn¬ 
sylvania. 

Herbert DuPuy is president of the Connellsville 
Central Coke Company; president, Morewood Bealty 
Holding Co., New York; director, Farmers 9 Deposit 
National Bank of Pittsburgh, and was formerly chair¬ 
man of the board of directors of the Crucible Steel 
Company of America. 


James C. Ewing is president of the Langham Hotel 
Co., New York, and a director in the Chelsea Exchange 
Bank. 

Lamar Hardy is a well-known New York attorney. 
He was formerly corporation counsel of the city of New 
York under the Mitchell administration. 

Seneca G. Lewis is vice president and general mana¬ 
ger of The Pennsylvania Bubber Co. 

George M. Townsend is president of the Boyce 
Motometer Corporation, Long Island City. 

L. A. Bennett is not unknown to the paint and 
varnish trade. For the past year and a half he has 
been connected with the DuPuy interests. He will be 
actively associated with the Breinigs in the new com¬ 
pany. 

The Breinig family have been in the paint and var¬ 
nish business for three generations. David E. Breinig 
was formerly president and general manager of the 
Bridgeport Wood Finishing Co. When that company 
was purchased by the DuPont Co., in 1917, he became 
sales manager of the paint and varnish division in 
New York. He is a director of the Lithowhite Silex 
Company of Still Bdver, Conn., and a member of the 
bureau of education of the Paint and Varnish Manufac¬ 
turers Association. 

Granville M. Breinig was assistant general manager 
of the Bridgeport Wood Finishing Co. When taken 
over by the DuPont Co., he became assistant sales man¬ 
ager in the paint and varnish division at Philadelphia. 
He was then appointed northwestern sales manager of 
the same division, with offices in Minneapolis. In 
September, 1920, he was made manager of trade sales of 
the paint and varnish division, with headquarters at 
Wilmington, Delaware. 

Breinig Brothers, Inc., will manufacture a complete 
line of paints and varnishes for the dealer and dis¬ 
tributor, and in addition will specialize in industrial 
paints, varnishes, enamels, stains, etc. The new line 
will be put out under attractive labels, accompanied by 
a complete line of advertising matter, color Cards, store 
features, etc. 

It is understood that their organization is practi¬ 
cally completed. The plant is now in operation and it 
is expected that by February they will De prepared to 
present their proposition in detail to the trade. 


PUTTING OKLAHOMA IN THE HIGH MOUNTAINS 



We presume that the con¬ 
ductor on the incoming rail¬ 
road train to the home town 
of B. Howley & Sons is 
Oklahoma exclaims just as 
we did when he saw Hr. 
Howley *s recent window 
display—Okeen. 

As a matter of fact, this 
window of B. Howley $ 
Sons at Okeen does more 
than show sporting and out¬ 
door goods effectively. It 
instills in the blood a wild 
desire for one of the finest, 
cleanest, healthiest sports 
one can indulge in—the 
great outdoors. 

The trim was made by W. 
H. Wooten of the Howley 
organization, and is a credit 
to his efforts and abilities, 
as well as to the advanced 
sales methods of B. Howley 
& Sons. 
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Dealers’ Helps 

1. A two-color, 4-page folder 
entitled ”Tbe Better the Kettle 
the Better the Food.” 

2. Color display cards for win¬ 
dows. 

3. Mrs. Vaughn’s Invaluable 
book, “The Art of Canning and 
Preserving.” 

4. A handsome display rack in 
mission finish large enough for 
five kettles. 


Your Customers Will Know About These 
Splendid Kettles—and Want Them! 


THE incomparable line of WAGNER CAST ALUM- 
1 INUM PRESERVING KETTLES is to be featured 
in our extensive Spring advertising in The Ladies’ 
Home Journal, Good Housekeeping, Delineator, 
Woman’s Home Companion, Pictorial Review and 
American Cookery. 

Your customers will read this advertising, and they will want 
these kettles. Yon will find this a most profitable assortment to 
handle. In thousands of homes today there is real pride and 
delight manifested in the use of WAGNER CAST ALUMINUM 
WARE. 



PRESERVING KETTLES 

"From Generation to Generation** 


Your customers know Wagner Ware now. They demand it be¬ 
cause of the obviously superior quality as well as its beauty and 
charm. They are perfectly willing to pay the slightly higher 
price because they know the additional value is definite. 

Display WAGNER PRESERVING KETTLES—make a bid for 
this good business. Use the dealer helps that we furnish. 

Remember—every piece of WAGNER WARE you sell not only 
makes you a sale profit, but creates a satisfied customer for your 
store. “From Generation to Generation 1 ' is literally true. 

WAGNER PRESERVING KETTLES are made in 11 sizes, capac¬ 
ity 2 quarts to 24 quarts. 

Check over the selling helpe and write as what you can use. 


THE WAGNER MFG. COMPANY 

DEPT. 205, SIDNEY, OHIO 


Manufacturers of the famous line of Wagner Caat Aluminum and Iron 
De Luxe Cooking Utensils 
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An Important Message 
to All Dealers in 

PYREX 

Oven Ware 

i 

- I 

I 

PYREX SALES DIVISION 

Corning Glass Works j 

Coming, N. Y. | 

We are advising all dealers that present prices on Pyrex j 

Oven Ware are guaranteed against decline for the balance of | 

this year’s requirements. 

We are practically the only institution which was willing to 
eliminate their profit and maintain prices when it would have 
been easy to advance with the demand during the past five 
years, and we believe our customers appreciate the holding of 
our prices than and will be glad to learn now that Pyrex is j 

one line they can purchase with confidence and without fear of f 

a price slump. j 

We will now accept orders for shipment throughout the 
year. 

April 15, 1921. | 


Advertising material, folders, window trims, display cards, electro¬ 
types furnished to all dealers on request. 

CORNING GLASS WORKS 

Originatora and Patenteea of Transparent Oven Ware 

CORNING, NEW YORK - - U. S. A. 
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Does Your Hose Stock Look Like Tiiis 

This iS nOt eaSy tO reAD iT Is MadE u p oF DiiFErEtiT SisEs aA/D sTYIes OF 
TypE. suPpOse EvERythlng yoU hAd tO re Ad wAs set uP likE this—woULdn’t iT Be 
an AgGi?avat/oN ? aA/b />Rogr£Ss wOuld Be SLow anD UnceRtAin. 

OR ARE YOU STANDARDIZED AND UNIFORM? 

These letters are of a uniform size and style. You can read these sentences rapidly 
and with scarcely any effort. Other things, if made to agree with one another in size, 
form and style, would save time and labor. 


O NE comes into various contacts with hose 
in moving about the world—gets various 
angles on hose—so we might be seriously 
misunderstood and subject to action for libel 
were we to fasten the title 4 ‘hose expert” on 
an otherwise good-natured 
and big-hearted hardware 
man. 

Let us then be clearly 
understood as referring 
throughout to garden hose, 
made of (not to) rubber, and 
that the connoisseur is none 
other than our good friend, 

J. B. Lippincott—c ailed 
“Lip” by the trade and for 
all the years of his busi¬ 
ness career a trade mission¬ 
ary for the products of the 
Boston Woven Hose & Rub¬ 
ber Co. (It is now an open 
question whether Boston is 
more famous for her garters 
or for her hose.) 

“Lip” started in Phila¬ 
delphia, where he introduced 
and was introduced by Bos¬ 
ton hose until he was manar 
ger of the company’s branch 
on Chesapeake Bay. 

But the “Cradle of Liber¬ 
ty” wasn’t big enough for 
him, so he rolled up his 
sleeves and wound up his 
reels and crossed the conti¬ 
nent. With F. M. Beall he 
formed the Lippincott-Beall Co. and the organi¬ 
zation has since successfully represented Boston 
hose throughout the entire West. 

Simplifying Hose Sales 

It is now his pleasure and opportunity to 
take part in the company’s very interesting 
standardization campaign. The undertaking is 
unique and yet in line with the general indus¬ 
trial and manufacturing tendencies of the day. 

Standardization of hose and rubber products 
has to assert itself against the same influences 
that block the way of other moves in the same 


direction: Habit, provincialism, prejudice, out¬ 
worn customs and regulations, narrow labor 
and political enforcements, even short-sighted¬ 
ness on the part of the trade—all these are 
barriers in the course. 

Yet in spite of all opposi¬ 
tion the Boston Woven Hose 
& Rubber Co. developed a 
standardized line. A few 
years ago the company 
packed jar rings under 6100 
brands, each one different, 
each one requiring a new set 
of operations. 

When it is realized that 
the company makes and sells 
from ten to fifteen different 
lines of merchandise, each 
with its many varieties, some 
idea of the complexities in 
manufacture can be gained. 

Add to this the fact that 
every jobber must stock the 
full line in each case, and 
that each salesman must be 
familiar with all these hun¬ 
dreds of items, and that the 
merchant must carry small 
lots of a great variety of 
sizes, grades and styles, here 
is where the inefficiency, lost 
effort, wasted energy was 
most apparent. 

%-in. Hose. Satisfies All Wants 
So the company and its 
representatives (including of 
course our energetic friend, J. B. Lip) are wag¬ 
ing an aggressive campaign to popularize sin¬ 
gle-size garden hose. 

It has always been taken for granted that 
every merchant must carry % and % in. hose 
in all brands and grades. And in passing let 
us remember that there are some 5000 different 
brands of garden hose, and there is many a 
merchant who still has the idea that he cannot 
be true to himself, his customers or the jobbers’ 
salesmen who call on him without carrying a 
goodly proportion of these 5000 brands in stock. 



J. B. LIPPINCOTT 

He’® still J. B. Lippincott—“Lip”—even 
though our photographer was fortunate in 
catching a cubist, psychical view of him 
which cross-sections his thought. 80 per¬ 
meated ia he with Boston hose that his 
thoughts take full control, manifesting in all 
“six” senses—one more than the average 
man. He eats, sleeps, hears, thinks, tastes 
and sees hose. 
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The Boston Woven Hose & .Rubber Co. struck 

a happy medium between the two sizes and 
strongly recommend %-in. hose to do all the 
work. It has been proved that it will carry 
just as much water as the %-in., whereas it is 
lighter to handle, takes up less room, and by 
performing the function of the two former 
sizes, it enables the merchant to do away with 
half his stock, thus decrease his investment and 
double turnover. 

The average man or woman who buys hose 
wants it for the garden or for the laundry. The 
company made a careful trade investigation and 
found that a great majority of the orders and 


demands were for even 25 and 50 foot length* 

So to make things even more convenient for 
the merchant and the consumer, the Boston 
brands—Bull Dog, Milo and Good Luck—are 
cut and wrapped at the factory in separate 25 
and 50 foot coils, in addition to the bulk reel 
which every merchant expects to carry. 

Similar standardization has been made with 
a single line of jar rings, three lines of belting, 
a single line of motor fabric, and so on through 
the whole list. This move for economy and 
efficiency is one that benefits all concerned, one 
that deserves hearty commendation and encour¬ 
agement. 


OPPORTUNITY 

Why say you never had a chance, 

That luck has turned you down ? 

Such words are for the foolish man, 
They never win renown. 

It takes some grit to keep the pace, 

To rise to heights above, 

To conquer in the daily strife, 

To push, yet never shove. 

Tis you, and you alone, who makes 
Your future dark or bright; 

No one can rob you of the place 
Which is your lawful right 

Whatever comes, just forge ahead, 
Determined, earnest, quick. 

There’s always room right at the top, 
But you must start—and stick. 

—Pearl Holloway. 


A PRACTICAL ANSWER 
4 'If I cut a beefsteak in two,” asked the teacher, 
4 'and then cut the halves in two, what do I get?” 
"Quarters,” returned the boy. 

"Good. And then again?” 

"Eighths.” 

"Correct. Again?” 

4 4 Sixteenths.'' 

44 Exactly. And what then?” 

4 4 Thirty-seconds . 11 
"And once more?” 

"Hamburger,” cried the boy, impatiently. 


“ACCO” FLOWER BASKETS 

The American Chain Company is 
probably the greatest "omitter” of 
flowers on the face of the earth. 
Through the use of Weed skid ehains 
thousands of fatal accidents are pre¬ 
vented. The flowers that might serve 
a more mournful purpose are pro¬ 
vided for in the new Acco flower 
baskets. 

The basket is artistically woven 
of wire and is suspended by three 
chains which hang from the ceiling, 
rafters or from any overhead railing. 
These Acco baskets are said to be 
just the thing for artificial flowers, 
ferns or any other small vines which 
are used all the year around on 
porches or in other parts of the 
house. They are supplied in three 
finishes: Green, white and special 
rust proof. 


OPTIMISM ALWAYS LEADS TO 
PROSPERITY 

When all is said, YOU are the man that will 
hasten or delay Prosperity. You know what 
you are doing now, and what you are doing is 
exactly what the other fellow is doing, and per¬ 
haps he’s watching you and taking his cue from 
you. 
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Mary Anne Confesses 



TO MY ADMIRERS: 

You would never imagine there are so many inquisi¬ 
tive, forward people in the hardware business. Hard¬ 
ware is such a staid, solid sort of business that I have 
always imagined the people in it were pla(i)n(e) and 
level-headed! 

But since I allowed my picture to be published in a 
recent edition of the Hardware World, and since 
becoming better acquaint¬ 
ed with hardware and its 
people, I have been sur¬ 
prised and astounded at 
the personal inquiries that 
have come to the office of 
the Hardware World. If 
any other hardware wo¬ 
man reads these words and 
wants lots of correspond¬ 
ence, just let her send her 
picture to the editor for 
publication. If all these 
people who have asked 
about my costume read all 
the advertisements in the 
Hardware World, I can 
very well see why it is 
there are so many hard¬ 
ware manufacturers ad¬ 
vertise. Their announce¬ 
ments are certainly before 
the public, just as I have 
been. Speaking in truly 
professional terms, they 
certainly “bit” at what 
they “saw.” 

Let me say that I am a 
common, average, every¬ 
day - but - Sunday member 
of the trade who knows 
mqre about household 
hardware from a consum¬ 
er's standpoint than the 
base price of a keg of nails 
we hear so much about. 

My real debut into the 
Hardware World was at 
the suggestion of our good 
friend, Al. Colludi. display 
man for Charles Brown & 

Sons. Let me confiden¬ 
tially tell you who do not 
know “Al” that he is a 
mighty well chosen display 
man. He looks and acts 
and is the part. Then he 
carries his principles into 
practice by making 
Charles Brown’s windows 
famous the nation over. 

When 4 4 Al ” used to 
tell me the fun he had 
44 dressing” the windows 
and how the people looked 
in so longingly and were 
so interested in the goods I questioned whether the in¬ 
terest was in the windows or in 44 A1.” 

So we arranged a little wager on the side. I said 
that if he would dress me in hardware clothes I could 
prove that there would be more interest in the clothe* 
than in me. Of course, being a gentleman and gallant, 
he took my side and said that clothes would not make 
the woman in this case. Nevertheless, I insisted on* 
them, and it is hard to say which attracted the most 
attention. At any rate, there was a crowd and I had 
quite a reception. I was more fortunate than the 


ordinary debutant under similar circumstances in that 
I had a good quarter inch of plate glass between me 
and the receiving 1 line. Through it all I received quite 
a number of swats without any brick-bats, and hundreds 
of winks, smiles and nods from the opposite sex. 

Max Brown and Mr. Colludi insisted that I have my 
picture taken and I was mighty proud to, for I consider 
my appearance more tribute to Al than myself. 

Now that I have be¬ 
come a hardware journal¬ 
ist, I am at liberty to 
choose this for publication 
as my favorite picture. 

I will describe how I 
was dressed, for I kno^r 
you are anxious to know. 
Mr. Colludi vouches for 
the hardware terms, 
though the sartorial refer¬ 
ences are of course my 
own. 

My hat was a modish 
creation with an 0-Cedar 
dust cloth as a base. Two 
spout tea strainers stood 
on top of the crown as 
pompons, while the other 
trimmings were upholstery 
buttons or tacks, just the 
things for fancy hat pins. 
Two slender plumes on the 
left side were calipers. A 
military effect was added 
in two rows of 4 4 gold 
braid” made of brass 
chain. 

As to my dress, the 
skirt was rubber matting, 
and small coin mats were 
used for the bolero jacket. 
The bodice was of pot 
scrapers, which gave quite 
a soft, lacy appearance. 
The sleeves and tunic were 
of fine wire netting, 
trimmed with bands of 
steel wool, just like gray 
squirrel fur. Elegant brass 
refrigerator hinges were 
used for a belt, with a 
glass cabinet knob for a 
buckle. 

From this belt was sus¬ 
pended a brass chain stud¬ 
ded with hinges which 
hung down over the tunic 
and was caught at each 
lower corner with a thick¬ 
ness gauge rosette, ap- 
pliqued or embroidered on. 
The bottom of the skirt 
was trimmed with fish 
nooks and upholstery nails. 
My ermine scarf and 
muff upon closer examination you will find were made 
of mops trimmed with bottle brushes and edged with 
the same steel wool squirrel fur. 

The hand bag in my right hand was designed from 
small lamp shades. My only jewelry was a pair of 
earrings made of bird cage springs, and a necklace, 
the pendants of which were fishing spinners. Last, but 
not least, the corsage bouquet was a pretty selection of 
fishing flies. 

Thanking you, one and all, 
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At Home with Matthias Ludlow 






The Ludlow-Squier establish¬ 
ment has the distinction of 
fronting on two streets, em¬ 
bracing what is known as one 
of the bnsiest corners in the 
world. 


changing conditions discouraged the proprietor 
of the business and Mr. Ludlow saw his job 
disappearing. In 1905 he took over the business 
and erected a sign, “Matthias Ludlow, Hard¬ 
ware/’ over the door. 

For the past 16 years the business has grown 
and developed under his master mind. In fact 
the opportunity was great and Mr. Ludlow 


ATTHIAS LUDLOW, president of the 
National Retail Hardware Association, 
is known in name or person to thousands 
of hardware merchants in the United States, 
and rightly so. He is an able, sincere, earnest 
representative and stands among the foremost 
of hardware men. 

Naturally our readers are interested as to 
the retail business bearing his name, where he 
has learned his lesson. Ludlow & Squier Hard¬ 
ware, 97-103 Market and 239 Washington St., 

Newark New Jersey, is a busy 90-man-power 
institution on one of the busiest corners in the 
world. Through his work and experience and 
study in the house of Ludlow & Squier, he has 
endowed himself to extend his influence beyond 
the home community into state and national 
trade affairs. 

When he was 17 years old Matthias Ludlow 
became a hardware “man,” and he has never 
wavered from that decision one iota. He has 
held one job in his life, the one he drifted into 
when he left business college into the same in¬ 
stitution of which he is today the proprietor. 

Starting as an errand boy he worked him¬ 
self up into the dignity of a clerk. He continued 
as an employe of the firm for 22 years, when 

found the place he had set for himself required 
more attention than he could give it. So he 
brought into the business as a partner Henry 
S. Squier. The firm of Ludlow & Squier was 
incorporated with Mr. Ludlow as president. In 
a year the company took into the firm Charles 
R. Wilcox as vice president and secretary. Mr. 
Ludlow now has his two sons with him, LeRoy 


An early morning view of 
the Ludlow Squier entrance, 
for at any other time of the 
day there is always a crowd 
of buyers coming and going. 



Mr. Ludlow makes no pretense of having the “ finest M hardware establishment in the country, but there is 
a solid, substantial look about this tool department that bespeaks the character of the Institution. In any 
event, they “do the business. M 
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Next to Mrs. Ludlow, it is 
but natural that the sons 
should follow close in the 
father's affections, and in 
close succession is his love 
and pride in the institution. 
Mr. Ludlow’s sons are valu¬ 
able co-workers with him. 



LEROY M. LUDLOW 


R. A. LUDLOW 


There has been a nat- 
ular curiosity on the part 
of many hardware deal¬ 
ers to know pust what 
kind of an institution 
Mr. Ludlow conducts. 
This curiosity can be 
partially gratified, al¬ 
though the photographs 
do not do it justice. 



It is the regret of the 
Hardware World that 
they do not have the 
privilege of showing the 
photograph of Mrs. Lud¬ 
low, for in a way she 
may be said to be the 
power behind the insti¬ 
tution, as love and affec¬ 
tion are really the in¬ 
centive that moves men 
to accomplishment. 
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Another view of the Ludlow-Squier establishment, which does a larger retail hardware business, not alone in 
New Jersey, but in New York as well, than in any other institution. 


M. Ludlow and R. Archer Ludlow, the latter a 
veteran of two years overseas service during the 
war. 

On the World’s Busiest Corner 

It has been said that the corner of Market 
and Washington Sts. in Newark is the busiest 
corner in the world. Separated by only a few 
minutes from the metropolitan district of New 
York, a great volume of Mr. Ludlow’s business 
reaches right into the heart of New York. In 
all directions the business reaches out and sup¬ 
plies the general hardware needs of this tre¬ 
mendous metropolitan community. 

Builders’ hardware and tools have been 
specially featured, although the company also 
distributes wrought iron pipe, steel pulleys, 
leather belting, belt lacers, sheets, sheet pack¬ 
ing and contractors’ supplies. 

Mr.' Ludlow is in no way narrow or con¬ 
strained in his sympathies or actions. During 
the war he was chairman of the hardware sec¬ 
tion of the Newark Liberty Loan organization 
and he shows his public spirit consistently in 
community service. 

Many Mansions in His House 

Mr. Ludlow is a member of the Advisory 
Board of the Pennsylvania & Atlantic Seaboard 
Hardware Assn; president of the Metropolitan 
Hardware Assn.; director of the Hardware Mu¬ 
tual Fire Assn, of Pennsylvania; member of the 
Hardware Club of New York. He is also a 
trustee of the First Baptist Church and active 
in a number of fraternal orders; vice president 
of the Roseville Real Estate & Investment Co.; 
vice president of the Merchants Assn, of New¬ 
ark; member of the Down Town Club of New¬ 
ark ; the Newark Athletic Club; Newark Board 
of Trade, and Kiwanis Club. 


This is rather a formidable list of enter¬ 
prises, but Mr. Ludlow is very decidedly a for¬ 
midable fellow, unselfish of his time he is a 
shining example of the man who gives much 
and benefits much from organization experience 
and the broadening of mind which comes to 
those who mix with their fellows and comes to 
know them and be understood by them. 


VISE SALES MADE EASY BY NEW PREN 
TISS VISE DISPLAY BOARD 

After more than 50 years of ex¬ 
perience in making and selling 
vises, the Prentiss Vise Company of 
New York is firmly of the opinion 
that dealers who have been con¬ 
sidering the vise business a slow- 
moving, necessary evil, ean with 
but little effort make it one of the 
best selling departments in their es¬ 
tablishment. 

In justification of this theory, 
the Prentiss Company, which man¬ 
ufactures all types of vises from 
the tiniest jeweler’s implement to 
the largest shop vise, points out 
that in every trade ana industry, 
in the home and on the farm, vises 
are in as constant need as ten-penny nails or hammers 
and wrenches. 

That vises have been allowed to fall into the “ slow- 
moving ’ 9 class is laid at the doors of the dealers, them¬ 
selves. They have been hiding vises under counters or 
in remote corners in their stores and allowing them to 
‘ ‘ sleep ’ 1 until some customer calls for one. 

On the other hand, the Prentiss Company advances 
that if vises were properly displayed they would sell 
as easily as any article in the hardware stock. 

To this end the Prentiss concern is furnishing deal¬ 
ers, free of charge, an exhibit stand of iron. Japanese 
finish, which can be placed in a convenient place in the 
store. Attached to the stand are types of vises most 
generally used. The exhibit will form a handsome 
addition to the store fixtures, a most interesting win- 
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Builders’ hard¬ 
ware is one in 
which Ludlow- 
Squier take much 
pnde, and an enor¬ 
mous business is 
done. At its head 
is W. G. Van 
Ness, to w h o m 
much credit is due, 
but we could not 
prevail upon him 
to allow our read¬ 
ers to meet him 
face to ffcce 
through our pages 
at this time. 


dow display, to say nothing of the help it will be in 
increasing tne sales of vises. 

In offering this stand as the means to increase vise 
sales, the Prentiss Company are following the course 
laid down by Woolworth, of 5 and 10 cent store fame, 
who insisted that everything in his stores be displayed 
on the assumption that an article properly displayed 
created a desire to buy. 

The Prentiss Company has iust launched an exten¬ 
sive advertising campaign and is furnishing dealers 
with handsome colored window and counter cards which 
will do good work in helping dealers to “move the 
goods. ’ 9 

For particulars regarding the free sales stand and 
other features of the new sales campaign, address the 
Prentiss Vise Company, 107 Lafayette Street, New York 
City. 


, STEAM PRESSURE COOKING WINNING 
FRIENDS EVERYWHERE 

“Steam the food,” has become the cry of domestic 
science experts everywhere. 

* 1 Only a steam cooker, ’ ’ they claim, * 1 will retain the 
health-giving properties of food, cereals, vegetables and 
meats. ’ ’ 

In a recent lecture, Dr. R. S. Boynton of Bellingham, 
Washington, a member of the Central Society of Physi¬ 
cal Therapeutists, stated: “Vegetable peelings and 
fruit rinds spell health, while milk not pasteurized is 
a nourishing food. But even this will not replace the 
vegetable water that goes down the kitchen sink. If 
people must throw away something, let them throw 
away the bulk of the peas and beans and potatoes and 
save the water, into which has been boiled all the 
nourishment that they contain.” 

By the steam pressure process each food is cooked in 
its own juice—as it should be in order to remain deli¬ 
ciously flavored, wholesome and nutritious. Time, fuel 


and attention spent in the preparation of foods for the 
table are greatly reduced. 

To meet the large and ever-increasing demand for an 
appliance which would allow every housewife to enjoy 
and profit by the new science, the Northwestern Steel 
& Iron Works, Eau Claire, Wis., has developed and 
placed on the market the National Aluminum Steam 
Pressure Cooker. 

In the National, food is cooked under a uniform 
steam pressure of from one to twenty pounds—a pres¬ 
sure that is equal throughout the interior of the 
cooker. 

Because of this the steam quickly penetrates the 
food and completes the cooking process in much less 
time than would be possible by any other method. 
Furthermore, uniformity and equality of pressure pre¬ 
vents any possibility of escape of either flavor or nu¬ 
tritive value. The result is better and more thoroughly 
cooked food with all its flavor and wholesomeness re¬ 
tained. 

Cooked in a National, the toughest meat or fowl 
becomes deliciously tender. The thrifty housewife soon 
finds that she can materially reduce her food bills by 
using cheaper cuts of meat. 

Once the food to be prepared is placed in the cooker, 
the only attention necessary is during the few moments 
required to generate the desired steam pressure. The 
heat is then reduced to a point just sufficient to main¬ 
tain the pressure. Foods require no turning, no basting, 
no watching—they cannot stick or burn. 

National Steam Pressure Cookers are constructed 
along strict quality lines. Each outfit is thoroughly 
tested before leaving the factory and each one carries 
an absolute guarantee, perfect material and workman¬ 
ship. 

Nation-wide publicity in the leading women’s maga¬ 
zines and other publications is but a part of the well- 
developed and far-reaching selling plan which is being 
carried to thousands of women every month. 
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One of the most enterprising and progressive hardware jobbers in the far West is the Yakima Hardware 
Co., and that they have the facilities for handling the trade in their territory is plainly evidenced by two 
of their warehouses shown herewith. 
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YAKIMA HARDWARE COMPANY’S 40TH 
BIRTHDAY 

The West is a region of magnificent distances and 
widely scattered centers of distribution, from which 
focal buying points trade lines run out like the radialB 
on a spider’s web. 

As the country becomes more and more settled and 
more thickly populated, new distributing centers are 
established, and new jobbing houses have grown up, 
usually from the ranks of prominent enterprising retail 
merchants in the larger cities in the territory. 

Such a comparatively new member of the family of 
jobbers, but among the older hardware houses in the 
West, is the Yakima Hardware Co. Ia the center of 
the great apple and wheat growing district of the 
Yakima Valley, this rich region in central Washington 
will be more important through the government Colum¬ 
bia Biver Irrigation Project. 

The Yakima Hardware Co. was established in 1881, 
when the town was first pioneered, the first proprietors 
being Messrs. Imbrie k Bowe. These men secured their 
supplies from Portland, up the Columbia to The Dalles 
and thence by pack train to Yakima City. 

Between the partnership of those days and the cor¬ 
poration of today, the capital has grown to $500,000, 
with a great warehouse and a wholesale department 
which supplies the entire center of the state and the 
ever-growing retail business. 

Five traveling men represent the company on the 
road. Daring the last year, 117 carloads of merchandise 
have been received at the warehouse, while 15 carloads 
were routed direct from eastern factories to wholesale 
customers. 

The company has been working on a general catalog 
for some time and it is now in the printers 1 hands. 

The officers of the company are: Qeo. S. Rankin, 
president; B. C. Sinclair, vice president; W. A. Bell, 
secretary and general manager; E. A. Townsan, treas¬ 
urer; A. E. Darling, sales manager of the wholesale de¬ 
partment, and Geo. V. Bankin, sales manager of the 
retail department. 


NEW ONEIDA DESIGN 

The Oneida Community, Ltd., have just brought out 
a new design in Community plate—the Grosvenor. It 
is a raised design of the Adam period, in bright plati¬ 
num finish, and is attracting much favorable attention 
from the trade. Aside from the style of finish, the 
featnre that is attracting most interest, perhaps, is 
the knife blade, which is of the French style. 

Many aggressive dealers are stocking this line. 



“JUDGE” GROSSCUP INSPIRES WESTERN 
TRADE 

One of the “leavening” influences at work last 
month to “raise” the trade “loaf” was the visit of 
“Judge” Harlan G. Grosscup, western sales manager 
for the Lovell Manufacturing Co., Erie, Pennsylvania. 

Although Mr. Grosscup has represented the Lovell 
Manufacturing Co. for nearly ten years, and is not a 
newcomer in the West, nevertheless there is always a 
mutual pleasure and satisfaction in renewing old friend¬ 
ships. making new ones, and bringing Lovell Wringers 
to the attention of the buyers. 

Mr. Grosscup finds the need of increased thrift and 
economy an advantage to the manufacturer of such 
household saving devices, as wringers. As a balm- 
spreader for the nousewife, Mr. Grosscup finds that his 
work shows more and more possibilities as time goes 
on, and his natural enthusiasm for Lovell wringers as 
well as his optimism and confidence in general business 
is reinforced by this conviction that he is bringing ease, 
comfort and saving to the community and the national 
housewife in the behalf of the Lovell Mfg. Co. 


The Guyman-Wilson Lumber Co. of Wichita, Kans., 
are adding automobile accessories, builders’ hardware 
and sporting goods to their stock. 


WE WANT BETWEEN NOW AND JUNE 1st 
to place “Live Wire” Commission Salesmen in every 
State in the Union. To sell from colored photograph 
catalogue the greatest Toy line in America. This line 
comprises over fifty fast selling items to jobber, depart¬ 
ment store and dealer. Advertised throughout America 
and in some foreign trade papers. Liberal commissions 
on first and all repeat orders. Sales helps for yon and 
your trade. Must be acquainted and have clientele 
established. 

Send three recommendations with your application 
or no attention paid. 

We made the BIG HIT of the New York Toy Fair 
and as this goes to press we are duplicating our New 
York success at the Chicago Toy Exhibition, Great 
Northern Hotel. 

Asso rt men t s, too, that sell easy and run into money. 
Line new and original, not competitive. A ^p.at. 
MAN’S JOB. A great side line. 

TOY COMPANY OF AMERICA 
Jas. H. Camming, Sales Manager 
RIVERSIDE, ILL. 
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R. R. EAST TURNS WEST 


There was a most harmonious clashing of several 
compass points without noticeable change in the weath¬ 
er last month when Ray R. East manager of the auto¬ 
mobile fittings division of the Clifton Mfg. Co., at 
Waco, Texas, visited the far western offices and cus¬ 
tomers of the company. The fact that Mr. East was 
christened * 1 Ray’ ’ is in every sense appropriate, for he 
radiates energy, enthusiasm^ good nature and a fine 
optimistic outlook on conditions as they are. 

The company’s motto, 44 Clifton cover better than 
otljerf,” is well borne out by Manager East, who ac¬ 
companied President A. T. Clifton on this western trip. 
M*. JBast has spent his life in the field of vehicle man¬ 
ufacturing and he is in every sense qualified to carry 
on thq wprk in which he is now engaged. For many 
vears b© was with the Marshalltown Buggy Co. at 
Marshalltown, Iowa, his native region. When the buggy 
business d ec ^ ne ^ he joined as so many of the vehicle 
tra^e in taking up the automobile business with the 
Gates Manufacturing Co. at Indianapolis, five years 
ago. About a year ago the Clifton Mfg. Co. was for¬ 
tunate in securing Mr. East’s services, and he has in 
every way justified the responsibility which has been 
placed in and under him. 

Situated in the midst of the cotton growing region 
and with a great volume of business in cotton and 
canvas goods manufacturing, naturally the Clifton 
Mfg. Co.* is well situated to supply the most exacting 
demand for automobile tops, eurtains and automobile 
fabric equipment of all kinds. 

The company ’s new catalog No. 7, Artistically ar¬ 
ranged and well published, illustrates the complete line 
of Clifton automobile products, moreover giving an 
actual sample from every bolt of all lines and styles of 
seat Coverings, as well as top and tire cover materials, 
so that customers may order by number and know just 
what they may expect. 


VICTORY MOTOR CO. RE-QRGANIZES 

The Victory Motor Company of Niles, Calif., has 
reorganized to become the Victory Manufacturing Com¬ 
pany, The incorporators are Charles S. James, H. J. 
James, E. W. McPherson, W. A. Wellington and Arthur 
E. Biggins. 


C. E. Artman, formerly with the Shapleigh Hard¬ 
ware Co. of 8t. Louis, is new manager of the A. J. 
Broadwater Hardware Co. at Havte, Montana. 


OUT-* ‘ WITTING” THE SANITARY 
HOUSEWIFE 

Substantial, sanitary, safe—these three words in 
brief express the chief characteristics of Witt corru¬ 
gated garbage pails, claimed by the manufacturers to 
be the heaviest and strongest pails on the market and 
of the same quality which has characterized the Witt 
corrugated ash cans. 

The pails are wrought of heavy corrugated steel 
with heavy bottoms and lids galvanized after being 
formed and riveted, thus closing all seams and joints, 
making the containers absolutely water-tight. Each pail 
is given a water test before leaving the factory. 

Witt pails are made in four sizes—5, 6 6-10, 8% and 
10 gallons. The Witt Cornice Co., of. Cincinnati, Ohio, 
are represented in the West by the Griffith Sales Co., 
693 Mission St., San Francisco, and stocks are carried 
by jobbers throughout the West. 



SHADE AS STRONG AS THE LAMP 


A new Quick-Lite lamp shade—No. 334—has just 
been placed on the market by the Coleman Lamp Co- 
Wichita, Kan., and is already meeting with popular 
favor with the trade, officials state. 

This shade is the result of an insistent demand 
made on the company by customers for a. Quick-Lite 
shade that eouldn’t be broken. It will fit any Quick- 
Lite lamp, is made of white enameled steel, is hand¬ 
some in design and harmonizes with the beauty of the 
lamp. It is particularly fitted for use in factories, 
restaurants, depots, offices, work shops, wherever an 
ordinary lamp shade would soon be smashed. 

Merchants with customers who want a Quick-Lite 
shade that will last as long as the lamp can now meet 
this requirement with a No. 334. 


COMPLETE TOOL GRINDER LINE 

The Prairie du Chien Tool Co. (Wisconsin), manu¬ 
facturing high grade hand, foot and power tool grinders, 
are equipping their machines with Norton crystolon 
and aluminum abrasive wheels, among the best on tie 
market. The mechanical construction of their machines 
is consistent with the motto, 4 ‘Quality Tool Grinders/’ 

One of their new models is creating considerable 
interest in the trade, as it is a great improvement on 
former types in the market. The two-position double 
grit grinding wheel hand grinder for carpenters may be 
placed in two positive, rigid positions—vertical and 
horizontal. The machine is massive, heavy and highly 
geared. 

The company in its modern factory, equipped with 
the latest types of machinery, is bidding for the busi¬ 
ness of the whole country with a complete sales organi¬ 
zation. They have their demonstrators working through 
the rural districts and their special salesmen calling 
on the dealer and jobbing trade, in addition to connec¬ 
tions with some of the largest manufacturers’ represen¬ 
tatives in the country. 

The western representatives of the line are as 
follows: John F. Kegley, Lankershim. California; J. G. 
Bowers, 304 Finance Bldg., Kansas City, Mo.; George 
H. Ische, Iowa, Minn., N. D., 8. D. and Wis.; Southern 
Rep., John E. Chumbley k Co., Nashville, Tenn. 
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SIOUX TOOL SET 


Sioux Supremacy 

Mechanics are quick to recognize the 
value of practical and dependable tools. 

That’s why Sioux Tools are standard 
the world over. 

All Live Jobbers Handle Them 

Albertson & Company 

Sioux City, Iowa 
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The AutoStrop sales force assembled at the recent New York Convention. 


AUTOSTROP SALESMEN AS AIDS 

At the AutoStrop sales convention in New York 
recently, a new form of cooperation with retail mer¬ 
chants was suggested. 

The AutoStrop salesmen, it was pointed out, are 
visiting every state in the Union and picking up new 
and profitable merchandising ideas wherever they go. 
If they should pool these ideas and pass them on to the 
dealers, every AutoStrop dealer would profit from the 
information gained by the whole sales force. 

Before the convention broke up, a resolution was 
passed amid great enthusiasm, providing that this sug¬ 
gestion be adopted. Henceforth the best merchandising 
ideas picked up by each AutoStrop salesman w T ill be 
passed on to all the rest of the force, who in turn will 
pass them on to each AutoStrop dealer. 

Within the last few months, the demands for in¬ 
creased output and the need of greater office space 
have become so pressing that the AutoStrop Safety 
Razor Co. has entirely remodeled Factory No. 1, located 
at 38th Street and First Avenue, New \ork. 

By the addition of two whole floors this buillding 
will now accommodate the executive, engineering, 
draughting and manufacturing departments. The tan¬ 
nery is located in Newark, N. J. 

The other factories of the AutoStrop Safety Razor 
Company are Factory No. 2 at 83-87 Duke Street, Toron¬ 
to, and No. 3 at 197-207 City Road, E. C. 1, London. 


AutoStrop Factory at 656 First Ave., New York, where tkt 
General Offices are now located. 


SUCCESS HEATER CO. SUCCEEDS 

The Success Heater & Mfg. Co. is the new name of 
what was formerly the Donald B. Howard Heater Co. 
Their offices are at 1015 Murphy St., Des Moines, 
Iowa, where they are manufacturing furnaces and 
heating appliances. 


Lloyd W. Jennings has become a partner of H. P. 
Waite & Co. at McCook, Neb. 


LaRue & Linn have purchased the I. J. Leonard 
stock at Bisbee, N. D. 


I. H. Hughes has purchased a controlling interest 
in the Hughes Hardware Co. at Wilburton, Okla. 


F. A. Bartlett is a new member of the hardware 
trade at Scenic, S. D. 


The Sellstrom Hardware Co. has been incorporated 
at Elgin, Texas, to specialize in automobile accessories, 
hardware, sporting goods and stoves. 


The Archer-Stuart Hardware Co. has succeeded the 
Archer-Coffey Hardware Co. at Houston, Texas, and 
is increasing the stock from $10,000 to $25,000. 


REPRESENTING LANE BROS. CO. 

Hughson & Merton, Inc., Portland, San Francisco 
and Los Angeles, have been appointed sales representa¬ 
tives for the entire line of Lane Brothers Co., Pough-| 
keepsie, N. Y., who specialize in the manufacture of 
a comprehensive assortment of sliding door hangers. 

The Lane << H-C M (Handle-Control) Jack is well 
known, adapted for all kinds and sizes of pleasure cars, 1 
also for commercial vehicles. This new combination-* 
long established and well known products sold through 
such a progressive and reliable organization as that of 
Hughson & Merton, Inc.—forecasts a continuance of 
the solid distribution that has always been the good 
fortune of Lane products in the West. 


E. N. Simon, Frank Simon and Edward Keene have 
purchased from Frank J. Chapman his half interest is 
the Salem Hardware Co. at Salem, Oregon, heretofore 
owned by Baumgartner & Chapman. Mr. Baumgartner 
still retains his half interest in the concern. 


The Quality Hardware Co., Bloomington, Ind., for¬ 
merly Foster & Huddleson, are materially adding to 
their lines of automobile accessories, hardware, farm 
implements, sporting goods and house furnishings of 
every description. They will be glad to receive manu¬ 
facturers ’ catalogs. 
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ABSORENE 


Wall Par** Clcanm 

▼MB ONLY U. I. PATENT 


HRH 



PAINT CL. KAN KM 
AND 

WATKM •OFTBNBN 


CHICAGO 

•007 PomrrviLLB avknub 

PMONB DNSXSL S7B7 


DISTMIBUTINO AOBNCII 
IN ALL. URM CITIBB 



May 1, 1921. 


ATTENTION! DEALERS. 

We’ve got a proposition on ABSORENE Wall Paper Cleaner 
that you ought to know about, if you are not already handling it. It 
is the only Wall Paper Cleaner made under U. S. Patent, and is quite 
different and much more wonderful in action than anything you have 
ever seen—That’s why mechanics all over the country prefer it. 

When it comes to advertising matter, dealer helps and promo¬ 
tion work to make ABSORENE sell for you* that’s where we shine! 
We are so sure that our goods will sell with your help, that we 
absolutely guarantee the sale of every can you buy—If it doesn’t 
sell we must make it sell, inasmuch as we are responsible for it while 
it is on your shelves. We guarantee ABSORENE to keep fresh 
ALWAYS—If it doesn’t we pay forfeit by making good, which is a 
mighty good reason why we are interested in the sale of every can 
you buy. 

And—HRH—That’s another thing you ought to have in stock 
—all the time—in readiness for the call of the Painter as well as the 
Housewife—It’s “SOMETHING GREAT FOR CLEANING PAINT” 
—And you can buy it so you can retail it for 15c a package and 
make a big profit. We have a Special Deal on the first gross of TOW 
you buy—288 Free Samples and a lot of circulars, signs, and adver¬ 
tising matter generally. 

Write us for our offer on HRH, and a trial package. Also 
write us for a Sample can of ABSORENE. 

We sell jobbers in every state and in every large city in the 
United States. 

THIS IS AN ABSORENE YEAR! 4 4 WATCH US GROW. ’ ’ 
Yours very truly, 

THE ABSORENE MFG. COMPANY, 

H. R. Henderson, Pres, and Gen. Mgr. 
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MAKING A PLEASED PAINT CUSTOMER 

Making the goods stay sold, and repeat busi¬ 
ness, are as important in building up a following 
as is the salesmanship that sells the first bill of 
goods. Hence it is to the salesman’s interest to 
inquire what the goods are to be usfed for, how 
it is intended to apply them, etc. 

In many cases there are two different classes 
of material that can be used—some under cer¬ 
tain conditions; others under other conditions. 
For instance, either a color varnish or an oil 
paint may be used in many cases. However, 
color varnish is not ordinarily well adapted for 
exterior use—and color varnish should be 
thinned with turpentine, and an oil paint for 
use on exterior surfaces with raw linseed oil. 
In making any sale where the salesman has the 
least doubt about the buyer having a clear 
understanding regarding the use of the mate¬ 
rials, an explanation of its uses and application 
should be made. 

Don’t Be Afraid to Aide Questions 

When a customer asks you the price of paint, 
do not answer him directly, so much per gallon. 
Keep away from the price per gallon as much 
as possible and as long as possible. Begin 
talking to him in an interesting way about paint 
and the value of painting. Find out the size 
of his house, show him color combinations, etc. 

When his desire to have the house improved 
in appearance has become pretty apparent, 
skillfully turn to the matter of price, not at the 
price per gallon, but on t he basis of total cost 
for a job to last five or six years. 

Tell him that this expense will not come 
again for labout five or six years, and this will 
mean an average of only so much per year. 
When carefully presented, this sounds reason¬ 
able, and the prospect is not scared out of paint¬ 
ing by the high cost per gallon, or prompted to 
look around among other dealers to beat the 
price per gallon. 

Thei*e is the salesman who doesn’t appear to 
have any interest in his goods. He doesn’t get 
anywhere. Then there is the salesman who is 
full of pep> He surveys his goods with the same 
admiration an art lover shows when he gazes 
for the first time on the work of a master. 
Practical Demonstrations 

Practical demonstrations are invaluable in 
closing sales when your dustojhers are unde¬ 
cided as to whether or not to buy. Demonstra¬ 
tions have talking backed off the map. In this 
day tod age most people havfe to be shown to 
be convinced. Any paint manufacturer can ad¬ 
vise you of a number of simple but interesting 
tests that can be easily made with his goods. 

Specializing on one product is a good idea. 
A clerk in a retail store was strong for “Some¬ 
body’s Enamel”—so strong that he talked it to 
every customer. This Store, in a medium sized 
town, sold from 200 to 250 gallons of high priced 


enamel as a result of this clerk’s work—all to 
owners and housewives. 

To the salesman who is out to make a record 
and roll up a volume of business that will impel 
his advancement in the trade, there is another 
factor quite as important as the presentation of 
the goods. This is the management of his time. 

Time is the greatest asset in the world for 
the successful man. No time need be Wasted. 
Even with the store salesman whose duties re¬ 
quire him to be always on the job inside the 
store, every moment can be made to count. 


WELCOME RUFF STUFF 

“Sandpaper Sales Tips” should be a most valuable 
aid to any merchant in connection with his sandpaper 
and abrasive sales. The booklet has just been published 
by the Wausau Abrasives Co., of Chicago and Wiscon¬ 
sin, and is said to be edited by Chief Buff-Stuff, whose 
full page picture appears as a frontispiece in this 
volume. 

In this nicely published booklet, valuable sugges¬ 
tions are given in selling sandpaper and abrasives in 
general, as well as a thorough description of the 
Wausau products and the factory. The company will 
be glad to send a booklet to any reader of the 
Hardware World who applies for it, and who hts 
not already been supplied. 


The Morton Hardware Co., Morton, Washington, are 
improving their store facilities and otherwise adding 
to their equipment. 

J. C. Whitehead, formerly in business at Humboldt, 
Arizona, is opening a hardware, enamel ware, crockery 
and furniture store at Kingman, Arizona. 


The Lightning Paint Brush Cleaner 



THE LIGHTNING PAINT BRUSH CLEANER is the 
only paint brush cleaning machine ever-placed qn the 
market. It cleans so quickly and thoroughly that brushes 
can be taken from the strongest colors and almost 
immediately used in snowy white without eariying the 
faintest trace of color. 

It saves 95% of brash cleaning time—It prevents 
the fonnation of a heel and thereby lengthens the life 
of the brush 30%—It saves 100% pf brush soaking fluid 
—It reduces the brtxsh investment from 95% to 50%— 
It is the only method of thoroughly cleaning lousy var¬ 
nish brushes. 

Tliis means a tremendous annual saving to manufac¬ 
turers and contracting painters, an amount equalling 
many times the cost of the machine. 

We need dealere and agents throughout the United 
States and Canada. It's an interesting proposition. 

Write STEWART-SKINNER CO. Worcester, Mass. 

Sole Manufacturers 
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(3fiRftei5 Of QOGUTY 
SAT)SfACTKW 

Af1<7 

PROFITS 


WITH 


BUY DIRECT FROM MINERS AND GRINDERS 
At PRE-WAR PRICES 

AND ALWAYS GET SAME UNIFORM HIGH QUALITY 
/ FOR PAINTS—WOOD FILLERS—POLISHES 

l Highest grade, water ground and water floated Rock 
1 Silica. 25% mixed with pure lead makes a better Per 
...... / paint — wears longer — prevents chalking and o 0 n 

a*iH Qllinn / .. 1 Ti • X 3 .11 X * 1 _ 



Per lb. iy 2 c 


Silver Bond Silica 


Danish Gilder’s 
Whiting 

Paris White 


checking. It is not an adulterant. Also makes 

I highest grade wood fillers. 

Our “Silica Catechism" will be sent you upon request 
and will give you further valuable information and form- 
ulaes for mixing your own paint. 

FOR KALSOMINES—PUTTY—PAINT 

Danish Gilder’s Whiting is superior in color, fine¬ 
ness, and uniformity to Imported Whiting. It is 
the finest Whiting in every respect for paints, 
kalsomines, frescoes and putty. 

Paris White is lc lb. higher than Whiting. A dust 
in fineness and light in weight; barrel weight, 
200 lbs. 


i Insures superior results because of its strong and 
« v-vll clear tinting qualities. It is the Peer of all 

.wftlfjm X6U0W UCRF6< American Ochre and is very finely ground to a 

( smooth, even texture. 

(Is a natural, not a compounded color, producing 

Xffttur&l Qrey Ochre \ beautiful fine gray tints of any shade desired. 

, ( Very finely ground and strong in tinting qualities. 

I A NEW DRY COLOR 

L- ’ «_ ;A true Chocolate Brown and not a reddish brown; 

LgJU Metallic Browns ffi% Iron Oxide; 300 mesh fine: very smooth; 

( Standardize this as your own individual Brown. 

> (A strong, clear red color that gives your tints a ' 

Oran Venetian Bed \ special individual tone. 

( Kegs lc per lb. higher than Barrels. 

(Guaranteed to give satisfaction for all purposes. All 
Italian Pumice Stoned grades from FFF grade finest to G3 grade 
( coarsest. 

4 This product is the finest Plaster Paris produced for 
Superfine Dental / all purposes. It is very white and very finely 

Planter Parish ground, firm, quick setting — hardens read,ily. 

( The Best Plaster Paris on the market. . 

ALSO OFFER AT VERY LOW FRICES: 

China Olay—Soapstone—Precipitated Chalk—Siennas and Umbers 


200-lb. Bags or 
350-lb. Barrels 


Per lb. iy 2 c 

150-lb. Bags or 
350-lb. Barrels 


Per lb. 2%c 

350-lb. Barrels 

Per lb. 13,4c 

100-lb. Bags or 
S50-lb. Barrels 

Per lb. Sc 

100-lb. Bags or 
300-lb. Barrels 

Per lb. 4i/ 4 c 

100-lb. Elegs or 
350-lb. Barrels; 

Per lb. 4c 

200-lb. Bags or , 
350-lb. Barrels 

Per lb. 21/ac 

250-lb. Barrels 


mm 

fe 


*<<>«/ 


Prices quoted are f. o. b. cars Chicago 
or f. o. b. Mills 

No Charge for Containers 

TAMMS SILICA CO. 

Stock Exchange Bldg. j 

"’ttoiuT OHIOAQO J 
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A large percentage of the Hardware World readers sell bicycles, but perhaps all of our readers are not 
aware of the extent to which some of our housefurnishing subscribers are engaged in this line. Typical of 
this, however, is the Powers Furniture Co. of Portland, Oregon, who sell on an average of 250 bicycles per 
year, 98 per cent of which are sold to children. 

Mr. Diedrich, however, holds to the belief that no housefurnishing store can make a success of a factory 
name plate wheel, hence most of their bicycles are sold under their own brand. Continned advertising and 
special window displays are followed. 

The particular display shown herewith had a painted out-of-doors background with a lot of greens, some 
young trees, and a sprinkling of artificial flowers. The figures on the bicycles were painted on wall board and 
cut out. 


BARGAIN TIRES EXPENSIVE LUXURIES 

Gyp tire methods have boomeranged. The 
passing of the “game” is the outstanding fact 
in the reconstruction period. It is a business 
now—the hazard has lost its lure. The game 
was a scramble for sales at any odds with no 
thought of anything but deals. It was “take it 
or leave it but on with the game.” 

Today car owners realize that to buy stand¬ 
ard makes is the first principle of tire economy. 
Bargain tires are expensive luxuries. Service 
in the full meaning of the word is coming into 
its own. Vulcanization is being scientifically 
taught and found profitable. The new slogan 
is, “Get out of the game and into the business.” 

The “I haven't got time to monkey with 
such things” attitude of car owners has under¬ 
gone a like transition. It is popular to take 
care of tires to give them a square deal in the 
mileage demanded of them. The “What do I 
care, that tire is guaranteed for blank thousand 
miles, and if I don't get it the company will 
have to make it right” is being forgotten in the 
onward sweep of the conservation movement of 
the reconstruction. 

“Use the valve and spare the tire” is one of 
the most popular of the new slogans. It is pop¬ 
ularly recognized that fully seventy-five per 
cent of the motorists' tire trouble is due to un¬ 
derinflation. Every motorist has a part and 
every dealer a part in the program to enable 
this most important accessory to give uniform, 
long distance, low cost mileage. 


MY AUTO, 'TIS OP THEE 

My auto, 'tis of thee, short road to poverty— 
of thee I chant. I blew a pile of dough on you 
three years ago; now you refuse to go—or won't 
or can't. Through town and countryside, you 
were my joy and pride, a happy day. I loved 
thy gaudy hue, the nice white tires new; but 
you're down and out for true, in every way. 
To thee, old rattlebox, came many bumps and 
knocks; for thee I grieve. Badly thy top is 
torn; frayed are thy seats^md worn; the whoop¬ 
ing cough affects thy horn, I do believe. Thy 
perfume swells the breeze, while good folks 
choke and wheeze as we pass by. I paid for 
thee a price 'twould buy a mansion twice; now 
everybody's yelling “ice”—I wonder why. Thy 
motor has the grip, thy spark plug has the pip, 
and woe is thine. I, too, have suffered dulls, 
fatigue and kindred ills, endeavoring to pay my 
bills, since thou were mine. Gone is my bank 
roll now, no more 'twould choke a cow, as once 
before. Yet, if I had the mon, so help me, John 
—amen, I’d buy a car again and speed some 
more. 


Because you give credit is no reason why 
you should give indefinite credit. Short credits 
make long friends. 


Don't be afraid to refuse more credit to the 
man who does not pay his bills. There is little 
to be gained by throwing good money after bad. 
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The Empire user always returns for more 



A DEALER who is a good salesman 
and sufficiently aggressive can 
persuade most of his customers to try 
at least one of almost any make of 
tires. 

But the highly successful dealer is not 
so much interested in selling his cus¬ 
tomer just one tire, as he is in selling 
him a tire so good that he will come 
back for more as a matter of course. 

Many a dealer of brilliant selling 
ability attains only a mediocre success 
because he does not thoroughly ap¬ 
preciate the value of handling a 
product that, after it has been sold 
once to his customers, requires no 
display of his selling ability to sell it 
to them again. 

Many dealers have built an estab¬ 
lished success in their line by selling 
Empires. They have found that they 


seldom sell a customer only one 
Empire. Almost invariably his re¬ 
placements are Empires, too. 

The reason for this is that Empire has 
had for thirty-four years an unex¬ 
celled reputation for expertness in 
the manufacture of rubber goods. It 
was not to be expected, when Empire 
first gave its name to a tire many 
years ago, that it would jeopardize its 
nation-wide good-will by making 
Empire Tires anything but the best. 

By selling Empire Tires you can build \ 
for yourself a good-will with your cus- • 
tomers that is more valuable to you j; 
today than it has ever been. And it \ 
will pay you, for you will find the ; 

Empire dealer proposition very inter- i 

_ ± • _ ■ 


Empire Rubber & Tire Company 
Trenton, New Jersey 



a 

i 


I 

h 


k 


* 







148 


HARDWARE WORLD 



EARNEST, ENERGETIC, EXPERIENCED GROUP OP MOUNTAIN BRED HARDWARE MEN 


Here is the collected strength of the sales force of 
the Salt Lake Hardware Co., when these live-wire 
hardware rustlers came down from the mountains and 
up from the hollows at the time of the company’s 
recent sales convention. For an entire week the sales 
family talked over sales and general business problems 
and local conditions. 

Representatives from the factories of a number of 
the main lines which the company sells talked to the 
assembled salesmen. Emphasis was laid on the fact 
that there is plenty of business to be had this year 
for the man who goes after it. The salesmen went 
away realizing that in 1921 they are to be salesmen 
rather than order takers and that “business is good.” 

We beg to introduce these lucky men who live so 
near the angels that they take on some of their physical 
aspects. 

Top row, left to right—A B. Morrison. Idaho Falls; 
J. G. Pinkham, Dillon, Mont.; W. C. Deacon, Elko, 
Nev.; G. Stephenson, Delta, Utah; G. B. Hoffman, 
wholesale house salesman; T. J. Welcker, special ma¬ 
chinery salesman; W. Welbrecht, manager catalogue 
department; Charles Wardrop, special machinery sales¬ 
man; H. P. Lambrecht, manager heavy hardware de¬ 
partment; C. B. Erb, manager builders’ hardware and 
paint department; G. M. Donohue, manager house fur¬ 
nishing department; J. G. Fleisch, office manager. 

Second row—Carl Flamm, Reno, Nev.; A. W. Hooper, 
manager claim department; V. W. Lawson, special har¬ 


ness salesman; R. R. Thomas, city salesman; W. E. 
Leppard, Pocatello, Idaho; G. M. Nichols, manager 
credit department; W. J. Horton, Rocks Springs, Wyo.; 
Wilford Swalberg, special accessory salesman; J. A 
Hansen, special accessory salesman; R. A. Harding, 
manager harness department; G. B. McKee, manager 
automobile accessory department; E. Christensen, 
Cedar City, Utah.; W. F. White, Ogden, Utah; A. K. 
Cross, Ogden, Utah; S. C. Howard, Salt Lake City; 
William Eger, manager costing department; K. P. Ellis, 
mining supply salesman. 

Third row—William Thees, city wholesale desk; W. 
G. Crotty, Twin Falls, Idaho; H. A Wagner, Blackfoot, 
Idaho; G. Bailey, Nephi, Utah; E. A. Knudsen, Salt 
Lake City; L. Beattie, special accessory salesman; J. 
E. Bott, Grand Junction, Colo.; C. H. Wheeler, mapager 
retail store; A. W. Lowery, city salesman; Den L. 
Lenzl, Ogden, Utah; Oscar Hansen, Price, Utah; J. 
Herlihy, city salesman; E. H. Dorman, manager sporting 
goods department; John Lierley, Provo, Utah; S. H. 
Adams, manager machinery department. 

Bottom row—C. A. Burnham, Logan. Utah; E. C. 
Helm, Boise, Idaho; A. D. Pier, wholesale house sales¬ 
man; H. W. Keate, Richfield, Utah; J. D. Frainpton, 
city salesman; 8. E. Pier, sales manager; H. A. Schweik 
hart, vice president and general manager; B. F. Bauer, 
president; A. W. Workman, Burley, Idaho; W. E. Bal¬ 
lard, special accessory salesman: George A. Hone, 
Malad, Idaho; J. E. Frey, city salesman; H. E. Ryan, 
Weiser, Idaho; W. 8. McCarthy, traffic manager. 



MECHANICAL PAINT BRUSH CLEANER 

The Ste¬ 
wart - Skinner 
Co. of Wor¬ 
cester, Mass., 
are placing on 
the market 
the Lightning 
paint brush 
cleaner. The 
makers claim 
this machine 
is destined to 
revolutionize 
the cleaning 
of paint, var¬ 
nish and all 
finishing 
brushes. Since 
brush prices 
haveadvanced 

several hundred per cent, the brush cost in paint has 
been a serious problem, and when the dollar an hour 
painter spends from twenty minutes to half an hour 
cleaning a brush, it means something to the man who 
pays the bill. 

With the Lightning paint brush cleaner this work is 
said to be done in less than a minute. The machine 
can be operated by-a boy and the cleaning is done 


more thoroughly than by any other method, and with 
no injurious results to the brush. 

The manufacturers claim the conservative estimates 
secured from practical paints show a— 

Saving of actual cleaning time of 95 per cent. 

Saving by lengthening life of brushes of 30 per cent. 

Saving of brush soaking fluid of 100 per cent. 

Saving of brush investment of 25 to 50 per cent. 

In addition this machine provides the only method 
by which “lousy” brushes can be thoroughly cleaned. 
This means the elimination of a large percentage of 
the rubbing required on good work. The real saving 
in this respect though large is difficult to estimate. 


R. Scothorn is successor to C. J. Speer at Laurens, 
Iowa, where he is carrying full lines of everything per¬ 
taining to a first class hardware, house furnishings and 
sporting goods store. 


The Fteraont (Indiana) Hardware Co. has been in¬ 
corporated with a capital stock of $20,000 to handle 
full lines of hardware, house furnishings and automo¬ 
bile accessories. 


The Il'isk Mercantile Co., Escalon, Calif., have se¬ 
cured the agency for the Moline Plow Co. line of tillage 
tools and implements. They are likewise opening a new 
hardware department. 
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Equipped 

$17.50 

Unequipped 

$15.00 


Two Burner 
Kit—Cloeed 

(All 

Equipment 

Picked 

Inside) 




Auto -Kemp- 
Kook-Oven 


Anto-Kamp- 

Kook-Oven 


Summer 

Months- 

Your 

Opportunity 


The greatest months of the year for 
outdoor life will soon be here. The 
camper, autoist, tourist — everyone is 
making plans for “the trips.” 


mm 


—increases the pleasure of the outdoor 
lover because it is the simplest, h&ndi* 
est, most compact “Kitchen” made, 
it bums the same gasoline as the 
car, it is free from dirt and muss—* 
folds up like a suit case with all 
equipment inside. 

—increases the dealer's profit, because 
there is a ready demand, your sales 
are backed by national advertising, 
dealers' helps and fair profits. 

Auto Kamp Kook Kits are made in Various 
sizes from the one burner * ‘ Hunter's Special ,f ‘ 
to the six party suit case outfit, and retail 
from $10.00 to $47.50. 

Auto Kamp Kook Oven completes the equip¬ 
ment which makes possible all the joys of 
home cooking while outdoors. When not in 
use it folds up flat—12"xll"x2", and Weighs 
only 5% lbs. Price complete, $5.00. 

Order today and insure a supply to Meet 
the summer demands. 

Prentiss-Wabers Stove Co. 

18 Spring Street 
Wisconsin Rapids, Wisconsin 


Digitized by 


Google 






150 


HARDWARE WORLD 



GEORGE YOUNG A DOER 

George H. Young, new sales manager for 
Marsh all-Wells Company at Portland, is the 
type of young man who does things. In fact it 
was this very quality of enterprise, combined 
with energy that has sent him forward to gain 
the high executive position he now occupies. 

Mr. Young began at the very bottom, with¬ 
out any influence, no previous connection with 
the hardware business on his own part or 
through any of his friends. 

Mr. Young is a native of Davenport, Iowa, 
in the days of 1887, but escaped a career in the 
washing machine industry by moving away. He 
graduated from Iowa State College at Ames, 
meanwhile selling things. First it was poles and 
shafts, then cement stone making machinery. 
During his college days he worked for an im¬ 
plement factory demonstrating corn planters, 
hay loaders and gasoline engines at the county 
and state fairs through his home region. 

The crisis in Mr. Young's life came in June, 
1910. On the 7th of that month he was married 
to Bernice Baker of Des Moines. Two days 
later he graduated from college and was con¬ 
fronted with the twin problems of settling up 
and settling down. Therefore it was that he 
went to Duluth and entered the employ of Mar¬ 
shall-Wells. 

He started in the hardware business as 
flunkey to the stock man in the tool department. 
As he now recalls, he spent very little time 
flunking and most of the time sweeping out. 
Being young in both name and enthusiasm, he 
was soon drafted for the paint and glass depart¬ 
ment as assistant manager. Four months more 
and he was paint salesman for the city of Du¬ 
luth and then paint salesman for northern Min¬ 
nesota. Former Opportunities at Portland 

At this stage in the journey, Manager Jay 
Smith of the Portland branch stepped onto the 


stage and extradited Mr. Young for his paint 
and glass department at Portland. The next 
act in the drama was a long one of steady de¬ 
velopment. After six years in Portland, the 
plumbing and heating department was added 
to Mr. Young’s duties and in July, 1919, he 
began general sales work as secretary of the 
sales committee. Last August he was made 
Oregon sales manager, and with the resignation 
of E. C. Ward he became general sales manager 
in January, 1921. 

Aside from his personal satisfaction and 
gratification in his rise, Mr. Young may be 
justly proud of the respect and admiration his 
co-workers, competitors and customers have for 
him. 

With the organization and the trade behind 
him and the West in front of him, there is no 
heights to which he cannot further climb. 


FEATURING FREEZERS IN SUMMER 

With summer and the hot weather coming on, mer 
chants may well think about their freezer business and 
the opportunity of supplying a demand that nature 
creates is very keen and real to the customer if caught 
at the right time by an attractive window display 
or magnetic advertising literature or possibly when 
buying something else in the store. 

In this connection the trade should be interested in 
a few suggestions contained in a pamphlet issued by 
Beh & Co., selling agents for the Bitter Can & Specialty 
Co. The pamphlet is entitled, “Advertising Suggestions 
for the Acme Freezer,” and suggests to the merchant 
how he may feature the two-quart $1.50 metal freexer 
which the company manufactures and distributes. Mer 
chants who have not this literature at hand and who 
are interested in creating freezer trade and putting t 
live item on their shelves should correspond with Beh 
& Co., 106 Franklin St., New York City. 


TWO NEW STANLEY BOOKLETS 

The Stanley Works, under the auspices of its enter¬ 
prising advertising manager, Bay Young, has just 
issued a booklet in typical Stanley style on the general 
subject, screen door hardware. This complete little 
booklet consists of 24 pages, is printed in two colon 
and describes the complete line of Stanley screen door 
hardware for doors and windows. 

Another new four-page folder describes garage set 
No. 1780, which induaes the following items: 2 pair 
1458, 36-in. B. B. hinges; 1 pair 1458, 24-in. B. R 
hinges; 1 pair 1773 door holder (cushion type); 1 only 
1052 Cremone bolt; 1 only 1264 extra heavy duplex 
latch; 1 only Sc915 extra heavy padlock hasp, or 1 
only 1096, 6-in. case bolt. 

A copy of either or both of these on the counter 
should be interesting to any householder or prospective 
builder. Merchants handling the Stanley Works’ line 
may well add this new booklet to their supply of Stanley 
literature. 


Truax & Benton are new hardware merchants at 
Kim, Colo. 


Carl 8trong is new proprietor of the B. H. Strong 
Co. at Ozark, Ark. No change will be made in the 
name. 


B. A. Chenoweth and S. P. Weaver, formerly of 
Sprague, Wash., have formed the Columbia Hdwe. Co., 
with a capital stock of $20,000, and bought the stock 
of W. D. Schutt at Pasco. 
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RUSCO 


BRAKE UNINC 



“Luxurious Motoring”— 

Paige—“the most beautiful car in America 1 ’—also, in the words of the manufacturers, 
“satisfies every demand of luxurious motoring.” 

Accordingly, each vital feature of Paige equipment must contribute its quota toward 
comfort, convenience and safety. For here is the triumvirate which constitutes “lux¬ 
urious motoring.” 

Paige’s selection of RUSCO Brake Lining is significant. 

RUSCO is a fine lining and nets you a real profit. 

Recommend it for relining—with confidence. 

THE RUSSELL MANUFACTURING CO., 519 Russell Avenue, Middletown,(Conn. 

New York, 349 Broadway > v ( Chicago, 1438 Michigan Ave. 

Atlanta, 60 8. Forsyth 8t. S } Detroit, 162 Jefferson Ave., E. 

Western Representative, JOHN T. ROWNTREE, Inc., Eos Angeles, Calif. 

Portland, Ore. San Francisco Seattle 8alt Lake City Denver Mexico City 
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Hardy’s 

“Campers 

Friend” 



A “Down to the Minute” 
Camp Outfit that 
Makes Camp Life Enjoyable 

—As a running board box it carries a com¬ 
plete Camp Cooking Outfit, a two burner 
gasoline cook stove and a metal service 
box, in which to cany a complete dining 
service. 

—The box is convertible in less than two 
minutes into a Camp Cook and Dining 
Table, having a top measuring 26%x33 
inches and with two spacious shelves under¬ 
neath for holding utensils, stove, etc. 

—With the “Campers Friend” you stand 
up and cook with ease and sit down and eat 
in comfort. 

—It eliminates the open camp fire for cook¬ 
ing purposes with all its disagreeable 
features. 

''-^-There's no more stooping and squatting 
in awkward and tiresome positions while 
, cooking and eating. 

.T^The most compact, practical and useful 
camp convenience ever offered the motorist 
who tours and camps. 

—Dealers can make their camp equipment 
and sporting goods departments more prof¬ 
itable by stocking this “up-to-date” outfit. 

Write for Prices and Illustrated 
' Folder. 

JOHN E. HARDY 

PORTLAND, OREGON 


Johnson Electric 

t Washer 

A Household 
Necessity 

The Lowest in Price 

Most Economical in 
Operation and 

C O 

ft Requires Less Service 
Work 

Lasts Longer 

Equipped with special gas burner — En¬ 
closed type motor. Solid copper tub, will 
not warp, leak, rust or burn out. Thou¬ 
sands in use on the Coast. 

Liberal Dealer's Proposition 
Write for Particulars 


JOHNSON ELECTRIC WASHER 00. 

Dept. E—1000 Adeline Street 
Oakland, California 


MAKING COMPLETE CHISEL LINE IN THE 
WEST 

Although the Western Tool Mfg. Co., Seattle, is a 
comparatively new concern, nevertheless within a year's 
time they have turned out a complete line of cold 
chisels, including all that family of tools. 

The company was organized by two returned service 
men who have shown the same spirit making tools as 
when they were fighting marines overseas. William 
Wilkins and O. F. Ashbery are the partners. They 
began with $50 and an old punch press and a hand forge. 
Now they have an up-to-aate, new plant, several men 
working for them, and they are covering the entire 
Northwest with their sales. 

The brand is “Triple A-Won,” and is marked 
“AAA-1.” There are over 350 separate tools in the 
line, including cold chisels from %-inch by 5-inch to 
1%-inch by 14-inch. The punch line is complete, in¬ 
cluding auto drift punches, sizes running from %-inch 
by 9-inch to %-inch by 16-inch. The cotter key puller 
is another feature of the line in 5-16-inch and %-inch 
sizes. Pinch bars come %-inch by 10-inch to %-inch by 
30-inch. In addition there is a complete line t of chisels, 
round nose and plain cape. 

One of their best combinations has been p, magneto 
set for auto work, including 3 chisels, center punch, 2 
pin, and a hand punch, a diamond {Mint, cape chisel 
and a ronnd nose cape. 

The company has built a new factory at 108 W. 
Nickerson St., Seattle, and we can testify to their 
enterprise, genuine enthusiasm and industry and surely 
we wish them well. 

J. W. Ives and E. H. Luke are opening a hardware 
store at Los Banos, Calif. 

The Cole Hardware Co. has taken over the stock and 
business of L. S. Stubbs at Bethany, Mo. 
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BEAR BRAND CANTEENS 


(Patented 1918) 


No. 60 First Aid 8ot 


CANTEENJPERFECTION 

Send for folders—See the full line—You will then Insist on Bear Brand* 

WOOLWINE METAL PRODUCTS COMPANY 

Los Angeles, California—Eighth Street and Santa Fe Ave. 


BALES OFFICES 

Omer Cox, 604 Mission Street, San Francisco, California Smaller & Cox, Newhouse Building, Salt Lake City, Utah 

Strimple k Cox. L. C. Smith Building, Seattle, Wash. Taylor, Youngs k Cox, Temple Court Bldg., Denver, Colo. 

Strimple k Cox, Corbett Building, Portland, Oregon Sands k Cox, San Fernando Building, Los Angeles, Cal. 

Dan M. Bell, 2SS Slaughter Building, Dallas, Texas 


BEACON 


Flexible Spout 

OILERS 
FILLING CANS 
FUNNELS 


Standard Spout 

MEASURE- 

FUNNELS 

MEASURES 


An attractive and staple line affording quick 
turn-over and good profits. Send for litera¬ 
ture. Order through your jobber. 


MOOERS-WRIGHT CO. - 1400 Broadway, New York 


Western Representatives, SP&AKE SALES 00., INC. 

Los Angeles San Francisco Portland Denver 

216 Higgins Bldg. 525 Market St. 688 Railway Exchange Bldg. 504 Charles Bldg. 


Digitized by 


Google 









154 


HARDWARE WORLD 



Kirch’s Adjustable Flue Stops 


e j Many fires are caused by people using cheap, an d 

consequently poor flue stoppers. 

You will have no such trouble if you use the KER CH 
ADJUSTABLE. 

The only stopper on the market that will keep the 
soot back 3 1/ 2 in. from cover. Excludes gasses, fire, water and smoke. 

Kirch’s Adjustable Flue Thimble ^ov^e^K^* 

It has a deep ridge pressed in, running around entire thimble, which 
Prevents pipes pushing too far into flue. 

Prevents pipes pulling out of flue, as it wedges and holds tight. 

Prevents air passing into flue around the pipe. 

Prevents water, soot or smoke entering the room. 

It is adjustable, making a 6 or 7 in, thus saving the dealer the 
annoyance of carrying two sizes. 

They nest close and come under a much lower freight rate. 

They are no more expensive than the common thimble. Patented 

Packed one dozen in a roll, about three gross in a barrel, weight about 70 lbs. per gross. 

We also make them adjustable 5 to 6 in. and 6 in. only, both in common and galvan¬ 
ized. Steel. 

Manufactured by WEBER-KIRCH MFG* CO., Keokuk, Iowa 


“OIL RUINS TIRES" 

Motorists realise what a rreat menace oil 
is to inner tubes and, therefore, look for 
the place where they can fill tires with 

CURTIS AIR —FRU 


HARVEY 


BOLTLBSS 
AUTOMOBILE 
S P RINGS 


■MET SPRIH6 ft FORUM C0„ 111317th St., Raciat, Vis. 


IMPORTANT 

8UPPLT HOUSES: 

Witte for our Exclusive Aftncy Proportion (HW) for 
your locality. 

ALERT TOOL COMPANY 

8S7-89-41 North Sixth St, Philadelphia, Pa. 


The Lane H. C. Jack 

Is PLACED 
OPERATED 
REVERSED 
WITHDRAWN 

all from the extremity of the long handle 
which folds for storing in tool box. 




ATTRACTIVE PRICES 


IMMEDIATE SHIPMENT 


Your customers are looking for safety and 
strength plus convenience and ease of 
operation. __ 

MANUFACTURED BT 

LANE BROS. GO. 

Elver Street - - - Poughkeepsie, N. T. 
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I Increase Your Sales With 
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i 
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i 
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BOYCO PRODUCTS 




man. 


Sold by All Jobbers 

Boyle Manufacturing 
Company 


B OYCO LUGGAGE CARRIERS 

are designed to care for the 
needs of motorists and provide 
added carrying capacity for camp¬ 
ing, fishing, hunting and pleasure 
trips without, in any way, disturbing 
comfort in travel. The Boyco Carry- 
all is the strongest and most substan¬ 
tial device of its kind on the market. 
Made in four numbers, with and 
without the end-gate feature, adapt¬ 
able to the carrying of every 
description of luggage. Adjustable 
to different heights and lengths. 


A Great 
Little Grate 


51st and 8anta Fe Ave. 
Los Angelos 


B oyco service units give genuine confi¬ 
dence to the motorist in that he is always sure 
of his fuel supply. No matter what the local¬ 
ity or what the road conditions, it is always a 
relief to know that one's motor is well provided 
for against emergency. A useful product that 
means desirable business and increased sales. 


B oyco camp orates give lasting satis¬ 
faction for the day's outing, or for 
extended camping and fishing trips. Their 
sturdy construction and built-in feature meet 
the requirement of those seeking out-of-door 
pleasure. Made in two numbers, with and 
without the skirting. Folds into compact form 
and is easily carried. There is a certain some¬ 
thing about the pungent odor of burning fire¬ 
wood that whets appetites and makes the meal 
a bigger treat. 

It's a great Grate and appeals to every sports- 


Send for 

Illustrated Booklets 


Number 212 
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CARBOLA 

Disinfecting Germ-Killing WHITE PAINT 
USE IT INSTEAD OP 
WHITEWASH AND DISINFECTANTS 



PAXTON AND GALLAGHER CO. 

WHOLESALE HARDWARE 
DISTRIBUTORS Tenth Street Viaduct, Omaha 


The tools that sell readily to almost every elaes of 
mechanics should be well displayed and prominently 
marked in every hardware store. Spring joint wood 
rules surely come under this head. The Lufkin Buie 
Co., Saginaw, Michigan, has just brought out an ex¬ 
ceptional counter display for such rules. It is known 
as assortment No. 3, and contains a selection of four, 
five and six foot rules, part in yellow and part white 
enameled, half of each color in the rivet and concealed 
joint types. The total quantity of rules, 5% dozen, is 
not more than can be carried to advantage by any 
merchant, particularly at this season. 

The case itself is of quartered oak finished with 
glass front. One rule of each style contained is on 
display and yet kept in clean and most salable condi¬ 
tion always. Below each rule is its stock number and 
space reserved for dealer to insert price. Assortment 
No. 3 is being stocked by the jobbers, and circulars 
showing case and rules in natural color, together with 
full information, will gladly be sent by The Lufkin 
Rule Company, Saginaw, Michigan, or 106 Lafayette 
8treet, New York City. With each case is sent a 
twenty-one piece set of seven-color advertising cards 
for selling spring joint and boxwood rules, measuring 
tapes and steel rules. 


The BUTTERFIELD & CO. E= 

UNION TWIST DRILL CO. 


MANUFAOTUKE 

GOOD TAPS ’ D1ES BETTER 

- REAMERS - 

AND 

SCREW PLATES 

AT 

DERBY LINE, VERMONT 

Chicago Store Pacific Coast Representative 

11 South Clinton St. V. S. Walsh, 560 Mission St M San Francisco 
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FOR 48 YEARS 

Our CONFIDENCE in western merchants has 
meant GBOWTH for ns both. 

We want your GOOD WILL so that we can return 
it in kind for our mutual BENEFIT. 

WE DO NOT SELL CATALOG HOUSES 


EMPKIE- SHUGART- HILL COMPANY 

WHOLESALE HARDWARE 
COUNCIL BLUFFS IOWA 
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“Reliable” Jacks 
Mean Satisfied 
Customers 

Customers Bold on Reliable 
Jacks will come back to you 
for other dependable hard¬ 
ware 1 

You can merchandise Reli¬ 
able Jacks as successfully 
as you can any other tool; 
they are nationally known 
and their presence in your 
stock means new and de¬ 
sirable business for you. 

Write for the Reliable cata¬ 
log or ask your jobber. 


Elite Manufacturing 
Company 

Ashland, Ohio 

RUMBLE 

T 


THE PETRY PUMP 

America's BEST Tire Pump 


HANDLE LOCK V 
facilitates carry\ 
ing or handling.^ 

BARREL. 

17* or 20 •xly 2 , 
diameter, highest 
grade seamless 
steel tubing, 
threaded and sol¬ 
dered into base. 

PISTON 

convex shape to 
divert oil and to 
give greater air 
pressure on 


HANDLE 


shaped to fit 
your hand. 


heavy cast brass 
with long piston 
rod bearing. 

BRASS VALVE 


5*ply, highest 


ASE, \\ 

spreads and \ 
allows natural \ 
pumping posi¬ 
tion without losing 
balance—pump op¬ 
erated in front of, 
not under you. 
Freedom for full 
stroke of piston 
with minimum ef¬ 
fort and maximum 
results. Base, high- 

f trade malleable 
ron, closes Into 
space of ordinary 
size pump base, 
fastened by a Wing / 
Nut which cannot 
come off. 



LOX-ON 
CONNECTION 
} with tire valve 
deflating pin, 
considerably 
lessening pump¬ 
ing effort. Its use 
impractical on 
any pump not 
having an ab¬ 
solutely tight 
check valve. 

Price, $5.00 
17" of 20" Barrel 



« | * • • i • Copyright. 1921 
; 5 V N. A. Petry 

Tmilizrr.'* Company, Inc. 

" Stands by Itself " 

THESE SPECIAL FEATURES not found In any other 
pump. Finish, baked black enamel, with all brass 
parts polished and lacquered. PETRY design, quality 
and workmanship throughout. Guaranteed to make 
good. Patents applied for. 

N. A. PETRY COMPANY, Inc. 

Makers of the Petry Cut-Out, Pedal, and Ventilator 

345 N. Randolph St., Philadelphia 
Western Distributer. Normin Cowin Co.. 445-451 Rialto BMf., Sao Frudseo, Col. 
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“HEX ALL” 

Trade Mark Re*. U. S. Pat. Office 


Ratchet Socket Wrench No. 2 



Patented May 1, 1917 

*‘HEXALL* ] Ratchet Socket Wrench No. 2—11 Piecea 

—another favorite with motorists everywhere. It 
contains 7" Steel Forged, Ratchet Handle, 2 
Forged Steel Screw Driver Bits, 7" Extension 
Bar, 7 Hexagon Sockets. 

There are twelve sets— a “HEXALI*” for 
every need. This guarantee goes with every sale: 

“Break Any ‘HEXALL’ Wrench and We 
Repair it — No Charge” 

R. F. SEDGLEY, Inc. E,t 1897 

Alaol Makers of “BABY** Hammorloss Rooolvors 
2811-13-16 North 16th Street, Philadelphia, Pa. 

Pacific Ooaat Representative*: 

McDonald A Linforth, San Francisoo, Cal. 


-Tambler” Padlocks 


Built to Serve 
Every Padlock 
Need 




Unusual strength 
of body — case 
hardened shackles 
—sixteen to twen¬ 
ty-four tumblers. 
Guaranteed to give satisfactory service— 
the customer to be the judge. 

THE KINO LOOK 00., CHICAGO, ILL. 


BUBPLS8B, Dunr A OO n 74 Murray St. Mew York Olty 
Ohieafo Office, S4 N. Olintoo St. 


BE A BOOSTER 

(By J. H. Pearin) 

Boost, and the trade boosts with you, 

Knock and you shame yourself. 

Everyone gets sick of the one who kicks 
And wishes he’d kick himself. 

Boost when the day is cloudless, 

Boost through the cold and rain. 

If you once take a tumble, don’t lie there and 
grumble, 

But bob up and boost again. 

Boost for your comrades’ advancement, 
Boosting makes toiling sublime; 

For the fellow who’s found on the very top 
round 

Is a booster every time. 


STERLING TIRES NOW SOLD BY MAKERS 

The Sterling Tire Corporation of Rutherford, N. J., 
announces the termination of its arrangement whereby 
Sterling tires and tubes, during the past year, have been 
sold exclusively through the Rubber Corporation of 
America, which also was the selling agent for products 
of the Empire Tire & Rubber Corporation of Trenton, 
N. J. The two manufacturing companies are absolutely 
independent. 

Since resuming the direct sale of its product, the 1 
Sterling Tire Corporation reports a brisk business. Its 
plant is now running at about 70 per cent capacity, 
and production is being increased daily. 


UNITED ELECTRIC INCREASES STAFF 

The Ohio Electric Co. of Canton, O., announces four . 
prominent additions to the Ohio Electric Cleaner staff, 
as follows: 

Gail Murphy and Eugene B. Hanson, formerly of . 
Hoyt’s Service, Inc., Cleveland, have been appointed 
respectively general sales supervisor for the Middle 
West and sales promotion manager. Edward O. Kuen- j 
dig will be assistant to the managing director, in charge 
of the factory. William J. Tideman, formerly chief 
engineer and factory manager of the Tideman Electrie 
Co. of Cairo, Ill., is the new chief engineer. 


Sanders. Daily & Co. have purchased the business 
of Walter W. Bass & Co. at Anselms, Neb. 


Charles L. Shrum has purchased the tinware and 
furnace department of the Courtwright Hardware Cou 
at Fremont, Neb. 


American Portable Scales 


Made of very best ma¬ 
terial and workmanship 
throughout, neatly fin¬ 
ished, strong and per¬ 
fectly accurate. 

No better scale on the 
market, and the low 
price will interest you. 
We make the complete 
line of sizes; also weight¬ 
less scales. 

Write for Catalog and Jobbers Prices 
AMERICAN SCALE CO. - Station B, Kansas City, Mo. 
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THE BUFFUM TOOL CO. 

LOUISIANA, MO. 


High Grade Tools 



for High Grade Workmen 


TO MR. BUYER: 


NEW GOODS 


UR 

XAOH 


ALL TOOLS ABE WARRANTED 

No. 208-C“ Special’’Blued Chisel and Punch Set (8 tools).$3.50 

No.394 “Special’’Blued Chisel and Punch Set (12 tools). 3.50 

No. 285-C “Reliable” Polished End Chisel Set (8 tools). 2.50 

No. 313 “Special” Blued Auto Punch Set (5 tools). 3.00 

No. 313^“Reliable” Polished End Auto Punch Set (5 tools). 2.75 

Furnished with a Canvas Roll 




PUNCH & CHISEL SET COfl-C 

No. 2080 


No. 286-0 

OIL FINISH BODY, POLISHED ENDS 



AUTO PUNCH SET-313 

No. 818 


AJAX AUTO TOOL KIT 

in a Canvas Roll, Consisting of 

1/12 doz. No. 1018 Hammer, No. 2324 Wrench, No. 2015 Driver 
1/12 doz. Eng. Wrenches Ea. No. 2250-51-52, No. 1902 Cotter 

Pin Tool . 

1/12 doz. No. 2377 Plier, No. 572 Hand Punch, No. 24 Cold Chisel 

Write for Discount and Sample Tool Sets 

PROMPT SHIPMENTS PROMISED 


LIST 

PRICE 

$450 


Mi 


C. W. CAUSE CO., Western Sales Agents 
693 Mission Street, San Francisco, Cal. 
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UNITED AUTO SUPPLY CO. 


With thi 


HARD WA RE W'ORLD 


M otor Mer cantile ( Company 


Wholesale 


Exclusive!] 


Carrying Complete Stock 
of Automotive Parts 
Equipment 
and Supplies 

EXCLUSIVE DI8TBXBUTOBS FOB THE 
FOLLOWXHO LINES 


KMol Ofl 
Ot a r—< 

Motile Tubes 
Stromberg Carburetors 
Wainwright Pistons 
Bun-Par Part action Springs 
Spires Radiators 
H ft D Shock Absorbers 
fbr Fords 
Oabxlal Snubbers 
CHlmore Fan Belts 
Kay Bee Spot lights 


Momeoo Tool K1U 
Ptako Ignition Parts 
Lockwood Beat Covers 
Tire and Badlater Oorers, 

Etc. 

Fairbanks Oarage Bgnip- 
mtn* 

Oanedy-OtU Oarage Bqaip- 
ment 

Arrow Grip Chains 
Du Pont Top Material 
Laldlaw Boat OOrer 
Material 

DdKnro Betreaders 


And a Complete line of Mech antes * Tools and Oarage 
Equipment 

Now 1920 Catalog Furnished on Bequest 

M otor Mer cantile Hombany 

119-117 Booth West Temple Street, Balt Lake Oity 


SPOT LIGHT WITH DOUBLE VISION 

' 11 fender insurance,' 1 

[M a ir y ' I as has been called 

seen it. This consists 
transmits an intense 

raW RU«r PAIIINO LIGHT- , , j «i , . . 

Kg EXCLUSIVE "RED" SPOT FEATURE bOEm Of rfifl light W 

the rear. Since it is 
located on the windshield frame and at the extremity 
of the car, it warns oncoming drivers and insures their 
allowing ample clearance in passing. Mighty few are so 
reckless as to disregard a red signal light. 

BLACK & DECKER SOUTHERN BRANCH 

The Black & Decker Mfg. Co. will be represented 
in the South by Thomas W. Peters, who has for the 
past 15 years been located in Columbus, Ga., where he 
has occupied responsible positions in executive and 
engineering capacities. The southern territory includei 
all the southern states east of the Mississippi River, 
and in the very near future a regular branch office 
will be established at Atlanta, Ga., where Mr. Peten 
will make his headquarters. 

F. W. Montague of Chanute, Kan., is increasing his 
floor space in keeping with his increased trade. 

Leroy Danielson & Son, St. Francis, Kan., have built 
a new store to house their increased stock. 


Precision Key Machine 


Anyone can cut a parfirt 
duplicate of aay Y* 1 * 
type key in lea* tbw 
one minute. Mechiaak 
automatic. No #xp«^ 
ence or skill naeeassry, 
Write for deacriptlt* 
booklet today. 


rnmmm iaohie a thi m 
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A. I. Roberts & Sons are the proprietors of the 
former business of Scarliff & Doty at Holden, Mo. 


AUTOMOBILE EQUIPMENT 


The Hawkeye Hardware, Inc., at Cedar Rapidi, 
Iowa, now owns the business of A. C. Churchill A Sob. 

C. G. Hudson, a hardware merchant at Hollywood 
Calif., has recently erected a new store building, whieh 
will give him facilities for carrying an increased stock. 

F. H. Wilson, for the last 12 years president aod 
manager of the Northern Hardware Co. at Great Falli, 
has taken charge of the Marshall-Wells hardware in* 
terests at Salt Lake, where he will henceforth reside. 


mmwmsr 

t , •.. . 
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Easy to operate. Fits any spring. All dealers, or sent prepaid 
Spring Leaf Lubricator Co., 1008 Forest Ave.. Ann Arbor, Midi. 


UNITED AUTO SUPPLY CO. 


Jobbers and Factory Distributors 

Automobile Accessories 


711-715 MISSION STREET, SAN FRANCISCO 


Send for Our Late$t Complete Accessory Catalogue 
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“bet ter” 
quality. New 
Era Springs 
are graphit- 
ed for two 
years’ lubri¬ 
cation; more 
flexible and 
quiet; longer 


faction and 

dealer profit*. Write for sales plan. Send today for 
Catalog on complete line “Better” Spring Bumpers. 

Tire earners and Springs. 

NEW ERA SPRING ft SPECIALTY 00. 

66 Cottage Grove Ave. Grand Rapids, Mich. 


'Better'spRlNG BUMPERS 


lane'5^ > 1 

umut wwtwM.'NfctHOu 

STYLE C \ 


SOfJfrwSEN^s^ 


IMfouttNlUE »ATCMtT WStNCMI 


AUTO TOPS and 

Seat Covers 


Top Beoovert, Seat Cover* 

Radiator and Hood Cover* 

Side Curtain*, Rain Guard* 

Tire Cover*, One-man Ford Top* 
Trimmer*’ Material and Supplies 
Tents, Paulina, Wagon Cover* 
Cotton Picking Bags 

Clifton Manufacturing Company 

Main Office and Factory 
Waoo, Texas 

San Frandaoo, California 
Offlca: S 39-41 Larkin St 

Los Angelo*, Oahfornla 
Offloe: 619 North Broadway 


Dealers’ General Assortment of Lane’s OSBug Tools 


STYLE A 


RATCHET 
SCREW 
_ DRIVER 
9 SET 


1 

L LAnn UNIQUE RATCHET WRLNtH | 
STYLE F | 

| l:.^ogQQQl 


Dealers, you 
can safely 
give your per¬ 
sonal guaran¬ 
tee on every 


Wrench Set 

in the group 
illustrated. 
Furthermore 
each Tool in 
this assort- 
m e n t is a 


Lane was 
the first to 
discover that 
broached 
sockets, 
turned from 

solid round bar steel were the strongest, most accurate, and most satisfactory socket to sell. 

JOBBERS CAN FURNISH LANE’S UNIQUE TOOLS 

MADE BY 

WILL B. LANE UNIQUE TOOL CO., 170 West Randolph St, Chicago, Ill. 
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Chubbuck’s Double Catch Gopher Trap 

Manufactured by E. J. Chubbuck Co., San Francisco, Cal. 

Should Be Found in Every Hardware Store 

Farmers are paying 75c each for these traps, sending their orders 
direct to us because they cannot buy them at home. 

One California ranch, after testing our trap, having seen our ad¬ 
vertisement in the California Cultivator, sent us a check to pay for 144 
and asked to have the traps rushed by express. Any hardware dealer 
in the valley might have handled this order at a splendid profit. One 
advertisement which appeared in the Pacific Rural Press, April 2, 
1921, has brought in to date, April 18, from California farmers, more 
than fifty checks, some of the orders being for one dozen traps. 

These Orders Belong to the Hardware Dealers 

But We Can’t Ask the Fanners to Wait 

The dealer who says he cannot af¬ 
ford to allow his clerks to spend time in 
trying to sell a new and high-priced 
gopher trap should not complain, if his 
customers send their money to us. Read 
this letter: 


Santa Cruz, 4-9-’21. 

E. J. Chubbuck Co. 

Dear Sirs: Received your Double Catch Trap and your letter on the 
7th, and on the 8th I set the trap seven times and caught seven gophers all 
in one day, and some of these I could never get before with several different 
kinds of traps nor with gas. I assure you that I am highly pleased with 
your trap, and you can look for more business in the near future from my 
neighbors, as I am telling every one of them about it, and show them the good 
results. Thanking you very much, I remain—J. Aschwanden. 


Would not the sale of the one trap to Mr. 

Aschwanden been a profitable one for the 
local dealer! Orders from Mr. Aschwan¬ 
den’s neighbors are already coming m. 

One successful stock man of Standish, 

Calif., tried two traps. Then he sent us $9.00 
for twelve more. 

We could go on and fill half the pages of the Hardware World with 
letters from farmers and boys who have completely cleared their 
fields of gophers. 

Q^"SEE OPPOSITE PAGE FOB SPECIAL OFFER TO DEALERS. 
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number of 


Regular price to Hardware dealers is $6.00 per dozen. Special price 
when ordered in full gross lots. 

From the date this announcement appears until June 1, 1921, we will 
furnish dealers DOUBLE CATCH GOPHER TRAPS at $5.50 per dozen, 
delivered. 

We want the dealers to have the benefit of our trap business. Cir¬ 
culars and newspaper cuts furnished. 

E. J. CB0BB0CK COMPANY 731 Market Street, San Francisco, Cal. 

Manufacturers, Dept. H 


Chubbuck’s Double Catch Gopher Trap 

Illustration below shows what a 7-vear-old boy, Lisle Percival, Lathrop 
Calif., can do with the Double Catch Gopher Trap. 


Note tlx* 
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Business Building Idea With Big Possibilities 


Bath in Every Home Campaign Worth While 
for Every Plumbing and Heating Merchant 


1 M accordance with previous announcements, 
the National Trade Extension Bureau has put 
together a complete sales campaign for 
plumbing and heating merchants, based on the 
thought that there should be “A Bath in Every 
Home.” The time set for the climax of this 
big selling effort is the week of May 16 to 21, 
inclusive. 

This campaign should be eagerly joined by 
every man in the business. They should join 
in the campaign to make it a great big drive, 
all together, at the same time. This kind of 
intelligent action on the part of all contractors 
will do a great deal to make the public come at 
last to realize that health, comfort and decent 
cleanliness demand “A Bath in Every Home.” 

These special drives, put on by retailers in 
any one business, and devoted to a definite 
thought, have been so successfully accomplished 
in many lines of business that there remains no 
room whatever for doubt that they are profi¬ 
table. Here is an opportunity for the plumbing 
and heating merchant to profitably take a leaf 
out of the other fellow’s book of experience that 
has already been bought and paid for. Those 
who do so will find immediate profit and ad¬ 
vantage as the result of so doing. 

The only essential requirement is for every 
plumbing and heating merchant in the business 
to get aboard on this campaign, May 16-21, and 
feature the idea that there should be “A Bath 
in Every Home.” Whether the merchants who 
do this be many or few, they will surely find 
that they have done a permanently profitable 
thing by associating their business with this 
idea in the public mind. 

As to the business possibilities that can be 
made to result from this campaign, according 
to generally accepted authorities there are 17,- 
500,000 homes in the United States today sorely 
in need, either of complete new bathroom equip¬ 
ment, or extensive improvement to the equip¬ 
ment already in place. If, as a result of this 
campaign, an average of only $100 for each 


home is spent by householders, the amount of 
money spent for bathroom equipment would be 
one billion seven hundred and fifty million dol¬ 
lars. There are around 25,000 plumbing and 
heating merchants in the United States. If 
every one of them got an equal share of this 
business they would each do a volume of $70,- 
000 worth of business on this one idea alone. 

We challenge any plumber to examine his 
own list of customers at present on his books, 
and then say that he Would not do the biggest 
year’s volume of business in his whole business 
history, if he secured orders or contracts for 
putting complete new, modern bathroom equip¬ 
ment into each one of the homes on this list 
that really should have such equipment. 

In the Trade Extension Bureau Monthly 
Service Bulletin for February, March and April 
this campaign for “A Bath in Every Home,” 
was extensively explained. In addition to this 
information, the Bureau has prepared, and will 
very shortly send out, a broadside circular, on 
paper 36 inches by 24 inches in size. Both 
sides of this sheet are full to the very edge 
with wealth of business building material, cov¬ 
ering 36 pieces of newspaper advertising copy, 
including high grade art work for the illustra¬ 
tions. This copy has been prepared by six 
best advertising men in the industry. 

In addition to newspaper advertising, this 
broadside circular will bring material for win¬ 
dow display suggestions, movie screen slides, 
sales letter sample forms, in fact, everything 
that can be possibly needed or used in a suc¬ 
cessful selling campaign of this nature. Every 
bit of this material is the product of the best 
advertising and best selling brains in the in¬ 
dustry. 

Every plumbing and heating merchant who 
reads this article should write to Department 
3, The National Trade Extension Bureau, Evans¬ 
ville, Indiana, and request the broadside circu¬ 
lar for “A Bath in Every Home” campaign. 
Remember that if you sell only one in a hundred 
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of those 17,500,000 homes that you will sell 
175,000 bathrooms, and that will give each man 
in the business seven bathrooms for his share. 

The way to the public’s pocketbook is along 
the road of first making the public think. By 
thinking the public comes to acting. All do 
not think as quickly as others, nor do all act 
with equal quickness. None of this thinking 
and acting is self-starting, however. So, if you 
want your share of the public to act in the 
direction of profits for you, you must supply 
the original motive power. The amount of 
public spending is regulated by the amount of 
public thinking. As they think, so will they 
spend. You, very largely, are responsible for 
the amount of thinking they will do about you 
and your business. 

HENRY HOELTGE BACK TO HIS FIRST 
LOVE 

Henry Hoeltge, until recently western ad¬ 
vertising manager for The Plumbers Trade 
Journal, has been appointed advertising man¬ 
ager for The Central Foundry Company, 90 
West Street, New York. 

Mr. Hoeltge is an old Central Foundry man, 
having rounded out several years with this 
company prior to entering the army back in 
1917. 

Motion is two-thirds of “Promotion.’’ 


Dependable Service 
Quality Goods 

We are exclusive agents for 

Homestead Quarter-Turn Blow-Off Valves 
Witt Pump Governors and Regulating 
Valves 

/ Valve Discs 
\ Rod Packing 
Durable < Sheet Packing 
I Union Gaskets 
v Gauge Glasses 

Distributors of 

Wm. Powell Valves and Specialties 

The M. L. Kline Co. 

Wholesalers 

PLUMBING, HEATING AND STEAM 
SUPPLIES 

84-86-87-89 Front Street, Portland, Ore. 



Church Seats 


The glistening pure white¬ 
ness of Church Closet 
Seats recommends them 
for use on your most par¬ 
ticular installations. 


People demand sanitation 
and expect lasting satis¬ 
faction — that is why 
Church is the natural 
choice. 


Write for Latest 
Catalog 


C. F. Church Mfg. Co. 


No. 500 

With Non-Soil Hinge 
No Metal an Under Side of Seat or Cover 


New York 


Holyoke, Mass. 

San Francisco 


Chicago 


These goods can be obtained from the leading jobbing houses in the West. Insist on them. If you cannot get 
them, address for information W. B. Gilchrist, Pacific Coast Representative, Monadnock Building, San Francisco, 
Cal. These goods are sold by all the leading jobbing and supply houses. 
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It hardly seems necessary that cooperation should be a rule be¬ 
tween intelligent business men when even the “dumb brutes” realize 
its advantage. 


If you have not been cooperating with your fellow business men 
before, then begin this month in the campaign for a bath in every 
home in the week beginning May 16. 
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—mm OVER 1200 PHILADELPHIA PLUMBERS 

’ l' ARE USING AND SPECIFYING 

I. # SAVILL'S SWAN-NECK FAUCET 

l{ f Pull-stream flow in a fraction of a minute. 

■ ^ l i _ /sML Gentle half-turn either way operates. 

Jl Protective Stop on handle. Saves pinching. 

paucet ^ Best red brass, 85% copper. Saves replacing. 

1 Long nozzle-outlet. Saves splashing. 

sou b, Mtu lcuotlw sop- TWIMS SAHU.-S SOUS, WUUc. mi With SU-. p.- 


1 4 


piles Everywhere 


Send postal card for catalogue showing 23 styles. 



No. 10 Stool y 4 ~ to 4" 


SCAIFE “Copper-Brazed” 

TANKS 

For Air, Gas and Liquids 



Pneumatic and Storage Tanks 

Range Boilers, Riveted 
or Welded 


SEND FOB CATALOGUES 

WM. B. SCAIFE AND SONS CO. 

PITTSBURGH, PA. 

38 South Dearborn St. Chicago, HL 


Plates that Please 

ORDER NOW 

and be ready with a stock 

Increasing Demand for “B St C” Styles 

Catalog on request 

THE BEATON St CORBIN MFG. 00. 

Largest and Oldest Plate Company in the World 

Pecifie Coast Representative 
W. ERWIN GILCHRIST 

681 Market 8t. San FraneUeo, Oal. 


Garden Hose Valves 

- O F- 

Recognized Quality 

Which command repeat orders for you 



Sizes W to 2%" inclusive. Both bent 
and straight Hose Spout. 

HAYS MFG. CO.. Erie, Pa. 

W. Erwin Gilchrist 
Pacific Coast Representative 
681 Market Street, San Francisco. 
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PUSHING THE SALE OP PLUMBING 
SUPPLIES 

Advantages of Neat Display to Show the Goods In 
Actual Use 

There is a good profit in the sale of plumb¬ 
ing supplies, but few plumbers push them in 
the manner they should. It was therefore quite 
a treat to go into the well equipped store of 
the Greig-Westman Co., Springfield, HI., and 
note the attention paid to this line. 

In the first place there was a large show 
window fitted up as a modern bathroom, which 
showed off the plumbing fixtures to the best 
possible advantage. The background was cov¬ 
ered with paper to represent tiling, and on the 
wall was a large mirror with electric light 
brackets on both sides of it—the lights being 
switched on at night. 

A shelf beneath the glass held toilet water, 
soap, talcum powder and other toilet acces¬ 
sories. Several racks along the wall held wash 
cloths, face and bath towels and bath brush. 
Just above the big porcelain bath tub was a 
sponge in a wire rack. Near the toilet was a 
big roll of toilet paper, and beside the station¬ 
ary washstand was a white enameled waste 
basket for shaving paper and other refuse. 

Several braided rugs covered the hardwood 
floor, and for convenience in dressing there 
was a comfortable white enameled chair. So 
inviting an apparance was presented that every¬ 
one who stopped to look felt a desire to possess 
a bathroom exactly like it. 

Helping the Customer 

Mr. David Greig, in speaking of the attract¬ 
ive display, said that it had boosted sales 
wonderfully. “We had a picture taken of the 
display, and this, enlarged, is on view in our 
salesroom, so that anyone interested can point 
out the particular fixture or accessory that at¬ 
tracted him, and we can at once lead him to its 
duplicate so that he can examine it at close 
range. We have found, too, that a great many 
people desire a complete bathroom outfit such 
as we show, and so beneath the picture of the 
display is a typewritten itemized list of every¬ 
thing it contains, with the price of each, and 
the total cost.” 

Asked if they carried the towels, soap and 
brushes in stock, he smiled and said, “No, but 
they are very readily obtainable, and if any¬ 
body wished it we would purchase them and 
deliver them along with the rest of the outfit.” 

The Patterson-Stewart Co., also of Spring- 
field, had a very efficient and orderly plumb¬ 
ing section. Washstands were arranged along 
the side of the wall (several had all the con¬ 
nections made), while against the other were 
bathroom racks, cabinets and other glass and 
metal devices. 

Down the center of the section was a series 
of bath tubs, the monotony of the all-white 
display being broken by several large potted 


ferns. The show window, too, attracted con¬ 
siderable attention, as half of it was fitted up 
as a miniature bathroom. Inclosed in a porce¬ 
lain frame was a complete bathroom, with wash- 
stand, tub, toilet, mirror and other accessories. 
The tub was equipped with curtains, and in it 
was a large doll. The whole was an exact 
replica of the fixtures sold by them. 

Mr. Patterson says that he has several times 
been offered a large sum for the outfit by 
wealthy people who desire it for their children, 
but that it is not for sale as it advertises so 
effectively the lines they have to offer. A ra¬ 
diator-boiler of standard make is also featured 
in the window, and over the top of the little 
bathroom a good view of the pleasant interior 
is obtained. 

Taking Advantage of Feminine Interest 

W. T. Delahunty & Co., Decatur, have built 
up a good trade in plumbing fixtures and sup¬ 
plies by featuring cleaning apparatus and com¬ 
pounds. The instinct to clean and polish and 
scrub and wash is inborn in practically every 
woman, and it was in catering to this instinct 
that the firm first began to work up their 
plumbing business. 



Said the manager, “Every woman wants her 
bathroom kept clean and sweet whether she 
does the work herself or employs servants for 
the purpose. Accordingly we feature at regular 
intervals mops, brushes, swabs, and several 
standard kinds of liquid, paste and powder for 
cleaning and polishing. We call attention to 
these lines both through the newspapers and 
our show windows, and whenever we make a 
showing of these cleaners we notice a big in¬ 
crease in the sales. 

“These cleansers of all kinds are kept in the 
bath supplies department, and here we have a 
bath tub, toilet and washstand, so that we can 
demonstrate just how any of the supplies are 
to be used. These fixtures have connection 
made, and hot water gushes forth at the first 
touch. This is a novelty to many and gives us 
Digitized by VjOOQlC 
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an opportunity to explain our gas water heaters 
—there being one in close proximity that we 
use to demonstrate. The neat appearance of 
the bathroom equipment also makes an impres¬ 
sion, and while we never force its attention 
upon the buyers of cleaning equipment, we are 
quick to explain its comfort and convenience 
whenever the slightest interest is manifested. 

“We also make a specialty of toilet paper, 
and frequently advertise sales of same at re¬ 
duced prices. The rolls are stacked in pyramid 
form from floor to ceiling, and the bulk of 


them impress customers with the large quantity 
we carry. These rolls are also in the vicinity 
of the bathroom setting, and a roll is fastened 
on a rack near the toilet, which frequently calls 
to the attention of the purchaser of a brush or 
can of cleaning powder that paper is needed 
for the bathroom. While of course we sell single 
rolls on request, we always urge the purchase 
of at least a half dozen, and our advertising 
always features them in quantities. In this 
way we turn over our stock quickly and do not 
have on hand weather stained, dust spotted 
paper, which presents an unattractive appear¬ 
ance, to say the least.’’ 

Toilet paper in quantities was displayed in 
the window recently, and in the background 
was a wall mirror and racks for the accommo¬ 
dation of all kinds of bath accessories, while 
down in front were a half dozen cans of cleans¬ 
ing powder, and a card, showing a little fellow 
in overalls busily scrubbing, which suggested: 
“Keep your bath tub clean with Porcela—The 
best bath tub cleanser made.’’ 


What is known as the City Plumbing Shop. Ray¬ 
mond, Washington, announces that they have taken m 
a third partner, the firm now being Baker, Baker & 
Stover. They are adding to their facilities and expect 
a busy season. 


J. Oscar Johnson is preparing to install a new 
plumbing and heating plant in a building recently pur¬ 
chased at W. 1018 Eighth Ave., Spokane, Washington. 


(gg »wTRIMO 

stands for good tools made by the Trimont 
Mfg. Co., which are the following: 

The Trimo Pipe Wrench 
The Trimo Chain Pipe Wrench 
The Trimo Monkey Wrench 
The Trimo Pipe Cutter (Hand) 


Trimo Pipe Wrench 
in steel or wood handle. 



Trimo Pipe Cutter 
one or three wheel 


The four good points that make the 
Trimo Pipe Wrench superior are the 
Spiral Spring, always in place, the Steel 
Frame, that will not break, the Nut 
Guards that protect adjustment nut—and 
the Inserted Jaw in handle, that can be 
replaced when worn. Save time and 
money and buy Trimo tools, made by 

TRIMONT MFG . COMPANY 

ROXBURY (BOSTON), MASS. 



Trimo Nut Wrench 
steel handle only 
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SONG OF THE PLUMBER 


A Nipple Close, a Nipple Long, 

Are in the Plumber’s business song; 
They Cap the Pipe, or use a Plug, 

To keep the Gas both tight and snug. 

If Joint is split, then Solder use— 

And with the Acid make it Fuse. 

A Coupling now and then they find 
Will make two pieces securely bind. 
And when they turn the corner round. 
An Elbow then is what they found, 

To make the turn both safe and sound. 
Of course it often has to be— 

The use of Bushing and a Tee. 

Now every Plumber sings this song. 

His helper also goes along. 

If Jobs done right, it can’t be wrong. 

—Reegtherhymer. 


The Peterson Plumbing and Heating Co., 
Lewiston, Idaho, have changed their name to the 
Empire Plumbing and Heating Co., and they 
are doing business at 852 Main St., Lewiston, 
Idaho. The personnel of the firm remains the 
same. They report a good season’s outlook. 


H. F. Ant rob us its engaging in the plumbing business 
at Arlington, Calif. 


Phillip Oehler has taken over the plumbing interests 
of the Owens Hardware Co., Raymond, Washington, 
and will continue the business individually. 


GENUINE 

ARMSTRONG STOCKS and DIES 



PIPE CUTTERS 
Malleable Iron Pipe Vises 

MANUFACTURED BY 

THE ARMSTRONG MFG. CO. 

276 Knowlton St. 

BRIDGEPORT, CONN. 

New York Office: 248 Canal St. 


DO AS YOU WOULD BE DEALT BY 

We cry out daily against the decline of 
morals among the masses, put up our hands in 
horror at the mention of graft, lawlessness in 
general, and then explain that we cancelled a 
contract because we found that to carry it out 
meant loss to us. The sanctity of a contract is 
just as necessary to such a society as ours as 
are safeguards to property against theft. 

Men will not trade where they cannot trust. 
Elaborate safeguards in the exchange of goods 
hamper trade, decrease production, limit inter¬ 
course, and otherwise handicap commercial 
operations. 

There must be confidence—trust—before 
there is freedom of action, and that is what is 
being destroyed by the cancellation of contracts 
as a result of the collapse of prices. That the 
cancellations are in the nature of reprisals is no 
excuse. 

The only reprisal that should be visited upon 
violators of contracts is the reprisal of commer¬ 
cial ostracism. The attitude which justifies can¬ 
cellation grows out of the “within the law” 
code which harks back to the days of the wolf- 
pack in industry. That day has gone, but some 
of its ideas are with us still. 

—Manufacturers 1 Record. 


Chas. C. Johnson, who has been engaged in the 
plumbing business at Inglewood, Calif., has disposed of 
the business to Paul Macy. 



No. 1 Fire Pot List Price Each $27.20. 

Ask for Discount 

The C. & L. No. 1 Fire Pot 
Will Do Double Work 

owing to its construction and the intensely hot 
blue flame which it produces. The No. 1 Fire 
Pot will melt a pot of lead and heat a pair of 
soldering coppers in less time than any other 
Fire Pot made. It is strong and durable and has 
a swiveled burner which gives the user perfect 
control of his fire. Tank made of heavy gauge 
seamless drawn steel, tinned inside and out (Rust- 
Proof). Jobbers supply at factory price. Send 
for catalog. 

CLAYTON & LAMBERT MFG. CO. 

10611 Enodell Ave. Detroit, Mich., U. S. A. 
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PROMOTION 

Promotion comes to him that sticks 
Unto his work and never kicks, 

Who watches neither clock nor sun 
To tell him when his task is done; 

Who toils not by a stated chart, 
Defining to a jot his part, 

But gladly does a little more 
Than he’s remunerated for. 

The man in factory or shop 
Who rises quickly to the top 
Is he who gives what can’t be bought— 
Intelligence and careful thought. 

No one can say just when begins 
The service that promotion wins. 

Or where it ends, ’tis not defined 
By certain hours or any kind 
Of system that has been devised. 

Merit cannot be systematized. 

It is at work when it’s at play, 

It serves each minute of the day; 

’Tis always at its post to see 
New ways of help and use to be. 

Merit from duty never slinks; 

Its cardinal virtue is—it thinks! 

Promotion comes to him who tries 
Not solely for some selfish prize, 

But day by day and year by year 
Holds his employer’s interests dear. 


Who measures not by what he earns 
The sum of labor he returns, 

Nor counts his day of toiling through 
Till he’s done all that he can do. 

His strength is not of muscle bred, 

But of the heart and of the head. 

The man who would the top attain, 
Must demonstrate he has a brain. 

—Edgar A. Quest. 


PURCHASE MOLBY BOILER CO. 

The Iron Products Corporation of No. 90 
West Street, New York City, have purchased 
the capital stock of the Molby Boiler Company, 
Inc., of No. 101 Park Avenue. The following 
officers have been elected: G. A. Harder, Pres¬ 
ident; R. R. Rust, Vice President; Stephen 
Barker, Secretary and Treasurer. 

G. A. Harder is the president of the Iron 
Products Corporation. 

It is the intention of the new company to 
equip a plant which they recently purchased at 
Mount Union, Pennsylvania, for the exclusive 
manufacture of Molby boilers. It is their pur¬ 
pose to specialize the magazine feed down draft 
type of boiler, not only increasing the output, 
but to develop the market for the boiler in all 
fields of low pressure heating. Mr. E. C. Molby, 
the founder of the Molby Boiler Co., Inc., will 
continue as general manager of sales for the new 
company. » 



Hje the Die Man 



Nje Solid Die 


A Jackass Is All Heels 
—A Bulldog All Jaw! 

A jackass is a pessimist, and kicks; 

A bulldog is an optimist, and hangs on ! . 

A jackass listens to what others say; 

A bulldog watches what others do! 

Be a Bulldog! 

Speed up work, cut down costs—and hang on! 
Use the best tools, do the best work—and hang 
on! 

The Nye Die 

Is the bulldog of dies—it hangs 
It cuts pipe and cuts costs. 

The Nye Tool & Machine Works 

108-128 No. Jefferson St. 

Chicago, HI. 



Digitized by Google 






176 


HARDWARE WORLD—PLUMBING AND HEATING 


— If it’s ♦ it's well made 

In this twentieth century one of the soundest prin¬ 
ciples on which the modern manufacturer builds is by 
the establishment of a reputation for quality. 

All the tremendous sums spent by the great commer¬ 
cial successes of the present day for advertising would 
have been uselessly expended had their products failed 
to measure up to the standards demanded by a dis¬ 
criminating public. Nothing inspires confidence like 
merit. 

Accepting this as the foundation of achievement, 
the Madewell Pipe & Culvert Works of Oakland, Cali¬ 
fornia, have gone further and incorporated in their 
name a word that distinctively associates with it the 
formula they have adopted. If its Madewell, it's well 
made. 

Significant of good faith was the prompt erection of 
a large plant, perfectly appointed, thoroughly modern, 
well lighted and equipped. It is situated between the 
tracks of the Western Pacific and Southern Pacific 
Railroads in East Oakland, within a short distance of 
the waterfront. This ideal location affords unhampered 
shipping facilities and assures prompt delivery both of 
raw material and finished product. 

Manufacturing a very complete line of sheet metal 
products, the factory turns out surface irrigation pipe, 
well casing, corrugated culverts, troughs, leader pipe, 
ditch gates, air pipe, smoke stacks and discharge pipes, 
as well aa many sheet metal specialties. And through¬ 
out every process of manufacture both workmanship 
and materials consistently carry out the promise implied 
in trademark and name. 

That this policy has been a potent factor in the 
steady expansion of their business is attested by the 
recent addition of a new line under the name of Auto- 
Camp Necessities. These convenient, practical and 
durably constructed articles appeal alike to motorist 
and camper and possess many ingenious features not 


found in others of the kind now on the market. Else¬ 
where in these pages will be found the announcement of 
the Madewell Pipe & Culvert Works, containing detailed 
description. The new line will be sold through the 
jobber and being Madewell will also sell well. 


FIVE RULES FOR CORRESPONDENCE 

1. Answer your letters the day they are 
received. 

2. Be brief, but do not sacrifice clearness. 

3. Use the simple words heard in daily con¬ 
versation. 

4. Plan your letter before you begin to write. 

5. Be interested in the people to whom you 
write. 

The most interesting letter is the love letter, 
because it is full of the personality of the writer, 
and because the writer is always vitally inter¬ 
ested in the person to whom he is writing. This 
illustrates the value of putting personality into 
letters. 

Every man or woman you lay your eyes on 
each day is a prospective customer. In fact, 
they may be live prospects. What is keeping 
them from buying? One of three things: Pessi¬ 
mism, high prices, or low values. 


S. C. Cornett has sold his plumbing business at Los 
Banos, Calif., to his brother, 1. B. Cornett. 


Chas. Crawford is preparing to engage in the plumb¬ 
ing and tinning business at Areata, Calif. 



Ho. 208 Torek 
List Price 
Each $17.00 
Ask for 
Discount 


The Hotter the Flame 

the better and quicker your work 
can be done. Ton will find the 
C. A L. No. 208 Double Blunt 
Needle Gasoline or Kerosene Torch 
will produce 200 to 800 degrees 
more heat, with less fuel consump¬ 
tion, than any other. Include the 
No. 208 Torch in your next order 
and you will be pleased and satis¬ 
fied with its performance. Send 
for catalog. Jobbers supply at fac¬ 
tory price. 

Clayton ft Lambert Mfg. Co. 
10611 Knodell Are. 

Detroit, Midi, U. 8. A. 


Here, There, and Everywhere 

you will find mechanics using the * 4 Always Reliable" 
tools. In fact, it is just as our manager stated recently, 
"The sun never sets on our line." This statement is 
very true, as the "Always Reliable" tools are now sold 
throughout the entire world. 

Wny are more of the * ‘Always Reliable" torches, 
furnaces, braziers, and plumbers' tools sold now than in 
the pastf Just because this line is becoming known 
universally for its quality and merits. 

When you buy any tools of this make you know yon 
are thoroughly covered by our guarantee. Due to the 
fact that each and every article is made by skilled 
workmen, and from the best materials money can buy, 
they are guaranteed to be in first class working order 
when shipped from the factory. Any tool not so will be 
replaced by the jobber or dealer without charge. 

Tour jobber can supply you at factory prices. 

OTTO BEBNZ CO., NEWARK, N. J. 

Established 1876 


YOU GET T HE 8IMPLE8T AND BEST BE R III fill RHP CCIIRP RAI I 

OOOK EVER MADE whan YOU SPECIFY Ufa Da rRBSdUllB DIILL tUvIl 



They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, with 
either rough or nickel-plated nuts 
tails, also that the tail piece can bo 
for lead pipe or threaded with any 
thread desired. 

All sixes up to and including 4-ineh 
carried in stock. 

Mo EpeotnJ Packing Required. Qroaxd 
joint Coupling, whioh Is always tight 
Mo hammering. Renewable Seat of I 
Metal. Mo Singing 
Rearing Sever on 
t&on to lowes' 

BOSTON BRASS COMPANY 

Maoon and Plimpton 8t, Waltham, 111 
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BISSELL’S NEW LINE OF TOY SWEEPERS 

After an absence of about three years from the 
market, there is again a line of toy sweepers bearing 
this old familiar trade name. It seems that it became 
necessary for the Bissell Company to discontinue their 
line of toy sweepers during the war in order to properly 
take care of the demands of their regular carpet 
sweepers and to produce certain government orders as¬ 
signed to them. 

They advised us that they had been experimenting 
for some time to produce a very superior toy sweeper 
at such a low price that it would have a wide sale, and 
in this they seem to have succeeded for they are now 
announcing two new models which are described as 
being most attractive in design and finish and of ex¬ 
cellent construction. Besides this they are priced to 
yield the retailer and the jobber good profits when 
retailed at the popular figures of 25c and 50c. 

These new Bissell toys are made along entirely 
new lines in many respects and the installation of 


TO A FIVE DOLLAR BILL 

Crinkle, crinkle, little bill; 

Goodness, gracious, you look ill! 

Are you losing all your power? 

You seem weaker every hour! 

“Now that prices are so high 
I’m so tired that I could die. 

I just circulate all day; 

No one dares put me away. 

When the evening board is set 
With the fruits of father’s sweat, 

My small voice is hushed and still— 

I am in the butcher’s till. 

And no matter where I go, 

People disregard me so; 

I don’t seem to count for much 
’Mongst the profiteers and such.” 

Bill, take heart; your luck may change. 

I’ll admit that times are strange. 

Though you’re weak I love you still— 
Crinkle, crinkle, little bill. 

Many a salesman carries around too abun¬ 
dant supply of chin-goods. 


special machinery and manufacturing processes for big 
production are counted on to keep the costs down to a 
point which makes their low prices possible. 

Unquestionably the toy sweeper is always ranked 
high as an educational toy which appeals to the mother 
at the same time that it pleases the youngster. 

It is further emphasized that from a selling stand¬ 
point, aside from producing immediate profits from the 
sale, each Bissell toy sweeper placed in the home is an 
ever present suggestion to the mother for acquiring or 
continuing the use of the regular Bissell carpet sweeper. 
This should particularly appeal to those thousands of 
merchants who sell Bissell sweepers. In fact, the 
company points out that one of the chief values to 
them of a line of toy Bissell’s is the advertisi g value 
and of course, they can reap this advantage only as it 
benefits their customers who handle the goods. 

One of the models, called the ** Little Daisy , 19 is 
7 inches long with a 24-inch handle^ and is finished in 
deep blue. The 1 * Little Queen” is more finely fin¬ 
ished in a grain mahogany effect with gilt lettering, 
etc., and is a little larger. 

Surprisingly low prices will be quoted upon request 
to the Bissell Carpet Sweeper Company, at Grand 
Bapids, Michigan. 


Taylor & Bowman is a new plumbing firm at Patter¬ 
son, Calif. 

Handcock & Drollinger are a new plumbing firm at 
Compton, Calif. 


The Latest Word In Blow Torches 

to Tk« Tarver New Line Blew Torches 

. w operate perfectly on either gasoline 

J or kerosene, and they stay gener- 

« ated. THE BAFFLE DOES IT. 

*- J I The adjusting needle is separate 

I . I from the shut-off. No more trouble 

!■ f" | K y) from enlarged fuel opening or cor- 

Air and fuel are correctly pro- 
tj 11. jjortioned^ automatically by the 

X aaflfeA These and other improve*. fea¬ 

tures give you BLOW TORCH 
Don’t buy SATISFACTION, 

another torch „ Prices no higher than for 
without the dinary torches. 

baffle in the Ths Turner Brass We- • . 

burner t-be. . 

TURNER Sycamore. -uln-.. 

PATENT FlftyYmartofM • rrience 



Ittt L'U-iLlL; UtLLAKta 

Our No jC r •• «'nng Plate the beat universally 
use*;. It it i ' Ansfactory, most reliable plate made. 

All we ask .•» t try it once—then compare it to any 

other plate you -r u*eu. We're sure you’ll agree with us 
that this No. iO :a me winner. 

The Beaton & Cadwell Mfg. Co. 

NEW BRITAIN, CONN. 

New York Office and Store. 234 Water St. Pacific Coast 
Representative, Wm. P Horn Sc Company, Rialto Bldg,. 
San Francisco; Dekum, Bldg., Portland; Hollenbeck Bldg.; 
Los Angeles. Middle Western Representative, Harry Ver- 
beck, 129 No. Clark St., Chicago, Ill. Western Canadian 
Agents, A. E. Hinds St Co., Chamber 
of Commerce, Winnipeg, Manitoba. art our TT 
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WANTED 

Position in Hardware 8tore. Thirty 
years of age; twelve years’ experience; 
best of references. Address H. W. B., 
care HARDWARE WORLD. 

WANTED 

Position in Hardware and Furniture 
Store. Have twelve yeais’ experience in 
the business, five years as a buyer and 
manager. Have been located in the Mid¬ 
dle West, but wish to get first hand ac¬ 
quaintance with Pacific Coast conditions 
with a view of permanently locating here. 
Address, N. Dak., Care HARDWARE 
WORLD. 

WANTED 

To buy small Hardware stock in the 
vicinity of San Francisco. Give full in¬ 
formation and terms. Address Box 250, 
Indiana, care HARDWARE WORLD. 

FOB SALE 

Prosperous Hardware business in well 
settled irrigated district in Sacramento 
Valley. Stock will invoice at $25,000. 
For cash only; no trades considered. Ad¬ 
dress C. & H., care HARDWARE WORLD. 

SALESMAN WANTED 

High class salesman wanted to sell a 
“QUALITY LINE OF STOVES AND 
FURNACES”; also “A NATIONALLY 
ADVERTISED REFRIGERATOR” on a 
commission basis. Have territory open in 
Eastern Washington and Northern Idaho; 
also territory in all of Utah and Eastern 
Idaho. Address Earl C. Ward, 215 N. 
20th St., Portland, Oregon 

POSITION WANTED 

By an experienced Hardware, House- 
furnishing and Crockery Buyer; ten years 
as Manager and Buyer, with initiative and 
executive ability; aged 35; healthy and 
willing to go where ability and enthu¬ 
siasm is the key to opportunity and co¬ 
operation is extended. Desire a change 
from present connections. Address Box 
200, care HARDWARE WORLD. 


BUSINESS OPPORTUNITIES 

WANTED 

Warm Air Furnace salesman for local 
territory, who is capable of handling sales, 
planning and supervising the installations. 
Sales average about one hundred furnaces 
a year. Address H. J. M., care HARD 
WARE WORLD. 

POSITION WANTED 

Buyer and Manager, 30 yonrs of age, 
17 years’ experience in Wholesale and Re¬ 
tail Hardware and Housefurnishings, 8 
years as Buyer and Manager, wishes con¬ 
nection with progressive wholesale or 
dept, store as Buyer and Manager. Now 
employed, good reasons for changing. B«*st 
references. Address G. L. M., care HARD¬ 
WARE WORLD. 

TRADE RHYMES $1.00 

Any advertiser can have a three verse 
trade rhyme or five two-line slogans sent 
them on approval by investing $1.00. 
Send any suggestions or cirealars to 
(Reegtherhymer) H. Summer Geer, Studio 
No. 62, 209 Dvclcman St., New York City. 
Suggestions selected and used $1.00 each. 

WANTED 

Competent hardware executive, married, 
age 36, desires to make a change. Can 
qualify as manager, purchasing agent or 
sales manager. Experienced in general 
and builders’ hardware, mill and factory 
supplies and machinery. Want to work 
for some reliable, aggressive firm, who 
appreciates ability; references. Address 
Walter L. Schmidt, E. La Vegas, N. M. 

WANTED 

Salesman calling on the furniture and 
hardware trade, and ulso department 
st-ores, to sell the Staunch Leader, Two 
Fuel, Two Oven Porcelain Enameled Cast 
Iron Ranges, in all gas towns of the 
United States. Splendid selling plan and 
a wonderful opportunity for live, aggress¬ 
ive men. Write for details of our propo¬ 
sition. Southern Stove Works, Evansville, 
Indiana. 


FOR SALE 

Clean Stock of Hardware in Southern 
Idaho. Stock and fixtures will invoice 
$.">,000. Will sell or rent building and 
home. Good opportunity for a young man. 
No competition. Address L. J. T., care 
HARDWARE WORLD. 

SITUATION WANTED 

Hardware Traveling Salesman in the 
best accepted sense of that term, now en 
gaged, and with 20 years of successful 
selling in Pacific Coast territory, bearing 
endorsements as to character and ability 
from Pacific Coast Jobbers and who can 
refer to the editor of this paper. Avail¬ 
able at any time and invites correspond 
ence. Address Box 57, care HARDWARE 
WORLD. 

SALESMAN WANTED 

Manufacturer's Agent for a line of 
power emery grinders, and polishing and 
imffing lathes for Montana, Idaho and 
Nevada. We sell only to jobbers in 
heavy hardware, mine and mill supplies 
auto accessory, machinery houses and gen 
ernl hardware. Address Box 678. care 
HARDWARE WORLD. 

FOR 8ALE 

Reinforced concrete garage building. 50 
front by 154; corner, now bringing $150 
mo. rent (14%); price $12,000. Also re¬ 
inforced concrete building, 54 front by 60. 
now bringing $75 mo. rent (10%); price 
$8,500. Garage clean stock, invoiced Jan. 
1, $11,000, including fixtures. Business 
last year $40,000 (No shop included). 
Also stock of groceries, hay and grain, in¬ 
voiced Jan. 1, $3600, with no boss. Want 
to sell all or any part. I have too much. 
F. C. Parrish, Deming. New Mexico. 

FOR 8ALE —One of the leading implement 
business in California. Requires a 
capital from $40,000 to $50,000. Gilt 
edge proposition for right party. Only 
those financially able need answer 
Address Box 45, care HARDWARE 
WORLD. 


Coast Made for Coast Trade 


Guaranteed for 
20 ye&ra 

Plant No. 1, LaGrange, Illinois 
Plant No. 2, Lemont, Illinois 
Plant No. 4 and Rolling Mills, 
East LaGrange, Illinois 


Dware H E 





Write Dept. A for Catalog 


Better Service 
Quicker Deliveries 
Less Freight Charges 

These are the advantages our Oakland Factory 
offers the Coast Trade 

“LIFETIME” 

Aluminum Cooking Utensils 

Outwear Any Ware Anywhere 
(Pore Aluminum) 

PLANT No. 3 

ALUMINUM PRODUCTS COMPANY 

Of the Pacific Coast 
OAKLAND CALIFORNIA 
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Retail Selling Prices 


The following are the present market retail selling prices of merchants in some of the large cities. At the 
request of many merchants in smaller towns and cities who do not have the opportunity of checking up their 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course be added. As the overhead expense of a retail business in any part of the United Statos 
ranges from 20% to 25%, many merchants use these prices to save time in figuring their own. We will bo glad 
to receive suggestions and corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION—Cartridges—Metallic 

Box 


Blank Rim Fire— 

Semi- 

Sinkls 

Srakls 

22 Short . 

.20 


32 Short . 

.40 


Blank, Center Fire— 

32 S A W. 

.65 


38 S A W. 

.85 


38 Long Colt . 

1.35 


44 W C F . 

1.80 


Shot, Rim Fire— 

22 Long . 

.60 

.70 

32 Long . 

1.20 


Shot, Center Fire— 

32 S A W. 

1.10 


32 W C F. 

1.55 


38 S & W. 

1.30 


38 W r C F . 

1.80 


44 W OF . 

1.80 

2.15 

44 X L . 

1.90 

2.35 

44 Game Getter . 

1.80 

2.15 

Rim Fire, Ball— . . . . 



BB Caps . 


.40 

CB Caps. 


.50 

22 Short . 

.30 

.35 

22 Short H P. 

.35 

.40 

22 Long .. 

.35 

.40 

22 Long H P. 

.40 

.45 

22 Long Rifle . 

.40 

.45 

22 Long Rifle H P. 

.45 

.50 

22 W R F. 

.60 

.65 

22 W R F, HP. 

.65 

.70 

22 Win Auto. 


.65 

22 W T in Auto, H P. 


.70 

25 Short Stevens . 

.70 


25 Stevens .. 

1.00 


32 Short . 

.70 


32 Long.. 

.80 


38 Short . 

1.15 


38 Long.. 

1.25 


41 Short . 

1.05 


Center Fire Pistol— 

22 Win SS . 

1.60 

1.80 

25 Colts Auto . 


1.60 

25-20 Single Shot. 

1.70 

2.00 

25-20 W r in . 

1.55 

1.90 

25-20 W T in HV . 


2.20 

7.63 MM-Mauser. 


2.75 

7.65 MM-Mauser. 


2.75 

9 MM-Luger . 


2.80 

32 Colts Auto . 


1.75 

32 Colt’s Short. 

1.05 

1.15 

32 Colts T^ong . 

1.15 

1.30 

32 Colts Police Positive 

1.15 

1.30 

32 S & W. 

1.05 

1.15 

32 S A W Long. 

1.15 

1.30 

32-20 Marlin . 

1.55 

1.90 

32 Winchester . 

1.55 

1.90 

32-20 Win HV . 


2 20 

35 SAW Auto. 


1.90 

38 Colts Auto . 


2.50 


38 Colts Short. 1.30 1.50 

38 Colts Long. 1.40 1.00 

38 Colts Police Positive. 1.40 1.60 

38 S & W. 1.40 1.60 

38 S A W Special. 1.60 1.80 

38 Winchester . 1.85 2.30 

41 Colts Short DA. 1.60 1.80 

41 Colts Long DA. 1.85 2.10 

44 Bull Dog . 1.55 .. . 

44 S & W Araer. 2.00 2.30 

44 S A W Rus. 2.10 2.30 

44 S & W Special. 2.15 2.35 

44 W'ebley . 1.75 ... 

44 Winchester. 1.85 2.30 

45 Colts . 2.35 2.60 

45 Colts Auto. 2.85 

Center Fire Military and Sporting— 

22 Savage . 1.60 

250-3000 Savage . 1.75 

25-35 Winchester. 1.40 

25-35 Short Range. 1.40 

25-36 Marlin. 1.50 

25 Remington Rimless. 1.40 

6 MM U § N. 2.30 

7 MM Spanish Mauser. 2.30 

7.65 MM Bel Mauser. 2.30 

8 MM Mauser. 2.30 

9 MM Mauser . 2.50 

30-30 Winchester. 1.60 

30 Remington Rimless. 1.60 

30 Government Rimless. 2.30 

303 Savage . 1.60 

32 Remington Rimless. 1.60 

32-40 Winchester . 1.15 1.35 

32-40 Winchester HV. 1.75 

32 Winchester Slf Ldg. 3.10 

32 Winchester Special. 1.60 

33 Winchester. 2.30 

35 Winchester Rimless . ... 1.75 

35 Winchester. 2.50 

35 Winchester Slf Ldg. 3.15 

351 Winchester Slf L<lg. 3.35 

38-55 Winchester Lead. . 1.50 1.70 

38-55 Winchester HV. 2.00 

38-56 Winchester . 1.60 1.80 

40-60 Marlin . 1.60 ... 

40-60 Winchester . 1.50 

40-65 Winchester . 1.60 1.80 

40-70 Winchester . 1.65 

40-72 Winchester . 1.60 1.95 

40-82 Winchester . 1.65 1.95. 

401 Winchester Auto. 1.80 

405 Winchester. 2.75 

45-60 Winchester . 1.60 

45-70-405 Government... 1.60 1.85 

45-75 Winchester. 1.60 ... 

45-90 Winchester. 1.65 1.95 


SHELLS. LOADED— 
MEDIUM GRADE. 

BULK—SMOKELESS. 

12 3 drs. x 1 oz., 24 grs. x 1 


oz., drop shot.$1.30 


3 drs. x 1 Vs oz., 24 grs. x 

1V4 oz. drop shot. 1.25 

3 Vi drs. x 1 % oz., 26 grs. 

x 1 hi oz., drop shot. 1.25 

3 >4 drs. x 1 V4 oz., BB shot, 

drop shot. 1.35 

3% drs. x Buck shot, drop 

shot . 1.35 

16 2 % drs. x % oz., 22 grs. x 

% oz., drop shot. 1.15 

2% drs. x % oz., BB shot, 

drop shot . 1.25 

20 2V4 drs. x % oz., 18 grs., x 

% oz., drop shot. 1.15 

HIGH GRADE SMOKELESS 

12 3V4 drs. x 1V6 oz., 26 grs. x 

1V& oz., chilled shot. 1.40 

3% drs. x 1% oz., 28 grs. x 

lVfe oz., chilled shot. 1.45 

16 2% drs. x % oz., 22 grs. x 

% oz., chilled shot. 1.30 

20 2 Vi drs. x Vi oz., chilled 

shot . 1.25 

2Vi drs. x % oz., chilled shot. 1.35 


Trap Loads— 

12 8 drs. x 1V4 o*., 7 Vi chilled 1.35 
3 Vi drs. x 1V4 oz., 7 Vi chilled 1.40 
Black Powder—Loads— 

12 3 Vi drs. x 1 Vi oz., drop shot 1.05 
Caps and Primers— 


Percussion .20 


Musket Caps.25 


Primers, 100 in box... .85 


Primers, 250 in box... .80 

.... 

Empty Paper Shells—Black 
12, 16, 20 Ga., per 100. ... 

pow.— 

1.50 

10 Ga., per 100. 

1.65 

MEDIUM GRADE SMOKELESS— 

12, 16, 20, 28 Ga. per 100 . . 

1.80 

10 Ga. per 100. 

2.10 

HIGH GRADE SMOKELESS— 

12, 16, 20, 28 Ga. 

10 Ga. per 100. 

2.30 

2.40 

Empty Brass Shells— 

Best Qua!. 12, 16, 20 

28, Box 25. 

2.75 

2nd Qual. 12, 16, 20 

28, box 25. 

2.10 

Wads— 

Cardboard, box 250. 

.20 

Black Edge, Reg., box 

250 . 

.50 

Black Edge, V4 in., 125 

in box . 

.40 

Black Edge, V4 in., 250 

in box . 

.30 


ADZES—All makes of Lipped Ship Adzes, 4 to 6, $.6.60; 
larger, $6.00. 

Lippincotts—House, $8.50; Ship. $4.00. 

Whites or Bartons—House, $5.00. 

8hip Axes and 81icks—All makes Ship Axes, $5.50; all 
makes Slicks, 8 to 8Vi. $6.00; Standard Slicks, $4.75. 


ALUMINUM WARE, CAST— 


Griddles— 


Size 7 . 

Size 8 . 

. 3.35 
. 4.00 

S i ze 9 . 

. 4.65 

Size M . 

. 4.00 

Size 12 . 

. 4.75 

Kettles, Berlin— 


O X*. ,,t< 


4 qts. 

; 6! 6 5 

5 qts. 

. 8.00 

6 qts. 

. 8.75 

Kettles. Mnslin— 


4 qts. 

. 5.10 



f i 1 11 K 


8 qts. 

. 7.50 

1*? ots . 

. 10.50 

Kettles, Tea— 


Size 6 . 

. 6.85 

Size 7 . 

. 7.85 


Size 8 . 8.50 

Pans. Lipped Sauce— 

2 qts. 4.75 

3 qts. 5.25 

4 qts. 5.75 

Skillets— 

Size 6 . 3.50 

Size 7 . 3.85 

Size 8 . 4 25 

Size 9 . 4.85 

Spoons, Basting— 

15-inc h . . . ..30 

Spoons, Mixing— 

13-inch .30 

Waffle Moulds— 

Size 7, Low . 4.75 

Size 8, Low. 5.15 

Size 7. Deep. 5.15 

Size 8, Deep . 7.00 


ALUMINUM WARE. PRESSED— 


Boilers, Rice— 

1 Vi quart . 2.25 

3 quart . 3.25 

Cups— 

Collapsible .15 

Measuring.25 

Covers, Pot— 

inch.25 

8Vi inch .35 

9Vfc inch .40 

10 Vi inch.50 

11 Vi inch.60 

Kettles, Convex— 

2 quart . 1.35 

4 quart . 2.25 

6 quart . 2.75 

8 quart . 3.25 

10 quart . 4.00 

Kettles, Preserving— 

3 quart . 1.50 

6 quart . 2.25 

10 quart . 3.25 

14 quart . 5.00 

Kettles, Tea— 

5 quart . 5.00 

6 quart . 6.50 


8 quart . 7.25 

Ladles— 

Vi pint.30 

Moulds, Jelly— 

2841 to 2848 .10 

Pans, Biscuit— 
H%x7VixlVi inch... 1.00 
Pans, Bread— 

9%x5%x2% inch.80 

Pans, Cake— 

Round, Plain, 8% in.. .50 

Round, Plain, 9% in.. .60' 

Rd.. Loose Bot., 8% in. .60 
Rd., Loose Bot., 9% in. .75 
Square, Plain, 9 Vi in.. 1.50 
Tube, Plain, 9 inch... 1.10 
Tube, Plain, 9% inch 1.50 
Mountain, 9% inch.. .70 
Pans, Corn Cake—- 

6-cup . 1.35 

12-cup . 2.50 

Pans, Dish— 

10 quart . 3.75 

17 quart . 5.00 

Pans. Fry— 

9% inch . 3.25 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


L. A G—ROYAL ENAMEL WARE 


Biggins, Coffee 

0 . 1.00 

00 . 1.25 

40 .35 

Cups and Saucers 

300 .45 

Ladles, Deep 

100 .35 

120 .40 

34 .70 

36 .85 

Pans, Milk 

0.25 

11 .30 

20 .40 

40 .50 

60 70 

Plates, Deep Pie 

39 .35 

40 . an 

020 . 1.50 

030 . 1.70 

Boilers, Coffee 

60 . 1.35 

80 . 1.85 

300S.25 

Cuspidors 

10 .60 

30 .85 

300 . 1.40 

111 .40 

Measures 

02 .40 

04 .65 

06 . 1.25 

Pistes, Shallow Pie 

27 .25 

30 .40 

Pistes, Dinner 

20 .40 

Pots, Fireless Cooker 

145u.1.90 

1850 . 2.75 

Pots, Ooffee 

2 % .60 

5 .75 

25 .95 

45 .:. 1.15 

Pots, Tea 

00 .65 

0 .80 

100 . 3.15 

Dippers, Cup 

10 .35 

Dippers, Windsor 

110 .45 

11 Graduated. .65 
Pails, Chamber 

2 . 1.85 

40 . 2.60 

100 .90 

Boilers, Rice 

14 . 1.15 

18 . 1.45 

120 . 1.00 

Pans, Convex Sauce 

02 .70 

22 . 1.85 

Dippers, Suds 

4 .70 

Pails, Water 

110 . 1.50 

114 . 2.00 

Pans, Bed 

1 . 3.65 

Pans, Douche 

2 . 2.40 

04.95 

26 . 2.50 

06 . 1.15 

Bowls, Wash 

26 .50 

30 .60 

34 .80 

Buckets, Covered 

21 .50 

Dishes, Soap 

50, 60 . .40 

Fillers, Fruit Jar 

20 .35 

Flasks, Coffee 

10 .75 

010 . 1.65 

012 . 2.00 

Pans, Combination 
Sauce 

ID . 1.85 

10T . 2.85 

28 .75 

26 . 1.05 

Funnels, Pieced 

01 .35 

Pans, Bread 

11 .50 

Pans, Lipped 8auce 

10 .35 

20 . 1.00 

Oil .80 

28 . 1.35 

03 .50 

13 .70 

14.45 

101 . 1.00 

32 . 1.85 

05 .70 

Pans, Cake 

9 .35 

10, 69, 70.40 

200 .45 

18 .55 

102 . 1.10 

150 .65 

350 .85 

06 .85 

Kettles, Convex 

03 .80 

24.75 

28 . 1.00 

Pans, Straight Sauce 

250 .80 

Pots. Straight Sauce 

m« 9.'j 

450 . 1.00 


650 . 1.25 

05 . 1.00 

Pans, Corn Cake 

706 .75 

n°« l 85 

850 . 1.65 

08 . 1.40 

450 . 1.05 

Aon O 

1050 . 1.85 

1250 . 2.15 

Buckets, Dinner 

110 . 2.00 

112 . 2.35 

113 . 2.75 

010 . 1.75 

014 . 2.25 

020 . 3.15 

Kettles, Lipped 
Preserving 

14.45 

709 .90 

712 . 1.10 

Pans, Muffin 

406 .60 

412 . 1.00 

Pans, Deep Pudding 

50 .30 

150 .40 

300 .50 

650 1.30 

850 . 1.40 

Pans, Stew 

3 .40 

5 .50 

6 .65 

UOV/ ••••••••• a.OJ 

Pots, Soup Stock 

318 . 9.75 

336 . 13.75 

218 . 7.50 

236 . 11.25 

Roasters 

150 . 2.90 

180 . 3.50 

502 . 1.65 

503 . 1.85 

Chambers 

1 .65 

18 .55 

22 .70 

26. 85 

Pans, Oblong Stove 

04 .45 

100.60 

30 . 1.15 

500 .60 

300 .85 

Skimmers, Flat 

12 .35 

2 .95 

36 . 1.65 

800 .80 

350 . 1.05 

3 . 1.00 

40 . 2.50 

1000 .90 

450 . 1.35 

Spoons, Basting 

10 .20 

14 .25 

Chamber Covers 

10.30 

50 . 3.75 

Kettles, Milk 

71 .70 

73 . 1.00 

74 . 1 20 

Pans, Dish 

15 . 1.85 

550 . 1.80 

Pans, Square Stove 

110 .80 

112 .95 

114 . 1.25 

20.40 

30.50 

Colanders 

1 .65 

3 .95 

104.65 

806 .90 

Oups 

8 Mug).35 

6 .35 

80 . 1.10 

140 . 1.50 

210 . 2.00 

18 .35 

Steamers 

7 . 1.50 

Kettles, Tea 

30 . 1.00 

50 . 1.25 

70 . 1.60 

90 . 2.15 

100 . 2.60 

160 . 1.60 

300 . 2.90 

400 . 4.40 

Pans, Rinsing 

08 1. 1.05 

014 . 1.35 

017 . 1.60 

Pans, Lipped Fry 

80 .40 

32 .55 

116 . 1.60 

120 . 1.85 

Pitchers, Molasses 

601 .75 

Pitchers, Water 

2 . 1.20 

4 . 1.55 

8 . 1.75 

Steepera, Tea 

3 .70 

Tubs, Oval Foot 

0 . 1.50 

2 . 2.00 

4 . 3.25 

8 .20 

9, 10, 11, 25.. .25 

180 . 2.10 

190 . 2.50 

5 . 1.20 

10 . 1.35 

Turners, Cake 

14.25 


ALUMINUM WARE, PRESSED—Continued. 

10% inch . 8.50 

Pane, Milk— 1 

6 Quart . 2.25 8 

Pang, Pie— 6 

9% inch.50 

Pane, Pudding— 4 

1 quart.60 6 

2 quart.95 8 

4 quart . 1.35 

ANCHORS—8crewa per 100, 810, *4.15: %, $6.85. 

Sebco, 3-16x% in. -% in. '1 in., $5.00 per hundred list; 
%xV4 in. -% in. -1 in., $5.00 per hundred net. 


Pane, Convex Sauce— 

quart.90 

quart . 1.85 

quart . 2.75 

Pots, Tireless Cooker— 

quart . 1.85 

quart . 2.35 

quart . 8.00 


ANVILS—Vulcan No. 2, 20-lb., $8.25; No. 8, 30 lb., $9.50; No. 
4, 40-lb., $11.00; No. 5, 50-lb., $13.00; No. 6. 60-lb., $14.50; 
No. 7, 70-lb., $17.00; No. 8, 80-lb., $18.50. Trenton or 
Columbian—80 to 425 lbs., 32c per lb.; 70 to 79 lbs., 82 ttc 
IK; 60 to 69 lbs., 83c lb.; 50 to 59 lbs., 84c lb. With Clip 
Horn, 2c per lb. extra. 


ANTIMONY—81ab, 25c lb. 


APRONS—Carpenters—California Leg, $2.25; No. 12 Long 
Brown, $1.75; No. 2 Short Brown, 75c. 


AUGURS—Greenlee Carpenters' Nut No. 57— 


8ize 

% 

% 

% 

% 

1 

1% 

Each . 

. .$1.30 

$1.30 

$1.45 

$1.70 

$1.95 

$2.50 

Size . 


1% 


2 

2% 

3 

Each . 


$3.25 

$3.75 

$4.25 

$7.50 

$13.00 

16ths . 

. . .8-10 

11-12 

13 

14 

15 

16 

With Screw . 

.. 1.65 

1.80 

1.95 

1.95 

2.20 

2.20 

No Screw . . . 

. . 2.00 

2.15 

2.35 

2.35 

2.60 

2.60 

16ths . 

. . 17 

18 

19 

20 

21 

22 

With Screw . 

. . 2.40 

2.40 

2.70 

2.70 

3.00 

8.00 

No Screw . .. 

. . 2.90 

2.90 

3.25 

3.25 

3.60 

3.60 

lfiths . 

. . 23 

24 

25 

26 

27 

28 

With Screw . 

.. 3.85 

8.85 

4.50 

4.50 

5.35 

5.35 

No Screw . .. 

. . 4.60 

4.60 

5.40 

5.40 

6.40 

6.40 

16ths . 

. . 29 

30 

31 

32 



With Screw . 

.. 6.35 

6.35 

7.50 

7.50 



No Screw .. . 

.. 7.60 

7.60 

9.00 

9.00 




ASBESTOS— 

Mill board, 80c lb.; cut, 85c lb. 

Paper, 80c lb.; cut. 85c lb. 

Wicking, %-lb. balls, 40c each. 

Wicking, 1-lb. lots, 75c. 

Cement, per sack, $9.00; per lb., 12He. 

AXES—Plumbs’ Hunter's handled, 12 os., $1.75; 1 lb., $2.00; 
1* lb., $2.00. 

Boy Scout—Handled with sheath, $2.25 ; without sheath, 

$2.00; sheaths, 85c. 

Double Bit—Handled, $8.00; unhandled, $8.00. 

Single Bit—Handled warranted, $8.26; seoond grads, 

$ 8 . 00 . 


BAGS—WATER- 


% 

gallon. 

_l.$$ 

Finest, 8% gallon. . 
Faucet, 5 gallon..... 

. . 8.00 

1 

gallon. 


. . 4.00 

2tt 

5 

gallon.. 

gallon. 


Filter, 6 gallon.. ... 

. . 5.25 


BABBITT—Frictionless, 45c lb.; Magnolia, 45c lb.; No. 4, 
12%c lb.; No. 2, 18c lb.; No. 1, 20c lb.; No. A (genuine). 
70c per lb,; Challenge, $1.00 lb.; Special Motor, 75c lb; 
Excelsior, 25c lb.; Acme, 70c lb.; XxX, Nickeled, $1.10 lb. 
BARS—Crow, Pinch Point No. 10, 17c lb.; Wedge No. 15, 
20c lb.; Lining No. 80, 20c lb.; Digging No. 530. 27e lb.; 
Tamping No. 25, 16c lb.: Claw No. 20, 20c lb. Ripping or 
Wrecking, Goose Neck No. 8657 —% x 18, 55c each; Goose 
Neck No. 3659, % x 24, 70c each: Goose Neck No. 8662, 
%x24, $1.00 each; Straight Chisel No. 14, %xl5, 95e. 
BATTERIES, DRY CELL—Colombia. No. 6, 60c eeeh; No. 6-8, 
60c each; No. 16, $1.40 each. Rea Devil or Red Label, Ne. 
6-D, 60c each. Hot Shot Multiple, No. lo62, $8.65 each; 
No. 1662. $4.35 each. Ever Ready, same price as Columbia. 
Red Seal same price aa Columbia and Ever Ready. See 
Sparkers. 

BEDS—AUTO—B-l Red Seal Auto Bed, $28.45; C-5 Red Seal 
Bed, Tent and Dust Bags, $50.00. 

BELLS—Alarm—House, 85c each. Call, steel, iron base, 80c 
each; Call, bell metal, bronze base, $1.40; Gvng, gold bronzed 
steel. 90c; Gong, polished bell metal, 5-inch, $1.50 each; 
6 inch, $2.10; 7-inch, $2.85; 8-inch, $4.25; 10-inch, $7.10. 


Digitized by Google 






































































































































































































































181 


HARDWARE WORLD 


RETAIL SELLING* PRICES—Ctmtiiwed. 


BELLS—-Continued— 

12-inch, $11.25. Rotary Door, bronze, 85c each; steel, 85c; 
iron, 85c; copper, 85c; wrought steel, 8-inch, $1.65. 
BELLS—Farm—(100 lb.), $16.00. 

BELLS—Cow—No. 0, $1.50 each; 1, $1.25; 2, $1.00; 8, 75c; 
4, 65c; 5, 55c; 6, 45c. 

BELLS—Eleetrio—2%-inch. Eclipse Iron Box, 90o each; $-im. 

Nonpareil, $1.00. 

BELL STRAPS— 

Cow—1 % lb., $1.00; 1% lb., $1.25; 1% lb., $1.35. 

BEVELS—Sliding T —No. 18, 6-in., $1.10; 8-in., $1.25; 10 in., 
$1.35. No. 25: 6-in., 70c; 8-in., 75c; 10-in., 80c; 12-in., 

90c. No. 1—Odd Jobs, $1.10. 

BIBBS—Compression— %-in. %-in. %-in. 1-in. 

Plain—Rough brass.95 1.25 1.65 .... 

Finished brass. 1.25 1.75 2.10 3.75 

Nickel plated . 1.45 1.80 2.35 4.15 

Hose—Rough brass. 1.10 1.35 1.80 8.75 

Finished brass. 1.45 1.75 2.25 2.70 

Nickel plated. 1.65 1.95 2.50 _ 

BITS—Auger— 


16ths R. J. Irwin Irwin Car Common 

3 .85 .55 1.25 .30 

4 .70 .50 1.25 .30 

5 .70 .50 1.25 .30 

6 .70 .50 1.25 .35 

7 .70 .55 1.25 .35 

8 .70 .60 1.25 .35 

9 .85 .65 1.35 .40 

10 .85 .70 1.50 .40 

11 . 1.00 .80 1.65 .45 

12 . 1.00 .80 1.85 .45 

13 . 1.15 .95 2.00 .55 

14 . 1.15 .95 2.10 .55 

15 . 1.85 1.05 2.25 .65 

16 . 1.35 1.05 2.50 .70 

17 . 1.70 1.20 .75 

18 . 1.70 1.40 .80 

20. 1.95 1.55 .85 

22.i. 2.20 1.75 _ .95 

24. 2.40 _ _ 1.10 


Bitd ip Sets—Common, 6 bits, $4.00; 8 bits, $5.00; 
18 bits; $7.50. R. J., 13 bits, $18.75. Irwin, 18 bits, $10.25; 
8 bits, $7.00. 

Ship Anger Car Bits same prices as Ship Angers. 

Expansile—Clarks’ small, $2.00; large, $3.00; Steers, 
small, $3.50; large. $4.50. 

Expansile Bit Cutters—Clark's No. 1, 85c; No. 2. 45c; 
No. 3, 65c; No. 4, 75c. Steers, No. 1, 75c; No. 2, 75c; No. 
3, 80c; No. 4, 85c; No. 5, $1.25. 


BIT HOLDERS—Extension— 


Miners Falls, 
12 . 

No. 

8 — 

.. 2.00 

18 . 

. 1.90 

15 . 


.. 2.15 

21 . 

. 2 00 

18 . 


.. 2 25 

24 . 

. 2 85 

21 . 

e e • • 

.. 2.85 

Stanley, No. 1— 


24 . 


.. 2.60 

12 . 

. 2.00 

Millers FaUs, 

No.* 

6 ■ 1 

16 . 

. 2.15 

12 . 


.. 1.75 

18 . 

. 2 25 

15 . 


.. 1.75 

24 . 

. 2.35 


BLOCKS—Wood Tackle- 



Com 

Com 

Com 

Pat 

Pat 

Pat 


Sngl. 

Dbl 

Triple 

B«L 

DbL 

Triple 

8. 

. 1.00 

1.80 

2.50 

IA0 

2.60 

8.86 

4. 


2.15 

3.00 

1.55 

2.95 

8.80 

6. 

. 1.25 • 

2.80 

8.15 

1.65 

8.00 

4.05 

6. 


2.75 

8.85 

1.95 

8.75 

5.10 

7. 


8.80 

4.70 

2.25 

4.85 

5.80 

8. 


8.85 

5.80 

2.95 

5.85 

6.95 

10. 


5.90 

8.26 

4.50 

7.75 

9.80 

12. 

. 6.00 

... 

... 

6.90 

12.00 

16.20 


Steel Tackle— Tackle—DM. Galv.—176 


Site 

8.. 

Single 

... i5 

Dbl. 

1.76 

Triple 

%. 

1 . 

... .20 

... .20 

4.. 

... 1.16 

2.16 

2.45 

1%. 

... .25 

5.. 

... 1.85 

2.86 

2.55 

1%. 

... .85 

6.. 

... 1.50 

2.75 

8.86 

1%. 

... .69 

7.. 

... 1.50 

2.76 

4.00 

2 . 

... .65 

8.. 

... 2.76 

4.69 

5.10 

2%. 

... .86 

10.. 

... 4.25 

7.00 

7.50 No. 200 Buffalo— 


Wood 

Snatch— 



12* Complete. 

.. 44.60 

6.. 



4.50 

14* Complete. 

.. 60.00 


8 ..... 6.50 No. 700 Climax— 

10. 2.00 12* Complete. 28.00 

12 . 11.00 

BLOWERS— 

No. 400 Champion, without Tyere Irons, $40.00; No. 400 
Champion, complete, $42.50. 

No. 40 Lancaster, complete, $81.50. 

Royal H, without Tyere Irons, $46.00; complete $48.50. 
No. 200 Buffalo, Complete—12-in,, $44.00; 14-ln., $50.00. 
No. 700 Climax—12-in. complete, $28.00. 

BOARDS, IRONING— 

With Table—No. 2, Plain, $2.50 each; No. 10 Springer, 
00x15 in., no sleere board, $5.60; No. 20 Springer, 64x18 
in„ no sleeve board, $5.26; No. 40 8prlnger 60x12 in^ no 
sleeve board, $4.50. 

Without Table (skirt boards)—4-foot, $1.15 each; 5-foot, 
$1.75; 5%-foot, $2.00; 6-foot, $2.50. 


BOARDS, WASH —Brass, 95c each; Toy, smc, 25c; Singlo 
Zinc, 70c; Double Zinc, $1.00; Glass, $1.00; Blue Enamel, 
$1.10; Single Zinc, 75c. 


BOLTS—Common Carriage— 



3-16 A %* 

5-16* 


7-16* 


%* 


10 

100 

10 

100 

10 

100 

10 

100 

10 

100 

1% 

.15 

1.05 

.20 

1.50 

.25 

2.00 

.30 

2.50 

.35 

8.05 

2 

.15 

1.15 

.20 

1.60 

.25 

2.15 

.35 

2.70 

.40 

3.35 

2% 

.15 

1.25 

.20 

1.70 

.30 

2.35 

.35 

2.95 

.45 

3.65 

3 

.15 

1.35 

.25 

1.85 

.30 

2.50 

.40 

3.15 

.50 

3|95 

3% 

.20 

1.50 

.25 

2.00 

.35 

2.65 

.40 

3.40 

.55 

4.30 

4 

.20 

1.60 

.25 

2.10 

.35 

2.85 

.45 

3.60 

.55 

4.60 

4% 

.20 

1.70 

.30 

2.20 

.35 

3.00 

.45 

3.85 

.60 

4.90 

5 

.25 

1.80 

.30 

2.35 

.40 

3.15 

.50 

4.05 

.65 

5.20 

5* 

.25 

1.90 

.30 

2.45 

.40 

3.35 

.50 

4.30 

.70 

5.55 

6 

.25 

2.00 

.35 

2.60 

.45 

3.50 

.55 

4.50 

.70 

5.85 

6% 

.30 

2.25 

.35 

2.95 

.50 

3.95 

.60 

4.75 

.75 

6.20 

7 

.30 

2.35 

.35 

3.05 

.50 

4.10 

.60 

4.95 

.80 

6.50 

8 

.35 

2.60 

.40 

3.30 

.55 

4.50 

.65 

5.40 

.85 

7.10 

9 



.45 

3.60 

.60 

4.85 

.70 

ii.85 

.95 

7.75 

10 



.50 

3.85 

.65 

5.20 

.75 

6.30 

1.00 

8.40 

11 





.70 

5.55 

.80 

6.75 

1.10 

9.00 

12 





.75 

5.90 

.85 

7.20 

1.15 

9.60 

14 









1.35 

10.90 

16 









1.45 

12.15 

18 









1.60 

13.40 

20 


.. . . 







1.75 

14.70 


BOLTS—Expansion—(See SHIELDS). 
BOLTS—Stove — 




%. 5-32* 

8-1(5* 

% 


6 16" 



8ize— 


10 

100 

10 100 10 

100 

10 IOC 

10 

100 

%... 


.10 

.55 

.10 .55 ... 





%... 


.10 

.55 

.10 .55 .10 

.80 




%... 


.10 

.55 

.10 .55 .10 

.80 




%... 


.10 

.55 

.10 .55 .10 

.80 




%... 


.10 

.60 

.10 .60 .10 

.85 




1 . . . 


.10 

.60 

.10 .60 .15 

.90 

.15 1.25 

.20 

1.80 

1*4... 


.10 

.70 

.10 .70 .15 

.95 

.15 1.3C 

.25 

1.95 

l%... 


.10 

.75 

.10 .75 .15 

1.00 

.20 1.35 

.25 

2.05 

l 


.10 

.80 

.10 .80 .15 

1.05 

.20 1.45 

.25 

2.15 

2 . . . 


.10 

.85 

.10 .85 .15 

1.10 

.20 1.55 

.30 

2.25 

2%... 




.10 .85 .15 

1.15 

.25 1.6C 

.30 

2.40 

2%... 




.15 .90 .15 

1.20 

.25 1.65 

.80 

2.55 

3 . . . 



.. . 

.15 1.00 .20 

1.35 

.25 1.80 

.35 

2.80 

3%... 




.15 1.15 .20 

1.45 

.25 2.00 

.40 

8.05 

4 . . . 



.. . 

.20 1.35 .20 

1.60 

.30 2.20 

.45 

3.35 

OLTS—Machine, Square Head and 

Nut- 

_ 






5-16* 

%* 

7-16* 

1-1% 


.15 

1.40 

.20 

1.65 

.25 

2.00 

.85 

2.80 

2 


.20 

1.50 

.20 

1.75 

.25 

2.10 

.35 

3.00 

2% 


.20 

1.55 

.25 

1.85 

.30 

2.25 

.40 

3.20 

3 


.20 

1.60 

.25 

1.95 

.30 

2.40 

.40 

8.40 

3% 


.20 

1.65 

.25 

2.05 

.30 

2.50 

.45 

8.60 

4 


.20 

1.75 

.25 

2.15 

.35 

2.65 

.45 

8.80 

4% 


.25 

2.20 

.35 

2.75 

.40 

3.35 

.50 

4.00 

5 


.25 

2.25 

.35 

2.85 

.45 

3.55 

.50 

4.20 

5% 


.30 

2.35 

.35 

2.95 

.45 

3.70 

.55 

4.40 

6 


.30 

2.45 

.40 

3.10 

.45 

3.85 

.55 

4.60 

6* 


.30 

2.50 

.40 

3.20 

.50 

4.00 

.60 

4.80 

7 


.35 

2.60 

.40 

3.35 

.50 

4.15 

.60 

6.00 

8 


.35 

2.75 

.45 

3.55 

.55 

4.50 

.65 

6.40 

9 


.35 

2.90 

.45 

3.80 

.60 

4.80 

.70 

6.80 

10 


.40 

3.05 

.50 

4.05 

.65 

5.15 

.75 

6.20 

11 


.40 

3.25 

.55 

4.30 

.65 

5.45 

.80 

6.60 

12 


.40 

3.40 

.55 

4.55 

.70 

5.75 

.85 

7.00 





% 

m 

% 

m 

1*1% 


.45 

3.60 

.65 

5.20 

.95 

7.70 

1.25 

10.50 

2 


.45 

3.85 

.70 

5.60 

1.00 

8.25. 

1.35 

11.20 

2% 


.50 

4.15 

.75 

5.95 

1.05 

8.80 

1.45 

11.90 

3 


.55 

4.40 

.75 

6.35 

1.10 

9.35 

1.50 

12.60 

3% 


.55 

4.65 

.80 

6.75 

1.20 

9.90 

1.60 

13.30 

4 


.60 

4.90 

.85 

7.10 

1.25 

10.45 

1.70 

14.00 

4% 


.60 

5.15 

.90 

7.50 

1.35 

11.00 

1.75 

14.70 

5 


.65 

5.45 

.95 

7.85 

1.40 

11.55 

1.85 

15.40 

5% 


.70 

5.70 

1.00 

8.25 

1.45 

12.10 

1.95 

16.10 

6 


.75 

5.95 

1.05 

8.65 

1.55 

12.65 

2.00 

16.80 

6% 


.75 

6.20 

1.10 

9.00 

1.60 

13.20 

2.10 

17.50 

7 


.80 

6.45 

1.15 

9.40 

1.65 

13.75 

2.20 

18.20 

8 


.85 

7.00 

1.20 

10.15 

1.80 

14.85 

2.35 

19.60 

9 


.90 

7.50 

1.35 

10.90 

1.95 

15.95 

2.55 

21.00 

10 


.95 

8.05 

1.40 

11.65 

2.05 

17.05 

2.70 

22.00 

11 


1.00 

8.55 

1.50 

12.45 

2.20 

18.15 

2.85 

23.80 

12 


1.10 

9.05 

1.60 

13.20 

2.30 

19.25 

3.05 

25.20 

13 


1.15 

9.60 

1.70 

13.95 

2.45 

20.35 

3.20 

26.60 

14 


1.20 

10.10 

1.75 

14.70 

2.60 

21.45 

8.35 

28.00 

15 


1.30 

10.65 

1.85 

15.45 

2.70 

22.55 

3.55 

29.40 

16 


1.35 

11.15 

1.95 

16.25 

2.85 

23.65 

3.70 

80.80 

17 


1.40 

11.65 

2.05 

17.00 

8.00 

24.75 

8.85 

82.20 

18 


1.45 

12.20 

2.15 

17.75 

8.10 

25.85 

4.00 

83.60 

19 


1.55 

12.70 

2.25 

18.50 

8.25 

26.95 

4.20 

35.00 

20 


1.60 

13.25 

2.30 

19.25 

8.35 

28.05 

4.35 

86.40 

21 


1.65 

13.75 

2.40 

20.00 

3.50 

29.15 

4.55 

37.80 

22 


1.70 

14.25 

2.50 

20.80 

3.60 

30.25 

4.70 

39.20 

23 


1.80 

14.80 

2.60 

21.55 

3.75 

31.35 

4.90 

40.60 

24 


1.85 

15.30 

2.70 

22.30 

3.90 

82.45 

5.05 

42.00 

25 


1.90 

15.85 

2.75 

23.05 

4.05 

33.55 

5.20 

43.40 

26 


1.95 

16.35 

2.85 

23.85 

4.20 

34.65 

5.40 

44.80 

27 


2.05 

16.85 

2.95 

24.60 

4.30 

85.75 

5.55 

46.20 

28 


2.10 

17.40 

3.05 

25.35 

4.45 

36.85 

5.70 

47.60 

29 


2.15 

17.90 

3.15 

26.10 

4.55 

37.95 

5.90 

49.00 

30 


2.20 

18.45 

3.25 

26.85 

4.70 

39.05 

6.05 

50.40 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


BOLTS —Barrel— 

Extra Htftvy Wrought FLI 

Steel, Japanned— 

4- inch .15 

5- inch .20 3-m 

6- inch .25 

8-inch .45 

Oaat Iron, Jipuici — 

2%-inch . 15 gi l. 

3- inch .15 

4- inch .20 T-H 

5- inch .25 * 

6- inch .30 g.^ 

CHAIN— 4-1* 

Out Iron, JtpMMd— 5*}® 

8-ineh . AO 

8-ineh .80 _ ® 

10-ineh .S6 3-in 

OmI Iron, Amber or 5 !jn' 

». Bronsed— FOOT 

6-lneh . AO -Y 

8-ineh .T5 Jlj 

OmI bog biOvptr 1§4 

4-inoh .Ti 6-In 

e-i*ok . i.ao $-in 

8-inch . 1.10 O 

CUPBOARD, Japaaaod— 

• inch .55 Jig 

•-inch . .78 * 

10-inch . L.75 ^ 

Onboard, Other Ffnlahoo— 8-1 

8-ineh . 75 6-ii 

6-ineh . 1.00 10-ii 

BOLTS—Togflo—(Boo Toggle Bolto) 

BOTTLES—Y aeuum— 

Thermoe— FILL1 

a . 4.50 

6Q .6.25 J*p 

11 .2 75 \ K 

14Q . 4.75 892 

14% 2.75 898 

15 4.00 894 

15Q . 5.75 U 

15% 8.50 glO 


FLUSH, Anglo—All Finlahea, 
OmI Bronte— 

2- ineh .40 

3- inch .50 

4- in eh .65 

6-ineh .70 

LEVER—OmI Bronx#, All 

Finiaheo— 

• %-inch . 1.10 

6-ineh .... • 1.26 

T-HEAD—Wrought Bronx#, 
All Finishes— 

8-ineh . A5 

4- inch . 40 

5- inch .45 

6- ineh .60 

Chat Bronx#, All Finiaheo— 

3- inch .45 

4- inch .40 

5- inch .50 

FOOT— 

Goal bon, Japanned— 

6-ineh .45 

8-tneh .56 

10-ineh .85 

Amber or Brassed— 

6- ineh . .65 

8-inch .75 


Universal— 

21 2.75 

22 4.26 

61 2.25 


Ol A 00 030 . V.UM *.VV 

92 S.™ 5 *z.^ ioo ° 4 - 76 

sm .®- 7# i3y n “°* _ ^r:... «.25 

Feiroatat— ill** . I'.". ” 9.75 

504R .11.00 114Q .14.75 

505R 2-qt.16.00 130 9.75 

505N .16.50 130Q .14.75 

BOXES—Mitre— 

Goodell— 

1285 26x4 .27.75 73 21.50 

1305 25x5 .30.75 74 26.00 

1306 30x5 . 33.00 75 24.00 

6tanley— New Langdon Imp.— 

50% . 18.25 72 .26.00 

246 . 25.50 78 .26.75 

858 . 82.00 74 30.50 

460 . 85.00 75 81.25 

Acme— Steam’s Perfection— 

72 22.50 20 5.00 

BRACES— 

P. S. A W., No. 7008, $5.75 each; No. 7010, $6.00; 7012, 
$6.25; 8010B, $7.50; 8012B,. $8.00; 8014B, $8.25. 

Stanley, No. 921, 8-inch, $6.00 each; 10-inch, $6.25; 12- 
inch, $6.50; 14-inch, $6.75. 

BRACKETS—Shelf— 


73 .21.50 

74 .26.00 

75 .24.00 

New Langdon Imp.— 

72 .26.00 

78 .26.75 

74 .30.50 

75 .81.25 

Steam’s Perfection— 

20 5.00 


BRADS—Wire— 

Bulk per lb. 

%-lb. pkgs. 

%-lb. pkgs. 

% and %-inch .. 


.20 

.15 

% to 1 %-inch .. 


.15 

.10 

1 % to 2-inch .... 


.15 

.10 


BRASS—Sheet—Soft, per lb., 75c; Half Hard, 80c; Sign, 80c; 
Spring, $1.05. 

BREAD AND CAKE MAKERS—Universal—No. 2, $3.00 each. 
No. 4, $8.75 each; No. 8, $4.75 each; No. 44, $8.50 each. 

BRIGHT WIRE GOODS—See Hooka and Eyes. 

BROOMS—Hone# or Parlor— 

Fineat selected, 16-15 in„ 81.60 each; second grade, 14% 
in„ $1.86: third grade, 14 in, $1.10; common, 66e; Warn 
hone#, $1.25; Railroad or Smelter, 81.26: Switch. entail 85# 
large, 90e; Toy or Hearth, 1 sew, 80s; 2 sew, 40e. 

Push or Street 


4-inch .76 

8-ineh . -85 

8-ineh . U® 

Poet Wrought l aa l 6tp- 
beard. Tananned— 
8-inehV...60 

6-inch .90 

10-ineh .2.25 


% Pint. 1.50 

1 Pint . 1.75 

1 Qua rt .. . 2.50 

LUNCH KITS— 

Thermo#— 

892 and 896 . 4.50 

898 and 897 . 6.00 

894 and 898 . 5.75 

Unireraal— 

810 .4.7B 

820 . 5A5 

410 .5.00 

610 . 5.60 

4070 . 6.25 

$070 . 4.25 

Thermoe—Food Jars. Flllert 

600 . 4.00 2.00 

601 . 5.00 2.25 

602 . 6.75 8.00 

Thermoe— Juga. Filler# 

556 . 9.50 4.00 

557 .10.00 4.75 


Bassine, 14-in. 1.60 

Bassine, 16-in. 1.75 

Steel Wire, 12-in. 1.00 

Steel Wire, 18-in. 1.60 

BRUSHES— 

CASTING— 

Round .80 

Oblong.60 

Counter— 

Dusting, com.80 

Extra quality.1.20 

Whit# bristles .... 1.76 
FLOOR— 

Fibre, 12-tmeh.1.50 

Fibre, 18-ineb. 1.88 

Hair, 18-lmeh.2.10 

Hair, 18-lneb .2.85 

Mixed, 12-ineh.1.7$ 

Mixed, 18-ineh.2.00 

Bristles, 14-tneh.$.00 

Bristles, 18-ineh.6J5 

Garage— 

Fibre, 18-ineh.2.00 

Fibre, 18-ineh.2.25 

Fibre, 20-inch.2 AO 


Feint— (Chinees bristles)— 


Rattan, 6 rows, 12-in. 1.35 
Rattan, 6 Rows, 14 in. 1.60 
Rattan, 6 rows, 16 in. 1.75 
Rattain, 8 rows, 14 in. 1.25 


Fibre, 24-lneh. 
Gear— 


Hand or Nail. 
Heme— 

Klee Root, 121 
Rise Bool It 
Palmyra Film 

lb. 

Palmyra Fibre 


1214 lb •• .78 

18 lb.... 1J5 

bra. 1214 


Palmyra Fibre, 18 lb. A6 
Mixed Fibre, 18 lb.... M 
Ox Fibre, • %*• In.. .76 
Ox Fibr* 4%xll% in. A6 


7-in- single 
8x74 inbio 


Marking—(Round)— 
White bristles— 

%•% In.. 

1-1 m in. 


Grade. 

1 

2 

8 

4 

• 

2%-Inch. 

AO 


.65 



•♦inch . 

.. .40 

.65 

.85 

1.60 


8%-inch. 

.. .55 

.78 

1.06 

2A8 

8A5 

4-lnch. 

.. .70 

1.00 

1.55 

2.75 

MM 

414-inch. 

. 

1A0 

.. •. 

•AO 

A00 


Roofing—Knotted— 

8 knots, 14-lh. ... 
4 knots, 18-Ib. ... 
Saab—Chisel Point— 


m. 


Sink- 

Ox Fibre.II 

• Split Bsmboo. .01 

Sharing—Rubber Bet 


1x214-in.. 

Scrub— 

Gray Tampieo, 10*... 

Ox Fibre, 10*. 

Ox Fibre, 12*. 

White TampUe, 8*... 
White Tampieo, 11*.. 
White Tampieo, 12*.. 
Shoe— 

Dauber, wood. 

Dauber, iron. 

Brush only, % -in.... 
Brush only 1%-ln... 

Combination . 

Extra bristles. 

Best 1 % -in. bristles 


BUCKETS—(See Galv. Ware)- 


AO 

Ebonixed handle .... 

M 

A5 

Boxwood, email .... 

l.M 

.80 

Boxwood, medium... 

1.10 

.40 

Boxwood, Urge. 

1JI 


White Bone, smell... 

l.M 

.40 

White Bone, medium 

1.15 

.60 

Outage n Bone. 

8.00 

.40 

Octag. Bone, polished A00 

AO 

Stendl— 


.56 

1%-bL, 234-lb.. 

J5 

.86 

1%-ln., 8%-lb.. 

.51 

AO 

1%-ln* 5-lb. 

.45 

.70 

1%-in- e-ih.. 

Window— 

M 

.20 

Grey fibre. 

.75 

AO 

Bleek horsehair .... 

AO 

.86 

Pope's Eye. 

1.15 

.75 

Squeegee, 10-In. 

.50 

.86 

8queegos, 12-in. .... 

.85 

.60 

Squeegee, 14-ln. .... 

.40 

A6 

8queegea, 16-ln. .... 

.50 


Japanned— 


Pair 

Copper, 

Brass, Nickel—Pair 

BURNERS—Lamp— % - 

3x 4 . 


. . .15 

3x 4 

.60 

inch, 35c. 

4x 5 . 


. . .20 

4x 5 

.65 

Lantern—For Cold 

5x 7 . 


. . .30 

5x 7 

.75 

80c; for Kerosene, * 

6 x 8 . 


. . .35 

fix 8 

.90 

and Sig. Oil, %-inch, 

7x 9 . 


. . .40 

7x 9 

.95 

Rubbish—No. 1, 2 

8 x10 . 


. . .45 

8 x10 

. 1.00 

inch Steel, $15.00. 

10 x12 . 


. . .60 

10 x12 

. 1.25 


12x14 . 


.. 1.00 

12x14 


BUTTS—(See Hingec)- 


Steel, $9.00 eaeh; No. 
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CANTEENS—BEAR BRAND AND BOYCO—Covered—No. 2, 
$1.25; No. 3, $1.40; No. 4, $1.65; No. 6, $1.85; No. 8, 
$2.20. Government, $1.45; American, $1.50; Army, 8-pt., 
$1.40; Army, 5*pt., $1.60; De Luxe, 3-pt., $1.75; De Luxe, 
5-pt, $2.10. 

RUNNING BOARD OUTFITS— 

Boyco Service Units—No. 5, $5.75; No. 22, $6.65; No. 
112, $8.00; No. 212, $8.40; No. 812, $8.60. 

Bear Brand—Lincoln—No. 100, $2.00; No. 200, $2.50; 
No. 300, $2.85. 

Auto Cans—Covered, No. 1, $1.95; No. 2, $2.30; No. 8, 
$2.70; No. 5, $3.35. Plain, No. 1, $1.45; No. 2, $1.70; 
No. 3, $2.00; No. 5, $2.50. 

CANT HOOKS— Maple Hdl. Hickory Hdl. 

2%x4% . 3.25 4.25 

2%x4% . 8.50 4.85 

CAPS—Roofing. Per lb., 22c. 

CARBORUNDUM—Grain, per lb., bulk. 65c. 

CARRIERS—Timber—No. 425, 4-ft. maple, $4.25. 

CARRIERS—Hay—Using Manila rope for *teel, wood, cable 
track, $14.50 each; using wire cable or manila rope for steel, 
wood, cable track, $18.50; 81ing, $25.00; Steel Hay Carrier 
Track, 45c foot; Steel Hay Carrier Hanging Hooka, 80c 
each; Rafter Brackets, 15c. 

CATCHERS—GRA8S—RRI, $1.00 each; Eureka, 85c; 16G, 
$2.25: G5, $2.50; 10G, $2.75; 12G. $8.25; 9, all duck, $2.65; 
11, all duck, $2.75. 


CESSPOOLS—BELL— Hinge Loose 

2-inch 6x6 Bell. 1.50 1.25 

8-inch 9x9 Bell. 2.00 1.75 

4*inch 18x18 Bell. 4.00 8.25 


CHAINS—Tire. 


Slse 

Tire—Weede 
8 x80 . 

Pair 

.. 4.80 

4HzSt . 

lUtll _ 

.... 7A5 
.... 7.50 

• 14x80 . 

.. 5.00 


1x86 . 

.... 8.00 

• 3x82 . 

.. 6.60 

4V4 

ix86 . 

.... 8.00 

4 x81 .. 

... 6.00 

4 ^ 

|x87 . 

.. 8.75 

4 x82 . 

.. 6.00 

6 

x85 

.... 9.00 

4 x88 . 

.I 6.60 

6 

x86 . 

.... 9.90 

4 x84 . 

.. 7.00 

6 

*87 . 

.... 9.76 

4 xS5 . 

.. 7.50 

gu 

.*86 . 

....12.00 

4 x86 . 

.. 7.60 

5M 

;*87 . 

.... 15.00 

AUvsn . 

. . 7 AO 

Im 

1*88 . 

... .14.00 

Dosea pair lota, 10% off. 
CHAIN—New German Straight 

Linl 

: (Cell)— 



6*0. 18o ft.; 8*0, 14e; 4*0, *fe; 8*0, lie; 2-0, lie; 0, lOe; 
1. Be; 2, 8c. 

Novwa^Straigbt Link (eotl)—H, SSe lb.; %, tSe lb.; %, 

Passing Link (coil) —4 0, 14c ft.; 3 0, 12c ft.; 2-0, 11c ft. 
Proof Straight Link (coil)—3-16 black. 20c lb.; %, 25c lb.; 
5-16, 20c lb.; 20c lb.; 7-16, 20c lb.; V*, 20c lb.; 

%, 20c lb.; 20c lb. 

Proof Twisted Link (coil)—3-15 black, 30c lb.; %, 25c 

lb.; 5-16. 25c lb.; %, 20c lb. 

B. B. Proof Straight Link (coil)— 5-16, 25c lb.; %, 25c lb.; 

%. 20c lb.; %, 20c lb.; %, 20c lb. 

Twisted Machine Coppered (coil)—4-0, 20c ft.; 8-0, 17c 

ft.; 2-0, 17c ft.: 0, lflc ft. 

Jack, Iron—No. 20, 7 He yd.; No. 18, 7%c; No. 16, 10c; 

No. 14, 10c; No. 12, 10c; No. 10, 10c; No. 8, 15c; 

No. 6, 25c. 

Jack, Brass—No. 120, 10c yd.; No. 118, 10c; No. 116, 
12%c; No. 114, 20c; No, 113, 25c; No. 112, 30c; No. 
110, 40c. 

Safety Brass and Nickel Plated —00 and N00, 20c yd.; 0-N0, 
25c yd.; I NI, 30c yd.; 2 N2, 35c yd.; 3, 40c yd. 

Sash—01 Copper Plated, 5c ft.; 02 Copper Plated, 5e ft.; 
IIII Copper Plated, 20e ft.; 02P Steel Plain, 8%c ft.; 
10 Cable, 80c ft.; 56 Universal, 7c ft. 

Saab Chain Fastener*—10, 20c set; 100, 45c set. 


CHALK—Carpenters' White, Bine, Red, 80e dot.. Railroad, 
80e dos. School, 5e dos. Lumber—Dixon’s Black, 76e dos.; 
All oolors, $1.20. Metal Workers’—Solid Soapstone. 25c 
dos.; Solid Soapstone. Chisel Point, 40e. Oil Cheeking— 
5-in. Blaek, red and bine, 45e dos.; 6-ln, 60s. 


CHECKS—Door—All makes. Liquid Checks—A* 11, $7.00; 
B-12, $9.60; 0-18, $10.75; D-14, $12.75; E-15, $16.85; 6, 
extra large, $22.60. For hold open arm, add $1.25 each. 
Screen Doer Oheek—No. 01, $8.85. 


CHOPPERS—Meat and Food- 


Enterprise 


5 . 

. 4.00 

10 . 

. 6.25 

12 . 

. 5.75 

22 . 


32 . 

.12.75 

501 . 

. 2.25 

602 . 

. 2.75 

703 . 

. 3.50 


Universal 

0 ..*. . . 2.00 

1 2.50 

2 3.00 

3 4.00 

304 . 9.75 

Russwin 

0 R . 2.50 

1 R . 3.00 

2 R . 3.50 

3 R . 4.75 


HISEL8— 

Socket 
Firmer 
Bev. Edge 

Whites 
No. 2 

Pocket 
Bev. Edge 

Inside or 
Outside 
Bevel 

%. 

_ 1.15 

1.30 

1.80 

1.86 

%. 

_ 1.20 

1.35 

1.35 

1.85 

%. 

_ 1.25 

1.40 

1.50 

1.85 

%. 

_ 1.30 

1.45 

1.55 

1.40 

% . 

_ 1.35 

1.50 

1.60 

1.50 

%. 

- 1.40 

1.56 

1.65 

1.66 

%. 

.... 1.50 

1.65 

1.75 

1.75 

1 . 

_ 1.65 

1.75 

1.80 

1.85 

1%. 

_ 1.85 

1.90 

2.00 

2.00 

1%. 

_ 2.00 

2.00 

2.25 

2.25 

1%. 

_ 2.35 

2.15 

2.40 

2.50 

2 . 

- 2.50 

2.80 

2.75 

2.75 


Blacksmiths' 

Backs No. 4 Cold or Hot Eye 


1 . 



.90 


.75 

1 % . 





.85 

1% . 



1.45 


1.00 

1% . 





1.25 

1% . 



1.50 


1.50 

1% . 



2.00 


2.50 

2 . 

Cold 

Cold 

2.25 

Round 

3.00 

Diamond 


Com. 

Special 

Cape 

Nose 

Point 

% . 

... .20 

.86 

.56 

AO 

.50 

5-16_ 

.25 

.56 

.60 

AO 

A6 

%. 

... .25 

.40 

.55 

AS 

.50 


... .80 

.45 

.76 

.55 

.76 

%. 

... .40 

.55 

•96 

.79 

.85 

%. 

... .45 

.95 

.99 

AO 

1.00 

b. 

... .75 

AO 

# ee 

e • e 

1A6 

i . 

... .80 

1.00 

• e e 

ee e 

1.60 


CHURNS—Barrel—No. 0. $9.75 each; 1, $11.25; 2, $12.75; 
8, $14.25; 4, $16.75; 6, $19.50. 

Improved Cylinder — No. 1 $6.85; 2, $7.60; 8 , $6.75; 4 * 

iturges 8teel— No. 1, $10.85; 2, $12.65: 8, $14.65. 

Glass Family—Universal, No. 15; $2.75; 125, $8.25; 185, 
84.00; 145, $4.60. Dasey, No. 10, $2.00; 20, $2.50; 80, 
$8.25; 40, $4.00. Extra Jars, Dasey, No. 10, 65e; 20, 
95e; 80. $1.25; 40, $1.50. 

Tin witnout Dasher—lft gal., $1.60 each; 2 gaL, $1.66; 
8 gal., $1.60; 4 gal, $1.75. 

Dash—IX Tin—2-gal., $2.25; 4-gal, $2.75; 6-gal, $3.25. 
Dash and Handle—25c extra. 

CLAMPS—Stearn's 8pecial Joiners'—Opens 1 ft, pair, $6.50; 
1% ft, $7.00; 2 ft, $7.25. 

Carriage Makers—Common—2%in, 70c; 3-in, 80c; 4-in, 
$1.10; 5-in, $1.45; 6-in, $1.85; 8-in, $2.75; 10-in, $3.75; 
12-in, $4.75. 

Quilt Frame—No. 1, lOe each; 3, 20c; 82, 20c; 33, 20c. 

CLEANERS—Window- 

Rubber— Wood Fleer— 

10-inch.45 16-ineh.66 14-lmek.$$ 

12-inch. AO 18-tmck.75 15-lneh.75 

14-lneh.0$ 


CLEVISES—Malleable, 25e lb. Steel, 4", 25e; 8", SSe; $", 
80e; 7", 80e; 8*. 85e. 


CLIPS—Wire Rope "Bulldog"—8*1$ to % Ike, each, 15e; 
%. 20c; %, 25c; %, SSe; %, 50e; 1-ln, SSe; 1%-iu* Cta 


CUPPERS*— B olt— 


New Easy— 

No. 0.. 

... 4A5 

No. 1.. 

... 6.76 

No. 2. 

,., 5.00 

No. •.. 

... ISA# 

0. K.— 


10-inch .. 

.... 2A5 


Extra Gutter*— 

No. 0 ..2A5 

No. 1 .1.7 S 

No. 2 .8.7S 

No. 8 .4.75 

14-lneh .8.00 


CLOCKS—(Alarm)—Ace, $8.75 each: America, $2.10; Auto¬ 
matic, $6.00; Bingo. $4.00: Brownie, $4.50; Cuule, $8.26; 
Columbia, $3.76; Ideal, $8.00; $2.10; Iron Clad, 

$3.25; Lookout. $2.60; Prompter, $8Aff; 8implox, $8.00; 
Sleepmeter 2, $4.00; Sleepmeter 8, $8.25; Startle, $8.50; 
Tattoo Jr, $4.25; Tattoo Int, $4.26. 


NOTE—A Government War Tax of 5 per oast has been 
levied on all retail sale* of clocks. The retail dealer la re¬ 
quired to keep a reoord of all sales and pap the ban into the 
Collector’s office each month. 


CLOTH— Emery, Nos. 00 to 2%, lOe straight; Nos. 1 to 8, 
15c. Carborundum or Aloxite—Nos. FF-90, 15e straight. 

CLOTH, WIRE— 

Hardware Galvanised— 

Mesh. 

1 inch. 

% inch. 

% inch. 

2 meeh. 

8 mesh.10 

4 mesh. 

6 mesh. 

8 meeh. 


8$: ft 

Screen 1 

Bq, ft 

. .18 

12 M—Black . 

.04% 

. .14 

14 M—Black . 

AS 

. .14 

16 M—Black . 

.05 

. .10 

14 M— Bronse. 

JM 

. .10 

14 M— Galvanised .. 

.06% 

. .10 

16 M— Galvanised .. 

.06% 

... .18 

14 M—Opal, Gnlvanoid 

.06 

... .14 

16 M—Opal, Galvanoid 

.06% 
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HARDWARE WORLD 


&BTA1L SELLING* PRICES—Continued. 


COCKS— 


No. 


Each 

7-inch.. . 

1.35 

Ball- 

V4-inch. 

. 1.25 

8-inch. . . 

2.10 


%-inch.. 

. 1.50 

No. 

Each 


%-inch. 

. 1.85 

Gas Hose— %-inch. .. 

.35 


1-inch. . 

. 3.35 

V4 -inch. . . 

.40 

Floats— 

5-inch. 

. .55 

\ -inch... 

.55 


6-inch. . 

. .95 


Service, 

Standard— 

-Square or Flat Head— 



V4" 

V4" 

1- iv4» lVfc" 

2" 

Each .... 

_ .65 

.75 .80 

.90 1.50 2.25 3.00 

5.25 


COMPASSES—No. 40-4, 45c each; 6, 60c; 8, 75c. 

COOKERS—Fireless—Duplex—No. 25, $20.00 each; No. 80, 
$33.50; 85, $22.25; 50, $83.75; 55, $36.00; 60, $40.00; 
70, $56.00. 

Legs—Set, $5.00. 

Soapstone Discs—Each, $1.50. 


DRILLS— 

Goodell-Pratt Bench Drills— 

No. 

8 . 

8 * . 


490 Vi .20.00 Tank* 


Each 

No. 

Each. 

7.50 

12A . 


9.50 

87. 


14.00 

97. 


24.00 

118. 



1003 18.00 

1005 21.50 

11 .22.00 

Goodell-Pratt Breast Drills— 

6 . 5.86 

07 . 5.50 

245 . 6.00 

279 .18.26 

Millers Falls (Breast)— 

12 7.50 

Drill Presses- 

20 . 11.00 

21 . 15.00 

22 . 6.00 


-Millers Tails, Hand— 

. $.60 

. 5.25 

. 4.75 

. 4.00 

. 4.00 

. 5.75 

. 8.75 

. 5.50 

. 4.00 

. 6.75 


1 
2 

2B 
8A 
5 
98 
105 
806 
848 
1980 , 

-Millers Falls 

28 . 7.50 

210 .16.00 


COOLERS—Water—Galvanized Lined—2-gal. with push faucet, 
$5.60 each; 3-gal.. $6.75; 4-gal., $8.50; 6-gal., $10.00; 8- 
gaL, $12.50; 10-gal., $14.50. 

OOPPKR—Sheet, 65e lb.; Bars, round, 70c lb.; Tubing, 75c lb. 


COPPER WARE—Rome Nickel Plated— 


Tea Kettles. 


5 pints. 

. .. 2.50 

8V4 inch. 

.. 8.00 

6 pints. 

_ 2.75 

9 V4 inch. 

. . 3.25 

Tea Pots. 


10 V4 inch. 

. . 8.50 

2 pints . 

... 1.75 

Coffee Pots. 


8 pints. 

. .. 2.00 

8 pints . 

.. 2.00 

4 pints . 

... 2.25 

4 pints . 

.. 2.25 

5 pints. 

_2.50 


COPPERS, SOLDERING—Family— 


1, per set. 1.65 

2, per set . 1.50 

Tinners— 

Vi pound, per pair.25 

1 pound, per pair..85 

1V4 pound, per pair.50 

2 pound, per pair.60 

8 to 14 pounds.50 


CORD—Sash, Common—Per hank: No. 6, $1.00; 7, $1.25; 
8, $1.50; 10, $2.50; 12, $8.00. 

Silver Lake—Per hank: No. 6, $1.65; 7, $2.15; 8, $2.65; 
10. $4.25; 12, 5.25. 

CORD, TINNED PICTURE— 

No. 00, 15c pkg.; 1, 25c; 2, 80c; 8, 40c; 4, 50c. 

CRAYON—Lumber, 10c; Soapstone, 5c. 

CULTIVATORS— 

Norcross, lGC-5, each, $1.25; 5N, $1.50; 8N, $1.25; 
Midget. 60c. 

Pull Easy, PEC, each, $2.00; PE5, $1.65; PEW2, $5.00. 

CUTTERS—Pipe—Barnes, No. 1, $3.40 each; 2, $4.50; 3, 
$7.50; 4, $15.00; 5, $20.00; 6, $30.00. 

Saunders—No. 1, $2.75 each; 2, $4.00; 8, $9.35; 4, 
$15.30. 

Trimo—No. 11, $3.40 each; 12, $4.50. 

DAMPERS—Stove Pipe—No. 8, 25c each; 4, 25c; 5, 30c; 
6, 35c; 7, 50c; 8, 80c; 9, $1.15; 10, $1.50. 

DIVIDERS—Wing, No. 1, 85 k 50, 6-in., 75c pr.; 7-in., 90c; 
8-in., $1.00; 10-in., $1.25. No. 35, 6-inch, 75c pair; 7-inch, 
85c; 8-inch, $1.00; 10-inch, $1.25; 12-inch, $1.85; 14-inch, 
$2.50. 

Excelsior—6-inch, 90c; 8-inch, $1.25; 10-inch, $1.65. 
DOORS—Ash Pit— 

8x8 .2.00 10x12 . 2.75 

8x10 . 2.25 12x15 . 5.50 

ASH TRAPS—Common, 7x9, 80c; Adams Double, 90c. 


DOORS—Screen— 

241 Common Varnished, %-in.—2-6x6-6, $3.25; 2-8x6-8, 
$3.35; 2-10x6-10, $3.50; 3x7, $3.75. 

276 Black, lft-in.—2-6x6-6, $3.65; 2-8x6-8, $3.75; 2-10 
x6-10, $4.00. 

311 Black, lVi-in.— 2-6x6-6, $4.50; 2-8x68, $4.75; 2-10 
X6-10, $5.00; 3x7, $5.25. 

391 Galv.—2 8x6-8, $5.50; 2-10x6-10, $5.75; 3x7, $6.00; 
8x6-8, $6.25. 

525 Black—2 8x6-8, $6.50; 2-10x6-10, $6.75; 3x7, $7.00; 
8x6-8, $7.25. 


Hand Drills— 


No. 

Bach 

No. 

Each 

4 

. 8.00 

455 . 

.. 9.25 

4V4.. 


546 . 

.. 12.00 

5V4-. 

. 5.20 

550 .... 

. . 10.60 

5 VfcB. 

. 6.20 

555 . 

. .18.75 

49 '.. 


1480 . 

.. 4.50 

58 

. 8.70 

1445 . 

. . 8.00 

54 

. 4.90 

1465 . 

.. 9.25 

154 . . 


1530 .. 

. . 6.00 

259 .. 


1540 . 

. . 10.00 

329 

. 8.40 

1545 . 

. .11.50 

879 .. 

. 8.50 

1550 . 

. .11.75 

385 


1555 . 

. .18.75 

445 .. 





Chain Drills—Goodell-Pratt 


807 .. 

. 4.69 

818 .. 

.. 7.00 

816 ,. 

.. 4.50 

1600 . 

.. 4.60 

817 ... 





Yankee Automatic 


41 .... 

. 8.00 

44 . 

.. 8.75 

42 .... 

.2.50 

50 ... 

.. 4,80 


Yankee Chucks 

and Drill Points 


No. 

Set 

No. 

Set 

800 •..• 

. 1.15 

805 . 

. . 466 

801 .... 





Yankee Drill Points 
Set of 8, $1.00; each 16o; 2 for 26c. 

Bits, Wood (Syracuse Pattern) 


Thirtyseconda— 

Ea. 

96 

12 . 

■a. 

.50 

a T . 

;ts 

18 . 

.65 

4 . 

.25 

14 . 

.60 

5 . 

.. .26 

15 . 


A . 

. . .80 

16 . 

.70 

7 . 

.35 

17 . 

....75 

8 . 

. . .40 

18 . 

.85 

9 . 

. . .45 

19 . 

.90 

10 . 

. . .45 

20 . 

.95 

11 . 

. . .50 

24 . 



Bit Stock Twist Drills for metal or wood— 


1-16 . 


15-82 . 

. 80 

8-82 . 

..20 

U .. .. 

. 90 

V4 . 

. 20 

17-82 . 

.... 1.00 

5*32 •••«*.. 


9-16 . 

_ 1.10 



19-82 . 

. . . . 1.90 

7-82 . 

.85 

% . 

_1.80 

V4 . 

. 40 

11-16 . 

.... 1.40 

9-32 . 


% . 

_ 1.60 

5-16 . 

. 50 

18-16 . 

.. . . 1.80 

11-82 . 

. 60 

% . 

_ 2.00 

% . 

. 65 

15-16 . 

.. .. 3.25 

13-32 . 


1 . 

_ 8.50 

7-16 . 

. 75 



Straight Shank Carbon Steel, 

Short Set— 


1-82 . 


7-82 . 

. 85 

8-64 . 

. 15 

15-64 . 

. 25 

1-16 . 

. 15 

V4 . 

. 80 

5-64 . 

. 15 

9-82 . 

. 86 

8.82 . 

.16 

6-16 . 

. 40 

7-64 . 

.15 

11-82 . 

. 45 

V4 . 


% . 

. 50 

0*64 . 

. 15 

18-82 . 

. 60 

5-82 . 

.15 

7-16 . 

. 70 

11.64 . 

.20 

16-82 . 

. 85 

8-16 . 


V4 . 

_ 1.00 

18-64 . 




Straight Shank, 

Wire Gangs Carbon Steel— 


1 to 5 _ 


86 to 40 . 

. 15 

6 to 10 ... . 

.20 

41 to 45 . 

. 16 

11 to 15. . .. 

. 20 

46 to 60. 

. 16 

16 to 20... 


61 to 56. 

. 15 

21 to 25... 


66 to 60 . 

.... as 

26 to 30. . .. 

. 15 

61 to 80 . 

. 16 

31 to 85.. .. 
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DRILLS—Continued. 

Sebco “Star”— 

% .18.00 

% .22.00 

7-16 .26.00 

% 30.00 

ELXGTRIGAL APPLIANCES— 
Uni venal Good*— 

Dishes, Chafing— 

E940 .22.00 

E9850 .20.00 

Grills— 

E982 .13.25 

E984 .14.00 

Heaters. Immersion — 

E970 . 6.00 

Irons, Curling— 

E9901 . 6.75 

E99011 . 7.50 

Irons, Pressing— 

E901 . 9.00 

E902 . 8.00 

E905 . 8.00 

E9023 . 7.25 

E9035 .8.00 

E9051 9.00 

Pads, Heating— 

E9940 .12.50 

Percolators— 

E9435 .15.00 

E9437 .16.50 

E9439 .18.00 

E9635 .13 00 

E9637 .14.50 

E9639 .16.00 


9-10 ..... 86.00 

% .88.00 

% 52.00 


E9646 .19.00 

E9649 .. .21.00 

E9676 .12.00 

Ranges, Table— 

E9841 22.00 

Stoves— 

E998 . 9 50 

E997 . 9.50 

E9960 . 8.50 

Toasters— 

E945 . 9.00 

E946 . 7.50 

Urns, Coffee— 

E916 .19.00 

E919 .20.50 

E9136 16.50 

E9146 21.50 

E9149 .24.00 

E9166 .25.00 

E9169 .27.50 

E9176 ....17.50 

E9179 19.00 

E9166044 47.75 

E9169044 .50.25 

Vacuum Cleaners— 

E701 39.50 

Attachments .10.60 


Hot Point Goods— 

Chafing Dishes—No. 20501, 011.25 each; 20502, 021.00; 
20503, 025.00. 

Grills—No. 116G1, 018.00 each; 136G1, 014.00; 20101, 

012.50. 

Heaters, Air—No. 30403, 012.50 each; 30404 014 50; 

30603, 036.00; 80604, 049.00; 116A4 (Hedlite), 012.35. 

Heaters, Immersion—No. 113W16 (50201), 05.75 each; 
115W16 (50202), 06.75; 115W17 (50203), 08.25. 

Irons, Curling—No. 112L1, 07.50 each; 112L2, 06.75. 
Irons, Pressing—1113S12 (11103) 08 75 each; 115F22 

(11203), 8-lb., 07.25; 115F5 (11205), 5-lb., 08.00; 115F17 
(11206), 6-lb., 08.00; 11307, 010.50 

Pads, Heating—114Q3 (50142), 010.00; 114Q4 (50151), 
011.25. 

Percolators—No. 20611, 012.00; 20620, 013 5O; 2O621, 
014.50; 20622, 019.00; 20650, 019.50; 114P18 (20651), 
025.50; 114P17 (20652), 027.50. 

8toves—No. 116D1, 011.00; 136D1, 012.50; 20301, 08.00; 
20302, 08.50; 40101, 08.50; 40102, 010.25; 40103, 014.00; 
40104, 016.05; 40105, 019.50; 40106, 07.25. 

Toasters—No. 114T5, 07.50; 115T1, 09.50. 

Vacuum Gleaner*—No. 112V2, 045.00; Attachments, 

011 . 00 . 

ELECTRICAL SUNDRIE8— Each 

Attachment Plugs, No. 008, Benjamin.85 

No 600, Bryant .90 

Bells' 2%-inch Eclipse, Nonpareil, Iron Box. 1.00 

8-ineh Eclipse, Nonpareil, Iron Box. 100 

Burners, Nonpareil, Iron Box. LOO 

Watch Case . 75 


Gleets, 2 and 8 wire, unglased 


Clusters, No. 92, Benjamin, 2-light 

No. 93, Benjamin, 3-light. 

No. 94, Benjamin, 4-light. 

Porcelain Rings for Clusters. 


Cord No. 18, Green and Yellow Twisted Lamp 
No. 1», Heater, Twisted. 


Puses. 0 , 10, 15, 20, 25, 30 amp. 

Globes, 6x3%, R. I. Ball. 

8x3% or 4. Ball . 

Knobs, No. 5%, solid. 

No. 5% split.. .. 

Lamp Guards, Style A—16 O. P. 

Style H—16 O. .. 

Style H—82 O. .. 

Loxon. 40 watt (guard only). 

Loxon, 00 watt (guard only). 

Key for Loxon Guards. 


Pair 

.0b 

Each 

1.35 

1.75 


Foot 

.06 

.15 

Each 

.10 

.60 

1.25 

.03% 

.06 

.40 

.85 

.45 

.65 

.70 

.10 


Toot 

Loom, 7-82 (850 feet in eoil). .10 

% (850 feet in eoil)... .II 


Receptacles, No. 226, Porcelain Cleat. 

No. 195, Freeman Key, brass. 

No. 188, Freeman Key, brass. 

Rosettes, No. 319, Cleat, Mesco No.16446... 

No. 333. Concealed Mesco No. 16447 . 

Switches, No. 400, Common Snap, Mesco 5121. 

No. 403, Indicating Snap, Mesco No. 5123. 

No. 459, 3-way Snap, and Mesco No. 5129. 

No. 4401, Single Pole Push, and Mesco No. 5011.. 

No. 4403, 3-way Push, and Mesco No. 5012. 

No. 707, Single Pole, 1-way Baby Knife. 

No. 708, Single Pole, 2-way Baby Knife. 

No. 709, Double Pole, 1-way Baby Knife. 

No. 710, Double Pole, 3-way Baby Knife. 

Sockets, %-inch and Pendant Cap Key BB. 

Pull Chain ..*. 

Shades, 8-inch Tin Cone. 

10-inch Tin Cone. 

8-inch Flat Tin . 

10-inch Flat Tin. 

Shade Holders, 2%-inch P. A A„ BB. 

3 % -inch P. A A, BB. 

Tubes, Porcelain, 5-16x3. 

5-16x4. 

5-16x5. 

5-16x6. 


Each 

.80 

.70 

.80 

.20 

.80 

.60. 

.50 

.96 

.64 

.89 

.46 

.60 


.00 

.55 

1.00 

.65 

.60 

.50 

.75 

.15 

.25 

. 02 % 

.04% 

.06 

.07 


Lb. 


Tape, Durafix Friction, %-lb. rolls.95 

Sticktite Friction, %-lb. rolls.95 

Paraweld Rubber, %-lb. rolls.85 

Foot 

Wire, No. 10, S. B. Solid R. C.05% 

No. 12, S. B., Solid R. C.04 

No. 14, 8. B., Solid R. C.03 

Lb. 

No. 18, Single Bell . 1.25 

No. 20, Twisted Bell. 1.40 

100 Feet 

No. 18, Black R. O. Fixture. 1.60 


EMERY—Per lb„ 25c. 
Stonea—See Stones. 
Cloth—See Cloth. 
Wheels—See Wheels. 


FASTENERS—Casement, common brass plated, 85e; Bash, 
common brass plated, 20c, two for 25c. 

FAUCETS—Cork Llnod— 8-inch .80 

7-ineh, each . .25 9-inch .85 


FIBRE WARE—Funnels—1-qt., 01.60; 2-qt., 02.26. 

Lunch Boxes—25c to 40c. 

Measures—1-pint, 02.25; l-qt„ 03.50; %-gal., 08.00; 1- 
gal- 08.75. 

Palls—12-quart, 02.00. 

Spittoons—4x9-in., 02.50; 6xll-ln., 02.75; 6xl8-ln. v 08.60. 
Tubs, Oral—18-inch, 05.00; 28-inoh, 08.00. 


FIGURES AND LETTERS (STEEL)— 


Figures 

Set 

Each 

% inch... 

. . 1.50 

.25 

8-16 inch. . . 

. . 2.00 

.30 

% inch. .. 

.. 2.50 

.35 

5-16 inch. .. 

.. 8.00 

.45 

% inch... 

. . 8.50 

.65 


FILES— 

Length, inches— 8-3% 4% 

Band Saw, Slim. 

Knife, Bast. 

Regular Taper . . . .15 .15 

Slim Taper .15 .15 

Warding, Bast. 


Letters 


Set 

Each 

% inch. 


6.00 

.85 

% inch. 


4.50 

.25 

8-16 inch. 


6.00 

.30 

% inch. 


7.50 

.35 

5-16 inch. 


9.00 

.40 

5% 

6 

8 

10 


.25 

.30 

.45 


.45 

.50 

.60 

.20 

.25 

.35 

.55 

.20 

.20 

.30 

.50 


.85 

.40 

.. . 


Length, inches— 
Flat Bastard . . . 
Half Round Bast. 
Mill Bastard . . . 
Round Bastard . 
Square Bastard . 


3-4 

6 

10 

.20 

.25 

.40 

.30 

.40 

.55 

.20 

.20 

.35 

.20 

.20 

.35 

.25 

.30 

.45 


12 

14 

16 

.55 

.80 

1.05 

.70 

.90 

1.20 

.45 

.65 

.85 

.45 

.65 

.85 

.60 

.80 

1.10 


FIXTURES—Grindstone—Auto—01, 02.00; 02, 02.50; 15, 

01.25; 17, 01.35; 19, 01.50: 21, 01.75; Am. Heavy—17, 
01.00. Extra Shafts, 15-inch, 50c; 17-inch, 50c. Extra 
Cranks, 25c. 


FLASHLIGHTS — Eveready Daylos — Complete — No. 6961, 
01.00 each; 6962, 01.25; 1991, 01.50; 2604, 01.70; 2631, 
01.85; 2632, 02.25; 1619, 02.25; 2616, 02.00. 

Eveready Batteries—No. 705, 50c sach; 790, 85c; 791, 
30c; 700, 30c; 750, 30c; 751, 40c. 
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FLASHLIGHTS—Continued— 


GLASS—Window— 


Kwiklitea 

Tubular Nos...5220 5221 5223 5229 5331 6240 6240B 

Complete, ea...$1.35 $1.70 $2.00 $2.00 $2.25 $1.55 $1.70 

Case k Bulb, ea. 1.15 1.35 1.50 1.65 1.75 1.25 1.40 

Tubular Nos . .6241 6241B 6249 6249B 6343 6843B 6351 
Complete, ea...$1.85 $2.00 $2.35 $2.55 $2.25 $2.45 $2.75 

Case k Bulb, e. 1.50 1.65 2.00 2.20 1.75 1.95 2.25 

Pocket Nos.2472 2573 3475 3475B 3577 3577B 8579 

Complete, ea_ 1.00 1.25 1.25 1.35 1.50 1.65 1.90 

Case k Bulb, ea. .70 .85 .95 1.05 1.10 1.25 1.50 

Watch Chain Nos. 6239 6239B Watch Chain Bat’y No. 1204 
Complete, each... .$1.00 $1.10 Battery only, each....$ .25 
Case and Bnlb, each .75 .85 

Battery only, 

Nos. ...1202 1208 1206 1207 1271 1301 1808 1809 

Each ..$0.30 $0.35 $0.80 $0.80 $0.80 $0.50 $0.40 $0.40 

FLATTERS—Blacksmith—2-in., $1.25; 2 ft-in., $1.65; 8-in., 
$2.00; 8% in., $8.00. 

FORGES—No. 150 Chicago, $16.35; No. 151 Chicago, $17.00. 
Buffalo—No. 310 8teel Ball Bearing Rivet, $83.00; No. 722, 
$88.00; No. 742H, $40.00. 

FORKS—Hay—Nellis, 94 single haipoon, $6.25; 95 double 
harpo on, $8.85; 96 double harpoon, % 7.75; 97 double harpoon, 
$4.25; 98 double harpoon, $7.85. Grapple, No. 99 (4 tines), 
$15.50; No. 100 (6 tines), $18.00. Jaekson Patterns, 4 ft., 
$19.00; 4% ft„ $19.75; 5 ft., $28.00. 


3B Grade— 

Single Strength 
Double Strength 


Large Lots Small Lots 

..80% 80% 

...80% 80% 


Extras for Putting in Glass 

First 3 Brackets. 

Second 3 Brackets. 

Third 3 Brackets.. 

Larger Lights . 


Per Light 


.50 

.75 

1.00 


$1.00 per hour, per man 


GLASSES— 


Ground 
194 . . .. 

Level— 

Proved 
.50 1* _ 

Level— 

.16 

2 . 


.60 2 . 



.16 

2% . . .. 


.65 2% 



J.5 

3 . 


.70 8 



.80 

a% . .. . 


.7$ 8% 



.80 

LASSES, GAUGE— 

Standard 


Extra Heavy 


% 


% 

tt*% 

% 

10 . 

.35 

.35 

.35 

.56 

.75 

12 . 

..35 

.85 

.50 

.60 

.90 

14 . 


.45 

.60 

.70 

1.05 

16 . 


.55 

.65 

.85 

1.85 

18 . 


.60 

.75 

.96 

1.85 

20 . 


.65 

.80 



22 . 


.70 

.90 


.... 

24 . 

. 

.80 

1.00 

.. . 

.... 


FREEZERS—Arctio— 


Qu. 

Bach. 




l . 

. 4.00 

8 ... 



a . 

. 4.60 

8 ... 


. 7.65 

8 . 

. 5i5 

, a m 

4 ... 


. 9.45 

4 . 

6 ... 


.11.85 

6 . 

. 8.60 

8 ... 


.15.40 

$ . 

.11.10 

10 ... 


.20.50 

Tfj .............. 

. 4.00 

12 ... 


.24.50 

White Mountain 
1 . 

15 ... 


.29.25 

, 5.65 

SO ... 



FROES—Special—Each, 

12-in., 

$2.00; 

14-in., 

$2.25; 16-in. 

$2.50. Common—Each, 12-in., $1.85; 

; 14-in., 

$2.00; 16-in. 


$2.55. 

GARBAGE CANS—(See Galvanized Ware). 

GATES—Molasses and Oil — 

Stebbins—94 inch, 75c each; 1-inch, 90c; 1 %-inch, $1.00; 
1%-inch, $1.25; 2-inch, $1.35. 

Perfection—%-inrh, 85c each; %-inch, $1.00; l*inch, 
$1.10; 1 % inch, $1.30; 1%-inch, $1.50; 2-inch, $2.10. 
Enterprise, Self Measuring—No. 61, Fsueet, $10.50; 97, 
Pomp, $24.00. 


GAUGES—B UTT—Stanley— 


No. 

Baeh 

No. 

Eech 

98 

. 1.85 

77 . 

. 1.85 

94 


71 . 


95 

.8.00 

90 . 

.80 

95 V 

4 . 1.56 

91 . 


h 

Lark inf—Stanley— 

92 . 

. 2.75 

61 

.15 

97 . 


64 

.50 

98 . 

. 2.00 

65 

.90 




Altitude Gauges, $5.35. 

Steam Gauges, 4%-in. face I. C., $5.35. 
Thermometer, Straight, $1.50. 
Thermometer, Angle, $1.75. 


GLOBES—Lantern—Cold Blast—Plain, 26o eaeh; Bnllasyt, 
40c; 2 Plain, 25c; 2 Bullaeys, 40c; 2 Baby, 55c. 

Railroad—Clear, 30c each; Green or Red, 85c. 

Tubular—Clear, 10c each: Plain, 25c; 8-0 Ruby, 75c; 4-0 
Bullseye, 40c; 5-0 Wizard, 25e; 6-0, 25o each. 

GLUE—Dry- 


Common . 

Caht.40 

White .43 


Imperial Liquid— 


Size 

___ 


1 Oz. 

% Pt. 

y* pt. 

% Pt. 

1 Pt. 

lQt. 

1 Gal 

List, 

Doz. 


1.06 

3.60 

2.80 

6.00 

10.20 

18.00 

54.00 

Sug. 

Ret. 

Ea. 

.20 

.30 

.30 

.50 

.85 

1.50 

4.50 

Le 

Page’s Glue— 









1 Oz, 

, 2 0*. 

% Pt 

. % Pt. 

% Pt. 

1 Pt. 

l Qt 

List, 

doz. 


.2.40 

1.65 

1.80 

3.60 

6.00 

10.20 

18.00 

Sug. 

Ret. 

Ea. 

.20 

.20 

.30 

.30 

.50 

.85 

1.50 


GOUGE8—Buck’s, Socket Firmer, Outside Bevel—No. 42— 
% -inch, $1.20; %-inch, $1.20; %-inch. $1.95; %-inch. 
$1.30; %-inch, $1.40; %-inch, $1.55; 1-inch, $1.65; -%-inch, 
$1.85: 1%-inch. $2.10; 194-inch, $2.25; 2-inch, $2.50. 


Witherbv No. 320—%-inch, $1.25 each, %-inch, $1.25; 
%-inch, $1.35; %-inch. $1.40; %-inch, $1.50; % inch 

$1.65; 1-inch, $1.75; 1 %-inch, $2.00; 1 %-inch, $2.15; IV 
inch. $2.40; 2-inch, $2.75. 


P. S. k W. Firmer— 


160—% inch 
% inch 
% inch 
% inch 
% inch 
% inch 


1.50 1 inch. 

1.50 1% inch. 

1.65 1% inch. 

1.70 1% inch. 

1.80 2 inch. 

2.00 


IRAPHTTE—Flake, per lb.. 80c. 


2.10 

2.25 
2.50 

2 75 

3.25 


Boilers, Wash 

227 2.75 

■J28 3.00 

229 3.25 

Bowls, Wash 

7 35 

7% 40 

Buckets, Fire 

314 70 

Buckets, Well 
101 (10 qt.) . . .60 

Cans, Garbage 
Smooth 

200 . 1.00 

300 1.25 

400 1.50 

500 . 1 75 

6oo . 2.10 

700 2.65 


Corrugated 

. l.oo 


3 . . 

4 


. 1.25 

. 1.50 

5 . . 


. 1.75 

6 . . 


. 2.10 

70 . 


. 2.05 

80 . 


. 7 00 

90 . 


. 7.75 

100 


.10.75 


Garbage Cans in 
lots of 3 dozen or 
more, 5 per cent from 
above prices. 


Cans, Gasoline 


65 , 


501 

.70 

505 

. 1.80 

605 

. 2.10 


Cans. Oil 

0 . , 

.60 

02 , 

.90 


GALVANIZED WARE 

15 65 

25 2.00 

105 1.60 

205 2.10 

Canteens, see page 
195. 

Dippers, Laundry 
525 (4-qt.) . . . .60 

Hods, Coal 

615 .80 

616 .90 

617 .95 

618 . 1.00 

Pails, Cement 

14 1.65 

114 2.25 

Pails, Chamber 

8-o t.85 

10 qt.90 

12-qt 1.00 


Pails, Stock 
14 . 70 

16 "5 

1 8 85 

20 . 1.00 

Pails, Water 

8 35 

10 40 

12 45 

14 50 

16 .60 


Pails and Tubs, 6 
doz. assorted 5 per 
cent discount. 

Pans, Refrigerator 


1 .65 

2 .75 

3 .95 

4 1.35 


Pots, Watering 


514 . 1.00 

516 1.15 

518 1.35 

520 1.6b 

522 1.35 

526 2.2b 

Tubs, Foot 

51 .80 

52 .90 

53 1.05 

54 1.35 

Tubs, Wash 

A .To 

B .75 

0 . 1.00 

1 1.15 

2 1.35 

3 . 1.60 

10 S. 175 

20 S. 2.00 

30 S. 2.25 
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RETAIL SELLING PRICES—Continued. 


GREASE—AXLE—1 lb. cans, 15c each; 8 lb. cane, 40c; 5 lb. 
cans, 65c; 10 lb. pails, $1.25; 25 lb. pails, $2.75. 

Cup Grease—5 lb. cans, $1.00 each; 10 lb. oana, $1.75; 
25 lb. cans, $3.75. 


Transmission—5 lb. 

cans. 

20c each. 


XINDSTONES— 

Loose— 

15 to 40 lbs. 

Owt. 

8.00 

19 inch . 

. 1.50 

40 to 200 lbs. 

8.00 

Mounted—Hand— 


Over 200 lbs. 

8.50 

7 inch. 

. 8.00 

Fixtures and Axle— 


8 inch. 

. 3.25 

15 inch . 

1 25 

10 inch. 

. 4.00 

17 inch . 

1.40 

12 inch. 

. 4.50 


Pedal Mounts—Prices ranee from $9.75 to $20.25, according 
to material and quality. 

HACKSAW BLADES— 

Lenox, Powe 
Lgth. Wdth. 


8 " 

10 " 

10 " 

10 * 

12 " 

12 " 

12 " 

14" 

14" 

14" 

18" 

18" 


9-18_ 

5 :::::: 

1 . 

% . 

*. 

1 . 

8 :::::: 

1. 

%. 

1. 


— 


17" %. 

. 2.80 


Lt. Heavy. 

17" 1. 

. 8.25 

4.15 

.90 


Hand, Lenox 



1.15 


Length. 

Each 

Dos. 

1.86 

i.95 

8-inch. 

.10 

.75 


2.45 

9-inch ...... 

.10 

.85 

1.86 

.... 

10-inch. 

.10 

1.00 

1.60 

2.85 

11-inch. 

, .10 

1.10 

2.80 

1.95 

12-inch . 

.15 

1.20 

1.70 

.... 

Hand, Starrett, 

Victor, 

Star— 

1.90 

2.75 

8 inch . 

. .10 

.80 

1.65 

8.60 

9-inch .. 

. .10 

.90 

1.16 

8.16 

10-inch . 

. .15 

1.00 

8.06 

8.90 

12-inch . . 

. .15 

1.25 


HACK 8AW FRAMES—M. F.—4B, 75c; 8, $2.50; 9, $1.85; 
15, $2.75: 77. $1.00; 78, $1.60; 1027, $2.50: 89, $8.80; 
69B, $2.65: 14, $8.50; 4 Milford Adj., $8.75; 7 Milford Adj„ 
$1.85; 86% Dias ton, $1.50; 40 Extension, 75c. 

HAMMERS—Vanadium. No. 41%, $2.65 each; Plymouth, No. 
11 %. $1.90; No. 2 Ball Pein, $2.00. 

HAMMERS—Maydole Carpenters' Nail—No. 1, $2.85 each; 

1%, $2.25; 2, $2.00; 11, $2.25; 11%, $2.00; 12, $1.85; 
12%, $1.80; 13, $1.75; 14, $1.65; 34, $1.50; 611%, $3.00; 
710, $3.00; 711, $2.25; 711%, $2.00; 712, $1.85; 718, 
$1.75. 

Maydole Chipping—No. 100, $1.90 each; 101, $1.75; 
102, $1.65; 108, $1.40. Maydole Cross Pein—No. 174, $1.50. 

Maydole Machinist Ball Pein—875, $2.50; 876, $2.40; 877, 
$2.25; 378, $2.15; 879, $2.10; 770, $3.25; 770%. $2.75; 
771, $2.50; 772, $2.25; 773, $2.00; 774, $1.85* 775, $1.75; 
776, 1.50; 777, $1.45; 778, $1.85. 

HAMMERS. CLAW— 

Stanley No. 22 — 

16 oz. 2.00 


374 


1.65 


20 oz. 

No. 12 and 12B— 

5 oz. 

7 oz. 


1.65 

1.75 


10 oz. . . . 

. 1.80 

13 oz. . . . 

. 1.85 

16 oz. . . . 

. 2 00 

20 oz. . . . 

. 2.25 

Plumb’s 

Engineers— 

261 . 

Irt r. 

262 . 

. . . . . . . . 2AO 

263 . 

o •> % 

26.4 . 

. 2.40 


Plumb’s Machinist’s 
Pein— 

18 . 

570 . 

371 . 

372 . 

373 . 


Ball 


.65 
1 50 
1.50 
1.50 
1.55 


o to . 

376 . 

L.tO 

1.90 

377 . 

2.00 

379 . 

2.25 

381 . 

Riveting-— 

2.75 

Plumb’s, Stanley No. 

147— 


1 35 

251, 7 oz. 

1.40 

252. 9 oz. 

1.50 

253, 12 oz. 

1.60 

254, 15 oz. 

1.65 

255, 18 oz. 

1.75 

256 . 

1.85 

Plumb's Brick- 

461 . 

2.00 

462 . 

. 1.75 

8154 . 

1.15 

8155 . 

1.85 


HANDT.ES—Aaze, extra select, $1.00; second growth, $1.00. 
Axe—Single or double bit, Boys’ No. 1, 60c; Boys’ extra 
select. 60c: Turned No. 1, 60c; extra select hickory, 85c; 
second growth, $1.00. 

Chisel—Hickory, 10c; Leather Tip, 15c. 

Hammer and Hatchet—Second growth hickory, 12 inch. 25c; 
14 inch, 25c; 18 inch, 30c. 

Peavey Handles— 

Select Maple 

2%x4 . 

2%x4% . 

2%x4% 1.25 

2%x5 1.40 

2 % x5 . 1.65 

2%x5% . 

3 x5% . 


No. 6, 1.60; Atkina No. 24, $1.60. One Man Oroaa Out, 
No. 218, 45c; Supplementary, 80c. Auger M. F. No. L 
$1.00; No. 2, $1.25; No. 8, $1.75; No. 4, $4.76; No. 8 Oom, 
15c; Pecki Adj., 50c; Pratts Ratchet, $4.75. 

HANGERS, BARN DOOR—Richards-Wilcox— 


Plumb’s Prospector’s Pick 

470 . 2.75 

471 . 2.85 


Rock Maple 


1.60 

1.75 

2.00 


2.45 


No. With Brackets 
20%B for 31 track. . . 5.10 
27 %B for 31 track.. . 7.50 

Without Brackets 
30 for 80 track.2.40 


1351 for 81 track.... 8.60 
38-1 for 61 track.... 1.66 

Myera No. 8.8.60 

Myers No. 4. .. 8.75 

Lanes No. 25. 1.40 

Wilbern, rnd. tr., No. 6 8.00 


HANGERS, PARLOR DOOR—Complete with traok— 
Richards-Wilcox, Double. 

No. 11 with 14 ft. of 

track . 5.00 

Sise. No. 221 

25 .18.00 

26 .18.00 

27 .18.15 

28 .14.25 

29 .15.40 

210 .16.50 

Richards-Wilcox, Single. 

No. 11, with 7 ft. of 

track . 2.50 

8ise No. 221 

18 .8.00 


. 7.15 

15 . 8.85 

16 .9.40 

17 .10.50 

18 .11.80 

Prouty, No. 5S. 4.35 

Prouty, No. 5D. 8.75 


Lanes, No. 0105 .. 
Lanes, No. 0105A. 
Lanes, No. 0105NT 
Lanes, No. 105A .. 
Lanes, No. 105 .. . 
Lanes, No. 106NT . 


,. 4.85 
. 4.86 

. $.76 
. 9.45 

.11.50 
.. 7.76 


8elect Hickory 

2.30 

2.40 

2.50 

2.65 

3.80 

4.45 


Pick—36-inch Drift, Select, 75c; Extra Select, $1.00; Rail¬ 
road No. 1, 50c; No. 2, 60c; Select, 85c; Extra Select, $1.15. 
81edge—36-inch, Select, 60c; Second Growth, 75c. 

Saw, Hand—Diaaton, No. 7, 50c; No. D8, 85c; No. 12. $1.25. 
Croeacut, Diaaton, No. 112, $1.00; No. 118, $1.25; No. 114, 
$1.50. Simonds Reversible Guard, per pair, $1.60, Simomds 


HASPS—Common- 

Size 20, 5-in., each, 10c; 6-in., 10c; 7-in., 10c; 8-in., 10c* 
10-in., 15c. Size 80, 5-in., 10c; 6-in ' lOe; 7-ln.. 10c: 
10-in., 80e. 850, 8-in„ each 16c, 10 -Iil, 2oa. Also 86, 8-la. 
each 20c; 8 in., 25c. 

Hinve—912, 8-in„ each, 15c; 4%-in„ 15c; 8-ln., 20c; 

8-in., 25c; 10-in., 45c; 12-in., 75c. 

8. C. 912—3-in., each, 20c; 4%-in., 20c; 6-in., 25c; 

8-in., 35c; 10-in., 55c. 

1308%—3-in., each, 35c; 4%-in., 50c; 6-in., 70c. 

Lock—20. Prouty, 75c each; 22, Prouty, 95c. 

Safety — 915, 3-in., doz., 20c; 4%-in., 25c each; 6-in., 
35c. SC915, 3-in., 25c each; 4%-in., 30c; 6 in., 45c. 

35c. S< ’915, 3-in., 25c each; 4 % in., 30c; 6-in., 40c. 

45c each; 941J, 65c. 

HATCHETS—Underhill Star, No. 10, Chicago Pat., $3.25; 
No. 5, Boston Pat., $3.25; No. 15, St. Paul Pat., $3.25. 
Sayre—Boston, No. 30, $3.00; Chicago, No. 40, $3 25 
Flooring—Plumb, $2.75; White, $4.00. 

Broad—1 Plumb, $2.75; 2, $3.00; 3, $3.50; 4, $3 75: 5 
$4.50. 

Bench—(single or double bevel)—8 White. $8.00* 7 

$3.25; 6, $3.35; 5, $3.50; 4, $4.00. 

Claw—1 Plumb, $2.35; 2 Plumb, $2.50; 3 Plumb. $2.60 
Shingling—1 Plumb or equal, $2.25; 2, $2.50; 3, $2.75. 
Half—-1 Plumb or equal, $2.25; 2. $2.50. 

Barrel or Fruit Box—Sayre 400, $2.75; Sayre 401, $2.50. 

HEADS—MOP—Cotton—No. 9, 35c each; No. 12, 45c; No. 15 
85c; No. 18, $1.00. Linen, No. 012, 55c each; No 015* 
70c; No. 018, 80c; No. 020, 90c. 

HINGES— 

Wrought Brass—No. 75, 85e pair; No. 78, SOe pair. 
Wrought Steel—No. 1420, 2%-in., 85c pair; No. 1411, 
% -in., 80c; 8 in., $1.85. 

Screen —No. 5908, %-inch, 85o; No. 5908, 1%-in., 75c; 
No. 5908, blued, %-in., 70c. 

Counter Flap—No. 9001, $1.85. 

Light Tee Hinges—No. 904, 8-iau, SOe; 8-in., S6e. 

Extra Heavy Tee Hinges—No. 908, 4-in., 45a; 8-in., 
75c; 8-in., $1.00; 10-in., $1.86; 12-in., $1.85; 14-in„ $1.16. 

Light Strap Hinges—No. 900, 8-ln., 20e; 6-in., 40c; 
Heavy, No. 902, 4 in., 80c; 6-in., 60e; 8-in- 75c; 10-ia.. 
$1.15; 12-in., $1.60; 14-in., $1.85. 

Heavy Galv. Strap—No. 1801%, 6-ln., $1.00; 10-la., 

$2.25; 12-in., $3.00. 

Gate Hingea —No. 124, 90c; 284-254, $1.10; 874, $1.45. 
Gate Latches—No. 7, 85c; 9, 40c; 14, 40c. 

Hook and Eye Hingea—%-inch, 85c; %-inch, $1.85; %* 

inch, $1.85. 

Wrought Hook and Eye Strap Hingea—No. 10, 95o; 
12, $1.10; 14, $1.25. 

Chicago Floor Hinges —DB6281, l%x 1%, $6.25; I%x2, 
$8.50; l%x2%, $12.50. 

BUTTS— 

Ball Bearing Butts—BB241F, 8%x8%, $1.75; 4x4, $1.85; 
5x5, $2.25; BB241SF2, $1.75; $1.00; $8.25; BB241H, 
$1.75; $2.00; $2.25. 

Chicago Butta, Single Acting—2002 Jap., 8-in- $1.00: 
4-in., $2.40; 5-in. f $2.75; 6-in., $8.45. 2282DDB and 

2172AC, 8-in., $2.60; 4-in., $3.25; 5-in., $8.75; 6-in., $4.76. 
2112NP, 8-in., $8.50; 4-in., $4.10; 6-in., $5.00. 

Double Acting—2001J, $8.30; $3.85; $4.50; $5.60; $7.16; 
$10.30; $14.25. 2171AO and 2281AB, $4.80; $5.10; $6.00; 

$7.60; $10.00; $14.00: $19.25. 

Galvanized Butts—No. 1334, 2%-in., 60c.; 8-in., SOe; 
4-in., $1.40; 5-in., $2.45. 
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RETAIL SELLING PRICES—Continued. 


Light Loose Pin Butt!—289D2AF, 2x2, 40c; 8x8, 60c; 
2898F2, 45c; 60c; 289N, 55c; 70c. 

Plein Bevel Edge Surface Butte—165D2-F, 2 %-Ixl, 50c; 
8-in., 65c; 4-in„ 80c. 165SF2, 2 %*im^ 55c; 8-in., 66c; 

4-in., 85c. 

Plain Steel Butte—No. 808, 2%x2%-in., 20c; 8-lzt* 25c; 
4*ln n 45c. 

Sherradised Butts—8C804ZAZZ, 2%-in., 50c; 8-ln^ 60c; 
4-in., $1.10; 5-in*. $1.80. 

Wrought Steel Butte—241D2-F, 2x2, 45c; 8x8, 55e; 4x4, 
70c; 5x5, $1.40. 241SF2, 2x2, 50c; 8x3, 55c; 4x4, 70o; 

5x5. $1.85; 241H, 2x2, 55c; 3x3, 60c; 4x4, 85c; 5x5, $1.85; 
241N, 8x8, 65c; 4x4, 90c. 731 Vi, 2x2, 45c; 8x3. 50c; 4x4, 

70e; 5x5, $1.30. 783, 8x8, 55c; 4x4, 75e: 5x5, $1.40. 

Wrought Steel Plated Butte—286D2AF, 2-in.. 80c; 

2 Vi in. 35c; 8-in., 40c. 286H, 85c; 40o; 45c. 286N, 40o; 

45c: 50c. 

Wrought Steel Butte—No. 804, 8x8, 85e; 4x4, 60c; 
5x5, 70e. 

wrought Steel Butte—No. 888. 1%-in., 15c; 2-in* 20c.; 
8-in„ 25c. No. 840, 15c; 20c; 80c. 

Wrought Plated Butts—291D2AF, 2%-in., 40c; 8-in n 45e; 
8Vi in., 60o. 2918F2AH, 2 Vi in., 45c; 8-in., 50o; 8 Vi in., 

66c. 291N, 2 Vi-in., 50c; 8-in., 60o; 8 Vi-in., 70c. 

HOLLOW WARE—STEEL—Bailed Griddles, Cooking surface 
12 inches, $1.90 each; 13 inches, $2.25; 14 inches, $2.50. 

Handled Griddles—Cooking surface 9 inches, $1.80; 10 
inches, $1.50; 11 inches, $1.65. 

Spiders—Diameter, bottom, 8 inches, $1.10; 9 inches, 
$1.20; 10 inches, $1.50; 11 inches, $1.75; 12 inches, $2.00. 
HOLLOW WARE—CAST—Dutch Orens—No. $4.25 each.; 

9, $4.85; 10, $6.00; 11, $7.10; 3, $2.35; 2, $2.75; 1, $3.35; 
0, $4.85; 00, $6.35. 

Gem Pans—No. 1, $1.25 each; 3, $1.25; 6, $1.25; 10, 
$1.50; 11, $1.25. 

Griddles—No. 7, $1.25 each; 8, $1.30; 9, $1.60; 10, $1.95; 
12, $2.25; 14, $2.85; 16, $3.45. 

Kettles, Stove—No. 7, Round, $3.15 each; 8, $3.65; 9, 
$4.50. No. 7, Flat, $3.15 each; 8, $3.65; 9, $4.50. 

Skillets or Spiders—No. 4, $1.15 each; 5, *1.25; 6t $1.30; 
7, $1.35; 8, $1.50; 9, $1.85; 10, $2.15; 11, $2.85; 12, $3.30. 
Scotch Bowls—No. 2, $2.00 each; 3, $2.40; 4, $2.70. 
Waffle Irons—No. 7, $2.35 each; 8, $2.65; 9, $3.10; 
7-D, $2.85; 8 D, $3.25; 11, $3.35; 12, $5.50. 

HOLLOW WARE—STEEL—Fry Pans, Acme—No. 00, 20c 
each; 0, 25c; 1, 30c; 2, 35c; 8, 35c; 4. 40c; 5, 50c; 6, 
60c; 7, 75c. 

Griddles—No. 8, $1.00 each; 9, $1.25; 10, $1.40; 12, 
$1.80; 14, $2.00; 16, $2.35. 

Skillets or Spiders—No. 7, $1.20 each; 8, $1.85; 9, $1.45; 

10, $2.00; 12, $2.35; 07, 40c; 08, 45c; 09, 60c; 1010, 70c; 
012, 85c. 

HOOKS AND EYES—(Price per dozen) — 

Screw Hooks 8erew Eyes 

Steel Brass Steel Brass 


0 60 ... .45 

1 .50 • .40 » 

2 .45 ... .85 

8 40 ... .80 

4 or 104.30 ... .25 

5 or 105.25 ... .20 .75 

6 or 106.15 .75 .15 .60 

7 or 107.15 .60 .15 .45 

8 or 108.15 .45 .10 .40 

9 or 109.10 .35 .10 .85 

10 or 110.10 .30 .10 .30 

11 or 111.10 .25 .10 .25 

12 or 112.10 .20 .05 .20 

18 or 113.10 .15 .05 .15 

14 or 114.10 .10 .05 .10 


Gate Hooka and Eyes— 
Sise lVi 

No. 40, steel... .20 
No. 1040, brass.. .60 
Gross lots, 85% off 1 
Ceiling — 

2 %-inch cast iron.... 
2*4-inch cast Iron. ... 1 
2%-inch, other finishes 1 

Oast, coppered. 

Wire, coppered. 

Wire, Japan&ed. 

Wire, tinned. 

Wire, nickel plated... 
Wire, brass plated. . . . 

Coat and Hat- 
Double, cast, heavy... 

Single, cast. 

Medium, cast . 

Heavy, cast. 1 

Cast, nickel plated. . . . 
Cast, copper finish... 1 
Cast, brass finish .... 1 
Cast, bronze, all fin... 4 

Porcelain, solid. 

Wire. Japanned . 

HOSE FIXTURES—Hose 
45c lb. 


2% 8 8% 4 

.30 .40 .45 .50 

.90 1.10 1.50 1.75 

Wire, tinned. 

Wire, nickel plated... 

Clothes Line— 
Malleable iron, Jap... 
Malleable iron, Galv.. 
Grass— 

14-in., 16-in., 18-in... 

Bronzed . 

12-in., enameled, green 
12-in., enameled, Dlack 
Finest quality steel. . 

Forged tool steel. 

Hammock— 

To screw. 

With plate . 

Hay Fork— 

%-inch pi. wr’ght steel 
%-inch pi. wr’ght steel 
%-inch galvanized ... 
3^-inch galvanized ... 
7-16-inch galvanized. . 
%-inch galvanized . . . 
ters— %-inch, dos., 5c; 


Hose Couplings—Cast Brass, Common— _,_ 

%-inch. 80c; 1-ineh, 45c.. Haavj Brass, OUnehar, %-lnek 

85c; %-inch, 85c. 

Brass Hose Clamps—%-inch, 5o each: %-inch, 5c; 1 
inch, 15c; 1 %-inch, 20c; 1%-ineh. iOc; 2-inch, 85o. 

Galvanized Steel Hose Clamps — %-inch, 5e each: %-tnck. 
5c; 1-inch, 5c; 1%-ineh, 15c: 1%-ineh, 20e; 2-inen, 25c. 

Hose Menders—Clincher, %-inch, 10c each; %-inch, 10f 
Sherman Seamless Brass, %-inch, 15c; %-inch, 15c. Wood, 
%-inch, 25c; %-inch, 30c. Caldwell Hose Straps, %-inch, 
2%c; %-inch, 3c. Caldwell Hose Strap Pliers, No. 1 
for % or % -inch Hose Bands, 20c each. 

Hose Nozzles—Boston, %-inch, 95c each. Magic, %-inch, 
75c. Oakland Pattern, %-inch, 65c. 

HOSE, GARDEN—Coupled in 50-ft. lengths—Cotton, %-inch. 
20c; %-inch, 23c;4-ply, black, %-inch, 15%c; %-inch 

19 %c; 5-ply, black, %-inch, 16 %c; %-inch, 20c; 5-plj. 
red, %-inch, 17c; %-inch, 24c. 

Reels, not coupled, per ft.—Electric, corrugated, %-ind 
25c; % inch, 28c; 1-inch, 40c; Electric smooth, %-inch 
24c; %-inch, 27c; l*inch, 36c; Second Grade, %-inch, 22Hr 
%-inch, 25 %c; Third Grade, %-inch, 21c; %-inch, 24*: 
Fourth Grade, %-inch, 19c; %-inch, 22c. 

IRON 8HEETS— 

Galvanized— Out Sheets Full Sheeu 

10 to 20 .14 .11 

20 to 30. .13 

Black 8heets— 

10 to 16.12 .09% 

18 to 24 .12 .09% 

26 to 30.13 10% 

Corrugated Sheets, Galvanized— 

26 Ga.9.00 

28 Ga. 8.50 

Rockface Siding . 9.00 

Brickface Siding 28 Ga. 8.25 

IRON8— 


inch, SOe each; 
ineher, %-lneh 


ut Sheets 

Fall Sheeu 

.14 

.11 


.13 

.12 

.09% 

.12 

.09% 

.13 

10 % 


Plane, Stanley 

or Bailey— 

2%-inch Single .. 

. . 1.10 

1 %-inch, Block 


1 %-inch Double . . 

. . 1.25 

1 % -inch Single. 


2-inch Double .... 

. . 13: 

2-inch Single . . 


2 % -inch Double .. 

. . 1 45 

2 %-inch Single 


2%-inch Double .. 

. . 1.7J 

2%-inch Single 


2%-inch Double . . 

.. 1.55 


IRONS—Sad. Common, 20c lb. 

Mrs. Potts—No. 50, $3.75 per set. 

70, $4.25; G. Pressing, 15c lb.; T Tailors* Goose, 25: 
lb.; N Gasoline, $5.25 each. Handles, 85e; Asbestos No. W. 
$3.50 set. 

KIT S—Lunch— 

Thermos—891-895, $8.75; 892-896, $4.00* 898-897, $4.15; 
894-898, $5.00. 

Universal—No. 810, $4.50 each; 820, $5.00; 410, $4.75: 
510, $5.25; 8070, $4.00; 4070, $6.00. 

KNIFE 1 ■ Corn—— 

Oorn King, 60c; No. 12 Handy, 65c. 

KNIVES AND FORKS— 

Iron handled, set, $1.75. 

KNIVES—Hay- 

Lightning, $2.25; Iwan Sickle, $8.25; Iwaa Serrated 
$8.25; Heaths Upright, $2.75. 

KNOBS— 

Maple bate, each, 6c; dos^ 85c. 

LACING—Belt- 

Rawhide, Out 

Sise %, per ft.08 0 and 1, coil.60 

Size 5-16, per ft.08% 2, coil.71 

*- .04 8, coil.80 

.05 OM, 1M, 2M, 8M epL .SO 


Size %, per ft.04 8, coil.80 

Size 7-16, per ft.05 OM, 1M, 2M, 8M apL .80 

Size %, per ft.06% 

Size %, per ft.07% Dox 

Size %. per ft.09 10 .05 

Wire 8, 9, 10.05 

0 and 1, coil .75 6. 7 . H 

LADDERS—Extension, No. 1, 45c foot. Step, Climax, 70c 
foot; Special, Crescent, 55c foot; Standard, 40c foot. 

LAMPS—Coleman Quick-Lite, Gasoline—OQ329, Eastern ssi 
Central States, $9.00; Rocky Mt. and Pac. Coast States 

$9.50. 

LANTERNS—Coleman Quick-Lite, Gasoline, LQ827—East sri 
Central States, $7.50; Rocky Mt. and Pac. Coast States. 

8 . 00 . 

Note—General rise in lantern prices will be itemized 
next month. Ask your jobber. 

LANTERNS—Dietz Tubular— No. 2 Large Fount Blis- 

HOT BLAST zard Lanterns .2/* 


Little Star Tin Lanterns. 1.50 Little Wizard Tin Lan- 


Hi-Lo Tin Lanterns.2.00 


terns .l.t* 


Victor Tin Lanterns.... 1.35 D-Lite Tin Lanterns. ... 1.65 
Monarch Tin Lanterns.. 1.35 No. 2 Large Fount Wix- 


O. K. Tin Lanterns.1.50 ard Lanterns .2.10 

No. 2 Royal Tin Lants. .1.75 DASH AND WAGON 

_ . b ^AST , Buckeye Dash Lant’ns..2? : 

Junior Tin Lanterns-1.50 j un i or Wagon Lant’n. .2 

Junior Brass Lanterns 2.50 Roadster Wagon L a n- 

Junior Brass Nickel- terns .2 

plated Lanterns .2.50 nonrrvn 

No. 2 Orescent Tin Lan- DRIVING 


terns .2.3'’ 

DRIVING 


terns .2.10 Eureka Driving, 


No. 2 Blizzard Tin L&n- 


....2.10 Same with optical lens. .2.65 
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Octo Driving, pl'n lens. .4.50 

Same, optical lens . 

_5.10 

Union Driving, 

plsin 

lent . 

_5.10 

Same with optical lens..5.50 

MILL 


Watchman's Mill 

Lsn- 

terns, enamel fin. 


Underwriter’s Mill 

Lsn- 

terns . 

.2.75 

No. 2 Blizzsrd Mill 

Lan- 

terns . 

.3.75 


FIRE DEPT. 

Kin? Fire Dept. Tin, 

enamel finish .5.10 

Same, Nickel-plated on 

Tin.5.65 

Same, all Brass. 

Same, Nickel-plated on 

Brass .6.50 

WALL 

No. 15 Wall Lanterns. . .8.00 
No. 25 Wall Lanterns. . .3,15 
No. 30 Beacon Wall Lan¬ 
terns .8.15 


No. 60 Beacon Wall Lan¬ 
terns .9.00 

8TREET AND HANGING 
Pioneer Street Lanterns, 

Tin .7.50 

Same, Brass Founts . . . .9.50 

Same, all Brass .12.50 

Pioneer Hanging Lan¬ 
terns, Tin .8.10 

Same, Brass Founts. . . .11.00 

PLATFORM 

Imperial Platform Lan¬ 
terns .13.00 

No. 1 Climax Platform 

Lanterns .5.50 

No. 2 Climax Platform 

Lanterns .5.65 

Nos. 1 and 2 Climax 

Nested .11.00 

UNCLASSIFIED 
Police Flash lanterns. . .2.00 
Traffic Signal Lanterns. 4.35 
No. 12 Display Stand and 
Assortment .25.00 

(100 lbs.), 17c lb.; Pig (100 

Wool, «5c lb. 


LEAD—Bar, 20c lb.; Calking 

lba.) ( 16o lb.; Sheet (fall), 26c lb. 


LKVRLS—No. 86, 12-inch, $8.85; 18-inch, $4.00; 24-lneh, 
$4.76. No. 87, lt-ineh, $4.50; 18-lnoh, $5.25; 24-ineh, 
$6.26. 

Marx Aluminum—lt-ineh, $8.76; 18-inch, $4.60; 14-inch, 
5.50; 28, $6.25. 

No. 95, 24-inch. $8.00; 26-ineh, $8.25; 28-inch, $8.60; 
80-inch, $9.00. No. 96, 14-inch, $10.00; 18-ineh, $10.60; 
80-inch, $11.00. 


Special Noo—No. 
88 and 80-inch, $6, 
4424, $6.50; 45)4, 


j. 0, $2.00; 15, 14 and 16-inch, $4.75: 16, 
5.00; 25, $5.60. 84, $1.85; 4524. $ 5 . 00 ; 

, $5.25; 90, $8.75; 98, $5.00; 10$, $ 1 . 00 . 


LIFTERS—Hot Pan—20c each. Stove Cover, wire circular 
handle, 15c; straight wire handle, 10c. 

Transom, Coppered—*4*3-in., 55c each; )4x4, 60c; 5-16 
x4, 90c; 5-16x5, $1.05. 


LINES, CLOTHES—Cotton, Braided—40-foot, 20c each; 60- 
foot, 25c; 50-foot, 25c; 50-foot, 85c. 

Wire, Twitted—50-foot, 20 gauge, 45c each; 75-foot. 20 
gauge, 60c; 100-foot, 20 gague, 70c; 50-foot, 18 gauge, 70c; 
75-foot, 18 gauge, 80c; 100-foot, 18 gauge, 95c. 

Wire, Solid—100-foot, 10 gauge, 95c each. 


LOOKS—Rim—Steel, 75c Ml; Oaat, 60c set. 

LUGGAGE CARRIERS—BOYCO—No. 4 46 inch, open, $3.75; 
No. 40, 46-inch, with end. $4.25; No. 5, 66-inch, open, $4.65; 
No. 50, 65-inch, with ena, $5.00. 

MANILA ROPE—8-16-lneh to %-lneh, 50c per lb; tt-inoh 
and larger, 45c. 

MAT8, DOOR—Cocoa Fibre, Fine, 14x24, $2.00; 18x27, $2.50; 
18x80, $2.75. 

Cocoa Fibre, Median*—16x17, $8.25; 18x80, $4.15; 20x28, 
$5.00; 22x86, $6.26. 

Steel—15)4x28%, $8.00 each; 17)4x80, $4.00; 21)4x86, 

$ 6 . 00 . 

Steel Matting in Rolls—Per sq. ft., $1.20. 


MOWERS—Lawn 

Great Amerioan— 

15-inch . 

25.00 
, 27 50 

14-inch . 

16-inch . 

Pennsylvania— 
14-inch. 

. . . 10.50 
. . . 10.75 

... 22.00 

19-inch . 

30.00 

16-inch. 

... 25.00 

21-inch . 

33.00 

17-inch. 

... 85.00 

Common— 

12-inch. 

. 9.00 

19-inch. 

21-inch. 

... 40.00 
... 44.00 


NAILS—New Base, $5.25. 


NETTING, POULTRY—Hexagon, Galvanised after Weaving— 
2-inch, 20-gauge— List roll, 12 in., $2.14; 18 in., $8.08; 
24 in., $3.92; 30 in., $4.68; 86 in., $5.85; 48 in., $7.18; 
60 in., $8.91; 72 in., $10.69. 

Sell Full Roll—12 in., $2.25; 18 in., $3.35; 24 in., $4.10; 
30 in., $4.90; 36 in., $5.65; 48 in., $7.50; 60 in., $9.35; 
72 in., $11.25. 

Sell Cut (lin. ft.)—12 in., l%c; 18 in., 2%c; 24 in., 3%e; 
30 in., 4c; 36 in., 4%c; 48 in., 6c; 60 in., 7%c; 72 in., 9c. 

1%-ineh, 20- gauge —List Roll, 12 in., $3.15; 18 in., $4.68; 
24 in., $5.78; 80 in., $6.90; 86 in., $7.88; 48 in„ $10.50; 
60 in., $13.18; 72 in., $15.75. 

Sell Full Roll—12 in., $3.55; 18 in., $5.10; 24 iiL, $6.50; 
80 in., $7.75: 86 in„ $8.85; 48 in., $11.80; 60 in* $14.75; 
72 in., $16.75. 


Sell Cut (lin. ft.)—12 in., 8c; 18 in.. 4%e; 24 in* 6c; 
80 in., 7c; 86 in., 8c; 48 in., 10 %c; 60 in., 18c; 72 in., 16c. 

1-inch, 20-gauge—List Roll, 12 in* $4.95; 18 in., $7.12; 
24 in., $9.08; 30 ln„ $10.83; 86 in., $12.88; 48 in., $18.50; 
60 in., $20.64; 72 in., $24.75. 

Sell Full Roll— 12 in* $5.55; 18 in* $8.00; 24 in* $10.20; 
80 in., $12.20; 86 in., $18.90; 48 in., $18.55; 60 in., $28.25; 
72 in„ $27.85. 


Sell Out (lin. ft.)—12 in., 5e; 18 in., 7e; 24 in* 9c; 50 In* 
11c; 86 in., 12c; 48 in., 16%c; 80 in., 21e; 72 in* 15c. 


20-gauge—List RolLll in, $8.55, 18 in* 512.80; 
" ‘Oik, $18.71:86 in* $21.88; 48 in* $28.50; 


% 'inch., 

24 in* $15.68; 80ln., $18.71; $6 in* $21.88; 48 In4 I 
60 in., $35.63; 72 in* $42.75. 

Sell Full Roll—12 in* $9.60; 18 in* $18.85; 24 in., 517.65; 
80 in* $21.05; 86 in* $24.00; 48 in* $82.00; 60 in* $40.10; 
72 in* $48.10. 

Sell Cut (lin. ft.)—12 in* 8%c; 18 in., 12%e; 24 in., 16e; 
80 in., 19c; 86 in., 21e; 48 in* 29c; 60 in* 86c; 72 in.. 48e. 


NIPPERS, CUTTING— 


Krasntsr'a— 
5-inch . 

... 1.85 

6-lnch . 

. .. 1.50 

7-inch . 

. .. 1.85 

8-inch . 

. .. 2.15 

Nettleton'a— 


6-inch . 

. . . 2.00 

8-inch . 

. .. 2.40 

10-inch . 

. . . 2.90 

12-inch . 

. .. 3.10 


14-inch . 8.75 

Utica— 

Compound, 5%-inch.. 2.65 
Compound, 7%-ineh.. 8.15 
Compound, 9-inch— . 8.75 
Utica— 

Common, 5-inoh.1.60 

Obmmon, 6-ineh.1.85 

Jeweler's, 8%-ineh... 2.00 
Jeweler's, 4%-ineh... 2.25 


NIPPLES—See Pipe Fittings— 


NUTS—Cold Punched U. 8. 8. Hexagon, Tapped—Siae U, 5 
for 5c; 5-16, 8 for 5c; %, 8 for 5e; 7*16, 2 for 5e; %, 2 fer 
5c; 9-16, each 5c; %, each 5c; %, 2 for 15c; % each lOe; 
1 inch, each 15e. In quantity sell at cost, plus 50 per send. 

Hot Pressed U. S. S. Square, Tapped—8ise )4. Sag. 
retail, 10 for 5c; 5-16, 6 for 5e; %, 5 for 5e; 7*16, 8 for 5e; 
%, 8 for 5c; %, 2 for 5o; %, each 5e; %, each lOe; 
1-in., 2 for 25c. In quantity sell at cost, plus 50 per eent. 

Wine, Tapped, U. S. S.—8-16, 25c dox.; )4, 30c; 5-16, 
85c; %, 50c; 7-16, 60c; %, 85c; %, $1.75. 


OAKUM—Plumbers, 20e lb.; Navy, 80c lb.; Best Unspun. 
85e lb. 


MATTOCKS— 

Short Cutter, Standard, 5% lbs. 
Long Cutter, Standard, 6 lbs... 

Pick, Standard, 6 lb. 

Handled, D E 8. 

Handled. O E 8%. 

Handled 8 Q 8%. 


Each. 

1.50 
, 1.65 
, 1.65 
1.00 
, 1.65 
, 1.25 


MAULS—Post—10-lb., $1.65 each; 18-lb., $2.25; 16-lb., $2.75; 
18-lb., $3.10; 20-lb., $8.45. 

Ship or Top—85c lb. _ . _ _„ 

Wood Choppers'—Adse or Round Bye, 80c lb. 


MILLS—Cider— 

Junior.42.00 

Medium.48.00 


8enior.65.00 

Foree Feed.80.00 


MOPS—Dish, Handled, No. 1, 10c each; 2, 10c; 4, 10c. 

O-Oedar, Handled—No. 4, small triangle. $1.25 each; No. 
3, large triangle, $1.75; No. 10B, polish, $1.50. 
8elf-Wringing—No. 10, $1.10 each. 

MOP 8TICKS—No. 2, 25c each; No. 7, 40c each; No. 13, 40c 
each; No. 70, $1.15; Janitor’s, 75c each. 


OIL—3-in-l, 1-ox, bottle, 20c each; 8-ox., 85c; 8-ox., 65c; 2%- 
os. can, 85c. Household Lubricant, 4-os. can, 25c each; 5- 
ox. can, 85c. 


OILERS— 

Oopperixed Steel— 

18.40 

14.45 

14B .55 

15A .60 

16. 65 

Cannon Pump—Brass- 

11 .2.75 

12 .8.00 

18.8.50 

Cannon Pump—Tin— 

1 .rrv_i.75 

2 .2.00 

2% .2.25 

OPENERS (Can) — 

No. Each. 

4 .10 

16 .15 

100 .80 


8 .. 

.2.25 

Felloe— 


8 . 


4 . 

.1.85 

5 . 

.2.00 

6 . 



Zinc, Chase's— 

00.15 


1. 

..20 

9. 

..25 

8. 

.80 

4. 

.86 

5 . 

.45 

6 . 

.60 

No. 

Baeh 

140 . 

.15 

840 . 

. 80 
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OVEN 8, PORTABLE— Bom- 
No. Booh. 

Oil.5.16 

055 . 6.75 

0100.5.16 

450 . 6.50 

Perfection— 

111 O . 

121 G . 

Pinney A Boyle— 

11 . 8.00 

18 8.75 


6.15 

7.50 


No. 

550 

700 

750 

755 

111 

118 

120 

218 

220 

318 


5.60 

5.50 

6.50 
6.76 

8.75 

4.60 

6.75 
4.00 
7.85 

4.50 


2860 . 1.25 21090 

2879 . 2.10 Y»l 

2880 . 2.85 

2881 . 8.00 

2888 A60 

Miller— 

1 1.85 

016 .86 

18 .40 

18 D.40 


.80 


19 
21 

75 

76 . 

78 . 

96 . 

960 .... 

121 . 

5441 . 

Slsymaker 
1902 . 


.40 

.50 

.56 

.85 

1.00 

.66 

.75 

.55 

1.15 


PAINT SUNDRIES— 

Aleohol— (Denatured)— 

1 gallon.. 1.00 

5 gallon ......... 1.70 


.14 


Pwd* leas than 100 
lba* lb. 


Benslne— 

New cans, eaad. ( gal. .60 
Old eana, unead, gaL .40 


Coal 

5-gal. ... 
1-gal. ... 

Creoaote— 
Gal. 


.Gal. 

.Gal. 


.40 

.55 


.70 


.85 
.50 
.80 

Raw Linaaed Oil, 2c leaa 
than price of boiled. Paint¬ 
ing c ontraetora' price on 
Linaeed Oil, 5c above coat, 
according to quantity. 

Oil— Gal. 

Floor.75 

Gloaa . 1.50 


228 .85 

225 . 1.25 

458 J.40 

458 X.40 

568 . 1.85 

565 . 2.25 

585 . 2.00 

685 . 1.75 

645 J.65 

808 . 2.25 

805 . 2.25 

805% 2.50 


818 

815 

828 

833 

848 

858 


2.50 

2.50 

2.75 
8.00 
8.35 

8.75 


.75 8454 .. 2.75 


Diatillate— 

Light, gal.40 

Glue— 

No. 2 Gelatine.50 

Chicago White ... .50 

Kalaomine, White— 

Bbla* 280 lba.08 

Kega, 100 lba.08% 

4 25-lb. pkga., bulk .09 

25 lba., bulk.09 

Leaa 25 lba.09% 

100 lba. 5-lb. pkga. .09 
Leaa 100 lba. pkga. .09% 
Lamp Black—Bear Brand— 

1-8, lb. pkg.45 

%^S .... .80 

%-8.20 

Linaeed Oil. Boiled— 

5*« .Gal. 1.11 

l’a .Gal. 1.40 

% '• .%-Gal. 

h 


Lard. No. 1.1.80 

Lln-O-Oil.90 

Neatafoot No. 1... 2.40 

Nentral .60 

Paraffine.86 

Paint, Dry Colors— 

Umber.11 

Chrome Green, Med .20 

Graphite .06 

Princeaa Metallic.. .06 

Sienna.11 

Venetian Red.08 

Tellow Ochre.05 

Paintera' Petroleum— 

I-Gal,.Gal. .40 

Painta. Ready Mixed—lat 
grade, white — 

Gala.Gal. 4.40 

%-Gal. 2.80 
.Qt. 1.25 
.Pt. .70 


%-gala. 

On arts 
Pints .. 

%-pinta ....%-Pt. .40 

lat Grade, Colors— 

Gals.Gal. 4.25 

%-gala. ...%-Gal. 2.25 

Quarts .Qt. 1.20 

Pints .Pt. .65 

%-pints-%-Pt. .85 

2d Grade, White or 

Colors— 

Gals.Gal. 2.90 

%-gals. ...%-Gal. 1.60 
Quarts .Qt. .95 

Inside Floor— 

Gals.Gal. 2.90 

%-gals. ...%-Gal. 1.60 
Quarts .Qt. .95 

Porch— 

Gals.Gal. 4.25 

%-gals. .. .%-Gal. 2.25 

Quarts .Qt. 1.20 

Plaster Paris— 

Less sack, lb.08 

Putty, Bladder— 

Less than 100 lba. .07% 
Putty, Bulk— Lb. 

1-fb. eana.15 


2-lb. Cona.12% 

8-lb. Cans. .09% 

5-Ib. Cana.09 

10-lb. Cana.08% 

26-lb. Cana.08 

85 lb. Cana.06% 


.14 


100 Ibi^ S-Ib. pk^a- 


PACKING—Sheet Rubber—Standard I. C., 50c lb.; Rainbow, 
65c. A • 

Italian Hemp—^Common, 45c lb. 

Square Flax, braided, 65c. 

Piston Spiral—Steam, high pressure, $1.50; steam or 
water, low pressure, 91. 

PADS—Sweat—No. 68 N12, Red Edge, 24-in., $1.00; No. 146 
A 12, Blue and White Striped, $1.50. 

PADLOCKS—Corbin— 

No. Each. No. Each. 

058 85 1908 55 

2802% 45 9902 75 

2822% 85 9902 N C.70 


Lb. 

Tinta, Kalaomine— 

Barrels. 280 lbs... .09 

Kegs. 100 lbs.09% 

- * " .10 

.10 


100 lba. 5-1 
Pkga. 

Turpentine— 

5’s Gal. 

l’s .Gal. 

%’s .%-Gal. 

%’s .Qt. 

%’s .....Pt. 


-08% 

.10 


1.12 

1.25 

.75 

45 


Painting contractora* price 
on turpentine: 5 gals, or 

more, 2c above cost; less 5 
gala., 5o above cost. 


100-lb. bulk 
25-lb. bulk. 

Less 25 lbs.10% 

PAN8—Acme Frying- 

No. 00, each.20 

No. 0, each.85 

No. 1, each.40 

No. 2, each.45 

No. 8, each. .50 

PAPERr—ASBEST08— 1-16 and under, full roll, 
cut, per lb., 25c; over 1-16, full roll, per lb., 
lb., 25o; Asbestos Millboard, 80c per lb. 
BUILDING— P A B 


No. 4, each.55 

No. 5, each ..60 

No. 6, each.80 

No. 7, each.90 


►er lb., 25c; 
5c; cut, per 


No. 1-500. 4.25 

No. 1-1000. 8.25 

No. 2-500. 6.25 

No. 2-1000. 12.00 

No. 8-500. 9.00 

No. 8-1000. 17.50 


Imitation PAB 

8.75 

7.25 

5.25 

9.75 
7.86 

14.75 


Red Resin—17-lb., $1.80; 20-lb., $1.50; 25-lb., $1.80; 
80-lb., $2.25. 

Black Glased—Ne. 1, 500 aq. ft. roll, $1.76; 1000 aq, ft i*D 
88.00; No. 2, 500 aq. ft. roll, $2.50; 1000 so. ft. roll, $4.50; 
No. 8, 500 aq. ft. roil, $8.25; 1000 aq. ft. roll, $6.00 

FELT—Asphalt saturated, per roll, $2.75; Deadening, 
lb., 06%c. 

INSULATING—No. 8, per roll, $1.75; No. 10, per roll, $2.75 

ROOFING— 8 ply. 6.00 

Standard or Oronolite— Maltnold Junior. 4.25 

ply square.2.50 Roofing 


ply square. 3.15 

8 ply square. 8.25 

Malthoid or Rubberoid 
Roofing— 

1 ply .4.00 

2 ply.5.00 


Carborundum 
B. A A._ 


per 


Preser v ative 

Bbls_ per gaL. Jt 

6 Gal* per gat.lii 


1 Gal* 
Pint .. 


per gaL. 


L8« 

.80 


-Per quire of sheets— 

0 % 1 1% 

2 

2% 

3 

.80 

.95 

1.10 

1.80 

1.50 

1.75 


.45 

.60 

.55 

.60 

.75 

.85 

.95 

.40 

.45 

.50 

.60 

.70 

.75 

.90 

.80 

.85 

.90 

1.00 

1.10 

1.20 

1.45 


SHEATHING—Red or gray 20-lb., $1.25 per roll; 25-lb., $1.50 
80-lb., $1.75. 

PEA VIES-* 

Socket Socket 

Maple. Hickory. Maple. Hickory 

2%x4 . 4.85 5.25 2%x4% .... 6.25 5.71 

2%x4% _ 4.50 5.50 5 . 6.86 

2%x4% _ 4.65 5.75 8x5 . 6.00 

2%x5 . 4.85 6.85 

PERCOLATORS, COFFEE—Universal— 


6.00 

6.75 


46 .. . , 


74 . 


48 . 

.6.00 

76 . 

. 7 00 

52 . 

.5.25 

79 . 

.7.75 

54 . 

.5.50 

714 . 

. 8 50 

56 . 


464 . 


58 . 


466 . 


64 . 

.6.00 

469 . 

. .. . T g oo 

66 . 

.6.50 

474 . 

. 7 25 

69 . 

.7.25 

476 . 

.T 75 

614 . 

. 8.00 

479 . 

. ft 50 

Percolator Tops, 

15c each. 




PICK8—Railroad, 5-lb., $1.25 each; 6-lb., $1.85; 7-lb., $1.50; 
8-lb., $1.75; 9-lb., $2.00. 

Drifting—No 1, $1.10 each; 2, $1.25; 8, $1.85; 4, $1.50 
PIN8—Clothes—0—Common, lOe dot.; US—8pring, 20c; H— 
Hoyt's Spring; 15c. 


PIPE— 


%-lnch.. 
% -inch.. 
%-inch. . 
%-inch.. 
%-inch.. 
1 -inch.. 
1 %-inch.. 

1 %-inch. . 

2 -inch. . 
2%-inch. . 

3 -inch.. 
3%-inch. . 

4 -inch. . 


Standard Black 
Cut Full 


Galvanised 
OUt Full 


Chitting and 
Threading 


Length 

PrTrt. 

Length 
Pr. 100 

Length 
Pr. Ft 

Length 
Pr. 100 

Outs Thread 
Eech Each 

.05 

4.80 

.07 

6.80 

.04 

.08 

.05% 

5.25 

.08 

7.45 

.04 

.08 

.05% 

5.25 

.08 

7.45 

.04 

.08 

.07 

7.10 

.09 

8.85 

.04 

.08 

.09% 

9.00 

.11% 

11.20 

.04 

.08 

.14 

18.40 

.18 

16.50 

.04% 

.09 

.19 

18.05 

.28% 

22.80 

.05% 

.11 

.22% 

20.05 

.28 

26.65 

.06 

.12 

.81 

28.90 

.88 

85.00 

.07% 

.15 

.48 

45.65 

.61 

56.85 

.11% 

.23 

.61 

59.80 

.78 

74.30 

.15 

.80 

.84 

80.40 

1.17 

112.80 

.19 

.88 

.99 

95.30 

1.89 

182.85 

.26% 

.53 


Digitized by 


Google 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


PIPE—Gas and Water—Black—% -inch, 6c foot; % -inch, 
6 He; %-inch, 6He; %-inch, 8c; %-inch, 10 %c; 1-inch, 
16c; 1 %-inch, 21c; 1 %-inch, 25c; 2-inch, 33c. 

Galvanized—%-inch, 8%c per ft.; %-inch, 9%c; %-inch, 
9%c; %-inch, 10c; %-inch, 12 %c; 1-inch, 19c; 1 %-inch, 
25c; 1 %-inch, 80c; 2-inch, 41c. 

PIPE, STOVE—Nested, Full Joints—3-inch, 25c joint; 4-inch, 
25c; 5-inch, 30c; 6-inch, 35c; 7-inch, 40c. 

4-inch, Japan, 40c; 3-inch, Galvanized, 85c; 4-inch, Gal¬ 
vanized, 40c; 5-inch, Galvanized, 50c; 6-inch, Galvanized, 60c. 

Half Joints—5-inch, 20c joint; 6-inch, 20c. 

Taper Joints—6-inch to 5-inch, 35c joint; 7-lnch to 6-inch, 
40c. 


PIP* FITTINGS—Prica each—Blaeh. 

% % % % % i 1 % i% a 


Bushings . 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

Caps .10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

.30 

Couplings . . . .10 

.10 

.10 

.10 

.15 

.20 

.25 

.30 

.40 

Crosses . 

.10 

.10 

.15 

.20 

.35 

.35 

.45 

.70 

Elbows, 90 dg. .10 

.10 

.10 

.10 

.10 

.15 

.20 

.25 

.85 

Elbows, 45 dg. .. . 

.10 

.10 

.10 

.10 

.15 

.30 

.35 

.45 

Elbows, red. 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

.45 

Elbows, S. O. 


.10 

.15 

.20 

.30 

.40 

.50 

.90 

Elbows, Street .15 

.io 

.10 

.10 

.15 

.15 

.20 

.25 

.45 

Floor Flanges. .. . 

.20 

.20 

.25 

.25 

.30 

.35 

.45 

.65 

Lock Nuts. . .10 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

Plugs.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

•Reducers . 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

.35 

Ret. Bends, Cl. ... 


.15 

.15 

.20 

.35 

.45 

.55 

.80 

Tees .. . .15 

.io 

.10 

.10 

.10 

.15 

.20 

.30 

.50 

Tees, 4-way . ... 


.10 

.15 

.20 

.30 

.50 

.70 

1.15 

•Tees, Red. 

.is 

.15 

.15 

.20 

.35 

.35 

.45 

.75 

Unions.15 

.15 

.20 

.20 

.25 

.30 

.40 

.50 

.65 

Galvanized— 









Bushings . 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

.30 

Capa .10 

.10 

.10 

.10 

.10 

.15 

.25 

.30 

.45 

Couplings . . . .10 

.10 

.10 

.15 

.20 

.25 

.35 

.45 

.55 

Crosses . 

.15 

.15 

.25 

.35 

.50 

.60 

.80 

1.25 

Elbows, 90 dg. .15 

.10 

.10 

.10 

.15 

.20 

.30 

.35 

.60 

Elbows, 45 dg. .. . 

.10 

.10 

.10 

.15 

.25 

.45 

.50 

.70 

Elbows, Red. 

.10 

.10 

.15 

.20 

.25 

.35 

.45 

.80 

Elbows, 8. 0. 


.10 

.15 

.25 

.40 

.60 

.75 

1.30 

Elbows, Street .20 

.io 

.10 

.15 

.20 

.25 

.35 

.40 

.80 

Floor Flanges. .. . 

.40 

.45 

.50 

.55 

.60 

.75 

.90 

1.30 

Lock Nuts . . . .10 

.10 

.10 

.10 

.10 

.15 

.20 

.20 

.30 

Plugs .10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

•Reducers . 

.10 

.10 

.10 

.15 

.20 

.25 

.30 

.50 

Ret. Bends 01. ... 


.20 

.25 

.30 

.50 

.75 

.90 

1.45 

Tees.15 

.io 

.15 

.15 

.15 

.20 

.35 

.50 

.85 

Tees, 4-way . ... 


.15 

.20 

.25 

.45 

.70 

1.00 

1.70 

•Tees, Red. 

!20 

.20 

.25 

.30 

.45 

.55 

.70 

1.20 

Unions.25 

.25 

.25 

.30 

.35 

.45 

.60 

.75 

.95 

NIPPLES—Black- 









Close .10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

Long .10 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.15 

4-inch Long. . .10 

.10 

.10 

.10 

.10 

.15 

.15 

.15 

.20 

5-inch Long. . .10 

.10 

.10 

.10 

.10 

.15 

.20 

.20 

.25 

6-inch Long. . .10 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

.30 

Galvanized— 









Close .10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

.25 

Long .10 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

4-inch Lone. . .15 

.15 

.15 

.15 

.10 

.15 

.20 

.25 

.30 

5-inch Long. . .15 

.15 

.15 

.15 

.15 

.20 

.25 

.30 

.35 

6-inch Long. . .15 

.15 

.15 

.15 

.15 

.25 

.30 

.35 

.40 

Bushings . 


. .25 


.30 


.40 


.50 

Caps . 


. .45 


.65 


.80 


1.05 

Couplings . 


. .55 


.80 


1.10 


1.35 

Crosses . 


.1.30 


2.15 


2.35 


4 10 

Elbows. 90 degree . 


. .70 


1.10 


1.45 


2.30 

Elbows, 45 degree . 


. .75 


1.05 


1.45 


2.10 

Plugs . 


. .20 


.25 


.40 


.45 

•Reducers . 


. .60 


.85 


1.15 


1.45 

Tees . 


. .85 


1.30 


1.75 


2.75 

Unions . 


. 1.30 


1.80 


3.10 


3.75 

8 inch long. 


. .75 


.95 


1.20 


1.35 

NTPPI.ES— 









Close . 


. .30 


.35 


.50 


.60 

5-inch long. 


. .40 


.50 


.80 


.95 

6-inrh long. 


. .50 


.60 


.80 


.95 

10-inrh long. 


. .95 


1.20 


1.35 


1.60 


4 Reducers and Reducing Tees 1-inch and larger reducing 
to 1 2 -inch and smaller advance 50 per cent over prices shown. 

PIPE FITTINGS (8TOVE) —Gaps, No. C 15, 60c each; 0-16, 

60c each. 

Dampers—No. 3, 4, 20c each; 5, 6, 25c; 7, 40c. 

Elbows—No. 3 Oorg., 25c each; 4, 30c; 5, 35c; 6, 40c; 

7, 45c. No. 3 Adj. 4 Pc., 35c; 4, 40c, 5, 40c; 6, 45c. 8- 

inch Adj. Galv., 40c; 4-inch, 45c; 5-inch, 50c; 6-inch, 55c. 
No. 3 Corg. Jap., 40c; 4, 45c. 

In lots of 12 dozen, 5 per cent discount from above. 

Flue 8tops. Nos. 1 and 36, 20c each; 8, 20c each; 30, 20c 

3. 3% (in kegs), 35c lb.; 4, 5. 35c; 6, 7, 8, 85c; 10, 35c. 

Roof Plates and Saddles, Nos. 15, 16 (Side), 90c each; 50. 
60 (Ridge), 75c each. 

PISTOLS— Automatic—Colts’ .25 Cal., $20.50 eaeh; 25 Cal. 
nickel, $27.00; .32 Cal. $25.00; .38 Cal., pocket, $45.00; 
.45 Cal., military, $42.00. 

Smith A Wesson—.35 Cal., $81.50; Savaga, .32 Oal., 

$27.00; .380, $28.00. 


PITCH—Navy Caulking—5-lb. can, 75c: 10-Ib. # $1.25; 25-lb., 
$2.50; 50-lb., $4.50; %-bbU $9.00; bbL, $12.50. 


PLANES—Block-Bailey— No. 9%, $3.15 each; 15, $3.00; 16, 
$3.25; 17, $3.90; 18, $3.75; 19, $4.00. 

Block-Stanley—No. 60, $3.60 each; 60%, $3.15; 61, 

$3.00; 65, $4.00; 101, $2.50; 102, $1.00; 103, $1.65; 110, 
$1.65; 120, $2.10; 130, $2.25; 131, $3.50; 203, $1.85; 220, 
$2.25. 

Iron, Bailey— No. 2, $4.85 each; 3, $5.25; 4, $5.75; 4%, 
6.50; 5, $6.50; 5%, $7.50; 6, $8.50; 7, $9.75; 8, $11.50; 
30, $5.50; 4C. $6.00; 4%0, $7.00; 5C, $7.00; 5%C, 8.00; 
60. $9.00; 70, $10.50; 8C, $12.00. 

Iron, Stanley—No. 603, $6.35 each; 604, $6.85; 605, 
$6.95; 606, $10.00; 607, $11.50* 608, $13.50; 6040, $7.25; 
605C, $8.25; 606C, $10.50; 607C, $12.25; 608C. $14.50. 

All Wood—Plain, No. 8W, 22.50 each; 15W, $2.75; 21W, 
$5.60; 27W, $4.85. Rasee, No. 5W, $4.65; 17W, $8.25; 
23W, $5.15; 29W, $5.50. 

Wood Bottom, Bailey—No. 22, $4.00 eaeh; 24, $4.25; 26, 
$4.50; 27, $5.00; 28, $5.50; 29, $5.20; 30, $5.50; 81, $6.00; 
32, $6.50; 85. $5.50; 36, $6.00. 

Rabbet—No. 10, $9.00 each; 10%, $7.50; 75, $1.00; 78, 
$4.50; 90, $5.25; 92, $5.00; 98, $2.50; 99, $2.50; 140, 
$4.00; 190, $3.85; 191, $3.65; 192, $3.50. 

PLATE8—GAS, HOT—No. 501, $4.50 each; 502, $7.15; 508, 
$10.75; 702, $10.00; 703, $14.50; 722, $11.00; 723, $15.75; 
1001, $3.00; 1002, $4.75. 

PLIERS—Klein’s No. 201—6-lnch, $3.90 each; 7-lnch, $4.50; 
8-inch, $4.75; 9-inch, $6.00. Bernard’s No. 102—4%-ineh, 
$1.85; 5%-inch, $2.25; 6%-inch, $2.75; 8-inch, $3.75. 

PLUG8—Spark—$1.00 each. 

PLUMBS AND LEVELS—Metallic, Stanley—No. 86, 6-lnch, 
$2.25 each; 9-inch, $2.75; 12-inch, $3.25; 18-inch, $3.75; 
24-inch, $4.75. No. 37, 12-inch, $4.50; 18-inch, $5.25; 24- 
inch, $6.25. 37G, 12 inch, $4.25; 18-inch, $6.25. 34V, 4* 

inch, $1.80; 6-inch, $2.25; 8-inch, $3.00; 10-inch, $3.35. 

Wood, Stanley or Disston—No. 00, $1.75 each; 0, $2.00; 
2, $2.65; 3. $3.35; 8, $4.10. No. 13, 26-in., $3.75; 28-in., 
$4.00: 30-in., $4.25. No. 15, 26-in., $4.50: 28-in., $4.75; 30- 
in., $5.00. No. 30, $4.00; 35, $3.25* 45%, $5.50. No. 93, 
26 in.. $5.25: 28-in., *5.50; 30-in., $5.75. No. 95, $8.75: 
96, $4.50; 102, $1.00; 104, $1.25. 

Pocket, Stanley—No. 31, 2%-inch, 55c each; 8-inch, 65c; 
8 %-inch, 75c. No. 41, 20c. No. 44, 50c. No. 600, $2.25. 

Extra Level Glasses—No. 1, 1% to 2-inch, 15c each; 2%- 
inch, 15c; 3 %-inch, 20c. No. 361, 40c. No. 862, 75c. No. 
371, $1.65. 


POKERS, STOVE— 

No. 120, Straight, 20-inch, 16c each; 126, Straight, 26-lach 
20c; 200, Bent, 20-ineh, 15c; 250, Bant, 26-lach, 20c. 


POINTS AND OHUOK8— 


For 80 and 81. 

For 85. 

Nos. 11 and 16, 2-ln.. 


8-inch 

4- incn 

5- inch 
6* inch 


$ .75 

8-lneh . 


.69 

10-inch . 


.55 

No. 75. 

.8.86 

.60 

No. 60. 


.65 

No. 80. 

;8S 

.75 

.86 

No. 81. 


POLISH (AUTO)—Durolac, 1 pt„ 60c; 1 qU $1.00. 

POLISH (FURNITURE)—Durolac, I pt., 60c; 1 qU $1.00. 
Oalol, % pt. 80e each; 1 pint. 45c; 1 quart, 66c; % tnUoa, 
$1.15: 1 gallon, $2.00; 5 gallons, $7.50. 

Liquid Veneer, 4 ounce, 80c each; 12 ounce, 60c; 1 quart, 
$1 25. 

O-Cedar—4 ounce, 25c each: 12 ounce, 50c; quart, $1.00; 
% gallon, $2.00; gallon, $8.00. 

Johnson’s Prepared Wax, 5 ounce, 45c each; 1 pound, 85c; 

2 pounds, $1.70; 5 pounds, $3.00. 

METAL —NonOlio, % pint, 50c each; 1 pint, 75c; 1 quart, 
$1.25. 

SHOE—Shuwhite, 15c each; Midnight OIL 25c; Royal, 15c; 
Jet-Oil, 15c; 4 O S Shoe Satin, 10c; 9 O 8 Shoe 8atin, 15c; 
1 C Satinola, 10c; 2 C Satinola, 15c; 5 P 8 Shoe Satin, 10c; 
10 P S Shoe Satin, 15c; 5 P Satinola, 10c; 10 P, Satlncla, 

15c. 

STOVE—Liquid, No 6 Black 8ilk, 20c each; 8, Black Silk, 
25c; 2, Black Eagle, 25c; 10 E, Enameline, 15c. 

Paste No. 5, Black Silk, 15c each; 10, Black Silk, 25c; 
20, Black Silk. $1.75: 01, Black Eagle, 45c; 95 Black Eagle, 
$2.00; 4 E, Enameline, 15c: 6 E, Enameline, 15c; 75 Black 
Jack. 25c; 1, Rising Sun, 10c. 


POTS—Fire. 

Gasoline, 0 A L. 

21 .14.00 

71 .18.on 

72 .16.50 

5 16.50 

1 .18.00 

Watering Galvanised 

4 Quart . 1.00 

6 Quart . 1.25 


8 Quart . 

. . . 1.40 

10 Quart. 

... 1.60 

12 Quart . 

... 1.85 

16 Quart. 

... 8.95 

Tin 


4 Quart . 

... .85 

6 Quart . 

... 1.00 

8 Quart . 

... 1.85 

10 Quart . 

... 1.60 
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HARDWARE WORLD 


BETAIL HF.LT.INQ PRICES—Continued. 


PULLERS—Nail—Rex, $1.65 each; Rex, Jr., $1.50; Red Devil, 
$2.50; Morrill's, $4.25; Little Giant, $2.25. 

PULLEYS—Brass Screw, No. 350, ft-inch. 15c each; ft, 20c; 
ft, 25c; 1, 30c; lft, 35c; lft, 40c. No. 370, %-inch, 35c 
each; 1, 40c. 

Brass Side —No. 1150, ft inch, 26c each; ft, 80c. No. 
1170, ft inch, 40c each; ft, 45c. 

Brass Upright—No. 500, 85c each. 

Clothes Lino— No. 610, 2 inch, 20c each; 2Hi 25c No. 
660, 20c; 670, 20c; 1610, 2 inch, 25c; 2ft, 85c; 1660, 25e; 
1670, 80c; 6850G, 85c; 6500G, 55c. 

Hay Fork, No. 1267, 60c each; 692, 60c; 796, 75c; 46, $1; 
1651, for wire rope, $3.00. 

PULLEYS—Frame—No. 4, Ottumwa, per dos n 90c; No. 5, 
$1,00; No. 9, 95c; No. 105, 90e; No. 109, 90c. 

PUMPS—P. 8.—1, $5.00; 2, $5.40; 8, $6.10; 4, $7.00. 

PUTTY—Per lb, 15c. 

RAKES— GARDEN— Malleable. 12-tooth, 70c each; 14-tooth. 
80c. Steel Straight, 12-tooth, $1.10; 14-tooth, $1.25. 8teel 
Row, 11 and 12-tooth, $1.35; 18 and 14-tooth, $1.45; 15 
and 16-tooth, $1.60. Lawn, 85c. 

RASPS—Plain Horae Rasps—14-in, each $1.00; 16-in, $1.25; 
18-in, $1.60. 

Flanged Horae Raape—14-in, each $1.25; 16-in, $1.50; 
18-in.. $2.00. 

Half Round Cabinet—10-in, each $1.25; 12-in, $1.50; 
14-in- $2.00; 16-in, $2.50; 18-in, $8.00. 

Half Round Wood—10-in, eaoh $1.00; 12-in, $1.26; 
14-in, $1.65; 16-in, $2.25; 18-in, 82.90. 

Flat Wood —10-in, each 95e; 12-in, $1.25; 14-in, $1.50; 
16-in, $2.00; 18-in, $2.60. 


RAZORS (SAFETY)— 
No. 

700, 

2 , 


800, eaoh 


Everesdy 
No. 

1.00 706 B, Blades, Pkg... • 

8.00 

Gem 

1.00 800 B, Blades, Pkg.... 

End ere 

1.00 900 B, Blades, Pkg.... 

Durham Domine 

1000, each . 1.00 1000 B, Blades, Pkg... 

Gillette 

00, each. 7.50 480, each. 

460, each. 5.00 500, each. 

460 B, each. 6.00 500 B, each. 

470, each. 6.00 501, each. 

501 B. each. 6.00 6 X B, Blades, pkg. 

12 X E Blades, pkg 1.00 

Auto8trop 

1. set. 6.00 2541, set. 

15, set. 6.00 600 B, Blades, pkg... 

85, set. 6.50 600ft B Blades, pkg.. 

251, set .6.00 , 


.40 


AO 

.86 


.60 

5.00 

5.00 

6.00 

5.00 

AO 


5.00 

1.00 

AO 


REELS—Hose—No. 1 Wire, $1.65 each 
REY0LVER8— 

Oolts, Model Each 

Pocket Positive.80.00 

Police Positive Special 82.50 
Police Positive Target 86.25 

Army Special . 84.00 

New Service . 88.00 

Single Action . 86.75 

Harrington 6 Richardson 

208, 228 .11.50 

208 B, 228 B.12.00 

204, 224 .12.00 

204 B, 224 B.12.50 

268, 278 .12.50 

268 B, 278 B.12.75 

264, 274 .12.75 

264 B, 274 B.18.00 

Ivor Johnson— 

800, 808, 828.16.60 

800 B, 808 B.16.75 

804 .16.75 


No. 1, Wood, $8.25. 


RIFLES—No. and Model -- 
Daisy Air— Each 

25 . 5.25 

40 . 5.25 

8 . 8.00 

80 . 2.85 

11 . 2.86 

12 . 8.00 

King Air— 

4 . 2.95 

5 . 3.15 

21 . 2.00 

22 . 2.35 

304 B .17.25 

828 B .17.00 

824 . 17.00 


1899 TD, Feath'wt ..55.00 

189 SF .48.00 

1904 TD, Single shot. 8.75 
1914 TD, Hammerless 28.60 
Stevene— 

Little Scout . 7.50 

Crack Shot . 9.50 

Marksman .11.00 

Favorite .13.00 

70 TD, .22.19.00 

1919, .22 .26.75 

Winchester— 

1886 SF—Round Brl. 49.00 
TD—Round Brl. 64.30 
1890 TD—Oct. Fancy 67.50 
TD—Oct. Plain. 81.50 


1892 SF—Round Brl. 87.50 
SF—Oct. Brl. ..39.40 
TD—Oct. Brl... 45.75 
SW—Carbine ..83.55 

1894 SF—Round Brl. 40.85 
SF—Oct. Brl... 42.60 
SF—Carbine .. 86.85 
TD—Oct. Brl. ..54 50 

1895 SF .53.15 

1895—Govt. Model.. .58.15 

1895 TD.67.10 

1902 TD—22.10.50 

1908 TD—Plain.44.80 

1903 TD—Fancy_69.00 

1904 TD .22 .12.60 

1906 TD.28.55 

1907 TD.61.50 


RIVETS—Slotted Clinch, Coppered Steel—No. •, 15e box; 98 
10c box. 

-With Burrs— 


Size. 

ft Lbs. 

Lbs. 

Size. 

ft Lbs. 

Lb* 

7—St’r Lgths. 
8 

.30 

.55 

7—Asst. . . 

. . .30 

.55 

.30 

.55 

8 

. . .30 

.55 

9 

.30 

.55 

9 

. . .30 

.55 

10 

.30 

.55 

10 

. . .30 

.55 

12 

.30 

.55 

12 

. . .30 

.55 


Copper Iron, with Burrs—08 Asst., 20c, ft-lb. box; 010, 25c. 

RIVETS—Tinners—Black, all sizes (in kegs), 20c lb. Tinned. 
3, 3ft (in kegs), 80c lb.; 4, 5, 30c; 6, 7, 8, 25c; 10, 25c. 

RODS, CURTAIN—No. 2, ft-in., Steel, Brass Covered, 15c ft 
3, ft-inch, Steel, Brass Plated, 10c; 30, 1-in., Wood, Bran 
Covered, 30c; 1ft-in., Wood, Brass Covered, 35c. 

ROOFING—(See Paper). 

ROPE—Cotton, Thread—8-16, 55c; ft to 5-16, 55c lb.; ft t* 
ft, 55c; % to 1, 70c. 

Manila—Base, 24c lb. 

Sisal—Base, 25c lb. 

RULES, Boxwood—Lufkin-Stanley—No. 171(86), 60e eeeb. 
872 (86ft), 85c: 878 (8), $1.50; 886 (82), BOe; 18$ 
(82ft), $1.80; 488 (57), 80e; 651 (68), 85e; 702 (16), 
56c; 751 (61), 40o; 752 (70), 50c; 761 (68), 60e; 7618 
(7), $1.40; 771 (84), 85e; 780 (62ft). $1.00; 781 (61) 
$1.00; 861A (68ft), $1.00; 8620 (88ft) $1-50: 871 (51) 
95c; 881 (54), $1.15; 981 (60), $1.40; 8851 (66ft). 80c; 
8851Y (66), 80e; 8861 (66ft), 90e; 8881 (66ft), $2.00. 

Rules, Steel—No. 17, Blacksmiths, $1.00 each; 041 
Pocket, 25c; 1131, 1141, Zig-Zag, 25e; 1182, 1142, Zig-Za* 
$1.85; 1148, Zig-Zag, $2.00. 

RULES. ZIG ZAG—Lufkin, Stanley—No. 804F. 40c each; No 
806F, 60c; 8513 (03), 80c; 8514 (04), 40c; 8515 (05), 50< 
8516 (06), 65c; 8518 (08), 80c; 8528 (408F), 80c; 85!4 
(404F), 40c; 8525 (405F), 50c; 8526 (406F), 65c; 8615 


824 B .17.25 

848, 858 .17.75 

848 B, 858 B.18.00 

844, 864 .18.00 

844 B, 854 B.18.50 

864 B.19.25 

865 B.19.50 

Smith A Wesson— 

1905 Military. Police..84.50 
Regulation Polio# .... 82.50 
1908 Hand EJoetor... 80.60 
88 8. * W. Perfected 80.60 

1908 Military.85.00 

1911 Target. 86.00 

New Departure 88.... 80A0 


65c; 8624 (854F), 46c; 8626 
tWS—One Man—Cross-cut— 
Diaston 

(856F), 

65c. 

Chinook 

Royal 

OhiAooh 

8ft. ft. 

. . . 4.75 

5 ft. . 

_8.25 

• ... - 

4 ft. 

. . . 5.25 

5ft ft. 

_8.50 


4ft ft. 

. . . 6.00 

6 ft. 

.9.25 

ii ’,50 

5 ft. 

... 6.75 

6ft ft. 

_10.50 

18.00 

5ft ft.. 

. . . 7.00 

7 ft. ., 
7ft ft. 

.11.50 

-12.50 

14.00 
15 25 


Simonds Falling same pries as Royal Chinook Groan Out. 
SAWS—Hand- 


12 Disston or 69 Atkins 

80 inch . 

8.85 

18 inch . 

8.70 

22 inch . 

8.10 

20 inch . 

4.00 

24 Inch . 

3.40 

22 inch . 

4.85 

26 inch. 

8.6C 

24 inch . 

4.70 

28 inch . 

4.00 

26 inch . 

5.10 

No. 120 Disston 


28 inch . 

5.50 

26 inch . 

6.20 

No. D8 Disston or 51 

IQ U.k 

Atkins 
• in 

88 inch . 

6.60 


Marlin— 

20 TD—Octagon Brl..18.50 
27 TD—Round Brl... 21.80 
TD—Octagon Barrel. 24.55 
29 TD—Round Brl.. 15.60 
1897 TD—Round Brl. 22.75 
TD—Octagon Barrel. 24.80 
Remington— 

4 TD—Octagon Brl... 15.54 

6 TD—Round Brl_10.46 

8 A TD—Round Brl..78.27 
12 TD—Round Brl...28.48 
TD—Octagon Brl.... 81.95 
14 A TD—Standard. .58.86 

TD—Carbine.57.25 

16 A TD—Standard. .44.61 
Savage — 

189P 250 300C , .60.00 


20 inch . 8.50 

22 inch . 8.65 

24 inch . 8.75 

26 inch . 8.95 

28 inch .4.45 

No. 7 Diaston 

18 inch .2.65 


No. 112 Diaston 

26 inch . 5.25 

28 inch . 5.60 

No. D 100 or No. D 20 
Diaston 

26 inch. 4.35 

28 inch . 4.85 


Simonds Hand and Cross-cut S a ws P rioss en Application 


SAWS—Miscellaneous— 

Back Saws 

12 inch . 3.00 

14 inch . 8.25 

16 inch . 8.50 

22-inch . 4.00 

24-inch . 4.25 

26-inch .4.75 

28-inch .5.50 

Butcher No. 10 

16-inch . 1.90 

18-inch . 2.00 

20-inch . 2.15 

22-inch . 2.25 


Oompass No. 2 

12-inch .95 

14-inch .90 

16-lnch .95 

Kitchen Ne. I 

12-inch .55 

14-inch .65 

16-inch .75 

Mitre 

24-ineh . 6.25 

26-Inch . 6.75 

28-inch . 6.50 
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BETAH, SELUNO PRICES—Continued. 


SAWfl—MISOELLANIOUS—Ooatln*.d— 


MMt, OnphM 

Mo. a. a .50 

Pnulaf 

No. 60 California, 12 in. 1.86 


No. 50 California, 14-in. 1.40 
No. 51 California, 12-in. 1.80 
No. 51 California, 14-in. 1.90 
Disston, No. 9, 14-inch. 8.00 
Disston, No. 10, 14-inoh 8.25 


Bock— 

Oom Sxl Brace V tooth. 1.75 

Oom Dbl Brace Tuttle tooth. 2.50 

Oom Dbl Brace V tooth. 2.75 

No. 150 Special. 1.95 


SAW CLAMPS—No. 8, $2.50; 0, $1.35. Perfection, No. 1W, 
$2.50; No. 8W, $3.25; No. 2W, $3.50; No. 11, with Guide, 
$3.25: Bishop's No. 750, 85c; Stearns* No. 105, $2.75; No. 
200, $1.75; N33, $2.25; No. 3, Disston, $4.50. 


SAW SETS— 


X CUT— 


201 G A P. 

1.50 

Morrill No. 3. 

1.30 

Spec. Morrill. 

2.00 

Baker No. 3. 

2.35 

105 Morrill. 

.60 

Colonial . 

1.40 

1 Morrill. 

2.00 

7 Taintor . 

2.00 

10 . 

1.20 

28 Triumph . 

1.65 

77 . 

1.00 


85 



Lever . 

.25 

SAW TOOLS— 


Morin No. 2. 

4.50 

CliDDer Outfit . 

.75 

Morin No. 2% . 

5.50 

Morrill’s Raker Gauge— 

Morin No. 3. 

Setting Tool Disston- 

1.85 

NO. 1.. . 

1.50 

No. 100. 

.80 

No. 6. 

2.25 

No. 4 Setting Blocks- 


No. 9. 

2.50 

No. 4 Blocks, Morin. . 

1.85 

Atkins Raker Swage.. 

.45 

Swages No. 0 Disst... 

4.75 

5-M Tooth Gauge. 

.25 

Swages, Whitings. . . . 

1.00 

Jointers Pikes Perf. . . 

.75 

Atkins, Rex . 

1.00 

Jointers No. 7 Sterns. 

.70 

Atkins, Excelsior. 

.85 


SCALES—Family, testing without scoop, $3.75; with scoop, 
$4.50; Peddlers' glass sash, $6.00; glass sash with chains, 
$6.50; brass dial, $7.25; brass dial with chains, $7.50. 

Spring Balance, No. 50, 25c each; 51, 50o; family, $6.50; 
No. 202, $6.50. 


SCISSORS—Cast—No. 10, 60c each; No. 44, 7% inch, 60c; 
8% inch, 65c; 240, 4 inch, 25c; 4% inch, 80c; 255. 4 inch, 
30c; 4% inch, 35c; 6 inch, 85c; 5% inch, 40c; 8 inch, 45c; 
820, 85c; 350, 75c. 


Wiss—No. 14 B H, $1.45 each; 54%. 95c; 55, $1.00; 
55%, $1.05; 56. $1.10; 56%, $1.15; 57, $1.20; 154%, 

$1.15: 155, $1.20; 155%, $1.25; 156, $1.30: 156%, $1 35; 
157, $1.45; 364, $1.20; 364%. $1.25; 365, $1.30; 366, 
$1.45; 463, $1.05; 463%, $1.10; 464, $1.15; 573, $1.45; 
573%, 1.60; 574%, $1.70; 663, $1.45: 663%, $1.60; 664, 
$1.70; 763, $1.05; 763%, $1.10; 764, $1.15; 764%, $1.20; 
765. $1.25; 765%, $1.30: 766, $1.35; 773, $1.15; 773%, 
$1.20; 774, $1.25; 814, $1.25; 814%, $1.30; 815, $1.35; 
815%, $1.40; 816, $1.50. 


SOOOP8—Common Hollow Back—Black—No. 2, $2.15 each; 
3, $2.25; 4. $2.85; 5. $2.45; 8, $2.55; 7, $2.65; 8, $2.75; 
9, $2.85; 10, $8.00. 

SCREENS—Adjustable—Window—Wabash, Wood Frame, 15x 
33, 80c; 18x88, 90c; 24x38, $1.15; 80x88, $1.45; 24x87, 
$1.25; 28x37, $1.50. 

Sherwood, Steel Frame—18x88, $1.20; 24x88, $1.85; 24x 
87, $1.50; 80x87, $1.75. 


SCREWS—Cap and Set— 

Machine, Brass, Flat or Round Head— 


Prices 

shown are for 

fnll gross pscksges. 

For prise ef 

one dozen, use one-tenth of the full package price shown. 

8ise. 

%-in. 

Vi-in. 

%-in. 

%*m. 

1-in. 

2. 

.25 

.30 

.35 

.40 

. . . 

4. 

.30 

.35 

.40 

.45 

.55 

6. 

.40 

.45 

.50 

.55 

.70 

8. 

.60 

.70 

.75 

.85 

1.00 

10. 

.85 

.95 

1.10 

1.25 

1.55 

12. 

. 1.10 

1.25 

1.40 

1.55 

1.85 

14. 

. 1.40 

1.60 

1.85 

2.10 

2.50 

16. 

. 2.20 

2.40 

2.65 

2.85 

3.30 

18. 

. 2.75 

8.10 

3.40 

3.70 

4.30 

20. 

. 3.45 

3.75 

4.15 

4.50 

5.25 

Size. 


1 % -in. 

1 %-in. 

1 %-in. 

2-in. 

2. 

.20 

.20 

.20 

.20 


4. 

.20 

.20 

.20 

.20 

.25 

6. 

.20 

.20 

.25 

.25 

.30 

8. 

.25 

.25 

.30 

.30 

.35 

10. 

.35 

.35 

.40 

.45 

.50 

12. 

.40 

.45 

.45 

.50 

.55 

14. 

.50 

.50 

.55 

.55 

.65 

16. 


.65 

.65 

.70 

.80 

18. 



.90 

.95 

1.05 

20. 




1.15 

1.25 

Iron. Flat or Round Head— 




Size. 

%-m. 

%-m. 

%-in. 

%-in. 

1-in. 

4. 


.60 

.85 



6. 


.90 

1.15 

1.45 

1.75 

8. 


1.20 

1.45 

1.75 

2.05 

10. 


1.75 

2.00 

2.30 

2.60 

12. 


2.15 

2.45 

2.80 

3.20 

14. 


2.80 

3.10 

3.50 

3.85 

16. 


3.70 

4.15 

4.65 

5.25 

18. 


4.75 

5.20 

5.80 

6.45 

20. 


6.00 

6.75 

7.50 

8.25 

4. 


.30 

.35 


.... 


Size. 

1 % -in. 

1%-in. 

1%-in. 

2-in. 

6. 


.40 

.50 

.60 

8. 


.45 

.55 

.65 

10. 

.60 

.70 

.80 

.90 

12. 


.75 

.85 

.95 

14. 

.75 

.85 

.95 

1.15 

16. 


1.10 

1.30 

1.55 

18. 


1.50 

1.70 

1.90 

20. 


1.70 

1.90 

2.10 


Prices shown are for dozen lots. For price of one only, 
use one-tenth of the dozen price shown. 

U. S. S. Thread, Iron— 


Length 

%-in. 

5-16-in. 

%-in. 

7-16-in. 

%in. 

%... 

.30 

.35 

.40 

.45 

.60 

%... 


.35 

.40 

.50 

.60 

1 ... 

.35 

.35 

.40 

.50 

.60 

1 % . . . 

.35 

.40 

.45 

.55 

.65 

1%. . . 

.40 

.40 

.45 

.60 

.70 

1 % . . . 

.40 

.45 

.50 

.60 

.80 

2 ... 

.45 

.50 

.55 

.65 

.85 

2% . . . 


.55 

.55 

.70 

.90 

2 % . . . 

.55 

.60 

.60 

.75 

.95 

3 ... 

.65 

.70 

.75 

.85 

1.10 

3%. . . 




1.00 

1.25 

4 ... 




1.10 

1.40 

Length 


% -In. 

%-in. 

%-in. 

1 

1 ... 


.95 

1.25 

1.85 


1 % . . . 


.95 

1.25 

1.85 


1 % . . . 


1.00 

1.35 

1.85 

.... 

1%. . . 


1.10 

1.45 

2.00 

2.30 

2 ... 


1.15 

1.55 

2.10 

2.50 

2 % . . . 


1.25 

1.65 

2.25 

2.75 

2% . . . 


1.35 

1.75 

2.40 

2.95 

3 ... 


1.55 

2.05 

2.65 

3.40 

3 % . . . 


1.75 

2.40 

3.00 

3.85 

4 ... 


2.00 

2.70 

3.35 

4.30 

S. A. 

E. Thread, Steel- 

_ 




Length 

%-in. 

5-16-in. 

%-in. 

7-16-in. 

%-in. 

% ■ - - 

.35 

.40 

.50 



%... 


.45 

.50 

!o5 

.75 

1 ... 


.45 

.50 

.70 

.75 

1%... 

.45 

.50 

.55 

.75 

.80 

1% . . . 

.45 

.50 

.60 

.80 

.90 

1% . . . 

.50 

.55 

.60 

.90 

.95 

2 ... 

.50 

.60 

.65 

.95 

1.05 

2 % . . . 

.60 

.70 

.70 

1.00 

1.10 

2%... 


.75 

.75 

1.05 

1.20 

2 % . . . 

.75 

.80 

.85 

1.15 

1.25 

3 ... 


.85 

.90 

1.20 

1.35 

3 % . . . 

.90 

1.00 

1.05 

1.40 

1.55 

4 ... 

. 1.00 

1.10 

1.20 

1.55 

1.75 

Length 



9-16 in. 

%-in. 

%-in. 

1 ... 



. 1.20 



1%... 



. 1.20 



1% . . . 



. 1.25 

L50 

2A5 

1%. .. 



. 1.35 

1.60 

2.50 

2 ... 



. 1.45 

1.70 

2.65 

2%. 



. 1.60 

1.85 

2.80 

2%... 



. 1.70 

1.95 

2.95 

2 % . . . 



. 1.80 

2.10 

8.15 

3 ... 



. 1.90 

2.25 

8.30 

3 % . . . 



. 2.15 

2.55 

8.75 

4 ... 



. 2.50 

2.95 

4.20 


8quare 

Head, 

V or U. 

S. 8. Thread— 



Prices 

shown 

are for 

dozen lots. For the price 

on one 

only, use 

one-tenth of the dozen price shown 



Length 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

%-in. 

% ... 


.20 

.20 

.25 

.30 

.35 

% ... 


.20 

.25 

.25 

.30 

.35 

% ... 


.20 

.25 

.25 

.30 

.85 

1 


.25 

.25 

.30 

.80 

.40 

1% ... 


.25 

.25 

.30 

.35 

.45 

1% ... 


.25 

.30 

.30 

.40 

.45 

1% ... 


.80 

.30 

.85 

.45 

.55 

2 


.35 

.35 

.40 

.50 

.60 

2% ... 


.40 

.40 

.45 

.60 

.70 

2% ... 


.45 

.45 

.50 

.65 

.75 

3 


.55 

.55 

.65 

.75 

.90 

3% ... 





.80 

1.05 

4 





.90 

1.20 

Length 



%-in. 

%-in. 

%-in. 

1-in. 

% ... 



. .50 

.... 

.... 

.... 

% ... 



. .55 



.... 

1 



. .60 

i.oo 


.... 

1% ... 



. .65 

1.10 

1.55 


1% ... 



. .75 

1.20 

1.65 

2.20 

1% ... 



. .80 

1.30 

1.80 

2.40 

2 



. .90 

1.40 

1.95 

2.60 

2% ... 



. .95 

1.45 

2.10 

2.80 

2% ... 



. 1.05 

1.55 

2.25 

8.00 

3 



. 1.20 

1.75 

2.55 

3.40 

3% ... 



. 1.35 

1.95 

2.85 

8.80 

4 



. 1.50 

2.20 

8.15 

4.20 

Prices 

shown 

sre for 

full gross pscksges. For p 

rice of 

one dozen, use one-tenth 
Wood — Brass, Flat or 

of the full packages price eh 
Round Head — 

own. 


%-in 

%-in. 

%-in. 

%-in. %• 

in. %-in. 

1-in. 

0. 

.50 

.50 

.55 




1 . 

.50 

.50 

.55 

.55 



2 . 

.50 

.55 

.55 

.60 .65 .80 

T.. - 
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RETAIL SELLING PRICES—Continued. 


WOOD 8CREW8—Continued- 


Size. 

%-in. 

%*in. 

%-in. 

% -in. 

% -in. 

% -in. 

1-in. 

3. 

. .55 

.55 

.60 

,nr> 

.70 

.85 

.95 

4. 

.55 

.60 

.65 

.70 

.75 

.90 

1.00 

5. 

.60 

.65 

.70 

.75 

.80 

.95 

1.05 

6. 


.70 

.75 

.80 

.85 

1.00 

1.10 

7. 


.75 

.80 

.90 

.95 

1.05 

1.20 

8. 


.85 

.95 

1.05 

1.15 

1.25 

1.40 

9. 



1.05 

1.20 

1.30 

1.40 

1.60 

10. 



1.20 

1.35 

1.50 

1.65 

1.75 

11. 




1.50 

1.70 

1.90 

2.05 

12. 




1.70 

1.90 

2.10 

2.30 

13. 




1.90 

2.10 

2.30 

2.55 

14. 




2.10 

2.30 

2.55 

2.85 

15. 




2.30 

2.55 

2.85 

3.15 

16. 




2.55 

2.85 

3.15 

3.75 

Size 

1 \4-in. 

1 */&-in. 

1 % ->n. 

2-in. 

2 M -in. 

2H-in. 

3-in. 

3. 

. 1.20 







4. 

. 1.25 

1.65 






5. 

1.30 

1.70 






6. 

. 1.35 

1.75 






7. 

. 1.40 

1.80 

2.25 

2.95 




8. 

1.60 

1.85 

2.30 

3.00 




9. 

1.80 

2.05 

2.35 

3.05 


5.30 


10. 

. 1.95 

2.40 

2.65 

3.10 

3.95 

5.35 


11. 

. 2.30 

2.60 

3,00 

3.45 

4.10 

5.40 

7.85 

12. 

. 2.60 

3.00 

3.40 

3,85 

4.45 

5.45 

7.90 

13 ... . 

. 3.00 

3.35 

3.75 

4.25 

4.95 

5.55 

7.95 

14. . . . 

. 3.30 

3.75 

4.15 

4.75 

5.50 

6.05 

8.00 

15. . . . 

. 3.70 

4.30 

4.85 

5.50 

6.05 

6.70 

8.20 

16.... 

4.05 

4.70 

5.35 

5.85 

6.75 



17. . . . 


5.15 

5.90 

6.40 

7.30 



18. . .. 

Flat 

. 6.10 

Head, Bright— 

7.00 

7.80 

8.65 



8ize. 

%-in 

% -in. 

%-in. 

% -in. 

%-in. 

% -in. 

1-in. 

O to 2 

. . .30 

.30 






3. 

.30 

.30 

!:to 

.30 

.30 

.30 

” 3 5 

4. 

.30 

.30 

.30 

.30 

.30 

.30 

.35 

5.... , 


.30 

.30 

.30 

.35 

.35 

.35 

6. 


.30 

.35 

.35 

.35 

.35 

.40 

7_ 


.35 

.35 

.35 

.35 

.40 

.40 

8. 


.35 

.35 

.40 

.40 

.40 

.45 

9. . . . 


.40 

.40 

.40 

.40 

.45 

.45 

10_ 



.45 

.45 

.45 

.45 

.50 

11_ 



.45 

.50 

.45 

.50 

.55 

12.... 



.50 

.50 

.50 

.55 

.of) 

13_ 




.55 

.55 

.60 

.65 

14.... 




.55 

.60 

.65 

.70 

15.... 





.65 

.70 

.80 

16.... 





.75 

.80 

1.00 

17.... 







1.10 

18.... 







1.15 

20.... 







1.40 

Size 

1% in. 

ltt-in. 

1 % -in. 

2-in. 

2 % -in. 

2 *4 -in. 

3-in. 

3 . . . . 

.35 

.40 






4. . . . 

.40 

.40 






5. . . . 

.40 

.45 

1.50 

160 

165 

.75 


6. . . . 

.45 

.45 

.55 

.60 

.65 

.80 

l!l 5 

7. . . . 

.45 

.50 

.60 

.60 

.70 

.85 

1.20 

8. . . . 

.45 


.60 

.65 

.70 

.90 

1.25 

9. . . . 

.50 

.55 

.65 

.65 

.75 

.95 

1.25 

10. . . . 

. . o ."> 


.65 

.70 

.80 

.95 

1.30 

11 ... . 

. ..55 

.60 

.70 

.75 

.85 

1.00 

1.30 

12.... 

.60 

.65 

.75 

.80 

.90 

1.05 

1.35 

13. . . . 

.70 

.75 

.80 

.90 

.95 

1.10 

1.35 

14. . . . 

.75 

.80 

.90 

1 .00 

1.05 

1.15 

1.40 

15.... 

.85 

.95 

1.05 

1.10 

1.25 

1.35 

1.55 

16. . . . 

. 1.00 

1.15 

1.15 

1.25 

1.40 

1.45 

1.70 

17. . . . 

. 1.10 

1.30 

1.40 

1.50 

1.55 

1.70 

1.95 

18. . . . 

. 1.35 

1.55 

1.60 

1.70 

1.85 

1.90 

2.20 

20. . . . 

1.60 

1.75 

1.80 

1.95 

2.15 

2.35 

2.60 


Round Head, Blued—Sell at 10 per cent ad 
prices shown for Flat Head, Bright. 

SAFETY SET—(Bristo) — 

*4 inch, any length. 10c each: 5-16, 10c; %, 12c; 
%, 18c; %, 25c; %, 30c; %, 35c; 1-inch, 40c. 



5-16-in. 


i-in. 

% 

-in. 


in. 

% 

-in. 


10 

100 

10 

100 

10 

100 

10 

100 

10 

100 

IM. 

. .25 

2.25 








.. . . 

1* 

. .25 

2.25 

.30 

2.70 




.... 



1% 

. .30 

2.45 

.35 

2 95 







2 

. .30 

2.45 

.35 

2 95 

.50 

4.10 

.70 

6.00 

,, . . 


2% 

. .30 

2.65 

.35 

8.25 

.50 

4.50 

.75 

6.50 



3 

. .35 

2.85 

.40 

8.50 

.55 

4.85 

.80 

7.00 

i.i 5 

9.90 

3tt 

. .35 

3.05 

.45 

3.75 

.60 

5.20 

.85 

7.50 

1.20 

10.60 

4 

. .35 

3.25 

.45 

4.00 

.65 

5.55 

.90 

8.00 

1.30 

11.30 

4% 

. .40 

3.45 

.50 

4.25 

.70 

5.90 

.95 

8.50 

1.40 

12.00 

5 

. .40 

8.65 

.50 

4.55 

.75 

6.30 

1.05 

9.00 

1.50 

12.70 

5tt 

. .45 

3.85 

.55 

4.80 

.75 

6.65 

1.10 

9.50 

1.55 

13.40 

6 

. .45 

4.05 

.60 

5.05 

.80 

7.00 

1.15 

10.00 

1.60 

14.10 

6% 



.60 

5.30 

.85 

7.35 

1.20 

10.50 

1.70 

14.80 

7 



.65 

5.55 

.90 

7.70 

1.25 

11.00 

1.80 

15.50 




.70 

5.85 

.95 

8.10 

1.30 

11.50 

1.90 

16.20 

8 



.75 

6.10 

1.00 

8.45 

1.40 

12.00 

2.00 

16.90 

9 





1.05 

9 15 

1.50 

13.00 

2.10 

18.30 

10 





1.15 

9.90 

1.60 

14.00 

2.30 

19.70 

12 





1.25 

11.30 

1.85 

16.00 

2.60 

22.50 


Yankee Ratchet—No. 11, 2-inch, 75c each; 8, 95c; 4, 
$1.00; 5, $1.15; 6, $1.25; 8, $1.50; 10, $1.75; 12, $1.15; 
15, 2-inch, 85c; 8, 90c; 4, 95c; 5, $1.00. No. 80, $8.50; 81, 
$4.75; 35. $2.65; 60, $1.15; 180, $4.00. 

SCREW DRIVERS—G * P.—1%, 40c; 8, 40c; 4, 50e. 
SCYTHES—Bush— Grass— 


No. 

400 . 

Each. 

..2.50 

No. 

200 . . t . 

Each. 

.2 50 

450 .. 

. 2.85 

250 . 


Weed— 


100 .... 


800 .. 


150 .... 


850 .. 




8HEET8—IRON- 

—Galvanized— 

•10 to 16, 

HHc; 18 to 24, 


12c; 26 to 27, 12He; 28, 18c; 80, 14o. Black, 12 to 16, 
10c lb.; 18 to 28, 11c. Add 10 per cent for catting. Cor¬ 
rugated, Ptd.. 28 Ga., $8.25; Galv„ 20, $12.00; 28, $10.50. 
Rockface Siding, $11.50. 

SHEETS—STEEL—Black, soft, 18-20, 22-24, 26, 27, 28, 80 
gauge, 15c cut; 11c full sheet. 

Galvanized Flat, 12*14, 16, 18-20, 22-24, 26, 27, 28, 80 
gauge, cut, 17c; 13c full sheet. 

SHIELDS—Lag Screw — Expansion — 8EB00—Per hundred 
list. 

8-16 inch.18.00 .88.00 


.15.00 

5-16 .18.00 

% 25.00 

7-16 .82.00 


.88.00 

% 45.00 

% 65.00 

% 95.00 

1 .110.00 


SHINGLES—Tin, 5x7, $8.00; 7x10, $6.00. 

SHOT — Air Rifle, bulk, 20c lb.; 4 and 5-os. tubes, 10c tube. 
Balls, Nos. 0, 00, 000, 20c lb. Buck Nos. 1, 2, 8, 20c lb. 
Drop, Nos. 1 to 12, B, BB, BBB, 20c lb. Chilled, 8 to 9, 20c. 
8HOVELS—D or Long Handle, Round or Square Point—Plain 
Back Black—4th Grade, $2.00 each; Carter's, $2.50; Amei, 
$2.75. 

Plain Black Polished —4th Grade, $2.10 each; Carter's, 
$2.65; Ames, $3.00. 

Riveted Strap Back Black—Ames, $2.65 each. 

Riveted Strap Back Poliahed—4th Grade, $2.60 sach; 
Ames, $2.75. 

Solid Socket —Maynard—Black, $2.75 each; Polished, 

$3.00. 

Fire, Sheet Steel — Jumbo, 85c each; 54, Japanned, 20c; 
56, Japanned, 25c; 280, Galvanized, 20c. 

Special—Northwest—Pacific, $2.00 each; Occident, $2.35; 
Maynard Patr., $2.60; Genuine Mayn, $2.85; Cheater, $2.00. 

SLEDS —Hand and Ooaater— Racer.6.75 

Flexible Flyer— 

No. 1.4.25 Fir « F1 X— 

No. 2. 5.00 No. 9.2.75 

No. 3. 6.50 No. 10.8.25 

No. 4. 7.00 No. 11.4.00 

No. 5. 9.50 No. 12.. . 4.50 

Jr. Racer. 5.50 Racer.4.75 

SMOOTH-ON—75c lb. 

SOLDER—end %, 45c lb.; No. 1, 90-100, 45c; Wiping. 
40-60, 50c; Wire. 50-50, 50c; Electrical Wire, 40-60, 55c. 

8PARKER8— Red Seal—No. A141, $8.00; A162, $8.65; A16S. 

$4.35. 

SPORTING GOODS— 

Kaeh Handballs.85 

Official Baaeballe .... 2.50 Boxing Gloves, 8-oz... 18.50 

Second Grade Baaeb'la 8.00 Striking Bags .9.00 

Playground B. B n Out Championship Tennis 

or Plain Seam — Balls . 55 

14-inch . 8.00 Best Grads Rackets, 

12 -inch .2.75 Sutton .12.00 

Baseball Bats, Isagns.. 1.75 Cotton Gym Shirts.75 

Baseball Masks, r ’ 10.00 Whits Running Pants. 1.00 

Chest Protectors.8.50 Bike Jockey Strap.75 

Official— Rubber Soled Tennis 

Ragby Footballs... 10.00 Gym Shoes. 1.95 

Soccer Footballs... .18.00 Rubber Soled Tennis 

Basketballs .15.00 or Gym High.2 25 

Volley Balls . 8.00 Basketball Shoes ... 5.00 


90-100, 45c; Wiping. 


Handballs.85 

Boxing Gloves, 8-oz... 18.50 

Striking Bags .9.00 

Championship Tennis 

Balls .55 

Best Grads Rackets, 

Button .18.00 

Cotton Gym Shirts.75 

Whits Running Pants. 1.00 

Bike Jockey Strap.75 

Rubber Soled Tennis 

Gym Shoes. 1.95 

Rubber Soled Tennis 

or Gym High.2.25 

Basketball 8boes ... 5.00 


8CREW DRIVFR8—Machinists’. No. 51, 50c each; 51H. 75c; 
52. 85c; 52V&. $1.10; 53. $1 15; 58V6, $1.40; 54, $2.65; 
210, $1.90; 215, $2.25; 218, $2 75. 


SPRAYERS—Myers’ Bucket Pump, 8 lbs.. $12.50_ each: 0 
lbs.. $7.50. Hand—Faultless, 70c each: Misty. 85e. Knap- 
saek—Kant King. $7.50; Perfection, $9.00; Utility. $7.2) 
8PRAY PUMPS—Faultless Tin, 75c each; Barnes No. 254 
$8.00; Barnes, 276, $12.30; Little Giant, 827 H. $7.25; Acme 
Pressure 345, $9.00; Defiance, No. 324, $10.00. 

8PRINGS, DOOR—Coiled 16-inch, Japanned Spring, M-Inch. 
15c; 9 32, 15c; 11-82, 15c; 18-82, 15c; tt, 20c. Faultiest. 
Tight No. 12 8teel Wire, 16-inch, 45c each. Victor, Adjust 
able Tension, 9-inch; 20e each; 10-ineh, 25c; 11-ineh. 3.>r: 
12-inch. 50c. Reliance, Extra Heavy Ratchet Tension. 10 
inch, 60c each. Warner’s Coppered 8teel Wire for screen 
doors, each 25e. Torrey Screen Door, 39 in. steel rod. 40«\ 
SPRINKLERS. LAWN— . 

Perforated Tube, Dew Drop, 7 feet long, brass, $3.2o earn, 
8 feet, $3.65; 8 feet, galvanized. $2.85. 

Pluvius—Revolving Brass Spoon, $1.15 each; Revolving 
Arms. 6-inch, $1.35; Revolving Arms, 11-inch. $2.50 
Ring—5 Yi -inch diameter, 75c each; 8%-inch, $1.25. 

Rose—3-inch perforated oblong plate spray, $1.00 eacn. 
Ross—Perforated oblong plate spray. $1.00 each. 

Thompson’s—Twin. 40c each; Fountain, 50c; Fan, znc. 
Simplex Circle. 40c: Shower. 50c; Peerless, 55c. n 

Will's Gnlvaiu^ed Pipe— 6 feet. $2.50 each: 7 feet. $•*.( , 

Digitized k ^Google 
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SETAn. SELLING PRICES—Continued. 


STAPLES—Fence Wire—Polished, 10c lb.; galvanized, 10c. 
Poultry Wire, %-inch, 15c lb. 

STARRETTS TOOLS —Add to Catalogue— 

Micrometers, 50% 

Thickness Oauges, 50% End Meas. Rods, 50% 

Gr. Flat Stock, 50% Caliper Gauges, 50% 

Handy Equiv. Table, 50% Micrometer Cases, 50% 
Balance of Book (not itemized) add to list 40%. 

STEEL—Mild—See Iron. Tool, 22c; Drill, Co., 20c. 

STONES—Corborundnm—No. 76, 50c; 107, $2.00; 108, $2.25; 
109, $1.75; 110, $2.00; 111 $1.35; 112, $1.00; 113, $1.00; 

115, $1.75; 116, $1.75; 117, $1.75; 118, $1.50; 119, $1.50; 

120, $1.50; 21, $1.25; 122, $1.25; 123, $1.25; 124, $1.00; 

130, 75c; 131, 75c; 142, 75c; 143, 75c; 144, 75c; 45, 50c; 

146, 50c; 147, 50c. 

Pike’s Oil and Water—No. 13, 60c each; 14, 60c; 16, 10c; 
20. 40c; 22, $1.00; 25, 15c; 37, 25c; 40, 25c; 42. 35c; 
48, 50c; 51, $1.00; 52, $1.25; 53, $1.50; 54, $1.00; 55, 
$1.25; 56, $1.50; 59, 15c; 60, $1.75; 62, $2.25; 66, $2.75; 
68, 3.75; 78, 50c; 80, 60c; 86, 75c; 88, $1.00; 92, 50c; 
94 60c. 

Pike's Scythe—No. 39, 15c each; 40, 15c; 41, 15c; 42, 20c. 

STOVES—Oil Heating, Perfection—No. 520, $8.50 each; 560, 
$11.00; 660B, Blue, $13.50; 660W, White, $15.00. 

Boyle (Airtight)—No. 16. $3.00 each; 20, $4.00; 22, 
$7.25; 122, $8.65; 418, $9.50; 518, $12.75; 818, $16.00; 
918, $18.50; 1018, $5.25; 1318. $7.50; 1518, $14.25; 1618, 
$20.25; 1718, $22.50; 1818, $26.25. 

8TRIP —Weather— Rubber, Vfr-inch, 5c ft.; %-ineh, 7c ft. 
Felt, tt-ineh, 5c ft.; %inch, 10c. 

SWEEPERS, CARPET—Bissell’s American Queen, $6.75; 
Club, $12.00; Elite, $7.50; Gold Medal, $6.25; Grand Rapids 
(Nic.), $6.00; Grand Rapids (Jap.), $5.50; Grand (Jap.), 
$7.50; Parlor Queen, $7.00; Princess, $6.25; Prize, $6.25; 
Universal (Nic.), $5.75; Universal (Jap.), $5.25. 

Vacuum—Superba, $13.00; Grand Rapids, $11.00; House¬ 
hold, $9.00. 

On account of the freight, retail prices 50 cents higher 
will prevail in the following Western and Southern States: 
Colo., New Mex., Wyo., Mont., Ore., Utah, Arlz., Nev., Ida., 
Wash., Calif., Tex., Okla., Ark., La., Miss., Ala., Fla., Ga., 
N. C. and 8. C. 

SWEEPERS, TOY—Little Daisy, 25c (30c in west and south); 
Little Queen, 50c. 

TACKS—Bill Posters’—No. 3, 25c lb.; 4. 25c; 6, 25c; 8, 25c. 
Carpet—Cut, Vi-lb. papers—No. 4, 10c; 6. 10c; 8, 10c; 
10, 10c; 12, 10c. Wire, %-lb. papers—No. 3, 10c box; 
4, 10c; 6, 10c; 8, 10c: 10 10c; 12. 10c. Wire in bulk— 
No. 3, 30c lb.; 4, 30c; 6, 30c; 8, 30c; 10, 30c. 

Gimp —% lb. box, 2%, 5c; 3, 5c; 4, 5c. 54 lb., 6, 10c; 

8, 10c. 

Upholsterers—Cut, % lb. papers—No. 1%, 10c box; 2, 
10c: 3, 10c; 4, 10c. M -lb., 6. 10c; 8, 10c; 10, 10c; 12 to 
16, 10c. Cut, in bulk. No. 3, 35c lb.; 4, 30c; 6, 30c; 8, 
30c; 10, 30c; 12. 30c. 

Double Pointed—Blued, % lb. papers No. 9. 5c box; 10, 
5c; 11, 5c; 12, 5c. Blued in bulk, No. 9, 35c lb.; 10, 30c; 
12, 30c. 


TAPES—ME ASURING— (Lufkin) — (Starrett) — 


No. 

710 

Asses* 8kin 

Each 

100 . 
103 . 


8teel 

. 5.65 

. 8.50 

713 . 

.75 

200 . 


. 6.25 


. 1.10 

203 . 


.10.00 

716 . 


205 . 


.14.50 

730 . 

.75 

206 . 


.17.50 

733 . 

. 1.25 

240 . 


. 4.75 

735 . 


243 . 


.5.75 


. tax 

245 


. 7.75 



216 . 


.10.00 


• Metallic 

260 . 
263 . 


. 5.25 

. 6.35 

nOO . 


265 


8.50 

503 . 

. 4.50 

266 .' 


.’ .’ .’.'ll .00 

505 


550 


. 5.00 

506 

. 7.25 

553 . 

5 5 5 


. 6.00 

. 8.00 


Pocket 

5 5 6 


.10.00 

143 . 

.80 

1240 


. 4.75 

145 . 

. 1.00 

12 4 3 C 


. 5.65 

16 5 . 

O ", 

1260 


. 5.00 

3143 

Asses’ 


1263 

50, 85c; 


. 6.25 

Skin Case — 25, 65c; 

75, 

$1.15; 100. $1.85. 

TAPE — Friction—% lb.. 50e; 

2 oz., 15c 

; 1 

oz.. 10c. 


TENTS—Single Filling— 


Size 

8-oz. 10-oz. 

Size 

8-oz. 

10-oz. 

7x7 .... 

. . . 14.80 

17.30 

16x18 . . . 

. .57.25 

67.35 

7x9 .... 

. . .17.55 

20.45 

16x20 . . . 

. .63.10 

73.65 

9x9 .... 

. . .20.25 

23.70 

16x24 . . . 

. .71.85 

83.60 

9M:xl2 . 

. . .23.85 

27.85 

16x30 . . . 

. .86.95 

101.30 

12x14 .. 

. . .32.00 

37.35 

A or Wedge— 


12x18 .. 

. . .39.50 

46.15 

5x7 . 

. . 9.25 

10.75 

14x16 .. 

. . .42.00 

49.30 

7x7 . 

. .11.65 

13.60 

14x20 . . 

. . .52.15 

60.60 

7x9 . 

. . 13.95 

16.35 

Flys Half Price of Tents. 




Wagon 

Covers— 

-Single Filling — 



Size 

8-oz. 

10-oz. 

Size 

8-oz. 

10-oz. 

10x14 .. 

. . . 8.85 

11.10 

12x16 ... 

. .12.90 

15.90 

10x16 . . 

. . .10.15 

12.70 

12x18 . . . 

. .14.35 

17.90 

Stockmen’s Bed 

Sheets—Single Filling 

— 


Size 



8-os. 

10-os. 

12-os. 

6x12.... 



_ 5.00 

6.80 

7.60 

6x14.... 



. 5.85 

7.50 

8.76 

7x14.... 




10.85 

12.25 

7x16.... 




12.50 

14.10 


THTMBLES—Steel—5x4-in., 25c; Red Clay, 20c; Terra Cotta, 
45c. 


TIN— 

Bar and Pig, $1.20 lb. 

Common Roofing, 40c per sheet. 

Valley, No. 4, 6c per ft.; 10, 10c; 14, 17c; 20, 25c. 
Painted 1 side, lo foot extra; two sides, 2c. 

Flashing IC, lxl, $3.00 per 100 feet; %xl, $3.00. 

Shingles—5x7, 40c dozen. 

Valley—14-inch, 15c per foot, $14.00 per roll; 20-inch, 22c 
per foot, $21.00 per roll. 


TOGGLE BOLTS—Sebco No. 

1—Per hundred list. 

—Diameter— 

Length 

%-in. 

8-16-in. 

%-in. 

3-inch . 


8.00 

11.50 

3 V4 -inch . 


8.00 

9.00 

4 .. 


8.50 

18.80 

5 . 


9.25 

14.80 

6-inch . 


10.00 

15.00 


Sebco No. 5— With either round or flat head machine 
screws— — Diameter— 


Length 

8-inch. 

4-inch. 

%-ia. 

_ 2.68 

_ 2.97 

8-16-in. 

8.16 

8.50 

Min. 

8.50 

8.85 

5-inch. 

_ 8.82 

8.85 

4.20 

6-inch. 

_ 8.67 

4.20 

4.55 

TORCHES—Clayton & Lambert—1 

S T o. 28, Alcohol, $3.20 

each. 


Gasoline—No. 14, $6.50 each: 37, $8.35; 38. $8.75; 31, 

$9.10; 32. $10.00; 48, $11.35; 108, $9.50; 114, $9.35, 

TRAPS —Flv—Paragon, 35c each; Balloon, 30c; Avis 2, $2.50; 
$2 00; Edgewood 2, $2.00; Avis 1, $2.75; Avis 2, $2.50; 
Avis 3, $2.25; Perfect, $1.45. 

Game —No. 0 Newhouse, 60c each; 1 Newhouse, 70c; 1% 
Newhouse, $1.10; 2 Newhouse, $1.40; 8 Newhouse, $2.15; 
4 Newhouse. $2.50; 5 Newhouse, $19.50. No. 1 Oneida Jump, 
35c; 1*4 Oneida Jump, 55c; 2 Oneida Jump, 85c; 3 Oneida 
Jump, $1.20. No. 0 Victor, 25c; 1 Victor, 30c; 1H Victor, 
40c; 2 Victor, 55c; 3 Victor, 95c; 4 Victor, $1.15. 

Gopher—Western, 25c each; Noxall, 25c; Maccabbee, 25c; 
Easy Set, 25c; Newhouse, 85c; California Pocket, 35c. 

Mole —Reddick, $1.50 each; Out-O-Sight, $1.75. 

Mouse —Sure Catch, 5c each; Security, 10c: Ohoker-Wood, 
20c; Choker-Tin, 15c; Delusion, 30c; Holdem, 90c; Cage, 80c. 
Cage, 25c. 

Rat—Sure Catch, 20c each; Security, 25c; Holdem, small, 
$1.35; Holdem, large, $1.65. 

TROWELS—Rose Brick, Wood Handle, $2.25; Rose Brick, 
Leather Handle, $2.50; Marshalltown Plasterer’s, $3.00; Fin¬ 
ishing, $2.75. 

TWINE—Cotton—Wrapping, 50c lb. Budding, 50c. 

Flax — 18 BB, 45c lb.; 24 BB, 45c; 18 BC, 60c; 24 
BC. 60c; 36 BC, 55c. 

30 Sacking, 70c; 40 Sacking, 70c; 33 Sacking, 85c; 44 
Sacking, 85c. 


VALVES— 


Standard Globe and 


Standard Gate Valves— 

V 4 . 

. 1.05 

U . 

.60 


. 1.05 

^ . 

.65 

^ . 

. 1.20 

M, . 

.80 


. 1.50 

% . 

. 1.05 

1 4 . 

. 2.00 

1 

. 1.45 

1 . 

. 2.75 

IV* . 

. 2.00 

1 Vfe . 

. 3.75 

1 % • 

. 2.85 

«> 

. 5.35 

2 

. . ST7\ .T4.25 
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WAGONS—Boys*— 
American 


No. mad 8Uo. 

Booh. 

118— 8x18. 

.. 2.00 

122—10x22. 

.. 2.50 

126—12x26. 

180—14x80. 

.. 8.50 
.. 4.60 

182—15x82. 

.. 6.00 

Samson 

826—12x26. 

828—18x28. 

882—15x82. 

.. 4.00 
.. 4.25 
.. 5.50 

886—16x86. 

7.26 


Wafntn— 


No. 18. 

..10.00 

No. 20. 

. .11.50 

No. 24. 

..18.00 

Corns tor—Star— 


No. 10. 

.. $.50 

No. 20. 

. .10.50 

No. 80. 

.. 11A0 

No. 40. 

..12.60 

Mart-Well*— 


No. 10. 

.. 7.50 

No. 11. 

.. 8.00 

No. 12. 

.. 9.50 


WASHERS—Cast Iron—Site H to 2, 10c lb.; Angle, 10c. 
Malleable—Standard, 25c lb.; Nail Hole, 25c lb.; Angle 
35« lb. 

Out—Sites 8-16, 29c lb.; %, 25c; 5-16, 22c; %, 20c; 7-16, 
19c; H, 18c; % to 1, 17c. 

WA8TE—Cotton—No. 6X White, 25c lb.; 1 White, 24c; 2 
White, 24c; 01 Colored, 21c; 02 Colored, 20c; 10 Wool, 83c. 

WAX—Floor, 95c lb. 

WEANERS—Calf—Shaw* No. 1, 65c; No. 2, 75c. Hoosier 
No. 11, 75c; No. 12, 85c. Kantsuk—Calf, 50c; Cow, 60c. 

WEDGES—Truckee-Alki, lb., 20c; Oregon*Atha, 28c; Cedar- 
Atha, 20c; Cedar-Alki, 20c; Falling, 27c; Saw, 27c. 

WHEELBARROWS—Garden—No. 0, 1 % cu. ft. capacity, 

$8.50 each; No. 1, 8% eu. ft., $9.75; No. 2, 4^ co. ft., 
$12.75. 

Railroad—Bolted. $8.50 each; Stave, $7.25. 

Steel Tray, Wood Frame—Star, $7.75 each. 

Steel Tray and Frame—AX, $12.75 each; 4, $15.00; 5, 
$16.50; 10, $21.75; 25, Concrete, $15.00. 

WICKS— 

Oil Cook Stove Wicks—New Perfection with wire carrier, 
each. 45c; Bon Ami with wire carrier, 45c. 

Oil Heating Stove Wicks—New Perfection with wire 
carrier, each. 45c. 

Lamp or Lantern Wicks—Flat—No. 0, width %-in., *%e 
each; No. 1, %-ineh., 2%c; No. 2, i-in., 2%o; No. S, 
lH-in., 5c. 

Rochester Wicks—Circular—No. 1R, sise 4x6 in- each, 
10c; 2R. 5x6 in.. 10c; 8R 8x8% in.. 25c. 

WOODENWARE—Boards, Pastry—16-inch, 95c each. 

Bowls, Chopping—11-inch, 35c each; 15-inch, $1.85; 17- 
inch. $3.00. 

Pins, Rolling, 55e each. 

Spoons, 13-inch, 15c each; 15-inch, 20c. 

WOOL— Steel —1-lb. rolls— 0, $1.25; 1, $1.10; 2 and 8, $1.00. 
8-ox. packages, 80c each. 


Statement of ownenhlp, management, circulation, etc., required by the 
Act of Congress of August 24. 1912, of Hardware World, published monthly 
at Portland. Oregon, for April 1. 1921. Before me. a Notary Public, per¬ 
sonally appeared T. M. Shearman, who. haring been duly sworn according 
to law. deposes and says that he is the publisher of the Hardware World, 
and that the following Is. to the best of his knowledge and belief, a true 
statement of the ownership, management, etc., of the aforesaid publication 
for the date shown In the aboTe caption. Publisher. T. M. Shearman, 88S 
Taylor Street. Portland. Oregon: editor, business manager and owner. T. M. 
Shearman. Known bondholders, mortgagees and other security holders own¬ 
ing or holding 1 per cent or more of total amount of bonds, mortgages or 
other securities are: None. The two paragraphs next above, giving the names 
of the owners, stockholders and security holders. If any, contain not only the 
list of stockholders and security holders as they appear upon the books of 
the company, but also, in cases where the stockholder or security bolder 
appears upon the books of the company as trustee or In any other fiduciary 
relation, the name of the person or corporation for whom such trustee Is 
acting. Is given; also that the said two paragraphs contain statements em¬ 
bracing affiant's full knowledge and belief as to the circumstances and con¬ 
ditions under which stockholders and security holders who do not appear 
upon the books of the company as trustees, hold stock and securities In a 
capacity other than that of a bona fide owner; and this affiant has no rea¬ 
son to believe that any other person, association, or corporation has any 
interest, direct or Indirect, in the said stock, bonds, or other securities than 
as so stated by him. T. M. Shearman. Publisher. Sworn to and subscribed 
before me this 29th day of March. 1921. D. B. Richards, Notary Public. 


A good 
Profit 
for you. 

Write 

for 

priees. 



EVERY FISHERMAN 
NEEDS 

Hall Automatic Gaff 

Only Practical Gaff Made. 
Weight, 20 oz.; 

Length 17 in. 


Hall Automatic Fish Spear 
and Gaff Co. 

601-3 Boston Block 
MINNEAPOLIS, MINN. 




Digitized by 




ioogle 


For Working Pressures of 125 Lbs. or a 
285 Ft. Head 

Here is a pump for all classes of work— 
domestic and farm water supply—garden 
sprinkling—boiler feed in steam heating sys¬ 
tems—pneumatic pressure systems, powered 
with either gas or electric motors. 

It is well adapted, in the larger sizes, to 
supplying water on construction jobs. Gaso¬ 
line or oils may be readily pumped, since the 
valves are solid bronze and will not be 
damaged. 

Built in five sizes, capacities up to 4200 gals. 

Write for Bulletin H. 

THE BARNES MANUFACTURING CO. 

Mansfield, Ohio 


The General Service Pump 


Barnes Power Pumps 
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Abaorene Mfg. Co. 

Albert Lea Sprayer Co. 

Albertson A Co. 

Alert Tool Co. 

Aluminum Goods Mfg. Co.. . 

Aluminum Produets Ce. 

American Chain Co. 

American Hone Co. 

American Saw A Mfg. Co. 

American Scale Co. 

American Stainless Steel Co. 

American Stamping A Enameling 

American Steel A Wire Co. 

American Wire Fabrics Co. 

Armstrong Mfg. Co. 

Atkins. E. 0. A Oo. 

Atlas Mfg. Co., The. 

Atlas Shear Oo. 

AutoStrop Safety Raxor Co. 

Avi» Hardware Co. 


.. .143 
... 61 
...141 
. . .154 
. .9*198 
. . .178 
... 12 
... 96 
... 53 
. . .158 
... 18 
Co..95 


26 

47 

174 

11 

88 

79 

5 

72 


B 

Babcock Company, W. W. 

Baker, Hamilton A Pacific Co.... 

Baldwin Refrigerator Co. 

Bassick Company, The. 

Beaton A Cad we 11 Mfg. Oo. 

Beaton A Corbin Mfg. Co. 

Beh A Company. 

Belmont Tumbler Oo. 

Benjamin Air Rifle Co. 

Benson Importing Co. 

Best Cutlery Oo. 

Berger Bros. Oo. 

Berns Oo., Otto. 

Bissell Carpet Sweeper Co. 

Blaich, Adolph, Inc. 

Boiler Machine Works. 

Bommer Spring Hinge Co. 

Boston Brass Oo. 

Boston Woven Hose A Rnbr. Oo. 

Bowman Company, Geo. H. 

Boyle Mfg. Go. 

Brainard Mfg. Co. 

Bridgeport Hardware Mfg. Corp. . 

Brite-Lite Lamp Mfg. Co. 

Buckeye Aluminum Oo. 

Buffalo Forge Oo. 

Buffum Tool Oo. 

Burch, F. 8. A Co. 

Butterfield A Oo. 

0 


45 

62 

80 

20 

177 

171 

85 

84 

96 

67 

84 

76 

176 

21 

75 

51 

53 

176 

98 

84 

155 
58 
55 

85 
81 
50 

159 

82 

156 


Caldwell Sales Oo. 96 

Cannon Oiler Oo. 56 

Carbola Chemical Oo. 70 

Champion Blower A Forge Co. 44 

Chastern, Inc. 84 

Chatillon, John A 8ons. 81 

Chicago Flexible Shaft Oo. 24 

Chicago Mill A Lumber Co. 7 

Cincinnati Tool Oo., The. 56 

Chubbuck Company, E. J.162*167 

Church, O. F. Mfg. Co.169 

Clark, Geo. M. A Co. 75 

Clayton A Lambert Mfg. Co.174*176 

Cleveland Stone Co. 56 

Clifton Mfg. Co.161 

Goes Wrench Oo . 10 

Ooleman Lamp Co. 41 

Ooldwell Lawn Mower Co. 45 

Columbian Rope Co. 35 

Columbus Anvil A Forging Co. 58 

Comstock-Bolton Oo. 82 

Connors, Wm. Paint Mfg. Oo. 77 

Converse Rubber Shoe Oo.Cover 

Cook, H. 0. Co. 84 

Cook. Ernest C. Oo.184 

Corbin Cabinet Lock Co.Cover 

Corning Glass Works.130-b 

Crescent Tool Oo. 42 

Cronk A Carrier Mfg. Co. 61 

Curtis Pneumatic Machinery .154 


D 

Delta File Works. 42 

Diamond Saw A Stamping Works.44 

Diets, R. E. Oo. 86 

Disston, Henry A Sons.2*3 

Dixon, Joseph Crucible Co. 70 

Dulutn Show Case Co. 85 

Dunham, Carrigan A Hayden Co.63 

Du Pont Powder Oo. 29 

Durham Mfg. Co. 87 


B 

Elastic Tip Oo. 32 

Elgin Stove A Oven Co. 88 

Elite Mfg. Oo.157 

Empire Rubber A Tire Co.147 

Empkie-Shugart-Hill Oo.157 

Eyelet Tool Oo. 58 


F 


Fate Hoot-Heath Oo. 59 

Faultless Caster Oo. 94 


INDEX TO ADVERTISERS 


First Company, B.Cover 

Fraim-Slaymaker Hardware Oo... . 54 

Freeman Mfg. Oo., June. . . 67 

G 

Gem Safety Raxor Coro. 80 

Gillette Safety Raxor Co.33*34 

Gilson Co., J. E. . 84 

Gold Medal Gamp Furniture Co. . . . 89 

Goodell-Pratt Co. 14 

Goodyear Rubber Company. . 64 

Gottschalk Co., John W. . . 79 

Granucci Hardware Oo. . ,66-b 


H 

Hall Automatic Fish ISpear A Gaff Co. 196 

Hammer-Bray Oo . 69 

Hardwear Tire Corp.Cover 

Hardy, John E...7 .152 

Harvey Spring A Forging Co. .154 

Hays Mfg. Oo. . . 171 

Hay-Budden Mfg. Oo. . . 49 

Hercules Products Co. 74 

Hess-Snyder Mfg. Co. . 60 

Higgins Spring A Axle Co.157 

Hildebrandt Co., John J. 96 

Holter Hardware Co., A. M. . ! 65 

Holter Hardware Co. 65 

Home Products Corporation. 21 

Honeyman Hardware Oo. . 65 

Hunt, Helm, Ferris AOo. . 28 

Hygrade Lamp Co. 94 

Hyfield Mfg. Co. 56 


I 


Illinois Pure Aluminum Co. 19 

International Silver Oo. 8 

J 

Jobbers’ Mfg. Oo. 76 

Johnson Electric Washer Co.152 


Kees Mfg. Co., F. D. 

King Lock Oo. 

Kline Co., M. L. 


. 56 
.158 
.169 


L 


Lalance A Grosjean Mfg. Oo.92 

Lane Bros. 154 

Lane Unique Tool Co., Will B. .161 

Lawson Mfg. Oo. 31 

Lindemann, O. A Co. 88 

Lockwood Mfg. Co. . . 55 

Ludlow-Saylor Wire Oo. . . 43 

Lufkin Rule Oo. 52 

M 

Maine Mfg. Oo.. . . 78 

Madewell Pipe A Culvert Co. 73 

Manrrum A Otter . 66 

Marble Arms Mfg. Co.. . . 89 

Marshalltown Trowel Oo. 57 

Massasoit Mfg. Oo. 91 

Maydole Hammer Oo. 55 

Mayhew Steel Products Co. 58 

McCaffrey File Co. 58 

McKee Glass Co. 95 

Meyers Mfg. Oo., Fred J. 82 

Michigan Wire Goods Co. . 82 

Milbradt Mfg. Co. 85 

Monarch Refrigerator Works. 40 

Montauk Paint Mfg. Co. 82 

Mooers-Wright Oo.153 

Morrill, Oharles . 57 

Motor Mercantile Co.160 

Mueller Furnace Co., L. J. 22 

Myers, F. E. A Bro. 59 

N 

National Cash Register Co. 39 

New Era Spring A Specialty Co...161 

New Haven Clock Co. 82 

New Process Stove Oo. 91 

New York Stamping Oo. 37 

Nicholson File Oo. 16 

Norcross, 0. S. A Sons. 60 

North Bros. Mfg. Co. 73 

North A Judd Mfg. Oo. . . 38 

Northland Ski Mfg. Co. 61 

Nye Tool A Machine Works, The. .175 
O 

Ohlen-Bishop Oo. 57 

Ontario Knife Co. 90 

Ottemiller Oo., Wm. 51 

P 

Pacific Pump A Supply Co. 66 

Packham Crimper Co. 82 

Paxton A Gallagher .156 

Peck, Stow A Wilcox. 23 

Pennsylvania Lawn Mower Works .57 

Perfection Mfg. Co. 87 

Peters Cartridge Oo. 71 


Petry Co., N. A.J57 

Philadelphia Lawn Mower Co. 47 

Phoenix Horse Shoe Co. 46 

Pioneer Paper Co.66-a 

Pittsburgh Steel Oo. 48 

Porter, H. K. 50 

Porter Products Corp. 79 

Portland Cordage Co. 64 

Prairie du Chien Tool Co. 52 

Precision Machine A Tool Co.160 

Prentiss Vise Co. 49 

Prentiss-Wabers Stove Co.149 

Progressive Mfg. Co. 52 

Q 

Quick Meal Stove Co. 67 

R 

Reed A Prince Mfg. Co. 55 

Reinhold-Sharp A Co. 90 

Remington Arms Co., Inc. 13 

Reubens, Myer S., Stove A Furnace 

Repair Works . 76 

Ritter Can A Specialty Oo. 85 

Robison, Ansel W. 70 

Rochester Can Co. 25 

Roth, H. A Sons. 71 

Royal Self-Heating Iron Co. 79 

Rulofson Co., A. C. 48 

Russell Mfg. Oo.151 

S 

Salt Lake Hardware Co. 68 

Samson Cordage Works. 56 

Sand, J. A Sons. 58 

Sargent A Company. 17 

Save Electric Corp. 97 

Savills Sons, Thomas .171 

Scaife, Wm. B. A Sons.171 

Schaw-Batcher Co. 74 

Sedgley, R. F., Inc.158 

Segal Lock and Hardware Co. 54 

Schaefer Tent A Awning Co. 89 

Shelby Spring Hinge Co. 54 

Simonds Mfg. Co. 51 

Smith Mfg. Co., F. H. 50 

Specialty Mfg. Co. 60 

Spokane Stove A Furnace Repair Wks. 68 

Spring Leaf Lubricator Co.160 

Standard Brass Casting Go. 69 

Stanley Works . 15 

Star Expansion Bolt Co. 57 

8tar Heel Plate Co. 61 

Starrett, L. S. A Co. 6 

Stevens Arms Corp. 83 

Stewart Mfg. Oo. 77 

Stewart-Skinner Mfg. Co.144 

Strevell-Paterson Hardware Co. 65 

Sturgess A Burn Mfg. Co. 59 

Sunerior Laboratories . 74 

Superior Spring Hinge Co. 48 

Swan Co., Jas. 46 

T 

Tamms Silica Oo.145 

Thompson Mfg. Co. 74 

Thomson-Digg8 Co. 72 

Topping Mfg. Co. 60 

Tnner Scale Mfg. Co. 77 

Tritch Hardware Co. 36 

Triumph Trap Co. 57 

Turner Asbestos Co. 80 

Turner Brass Works .177 

U 

Union Steel Products Co., Ltd. 83 

Union Tool Chest Co. 53 

United Auto Supply Co.160 

United Royalties Corp. 96 

U. S. Steel Products Co. 26 

V 

Vaughan A Bushnell Mfg. Co. 53 

W 

Wagner Mfg. Co. 48 

Wagner Mfg. Co., The.130-a 

Warren Axe A Tool Co. 49 

Washerette Corporation . 93 

Wausau Abrasives Co. 43 

Weber-Kirch Mfg. Co.154 

Wellston Mfg. Co. 27 

Welsh, Joe . 71 

Western Aluminum Mfg. Co. 

.(Insert of 4 pages in color) 

Western States Cutlery A Mfg. Co. ... 75 

Whitelite Electric Co. 92 

Whitlock Cordage Co. 1 

Wilburn, W. H. 76 

Wilkins, Geo. H. Co. 58 

Wills Sprinkler Co. 76 

Witt Cornice Co. 86 

Woolwine Metal Products Co.78*153 

Wrought Washer Mfg. Co. 54 

Y 

Yakima Hardware Oo. 70 
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Introductory Offer to Dealers 



One of the 12 
Mir roSpecials . 
AIM qt. straight- 
aide aaucepan, 
regular Hat $1.10, 
retaila apecial at 
49c in Mirro in¬ 
troductory aale 



You can make quick profits on the Mirro line. Our 
introductory offer will prove it. Our special, fast¬ 
selling, 32-piece selection, including 12 sauce-pan 
specials, costs you $43.98. You sell it for $65.28. 
Your profit is $21.30. We furnish complete selling 
plan, merchandising helps, and handsome free dis¬ 
plays. Mirro Aluminum is the quality ware with the 
famous features of convenience. Advertised every 
month in leading women’s publications. Order now! 

Aluminum Goods Manufacturing Company 

General Offices: Manitowoc, Wis., U. S. A. 

Makers of Everything in Aluminum 



ALUMINUM 

T\eflects 

Good Housekeeping 
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During the Past Four Months 

1176 Hardware Merchants Have Bought 



TIRE 




Every Hardwear tire is shipped 
with the condition that if not 
found satisfactory on receipt, it 
shall be returned at our expense. 
Out of the thousands of tires 
shipped to these 1,176 merchants, 
exactly four tires have been 
returned, while our files hold 
hundreds of letters expressing 
satisfaction. 

Write today for the best tire 
proposition ever offered to the 
hardware trade. 


HARDWEAR TIRE C®RP®RATI©H 


East Rutherford, New Jersey 


Digitized by v^ooQle 





















Clear Through 


, “First” Lamps appeal to the mer- 
/ chant who puts grade ahead of price. 

I “First” Lamps are sold at liberal 
f discounts, but not to lamp ‘ * Peddlers" 

or chronic “Price Cutters.” 

Some territory still open to live 
Dealers and Manufacturers’ Agents. 


B. FIRST COMPANY 


170-172 W. Broadway 
23-25 Worth St. 


NEW YORK 


Digitized by boogie 





“It Rolls on Rollers” 


It 


A fine recommendation right at the start—no friction— 
easily operated. 

In the No. 2505 set three combinations of doors can be 
made with the one set of hardware. The hanger, which 
rolls on roller bearings, can be adjusted to doors from 1 3 A" 
to 2W' thick. 


The No. 2510 is a combination accordion and rolling door 
set. The two rolling doors being drawn inward and, at the 
same time, to the side wall. 

A complete Rolling Door catalog will be gladly sent to 
dealers interested; also small folders with your imprint on 
the cover. Ask our Advertisement Department for J-6. 


New York 


Chicago 


Main Offices and Plants 

NEW BRITAIN, CONN. 

Branch Offices 

San Francisco Dos Angeles 

■ES3Pi!l!!ll 
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Great Steamships Equip With 


“The Utmost in Rope Value 

Whitlock All-Manila Hope is 
stronger, lasts longer, and costs 
less because it has greater length 
per pound. 

Write now for the new “Whitlock 
Catalog” and a copy of our 
“Rope Schedules” 


Whitlock Cordage 
Company 


lb South Street. New 1 ork 


\— 
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DISSTON 

PROFIT PLANS 

Published Monthly in the Interest of Merchants Selling Disston Tools 


Two “Disston” Tools that Every 
Fanner Should Have 

\/f ANY a farmer would be glad to 
buy a complete assortment of 
saws, except for the difficulty usually 
experienced in giving them proper chre 
and attention. 

When obliged to take or send his saws 
to town to a shop to have them sharp¬ 
ened and set—he may need them the 
worst way while they are being put in 
shape. 



D-3, Filing Guide and Clamp 


The average farmer does not realize 
that with the aid of a Disston Saw Pil¬ 
ing Guide and Clamp and a Triumph 
Saw-Set he can do this work quickly 
and easily himself. 

So thoroughly practical are these 
Disston Piling and Setting Tools that 
any inexperienced man can file a saw 
correctly the first time, by following the 
simple instructions which accompany 
them. 

The D-3 Piling Guide and Clamp is 
especially designed to assist those not 
skilled to file a saw correctly. By 
means of the file holder and sliding ar¬ 
rangement, the file can be adjusted to 
any position required and so held dur¬ 
ing the entire operation of filing. This 


tool enables anyone, if he has gauged 
the file to a good tooth, to turn out 
practically a perfect job. Every tooth, 
will be filed at the same angle without 
that variation so difficult to overcome 
in filing by hand alone. The instrument 
is made to file both cross cut and rip 
saws. The illustration shows a saw 
clamped in the guide with the file in 
proper position for operation. 



Triumph Saw 8et 


The general practice is to set the 
teeth with a spring set—that is to bend 
over the point of a tooth, by pressure, 
with a special tool known as a sawset. 
For this work we fully recommend the 
Disston Triumph Sawset. 

The principal feature of this tool is 
the use of two plungers operated by the 
handles as levers. Pressure on the lower 
lever forces one plunger against the 
body of the saw thus holding it rigidly 
in position and preventing slipping. 
Pressure on the upper lever at the same 
time operates the second plunger to 
press against and set the tooth. 

“Just Around the Corner” are Many 
Sales Possibilities 

Q N a railroad siding in a town of 
12,000 population stood three car¬ 
loads of lumber. 

Presently a motor truck drove along¬ 
side and the men got busy. 

“ Where’s that lumber going?” asked 
an onlooker. 

“Over to Smithes lumber yard/’ re¬ 
plied a workman—“building is picking 
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up around here—they’ve got contracts 
for a number of houses.” 

The local newspaper in the town gave 
the two Hardware dealers a chance to 
“Follow up and cash in.” 

Here are a few items which appeared 
in that paper: 

“Oliver Smith is building a modern 
wood frame house on Seaman Avenue 
for Leslie Fawcett.” 

“Fred Bedell has awarded the con¬ 
tract for a new eight room residence to 
William Morehouse.” 

“Ernest Campbell is erecting a num¬ 
ber of bungalows on Prospect Place 
which he intends to rent.” 

“Architect Theodore Miller is prepar¬ 
ing plans for a ten room house and 
garage for Walter Derby.” 

Hardware merchants who “Follow 
up” such locals as these in the news¬ 
papers are reasonably sure to sell more 
tools and builders’ hardware. 

In this connection remember that the 
“DISSTON” is “The saw most carpen¬ 
ters use” and that The House of Disston 
is ready to supply you with Saws, Tools, 
and Files for nearly every purpose. 

It Pays to Help the Customer 

O UT in a busy New England town, con¬ 
venient to Long Island Sound, is a Hard¬ 
ware store that is known to every fisherman. 

“What put that store on the map?” Sim¬ 
ply this: Whenever that dealer (an expert 
fisherman) sold fishing tackle he would sug¬ 
gest: The best places to fish—the right time 
and tide—the proper way to “rig” the tackle 
—the right bait to use—anything to help the 
customer. 

And “Oh boy” how fishermen and would-be 
fishermen did flock to that store! 

Mr. Hardware merchant, this dealer didn ’t 
stop at fishing tackle—he applied the same 
logic in selling other merchandise—he reasoned 
that those same fellows who liked to fish with 
good tackle, also liked to work with good tools. 

When he sold a hand saw he would always 
suggest oiling the blade after using to prevent 
rust. 

In selling a hack saw he would tell the cus¬ 
tomer never to try and force the blade in cut¬ 
ting a rod or bolt, but to keep the blade cool 
and free-cutting with the use of good oil. 

He found it paid to “Help the customer” 
get the best results with his tools. 


A list of What Disston Makes 

And tn these Sawm,Toob and 
FOm is that quality found in 

“The Saw Most Carpenters Use " 

Back Saws 

Band Saws for Wood and Metal 
Bevels 

Buck Saws 

Butcher Saws and Blades 
Grcular Saws forWood, Metal, 
and Slate 
Compass Saws 
Cross-cut Saws and Tools 
Cylinder Sews 
Drag Saw Blades 
Files and Rasps 

Grooving Saws _ 

Gauges—Carpenters* 

Marking, etc. 

Hack Saw Blades 
Hack Saw Framea 
Hand, Panel, and Rip Saws 
Hed ge Sh ears 

Ice Saws 
Inserted Tooth 
Grcular Saws 

_ Keyhole Saws 

Kitchen Saws 

Knives—Cane, Corn, Hedge 
Knives—Circular for Cork, 

Cloth, Leather, Paper, etc 
Knives—Machine 
Levels—Carpenters’ and Masons’ 
Machetes 
Mandrels 

Milling Saws for Metal 
Mitre-box Saws 
Mitre Rods 

One-man Cross-cut Saws 
Plumbs and Levels 
Plumbers* Saws 
Pruning Saws 
Re-saws 

Saw Clam ps and Filing Guides 
Saw Cummers 
Saw-sets 
Saw Screws 

_ Screw Drivers 

Screw-slotting Saws 
Segment Saws 
Shingle Saws 
Slate Saws—Circular 
Squares—Try and Mitre 
Stave Saws 
Sugar Beet Knives 
Swages 

Tools for Repairing Saws 
Tool Steel 

Trowels—Brick, Plastering, 

Pointing, etc* 

Veneering Saws 
Weba—Turning and Felloe 

Tbi# it • partial ItM. TK*r* .r. thout.ad, 
ei iiMM ia iba complti. DiMtoa I... 


HENRY DISSTON & SONS, Inc. 

Philadelphia, U. S. A. 
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c Action ! 

Sell your old type Gillettes 
Liberal Gillette adjustment policy 
enables you to dear them out and 
make your usual percentage of 
profit.’Ihe old type Gillette ls now 
superseded by - 

/^Gillette 

Safety Razor 

Patented January 13 th, 19-10 

The biggest sales 
sensationtn the his- 
tmy of shaving ♦ ♦ ♦ 

5 00,000.00 being 
invested this year to 
acquaint the public with 
lAmJirst sharing instrument 
of precision eve r invented 


*0 illcttc ^ 


GILLETTE SAFETY RAZOR CO., BOSTON, U. S. A. 
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GO ODELL; 
PRATT 


1500 GOOD TOOLS 




All-Steel Mitre Boxes 



For fifteen years Goodell-Pratt All-Steel Mitre Boxes have been gaining 
favor with high grade carpenters; a class of trade whose requirements and 
desires represent profitable business for you. 


Made to Give Beal Service 

Goodell-Pratt All-Steel Mitre Boxes are 
noted for their durability, they are provided 
with an Automatic Lock to hold the saw ele¬ 
vated, a Stop to regulate the depth of cut, Auto¬ 
matic Lock to make all regular angles, and a 
Quick Lock for all other angles. 

A good workman BUYS good tools. 

Goodell-Pratt Company 



Greenfield, Massachusetts, U. 8. A. 



■ 
' f 
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Showing the bridge-like construction 
of the under parts. 
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“Concentrate on the leaders— 
it’s the shortest cut to volume” 

ICK out the leaders and push them to 
wT the limit—that is the big idea I put 
“*■ behind my business ; 99 said the head of 
the P. C. De Vol Co. of Council Bluffs, Iowa. 

“By advertising, by window displays, by 
demonstrations, I lead people to associate my 
store with the best. It gives them confidence 
in my judgment. They trust me to sell thorn 
only the highest grade merchandise, which is 
usually the cheapest in the end. Gradually 
they get the habit of coming to me when they 
want to buy anything in my line. Concentrate 
on the leaders—it’s the shortest cut to 
volume . 19 

It is this policy which has enabled the 
P. C. De Vol Co. to do more than $3,000 worth 
of business a year selling AutoStrop Razors. 

More than 1200 AutoStrop Razors have passed 
over their showcase since that day when they 
decided to concentrate on those lines they 
could believe in and sincerely recommend. 

Every day we hear from other wide-awake 
merchants, who, like the P. C. De Vol Co., 
have picked out the AutoStrop Razors as one 
of the leaders to push. 

AutoStrop salesmen pledged to help you 

The AutoStrop salesmen are always ready 
to show retailers how to get the greatest 
benefit from their window trims—how to 


demonstrate the AutoStrop Razor er make 
any other usful selling suggestions. 

At their last convention they pledged 
themselves to give their dealers even greater 
co-operation than before. From January 1st 
on, each salesman will send the best 
merchandising ideas he picks up in his 
territory to the General Sales Promotion 
Department to be distributed to the other 
men on the road. In this way any AutoStrop 
dealer who desires it can get the benefit of 
the experiences and observations of the whole 
AutoStrop sales force. 

Write for our merchandising plan and other 
dealer helps. We can help you in many ways 
to speed up your AutoStrop Razor sales. 


AUTOSTROP SAFETY RAZOR COMPANY 
New York Toronto London Paris 



AutoStrop Razor 
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An Additional Margin of Profit for You 


If there is an additional margin of 
profit for you in reducing shipping 
costs, our representative — working 
with your shipping department- 
will find it* 

Call him in* Immediately he will 
set to work the various box depart* 
ments of “Chicago Mill”; specialists 
in the several standard types of boxes 
will examine your ship* 
ping problem* They will 
build sample boxes 
which, packed with 
your goods, will be 
tested to the utmost in 
our box*testing labora* 
tories. Testing and 


re-testing, they will find a box that 
shaves a bit off the weight, from the 
displacement, or from both—or re* 
duces your time in packing* 

They will skim down shipping costs 
for you to the minimum; they will 
add another profit margin that may 
amount to thousands in a year* 

At your request, one of our repre¬ 
sentatives, prepared to 
set the machinery of 
“Chicago Mill” to 
work for you, will call. 
A letter to our execu¬ 
tive offices will bring 
him* 

Write today* 



Though a Wtrebound Box is illustrated abort, your particular needs •will 
determine •whether your box should be produced by our Nailed Wood, Shook, 
Wbrebound or Fibre Products D epa rt men t . From ONE of these departments, 
the best box for your shipping needs can be selected. 

©icago Mill tSB Lumber @mpany 

Executive Offices: Conway Building 

CHICAGO 


“QllCAGO ^ ILL” 

Every Type m ^ enera ^ Use 
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Iron Horse Wash Tubs 

Every detail in their Construction Suggests 
Qreater Wear—Qreater Service 

extra heavy galvanized metal used—the heavy 
wire hoop reinforcement at the top—the double 
seamed bottom—the heavy non-slip handles ancC wringer 
supports. They all combine to make 

Iron Horse Wash Tubs the standard by _ 

which others are judged the country over. 


entire Iron Horse line (the most complete 
line of high grade metalware built) is designed ancf 
constructed in this same pains¬ 
taking manner. 


Have you a copy of our nevo ij6-page 
Iron Horse Catalog ? 

If not, write us today / 

L' 

Rochester Can Co. i i 
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Ask Your Jobber 
to Supply You 


Giants 

Barnum, the great showman, used to 
exhibit them—and people came miles to 
see them. 

Here’s another giant—one we’re proud 
to show—one which stands the strain— 
the 

COES 

Steel Handle 
Wrench 

For Long life, sheer strength and for 
meeting every demand for a weather 
proof, fool-proof, unbreakable tool built 
for service under extreme conditions, the 
Coes Steel-Handle Wrench has never 
failed and never will. 

This wrench is the standard equip¬ 
ment of many railroads, mining companies 
and machine shops. 

Sizes: 4 to 21 inches. Every wrench 
sold under the Coes guarantee of absolute 
satisfaction. 

How’s your stock? 


COES WRENCH CO. 

Established 1841 in 

WORCESTER, BIASS. 

JOHN H. GRAHAM A OO., 226 Market 8L, San Francisco, OaL 
J. 0. McCARTY A CO., 29 Murray St., New York. 

J. H. GRAHAM A OO., 113 Chambers St, New York. 

HUGHSON A MERTON, Inc., Portland, Ore.; Los Angeles, Oml.; 
San Francisco, Oal.; Denver, Colorado. 
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SILVER 

STEEL 




Present Conditions 

Present conditions are such that 
you cannot afford to lose a sale 
by not having what the customer 
wants. They are calling for 

ATKINS I KSi SAWS 

by name and number. Can you 
supply them? 

Check over your stock today—see 
if you have Atkins No. 53 and No. 
51 saws and our other popular 
numbers. If not, send in your or¬ 
der at once, as you are going to 
need them. Ask for latest catalog, 
descriptive of 

“ A Perfect Saw For Every 
Purpose / 9 


Have you a supply of our 
Saw Sense and Time Boohs 
with your name imprinted ? 
If not , ask us. 


E.C.ATKINS & CO. 

ESTABLISHED 1887 THE 8IIVER STEEL SAW PEOPLE 

Home Office snd factory, IND1ANAP0US.IN DIANA 

CkM8Mfkiw7,HuHllM\ Omu4» 

HmMm Knife factory. Lancaster N.Y« 


, r Bn*ck*s Csrry^Q>mf*to3iocM»Ain»Fb/k»ri/gCJth*i 


Atlanta 

Memphl* 

Chicago 

Minneapolis 


New Orleon# 
New York City 
Portland,Ore. 
Smx FVancleco 


Seattle 
Parle. France 
Sydney. N. S.W. 
Vancouver, B.C. 
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Hand Iron 


Pre-eminently the electric iron that dominates 1921 merchan¬ 
dising. Unusual individuality and unquestioned supremacy 
make it the instinctive choice of women who buy discriminately. 

The SUNBEAM will decidedly stimulate your electric iron 
selling. 

Trade requests lor samples and Information 

given Immediate attention 


CHICAGO FLEXIBLE SHAFT COMPANY 

Thirty Yean Making Quality Products 

5604 Roosevelt Road, Chicago, HI. 
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Fig. 1 

When the magazine is with¬ 
drawn, the firing mechanism 
is absolutely locked, as trig¬ 
ger E cannot budge sear B 
from the notch in hammer A, 
as the safety lock C is tightly 
wedged in back of sear B. 

Fig. 2 

When the magazine is in¬ 
serted, it pushes lever D up, 
which pulls safety lock C 
down, releasing the sear B 
and the pistol is ready to fire. 


A 1%-inch bit of steel 
that adds kick 
to your sales talk 
Known as a sear lock, 
this bit of steel 
slides into action 
every time the magazine 
of a Remington Model 51 
.380 Automatic Pistol 
is withdrawn. 

As a sales clincher 

this magazine withdrawal safety 

of the Remington is invaluable. 

You Can Prove This 

After you have shown the customer the 
ease with which the Remington is operated, 
you can prove to him that it is impossible to 
release the hammer and fire a cartridge that 
may remain in the chamber when the maga¬ 
zine is withdrawn. 

This appeals especially to the normal man 
who values a device that is ready at all 
times to stand between him and a moment 
of carelessness. 

And, remember, the bulk of the sales of 
automatic pistols are to the average man— 
the every day citizen who needs and appre¬ 
ciates safe protection. 

Remington firearms, ammunition and 
cutlery are sold exclusively through the 
wholesale hardware trade. 
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Now Is the Time 
To Sell Economy 

'T'HE Convector is the pipeless system 
* that has made comfort actually cheaper 
than discomfort. There is not a stove 
heated home in your community that can 
not be heated more healthfully, comfort¬ 
ably and economically with the Convector. 


Sectional View of Convector 


Count the prospects in your territory. 


Mneller Furnaces 

More than 188,000 homes 
and buildings are Mueller 
Heated. 

The L. J. Mueller Furnace 
Oo. makes a complete line 
of Warm Air, Steam, Vapor 
and Hot Water System!. 
Mueller rating! are guaran¬ 
teed. Catalog FREE on 
request. 



With the Mueller “Big 3” Convector they 
will be yours exclusively. 

Then write for the Mueller Plan for Profit. 
See how our national advertising, our 
guarantee of satisfaction, our dealer sales 
helps, our direct sales literature to your 
prospects will make sales for you. 

Installation is easy. No expensive labor 
needed. Takes less than two days. 

Thousands of dealers are banking nice 
profits every year with the Convector. 
Why not you? 

You will place yourself under no obliga¬ 
tion if you investigate the Mueller Plan— 
it’s a good thing to know about. Write 
for it today. 


Mueller “Big 3” Convector 


(PIPELESS HEATING SYSTEM) 


L. J. MUELLER FURNACE COMPANY 

233 Reed St., Milwaukee, Wis. 


(DISTRIBUTORS) 

The Salt Lake Hdwe. Co., Balt Lake City, Utah, and 
Pocatello, Idaho; Holbrook, Merrill & Stetson, San 
Francisco and Los Angeles, Calif.; Richards and 
Conover Hdwe. Co., Kansas City, Mo., and Oklahoma, 


Okla.; The Jackson Hardware Co., Aberdeen, So. 
Dakota. 

Stocks also carried at Brooklyn, Buffalo and Syracuse, N. 
Y.: Pittsburg, Scranton, Lancaster and Philadelphia, Pa.; 
Atlantic City, N. J.: Baltimore, Md.; Toledo, Ohio; Nash¬ 
ville, Tenn.; Detroit, Mich.; Minneapolis and St. Paul, 
Minn.; Chicago, Ill.; St. Louis, Mo.; Portland, Ore.; Seattle, 
Wash. 
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1834 


1921 


“MODEL” ROASTERS 


THE ROASTER OF SATISFACTION 
No Basting Over Hot Ovon 


Seamless 

Sanitary 

Self-Basting 

Self-Browning 

Satisfactory 


ONE PIECE BODY 
(Makes Cleaning Easy) 

OVAL IN SHAPE 
(Ample Capacity) 



, Best Shape and 
Construction 




Bins Glased Enamel 


Represented in California 
by 

BARRETT * BOSS 
COMPANY 

Bialto Building Room 234 
New Montgomery and 
Mission Streets 
San Francisco, California 


TRADE MARK 


Fish Racks can bo furnished 
for use with the roaster, 
but are not included un¬ 
less ordered extra. 

TWO SIZES 
Small Holds 

10 Lb. Round Roast 
8 Lb. Rib Roast 
8 Lb. Leg of Lamb 

1 10 Lb. Turkey or 

2 4 Lb. Chickens 

Large Holds 

18 Lb. Round Roast 

14 Lb. Rib Roast 

15 Lb. Leg of Lamb 
1 16 Lb. Turkey or 

3 4 Lb. Chickens 
Small 10*4 - in. x 15% - in., 

including Handles, 17-in. 
Large 11%-in. x 17%-in., 
including Handles, 19 %- 
inch. 


For Efficiency 


HAS HOT AIR 
JACKET 

(Prevents Burning) 

CLOSE FITTING 
HANDLES 
(Economy of Space) 




Gray Mottled Enamel 


Represented in the States 
of Washington, Montana, 
Idaho, Oregon, Colorado 
and Utah by 
FRED A. LEE 
1620 Thirteenth Avenue 
Seattle, Wash. 


“Model” Extra Large Roaster 

One Size 12% in. x 18% in., including Handles 20% in. 

Two Finishes—Polished Sheet Steel and Blue Glazed Enamel. 

THE CENTRAL STAMPING COMPANY - NEW YORK 
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Garage Sets 

packed complete in boxes 

Garage sets have been moved up a class. No more search¬ 
ing for the right length of track, no more time-killing 
assembly of bolts, hinges, and handles. McKinney Complete 
Garage Sets are packed in boxes — they sell direct from the 
shelves. All the customer has to know is the size of his garage 
entrance. You know the rest. It’s printed on the end of the box. 

Good idea I It means economy in handling, storing, and sell¬ 
ing expense. Your customer now buys an effect. He knows 
just the kind of doors the set will make possible — just how 
they will look and operate. McKinney Complete Garage Sets 
are made for swinging, sliding-folding and u around-the-corner” 
types of doors—for all size entrances. 

These garage sets are pictured and explained in book form. 
In this book you will see how easily they can be handled in your 
store and what a variety of entrance designs they make pos¬ 
sible for your customers. Let us send you this book. We want 
every hardware dealer to be familiar with this new develop¬ 
ment in builders’ hardware. 

McKINNEY MANUFACTURING CO., Pittsburgh 

Western Office, Wrigley Bldg., Chicago. Export Representation. 

Pacific Coast Representative, John T. Rowntree, Inc. 

Los Angeles, San Francisco, Portland, Seattle, Salt Lake City, 

Denver 

MCKINNEY 

Hindes and Butts 

Also manufacturers of McKinney garage and farm building door 

hardware, furniture hardware and McKinney One-Man Trucks 
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Screen Door Music 

Slam! Bang! Every time a screen door slams in 
your neighborhood it is a reminder that it needs a 
Sargent Door Closer. 

Bring peace and quiet to your customers and make 
profits for yourself. Display the Sargent Screen 
Door Closer and talk it at every opportunity. 

Sell them for other doors as well as the screen door. 
There is the coat closet in the front hall, the down¬ 
stairs lavatory door, the bathroom door, the pantry 
door, the kitchen door, the basement door and others. 

Start now to push this money-making line. Circulars 
will be furnished to send to your customers, on 
request. 

SARGENT & COMPANY 

NEW HAVEN, CONN. 

New York Chicago 



Sargent 
No. 20 Door 
Closer 
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STAINLESS-The New CuderySteel 

“Neither rusts, stains nor tarnishes” 

| IJRING JUNE it is a good thing to im¬ 
press upon your purchasers of silver 
plated ware, that Stainless blades 
can be furnished with practically all patterns 
of silver. And that an otherwise attractive 
set of silver can be absolutely marred if the 
steel knives are the old type that discolor or 
turn black on the edges. Stainless knives do 
not. 

“Light housekeeping” implies a certain num¬ 
ber of steel knives, not only in the dining-room 
but in the kitchen. Attractive table-knives 
with celluloid, wood, aluminum or stainless 
handles; grape-fruit and paring knives; butch¬ 
er knives and carvers; all equipped with the 
blades that clean easily with no scouring, can 
be secured from a score of manufacturers who 
appreciate what good cutlery is, and what dis¬ 
criminating users need. 

Write direct to the companies listed below—it will 
pay yon to investigate Stainless. 

Stainless Cutlery is “Made in America” by the following: 


AMERICAN SILVER CO., 

Bristol, Connecticut. 

AMERICAN CUTLERY CO., 

Chicago, Illinois. 

CLEMENT MANUFACTURING CO., 
Northampton, Massachusetts. 

INTERNATIONAL SILVER CO., 
Meriden, Connecticut. 

JOHN RUSSELL CUTLERY CO., 

Turners Falls, Massachusetts. 

LAMSON & GOODNOW MFG. CO., 

Shelburne Falls, Massachusetts. 

LANDERS, FRARY & CLARK, 

New Britain, Connecticut. 

MERIDEN CUTLERY CO., 

Meriden, Connecticut. 


NORTHAMPTON CUTLERY 00., 

Northampton, Massachusetts. 

REED & BARTON CORPORATION, 
Taunton, Massachusetts. 

ROGERS, LUNT & BOWLEN, 

Greenfield, Massachusetts. 

SIMEON Ll & GEORGE H. ROGERS CO., 
Hartford, Connecticut. 

WM. A ROGERS, LIMITED, 

Niagara Falls, New York. 

SHELTON TOOL & MACHINE 00., 
Derby, Connecticut. 

THE WATSON CO., 

Attleboro, Massachusetts. 

WINCHESTER REPEATING ARM8 00., 
New H&Yen, Connecticut. 


R. WALLACE & SONS MFG. CO., 
Wallingford, Connecticut. 


American Stainless Steel Company 

1543 Oliver Bldg., PITTSBURGH, PENNA 
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American Maid Aluminum Ware 

The Popular Priced Line 

[E secret of many successful house- 

_furnishing sales has been due to the 

enthusiasm that AMERICAN MAID 
Aluminum Ware has created. Ask the 
buyer who has used American Maid for 
his Special Sales. 


For over 25 years we have had one 
main ideal in the manufacture of 
aluminum cooking utensils—“To 
produce and sell at a Moderate Cost a 
line to meet aU demands.” We attained 
this in the production of AMERICAN 
MAID Ware. 

Experienced housewives will welcome 
theopportunitytosecureAA£E/?/CA/V 
MAID at our exceptionally low prices. 

Provide NOW for your Special Sales— 
Write for prices 

Illinois Pure Aluminum Co. 

LEMONT, ILLINOIS 
U. S. A. 
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OR many years Bassick Casters have 
filled every caster need, from the tiny 
cabinet caster to the 8-inch truck 
caster that permits the easy moving 
loads from p i ace to place in 
mo 


of huge- 

the factory or warehouse. 


In many ways, in many industries, 
they have helped to cut costs in han¬ 
dling goods. 

There is a large demand for the well 
known Steel Gem Line, also for the 
Gem and new steel Harvard truck 
casters. 

Are you in a position to meet your 
customers’ wants for this linet 




UP TO# 


Write for descriptive circular 
No. 200 W 


The Bassick Company 

Which is a consolidation of— 

7J« t/nfoarsa/ Caster A Foundry Works 
Tho itf. B. Schtnck Company 
Thm Bams A Bcuudck Company 


General Offices 


BRIDGEPORT 


CONN. 



e ed 
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[REMINGTON^ 
illMC i 


Announcing — 

Remington. Cutlery 
POCKET KNIVES 

Remington Pocket Knives are ready to de¬ 
liver to the jobbing trade. 

The first Remington Cutlery Catalog is 
ready to send out. 

Everything is new — new manufacturing 
methods, new equipment, new dies, new 
tools, new material, new designs, new every¬ 
thing. 

Every Remington Pocket Knife blade pos¬ 
sesses a strong keen cutting edge. 

Every Remington Pocket Knife bears its 
number stamped on the tang. 

Every Remington Pocket Knife is wrapped, 
packed and sealed in a damp proof—dust 
proof box. 

Every Remington Knife is a good knife. 
Prices are high—not too high—they are in¬ 
teresting. 

Every jobber will want the New Remington 
Cutlery Catalog—if yours has not come, 
please drop us a line. 

Remington Cutlery is distributed only 
through jobbing trade. 

What we want is orders—if you please. 

REMINGTON ARMS CO., Inc. 

Successor to 

The Remington Arms Union Metallic Cartridge Company 

General Offices Remington Cutlery Works 

New York Bridgeport, Conn. 


R 4123 


The prime function of a knife is to cut—to cut keenly 


Rem 
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'i847 ROGERS BROS.) 


S I LV E R P L AT E 


0T$ 

/fa 


The dealer who 
desires feminine 
patronage can use 
no better induce¬ 
ment than 1847 
Rogers Bros. Sil- 
verplate. High 
grade Silverplate 
has beckoned into 
the store more 
than one woman 
who, after enter- 
i n g, has found 
that she needed a 
washing machine 
or a new refriger¬ 
ator. 


Write for “ Merchan¬ 
dising Suggestions 99 to 
Advertising Depart¬ 
ment, International 
Silver Co., Meriden, 
Conn. 


The Family Plate 
for Seventy-Five 
Years 


l 



mm 

Mtt 

Us iM 






I Nil IvN.VIK )\AL SILVER CO. 
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BEVEL IS CONCAVED 


SOLID HANDLE 
GIVES WEIGH] 


POSITIVE 
OF FRAME HOLDS 
BLADE SECURELY 


SMOOTH GUARD 
STRETCHES SKIN 
AND AVOIDS RIB¬ 
BONS OF LATHER 
ON FACE 


EEND'IN HANDLE 
■PROVIDES PROPER 

ANGLE 


OPENING UNDER 
BLADE PERMITS 
FREE ESCAPE OF 

lather ■--- 


COCKS IN THREE 
POSITIONS 


SENCA 

Safety Razors 


Note the many features of the Sene a Razor. Every detail necessary for 
ease and comfort in shaving has been provided for. 

For twenty years the makers of the Senca razor have been manufacturers 
of the famous Genco standard (barber type) blades. 

This experience in producing shaving edges will in itself guarantee high 
quality in Senca blades—the most important of the many points in which 
the Senca is superior. 


Senca model “A,” which is the razor illus¬ 
trated, is made of brass heavily nickel plated. 
Razor is packed complete with six blades in 
a black leatherette box lettered in gold and 
lined with purple plush. Cartons are pro¬ 
vided for sharp and dull blades. 

A curve in the handle throws the shaving 
edge at the proper position against the fhee 
and weight attained thru the use of solid 
metal gives a natural and comfortable bal¬ 
ance. The handle can be set in three posi- 

To Sell for $1.00 


tions providing slanting as well as the 
straight stroke. 

The guard is flat and leaves no ribbons of 
lather on the face after shaving, while the 
opening between the guard and blade permits 
free passage of lather and avoids clogging. 

Handle is permanently attached to the frame 
which opens wide permitting insertion and 
removal of blades without danger of cutting 
the fingers and making razor easy to clean. 

Each to the Shaver 


Sold thru the regular Jobbing and Retail trade in 
keeping with recognized merchandising practices 


“There Is a profit on the razor as well as on the blades 99 
If your jobber cannot supply you, write us 


GENEVA CUTLERY CORPORATION 

Makers of the famous Genco Razors 
157 Gates Avenue, Geneva, New York 

Largest Manufacturers of Standard Razors in the World 

SENCA RAZORS AND BLADES — “Made by shaving edge specialists" 


4 
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Better Closets for 
Your Customers 

Bigger Sales for You 


Rite-Way 
Fixtures are 


Quick Sellers 


Did you ever see a woman who did not wan 
additional closet space? Just let her see the Rite 
Way Fixtures and she will be enthusiastic over tin 
compact and convenient arrangement they provide 
Strongly made and heavily nickel-plated. The pric< 
is within reach of every one. That makes a rapk: 
turnover. The margin of profit for you is mnel 
larger than you expect in quick moving merchandise 


The Rite-Way Field is Unlimited 


From the largest office or apartment building tc 
the smallest home, there is a demand for Rite-Way 
Garment Fixtures. Architects and builders every¬ 
where are using them on new work. Retail cus¬ 
tomers want them for their own homes. The hard¬ 
ware store that doesn’t carry Rite-Way Fixtures is 
now old-fashioned. 


We have taken over from the Barney Moore Co. 
the manufacture and sale of Rite-Way Garment fix¬ 
tures. They will continue to be made with the same 
excellence of design and construction that you know’ 
now you can depend upon in Lawson Spring Hintes. 


Write Today 

for detailed information and prices. Let 
us show you how Rite-Way Garment fix¬ 
tures will save space and money for your 
customers. Let us prove that they will 
increase sales and profits for you. This 
is worth while looking into. Write today 


Lawson Manufacturing Co. 

Dept. A-778 


230 W. Superior St., Chicago, Ill. 


R ITE-WAY GARMENT FIXTURES provide 
double the room for clothes in half the 
space required by the old-fashioned closets. 


On new r work, smaller closets can be used, 
allowing better arrangement of rooms and re¬ 
duced outside dimensions with a corresponding 
reduction of building costs. 


Old closets equipped with Rite-Way Fixtures will 
accommodate more clothes and keep them in better 
condition than where they are hung back in dark 
inaccessible corners. 


A touch brings the whole w r ardrobe out into light 
and air. No chance for moths to gather. The carrier 
works on fibre rollers that will 
not rust or stick, and will sup¬ 
port a surprising w r eight. 

Hangers are kept at even dis¬ 
tances from each other, so that 
garments can be hung and re¬ 
moved easily without mussing 
or tearing. 

Easy to Install 

A screw r driver is the 
only tool needed. Can be 
fastened to the underside 
of a shelf or directly to the 
ceiling. Made in 
various lengths 
to suit any depth 
of closet. 
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Wrenches That Advertise Your Store! 

When you sell a PEXTO Pipe Wrench to a me¬ 
chanic you pave the way for future business. His 
fellow workers are impressed with the strength, 
quality and finish of the wrench and will be interested 
to know the dealer’s name. 

A PEXTO Pipe Wrench goes to work the instant 
it is applied, and hangs on until the job is done. Me¬ 
chanics cannot help but admire its ruggedness and 
“hang on” ability. 

It is a mighty good wrench to recommend—one 
that will stamp your store as the home of quality 
merchandise and bring customers back again for 
other PEXTO Worth While Tools. 

Our Catalog No. 20 is waiting for you. Send for your copy. 


@> 

WORTH WHILE TOOLS 

The PECK, STOW & WILCOX CO. 

Southington, Conn., U. S. A. 


Digitized by 


Google 


26 


HARDWARE WORLD 


Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


American Steel & Wire Company 

UNITED STATES STEEL PRODUCTS COMPANY 

SELLING AGENTS 

Ian Francisco Los Angeles Portland Sea t tle 

Awarded the Grand Prize at the Panama-Pacific Exposition 
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Time and Space 


Improved Model Nall Bln 

No. 25. 48" wide, 56" 

high. 5 sections, 25 divi¬ 
sions, each division 22 z 


Nail Bin 
will save 
both for you 


Have yon ever figured 
the rental value of the prof¬ 
itable display space used by 
your old style counter nail 

bins? 

Do yon know how much 
it costs you in waste of time 
to sell nails from counter 
bins when your clerks might 
be occupied in more profit¬ 
able work? 

Do yon know how much 
you lose through giving over 
weight because it's easier to 
throw in a few extra nails 
than to return same to the 
bin several steps away? 


Important considerations, in these times of high prices and high salaries. 

The Eclipse nail bin eliminates all the waste from the selling of nails. It 
occupies but a few square feet of floor space yet is large enough to hold a keg 
each of all sizes. It saves 10 lineal feet of counter space which can be used for 
displaying other merchandise more profitable than nails. 

The Eclipse Improved Bin is solid all steel construction with sections that 
revolve individually on full metallic ball bearings. Capacity of 100 pounds per 
bin, 5 bins to the section and 5 sections. 

Spring scales swing in direct line with where you are weighing out. No 
trouble, no waste—just efficiency. 

More than 6,000 concerns are using the Eclipse and not one of them would 
go back to the old style bins. 

If your jobber does not toll the Eclipse, write us direct, 
or just tear out this page and send it in. Full 
information and prices will be forthcoming promptly. 

— THE WELLSTON MANUFACTURING CO. 

WKLL8TON, OHIO, U.&A. 
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Every Woman 
Fears to Trust Her 
Dainty Undergarments 


to the impersonal treatment of the modern laundry. 
Each individual bit of lingerie must have her own 
loving care and attention. 

Realizing this, the WASHERETTE has been designed 

I to assist her take advantage of what limited time and 
facilities she has at her disposal for this task. 

It is constructed with a sympathetic understanding of 
the fragile quality and delicate textures of modern 
| feminine apparel. 

r Silk stockings, georgette blouses, camisoles, chemises 
and wash silks of all kinds may be placed in the cylin¬ 
der, warm water and soap chips added, a turn of the 
faucet and Milady passes on to other duties with the 
serene assurance that each piece will in a few minutes 
be renewed to its original sheer loveliness. 

Weighing but six pounds, it is just what the name im¬ 
plies—a miniature washing machine so convenient and 
light that it may easily be carried from room to room 
and utilized with equal facility in bathroom tub or bowl 
or in the kitchen sink. 

Runs by water power and the operating cost is exactlv 
nil. 


The Washerette Corporation 

ROCHESTER, N. T. 


Dealers and Jobbers, its appeal to EVERYWOMAN is worth money to YOU 
Write for our proposition and prices 
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A Special Sales Offer 

A Regular $1.10 Mirro Sauce Pan 
That You Can Sell at 49 Cents 


Here it your opportunity to put on a special 
tale, to make quick profits mid to introduce Mirro 
Aluminum into every home in your community. 
We are offering for a limited time our regular 
$1.10 retail value Mirro 1>£-Quart Straight-Side 
Sauce Pan at a price to sell profitably at 49 cents. 

The special price on this standard Mirro 
Quality item to the trade is 37 cents. This 
enables you to put on a special sale at 49 cents, 
not only making 12 cents per pan profit or almost 
one-thinl oncost, but drawing hundreds of people 
into your store and building future Mirro business. 

t One-piece hollow steel handle 
with thumb notch, and eyefor 
hanging . Heavily plated. 

2 Tightly rolled, sanitary bead, 
free from dirt-catching crevices 


This is not a special item, but a standard qual¬ 
ity Mirro Aluminum Sauce Pan, made of pure 
aluminum, rolled again and again, in Mirro mills, 
to give it the dense hard grain which endows it 
with long-lasting durability. 

We will supply newspaper cuts for advertising 
and all material for you to put on a spectacular 
sale. Order now and start your sale as soon 
as possible. 


Here are the six quality features of this Mirro 
1 -Quart Straight-Side Sauce Pan: 


3 Strong, flat-headed rivets keep 
the handle firm and secure. 

4 Smooth, rounded edges arc 
easily cleaned. 


S Famous Mirro Finish. 

☆f Famous Mirro trade-mark, and 
your guarantee of excellence 
throughout. 


Aluminum Goods Manufacturing Company 

I Every Mirro Utensil General Offices: Manitowoc. Wis.. U. S. A. 


Bears This Imprint 



Makers of Everything in Aluminum 


imo 


ALUMINUM 

7 \eflects 

Qood Housekeeping 
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150 Handsome Styles 


Ash, Oak, Softwood Cases 
Op&Iite Glass, Vitrified Porcelain, 
and Metal Lined 


“THE COLD 
CLEAN KIND” 


Baldwin’s do better work with less 
ice than any other refrigerator 
made. They keep food preserved 
in the best possible manner, be¬ 
cause of their positive one way 
current of absolutely pure, cold, 
dry air, moving swiftly around ar¬ 
ticles stored, and constantly cool¬ 
ing and purifying every square 
inch of the refrigerator. 


Many Baldwin Refrigerators in 
constant use for 35 years are still 
giving the utmost satisfaction. 


Don't sell a "cheap" re¬ 
frigerator— it wastes your 
customer's money and is a 
source of annoyance every 
day he nses it. 


BALDWIN Dry-Air 

Refrigerator 


Send a Postal for Our Big Catalog 


The 


Baldwin Refrigerator Co. 

Burlington, Vermont 

STOCK CARRIED IN SAN FRANCISCO BY HBYMAN-WBIL CO. 


Baldwin’s are lined with snow-white opalite glass, 7-16 inch thick; 
vitrified porcelain, seamless porcelain, white enamel or metal. 
There are 150 styles in stock. Don’t experiment with new makes 
of unknown quality—sell the Baldwin—the “kind the old folks 
used.” 
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THE STANDARD SHOTGUN POWDER 


The Best Powder Makes the Best Loads 

—And the Best Loads Sell Fastest 


Facts that Every Dealer 
Should Know about 
Du Pont 


It ia a fact that “Du Pont M 
ia vary hard-drained—more ao 
than any other bulk powder — 
and ia therefore highly reaiatant 
to moisture which tends to 
attack powders and gradually 
disintegrate them. 

Other reasons why “Du 
Pont” has the largest sale of 
any powder made: 

—it gives the highest velocity. 


it gives the closest patterns. 


—simple truths that have a great bearing on the ques¬ 
tion of “How fast can I turn over my stock of shotgun 
shells?” 

The verdict is in the hands of the shooters them¬ 
selves—and the vast majority use Du Pont Shotgun 
Powders, recognized as standard in this country for one 
hundred and nineteen years. 

Meet this demand—carry a highly condensed stock 
of shotgun shells in the Standard Loads listed in the 
table below—cut down your investment by eliminating 
dead or slow-moving loads—speed up your turnover 
and increase your profits. 

Keep this fact in mind— 

Most Shooters Use Du Pont Shotgun Powders 

STOCK THEM IN THESE STANDARD LOADS 



—it develops the lowest initial 
pressure, which means less strain 
on the gun. 


Standard Twelve Gauge Loads 


it is the cleanest burning powder 


DUPONT 

SMOKELESS 

Dram* 


BALLISTITE 

SMOKELESS 

Oralna 


DUPONT 

BLACK 

Drama 


OUNCES 

Shot 


Largo Duck*. 

Small and Medium Duck* 
Grouse, Partridge. 

Prairie Chicken . . 

Pheasants. 

Geese. 

Wild Turkey .... 
Squirrel. Rabbits . . . 
Doves, Pigeons .... 

Quail. 

Snipe, Woodcock . . . 

Shore Birds. 

Sora Rail. 

Trap Loads. 


A shell is only as good as the 
powder it contains. 


E.I.duPontdeNemours ftf Co..Inc 

Salei Dept. : 

Rifle and Shotgun Powders Division 
WILMINGTON. DEL. 
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Stop! Look! Think! 


OF THE GREAT PROFIT 
IN OUR SPECIAL ASSORTMENT OF 

a Elastic” Chair Tips 


con fla t in g of the most salable and profitable rises, 
vis: 

8 Gross Bobber Head Nalls. 

4 100/144 Gross Bumpers. 

17 Dos. Slotted Screw Tips. 

4 Dos. Wood Peg Tips. 

8 Dos. Patent Booking Chair Tips. 

4 Dos. Stetson’s Combination Cushion 
Chair Tips. 


"Elastic” Chair Tips 


Prevent Injury to floor and carpet, stop the noise, 
nuisance in the home, the schoolroom, the restaurant, 
the public hall—wherever wooden chairs are moved 
about on wooden floors, concrete or tiling. 

Their almost universal usefulness and 
necessity make them most profitable 
sellers—if pushed. 


* ‘Elastic” Chair Tips. 
Order the “Elastic” Assort¬ 
ment now—display It—then 
watch the “Elastic” sell! 


ELASTIC TIP CO. 

370 Atlantic Ave., Boston, Mass. 
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Columbian Tape-Marked Pure 

Manila Rope 


-and illustrates the confidence that 

you can place in Columbian, the rope 
with the red, white and blue Tape-Mark¬ 
er guarantee in every foot. Whether 
those men work six or sixteen stories 
up it's all the same to them when they 
know that every foot of the rope con¬ 
tains this marker.” 

Mr. Dealer — Columbian has a 
special appeal to men on such hazard¬ 


ous jobs as the one illustrated. The 
knowledge that you sell the rope with 
the red, white and blue Tape-Marker 
guarantee of strength and durability, 
will draw them to your store for all 
their cordage requirements. Are you 
prepared to supply the dem'and for Col¬ 
umbian? If so, let us send you a large 
poster card to place in your store win¬ 
dow featuring the Tape-Marker. 


Columbian Rope Company 

352-80 GENESEE ST. 

Auburn, N. Y. The Cordage City 

Branches: New York Chicago Boston Baltimore Houston 
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The Tritch Hardware Company 

DENVER 

Jobbers 

To the Merchants of the Rocky Mountain West 

. ... = = . === . ========== ==— •» 

DISTRIBUTORS OF 

QUICK MEAL STOVES 

VIKO ALUMINUM 

MANNING-BOWMAN LINE 

PLYMOUTH ROPE 

VALLEY FORGE CUTLERY 

AMERICAN BEAUTY ELECTRIC IRONS 

MAYDOLE HAMMERS 

PENNSYLVANIA LAWN MOWERS 

WHITE MOUNTAIN ICE CREAM FREEZERS 

P ft F CORBIN BUILDERS HARDWARE 

ONEIDA COMMUNITY PLATE 

DISSTON SAWS 

GATES TIRES 

REMINGTON GUNS AND AMMUNITION 
ONTARIO KNIFE COMPANY CUTLERY 
QUAKER PIPELESS FURNACES 
MARSHALLTOWN TROWELS 
HYGRADE LAMPS 

AMERICAN STEEL AND WIRE PRODUCTS 


FRANK A. BARE 

President 

O. B. BARB 

Vice President 


R. B. GENTRY 

Treasurer 

H. R. HUFFMAN 

Secretary 
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NEW YORK STAMPING COMPANY 

Brooklyn, New York 


Portland 
Lot Angeles 
8euttfe 


INSIST ON THE 
“GENUINE" 
ACME 


SOLD BY ALL 
FIRST - CLASS 
JOBBERS 
THROUGHOUT 
THE WEST 


ONE PIECE 
GOLD HANDLE 


THEY BUILD 
UP YOUR 
TRADE AND 
SATISFYYOUR 
CUSTOMERS 


Pacific Coast 
Representatives 

Wm. P. Horn Co. 

Rialto Bldg. 
San Francisco 


New Style “ACME” Fry Pans 








HARNESS SNAPS BRING 


Without 

Extra 

Overhead 

Ik rism / 




A TALK WITH 
PROGRESSIVE 
HARDWARE 
DEALERS 


If your jobber doesn’t sell "Anchor Brand 1 
Hardware Products please notify us. 


NO. 14 ROUND EYESNAP 


No. 15 LOOP EYE SNAP 


NO. 16 SWIVEL EYE SNAP 


Many hardware dealers are already 
well established in this lucrative field, 
selling snaps and other harness hard¬ 
ware and increasing their profits with¬ 
out increasing their overhead. 

A good assortment of harness snaps 
does not require extensive space. 

A reasonable variety of standard 
types, such as those illustrated on 

this page, can be carried without inconven¬ 
ience. When the snaps are displayed, farm¬ 
ers and teamsters are attracted to your store 
and they form the habit of trading with you 
regularly, buying merchandise in general, in 
addition to harness hardware. 

A moderate investment of this kind has often 
been the means of building up a profitable and 
permanent business. 


NORTH & JUDD 
MANUFACTURING CO. 

NEW BRITAIN, CONN. 
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We make cash registers for every line of business. Priced $75 and up. 

NATIONAL 

CASH REGISTER CO. 

DAYTON. OHIO. 


A receipt printed and issued by 
a National Cash Register — i 


Benefits the customer: 

The plainly printed figures of the amount 
on the receipt show that she has not been 
overcharged. She likes to buy in a store 
of this kind. 

Helps the dork: 

It proves that he registered the right 
amount. The added and printed records 
inside the register give the clerk credit for 
the sale. 

Protects the merchant: 

He knows that to get the proper amount 
printed on the receipt, correct added and 
printed records must be made inside the 
register. 

A National Cash Register is the only machine 

that prints and issues this kind of a receipt. 


nUK CALL turn 

★A -1.00 -0001 JW8-H 

Brown A Storm* 

Tfcia rtcdpt iin tW —seat slyer 


The register prints a record 
of the sale on the receipt. 
The star shows it was a 
cash sale. ”A" is the 
clerk’s initial. The amount 
is $1.00. It was the first 
sale on June 13, 1921. The 
register also prints an ad¬ 
vertisement of the mer¬ 
chant’s store on the front 
and back of the receipt. 
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“There’s More Wear and Tear in a Boy’s 
Play Day Than a Man’s Work Week* 


Who said that? We all know it’s true and that’s why 
Overland wagons are built to stand the kind of wear 
that makes the “built for beauty” kind fit for the re¬ 
pair shop in forty-eight hours. 

At the same time, we know that “looks” sell a wagon, 
so after the wear goes in, we put on the “looks.” 

All steel construction below the box with a brace from the bottom 
of the bed to the front axle mean that when you sell our wagons, the 
only time you see them again is on the street—they don’t come back 
to get “fixed up’’ unless a truck hits them. 

If you want to really “sell,** not just “handle** wagons, write us 

Hunt, Helm, Ferris & Co. 

Harvard, Illinois campuu Bam o*tfut.r, Albany, New York jj m 

Designers and Manufacturers of || CTAR 

•3 LINK 

“' S ome t hing to Salt 

the YmarA r oum l " 

Stalk, Stanchion* 
and Pens 
Litter Carriers 
Water Bowk 
Feed Trucks 
"Hareeeter - * Hay Took 
Door Hangers 
Oarage Equipment 




Equipment 


Tank Heaters 
end OtAsr Pm 











































SWell Lawn Mowers 

MAKE BEAUTIFUL LAWNS” 


A Well Kept Lawn Is Its Owner’s Pride 

Lawn mowers, and their use, is paramount in the minds of those who 
take pleasure in beautifying their homes. 

At this time, such people are particularly good prospects for 
COLDWELL LAWN MOWEKS—they are in a receptive mood, created by 
the necessity of having a good mower with which to keep their lawn 
ship-shape. 

They are attentive and interested listeners to the many 4 * reasons-why *’ 
of Coldwell—points of superiority that extend throughout the entire line, 
from yard-size to estate-size. They share, with you, the confidence of 
our guarantee. 

Why not profit by this demandf 

A proper window display, and carefully worded salesmanship, either in letter or 
personal form, will bring in profitable business. 

These window displays, electros and copy, catalog, and any other help that wo can 
give, are at your disposal. 


ColSWell Lawn Mower Co. 

NEWBURGH. N.Y..U.S.A. 
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The Monarch Refrigerator Works 

Burlington, Vermont 


Union Hardware & Metal Co. 

Los Angeles, California 

Stoss & Brittain 

San Francisco, California 


Digitized by v^ooQle 




















HARDWARE WORLD 


43 


Increase Your Sales with 
Boyco Products 

B Ol CO Galvanized Ware offers many new opportunities 
to Western dealers: First, that of buying a line manu¬ 
factured on the Pacific Coast and, due to that fact, the 
certainty of hav¬ 
ing orders execut¬ 
ed promptly; sec¬ 
ond, the assurance 
of quick delivery. 

The final chief ad¬ 
vantage is the 
dealer’s opportun¬ 
ity to furnish his 
customers with a 
higher quality of 
medium priced 
ware than he has 
ever before been 

able to secure. Boyco Galvanized Ware is made from black sheets and hot galvanized 
after all construction is complete. There are no cracks or crevices; no raw edges; no 
smallest bit of surface exposed; and no chance for rust or leakage. 



They Stand the Bnbs 

In each case the surface is 
clean, smooth, brilliant and 
full of spangle — a product 
that tells by its very appear¬ 
ance of the better quality 
that is built into it. 


Ask Tour Jobber 

Boyco Galvanized Ware is 
real quality ware; made bet¬ 
ter and finished better. 




Place a trial order with 
your jobber today! Put 
this line on display! Show 
it to your customers—you 
will find that it sells on 
sight and brings repeat 
business to your store. 



Boyle Manufacturing Company 

5100 Santa Fe Ave., Los Angeles CALIFORNIA 21 Sutter Street, San Francisco 
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TheEASY 


Champion Blowers, Forges, Drills and Screw Plates 


Screw Plates In Pour Styles, Cutting up to 1 y t " 

CHAMPION TOOLS, Built for Service 
CARRIED IN 8TOCK AND DISTRIBUTED 
BY ALL THE LEADING JOBBERS 
Write for Our 350 Page Catalog 

CHAMPION BLOWER A FORGE CO. r? 0 . ”*??; 

Lancaster, Pik, U. 8. A. Drlu * 


Sterling 


1 _ _ r .*^ 

No. 401. EiTet Forge 


Electric Black 
■mith Blower. 


TUNGSTEN STEEL 


Flexible 


HACK SAW BLADES 


Many years of personal caretaking attention to manufacturing details have produced 
in STERLING Blades a cutting tool of unquestionable merit. 

We claim Endurance—Dependability—Fast cutting — Long Life — Satisfaction to 
Dealers and Consumers. 

Users declare that our slogan—“They don’t Scratch, They Cut”— tells the story. 
SOLD THROUGH JOBBERS ONLY 


CORRESPONDENCE RESPECTFULLY SOLICITED 


DIAMOND SAW & STAMPING WORKS, BUFFALO, NEW YORK 


CALDWELL SALES COMPANY 

Lachman Building, Boom 321, 417 Market Street, San Frandsoo, C&L 
Exclusive Pacific States Bepxeeentatlvee 
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We tell ’em— 
You sell ’em! 

I N the shops and factories and 
building operations of the 
country, two generations of 
America’s finest mechanics are 
teaching the younger men to 
know Starrett Tools, and to de¬ 
mand them. 

And in the publications that me¬ 
chanics read, Starrett advertis¬ 
ing month in and month out 
steadily hammers home the story 
of Starrett Tool quality and 
service. 

Starrett Tool advertisements and 
Starrett Tool users are helping 
Starrett dealers everywhere to 
make sales—and more sales. 


Wo toll ’em—you sell ’em. 
Look over the new Starrett 
catalog, No. 22 “BF”—and 
stock up. 

The L. S. Starrett Co. 

The World's Greatest Toolmakers 

Manufacturers of Hack 8aws 
Unexcelled 

ATHOL, MASS. 


k .J\ 





Chicago 

MARK 




Appearance—Economy 
—Durability 

The 

“Ajax” 



In the “Ajax” we offer a Floor 
Spring Hinge with Ball Bearings 
at the top of the Hinge, away 
from dust and moisture. 

Alignment Adjustment that is 

easily accessible. 

Boiler Bearings for the piston, 
to overcome friction. 

Durability, Economy and Ap¬ 
pearance, backed by our REPU¬ 
TATION. 

Send for Catalogue C 36. 


Chicago Spring Bat! (tompang, 


CHICAGO 


NEW YOHK 


Ewing-Lewis Co., San Francisco, Los Angeles 
Pacific Coast Representatives 
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THE JAMES SWAN 

COMPANY 

SEYMOUR 


CONNECTICUT 

BITS 

i 

CHISELS 

AUGURS 

imp 

DRAW KNIVES 





NAIL SETS 
GIMLETS 


GOUGES 

SCREW DRIVERS 


New York Office: 28 Warren Street 

WE WERE AWARDED THE MEDAL OF HONOR ON ME0HANI08* TOOLS AT THE PANAMA- 

PACIFIC EXPOSITION 

Sold by THOMSON-DIGGS COMPANY, Sacramento California 


PHOENIX 


''MTV H0RSE and mule shoes 

/IN 1A and BULL DOG TOE CALKS 

BEST IN THE WORLD 


Phoenix Shot! art Kopt in Stock by tho Following Houses 


Albuquerque, New Mexico.J. Korber & Oo. 

Boise, Idaho.Northrop Hardware Oo. 

Butte, Montana.Montana Hardware Oo. 

Denver, Colorado... .Moore Hardware & Iron Oo. 

£1 Paso, Texas.Momsen-Dnnn egan-Ryan Oo. 

Fremo, California.Inland Iron Oo. 

Hamilton, Montana... .The Valley Mercantile Co. 
Los Angeles, CaUf.— 

W. T. MoFie Supply Company 
Percival Iron Company 
Waterhouse & Lester Company 

Ogden, Utah.Geo. A. Lowe Company 

Phoenix, Arizona— 

Palace Hardware & Arms Oo. 

Arizona Hardware A Supply Co. 


Portland, Oregon— 

Northwestern Hardware A Steel Oo. 

J. E. Haseltlne Company 

Pocatello, Idaho. .Salt Lake Hardware Company 
San Francisco, Calif.— 

Holt Bros. 

Scovel Iron Store Company 
Spotswood-Helfer Company 
Tayler & Spotswood Company 
Waterhouse & Lester Company 

Salt Lake City, Utah-Salt Lake Hardware Co. 

Seattle, Washington.Gray Brothers 

Stockton, Calif.Hickenbotham Brothers 

Tacoma, Washington.West Coast Steel Co. 

Tucson, Ariz...Albert Stelnfeld A Co. 


MANUFACTURED B7 

PHOENIX HORSE SHOE CO. 

Largest Horse Shoe Manufacturers in the World 

ROLLING MILLS AND FACTORIES JOILET, ILL., POUGHKEEPSIE, NEW YORK 
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NORTHLAND SKIS—TOBOGGANS —SNOW SHOES 

Every one a good seller—and profitable, too. Order early for next season—prices are down now 
NORTHLAND SKI MFO. 00., 2330 Hampden Ave., St. Paul, Minn. J^'wnu 


Write 

for 

Catalog 


“THE RECOGNIZED LEADER” 


ELECTRO-ZINCKED AFTER WEAVING 

GALVANOID has won the pre-eminent favor of the trade because it is the most depend¬ 
able zincked screen cloth made. You can confidently recommend GALVANOID to your 
best trade. 

ORDER NOW AND TAKE SHIPMENT EARLY 

If your Jobber cannot furnish, advise ns and we will see that yon are supplied. 

WE ALSO MANUFACTURE 
BRONZE, COPPER, PAINTED AND GALVANIZED 

AMERICAN WIRE FABRICS CO. 

208 So. La Salle Street, Chicago, Illinois 
FACTORIES: 

Chicago, Illinois Mt. Wolf, Pa. 

REPRESENTATIVES: 

EWING-L»EWI8 CO., San Franieeo and Lob Angeles, CaL D. L. HERMAN, Seattle, Wash. 


Digitized by boogie 



























48 


HARDWARE WORLD 


“Pittsburgh Perfect" 

Electrically Welded 

Farm Fencing 

Maximum strength, durability and 
appearance are combined in this one- 
piece fence fabric. Electrically 
welded at every joint, thus eliminat- 
ijig wraps, twists and ties that add 
weight and hold moisture. Made 
exclusively of our own Open Hearth 
steel, heavily galvanized. A per¬ 
fected fencing; every rod guaranteed. 
Designs and heights to meet every 
need. Write for Catalogue. 



Pittsburgh Steel Company 



GENERAL OFFICES: PITTSBURGH, PA. 
Pacific Coast Office 

369-363 Monadnock Bldg., San Francisco, CaL 

Distributors of “Pittsburgh Perfect 1 ' and 11 Columbia ’ 9 
Wire Fencing 

Dunha m . C&rrlgan ft Hayden Oo. Whiton Hardware Company 
„ ^ San Francisco, Cal. Seattle, Wart. 

Northern California and Nevada Washington and Oregon 




Superior 

Casement Adjuster 

For windows that open out 
Operates without disturbing the screen 

Superior Casement Adjuster ie the moat 
convenient to operate because all that ia re 
quired to unlock and move the window Is to 
simply move the handle; when you let go the 
handle the window is locked automatically. 

Superior Casement Adjuster is the strong 
est because it locks on the rod fastened to 
the window and thus combines the strength 
of the two rods. 

Superior Casement Adjuster holds the win 
dow firmly at any angle and doea not allow 
the window to rattle. 


SUPBRIOR SPRING HINGE CO. 


Handle Detached. Out shows Right Hand Casement Adjuster 


550 W. Lake Street, Chicago 




Door Hangers and Tracks f 


Quality hangers 
of oneap 


aad tracks designed to overcome all the troubles and 
draw-backs of cheaply built hangers and tracks that are made merely to sell 
at a pries. Wagner Hangers have roller-bearing wheels, tandem trolley with 
bumper on end to protect wheels, a very simple end practical earn vertical 
adjustment and other features that put them out of the ordinary class. Traeka 
are self-cleaning, bird-proof and much heavier than ordinary traoks. They 
please customers and build trade. Wilts for cstalog showing entire line. 



RoUmt Bearing* 


Complsto stock carried at Tigard , Oregon, Branch 


WAGNER MFG. 00., Dept. T, Cedar Falla, laws 


Digitized by 


Google 














HARDWARE WORLD 


49 



Making a “Best Seller” 

Vises, in constant use on the home work bench, 
garages and shops, can be made your (t best seller” 

Not by hiding them under counters or in the rear 

of your store 

But by displaying 

them in the sales 

stand that is sent 

free with your first wF 

order of PRENTISS 

VISES. 


This handsome sales stand, which holds a full 
array of the most generally used PRENTISS 
VISES, will act as an always-working salesman. 
Order the stand and the vises today, and your 
vise business will immediately show an activity 
that will surprise you. 


“ON THE BENCH 
SINCE 1868" 

Ask your jobber or write 


PRENTISS VISE COMPANY • 106-110 Lafayette Street, New York City 


SAGER CHEMICAL 
PROCESS AXES 

AND 

BULL DOG 
LOGGING TOOLS 

Recognized all over the 
United States as the 
BEST money and skill 
can produce 

WRITS FOR CATALOGUE 



HIGHEST HONORS. 
AWARDED 

BY 




HAY-BUDDEN 


Solid 

Forgod 




WARREN AXE CTTOOL CO. WARREN. PA.U.S.A. 
OAILY CAPACITY 9000 AXES AND LOCOING TOOL* 



YOUR JOBBER WILL SUPPLY YOU WITH 
THE OLD RELIABLE 

GENUINE 
Hay-Budden Anvil 

Hundreds of thousands in use and giving 
perfect satisfaction. 

A LOOSE FACE IMPOSSIBLE 

FULLY GUARANTEED 

WESTERN 8ALES REPRESENTATIVES 


Omer Cox, Atlas Building, 
ex and c 


San Francisco, California 
. _ Oil. 


Sands A Cox, San Fern; 

Strlmple & Cox, L. 

Strimple A Cox, Corbett Building, Portland, Oregon 
Jones A Cox, Newhouse Building, Salt Lake City. Utah 
Taylor, Youngs A Cox, Temple Court Bldg., Denver, Colo. 


Fernando Building, Los Angeles, C 
i. 0. Smith Bonding, Seattle, Wa 
Corbett Building, Portland, Oref 


Digitized by v^ooQle 







50 


HARDWARE WORLD 


Breezo 

Disk Fans 


U ^ vx Breezo has a maximum capacity of 1000 cu. 

Sfo ft. of air per minute. This means 1000 cu. ft. of 
/ IN? Oife/I a * r remove d or fresh air introduced and not 

fj D 1 W Breezo is the fan of a thousand uses, it will 

ia.' remove the noxious fumes of paint, oils, var- 
nishes and other finishing materials. 

Jpr Will remove foul air or excessive heat from 

lavatories, engine rooms, kitchens and restau¬ 
rants. 

Improves the efficiency of the men working in factories by removing dust, lint, 
steam and overheated air. 

EASY TO INSTALL—POSITIVE IN OPERATION—NOISELESS. 

Dealers, this is a fan that can be used in hundreds of different ways—and is a 
GOOD SELLER. Breezo is complete, just screw plug into lamp socket, set fan in 
place and it is ready to run. 

Can make immediate shipments from Los Angeles branch. 


For information write Department 37 

BUFFALO FORGE COMPANY 


Buffalo, N. Y. 


PORTER’S 

New Easy Bolt Clippers 


Look! 

A New Clipper 


The “Pony” Riveter 

Every “PONY” Machine will set both tubular 
and split rivets and is the best riveter made for 
repairing harness. 



12" long; cuts up to 3/16". 

The low price will sell it over the counter. 
No tool kit complete without it. 

Ask your jobber for 

Porter’s No. 1866 Clipper 

SALES OFFICES: 

Omer Cox, Atlas Building, San Francisco, California 
Sands A Oox, San Fernando Building, Los Angeles, OaL 
Strimple A Oox, L. O. Smith Building, Seattle, Wash. 
8trimple A Oox, Corbett Building, Portland, Oregon 
Jones A Oox, Newhouse Building, Salt Lake City, Utah 
Taylor, Youngs A Oox, Temple Court Bldg., Dearer, Oolo. 


Every Fanner Should Have One 

The Machine is guaranteed against imperfections 
in workmanship and material, and the body being 
made of MALLEABLE IRON, will not breakif 


abused. 


MADE BY 


H. K. PORTER 


Everett, Mass. 


F. H. SMITH MANUFACTURING CO. 
3047 Carroll Ave n Chicago, Illinois 

Manufacturers of 

“Perfection” Spots, Spot Setting Machines and 
Rivet Setting Machines 
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WM. H. OTTEMILLER CO., York, Pa. 
Maiifactirars of Gap and Sat Straws, Straw Mathiaa Work 

REPRESENTATIVES 

Omer Cox, Atlas Building, San Francisco, California 
Sands A Cox. San Fernando Bldg., Lot Angeles, OaL 
Strimple A Oox. L. C. Smith Bldg., Seattle, Wash. 

Jones A Oox, Newhouse Bldg., Salt Lake City, Utah. 

Taylor, Youngs A Oox, Temple Court Building, Denver Colorado 
Strimple A Oox, Corbett Bldg., Portland, Ore. 


“I Tell You 
It’s a Great Saw” 


San Francisco. Oalif. 


Portland, Oregon 


Seattle, Wash. 


Vancouver, B. O. 


m HAT’S what Si says, and being a car¬ 
penter he knows. For keen, edge-hold¬ 
ing saws that cut true and do not bind, 
Simonds Blue Ribbon line leads the world. 
Hardware dealers appreciate the value of 
such a consistent line of trade increasers, 
and as a result many are handling the Si¬ 
monds line exclusively. It means satisfied 
customers and reasonable dealer’s profit. 


Write for our prices and discounts. 


Simonds Manufacturing Co. 

“The Saw Makers ” 



BOLLER’S CRANK MOP WRINGERS 

Can Ba Usad Everywhere 

Large Openings, Long Leverages and Cranks to 
turn out the Mops. No pulling or tearing the 
Mops to pieces. For QUALITY MOP WRINGERS, 
where one sale means repeat orders, stock our line. 

PETER BOLLER NMCHME WORKS, 122-124 K. Curtis St, Chicago, HL 
Pacific Coast and Inter-Mountain Representatives 
THAYER A BOWER 

845 Mon adnock Bldg., San Francisco, 820 Story Bldg., Los Angelas 
Seattle and Denver 
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SPRING JOINT STEEL 

WITH NOTEWORTHY IMPROVED FEATURES 
INSURING ACCURACY OF READING, EASE OF USE, AND SAVING OF TIME 

APPEAL TO MECHANICS ON SIGHT 


“Forstner” Brace and Machine Bits 

For Fine Carpenter, Cabinet and Pattern Work 

SPECIALLY ADAPTED FOB HABDWOOD WORKING 

The Forstner Labor Saving Anger Bit, unlike other bits, is guided 
flBS5ES5SES5^^^ by its Circular Bim instead of its center; consequently it will bore 
™ any arc of a circle and can be guided in any direction regardless of 

grain or knots, leaving a true polished surface. It is preferable and 
more expeditious than chisel, gouge { scroll-saw, or lathe tool com¬ 
bined, for core-boxes, fine and delicate patterns, veneers, screen 
work, scalloping, fancy scroll twist columns, newels, ribbon mould¬ 
ing and mortising, etc. 

Manufactured by THE PROGRESSIVE MFO. CO., Dept. "A," Torrington, Conn. 

Enquire of Tour Hardware Jobbers, or Write Us Direct. Supplied in Sets Write for Catalogue 
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Assortment Number DB3 

Mounted with Six 4-Inch Crescent Wrenches 
Size, 8J x 11} Inches 

D UT this display on top of your 
* show case and it will make 
that little 3x8-inch space which 
it occupies the best paying spot 
in your store. It will not only 
sell the 4-inch wrenches, but will 
stimulate the sale of the other 
sizes. 

The store with the best display 
of tools for the automobilist is 
the one that is going to get the 
business. The Crescent Wrench 
is one of the best tools for the 
automobile owner that has ever 
been put on the market. 

This display board is made of 
heavy cardboard, attractively de¬ 
signed and provided with an easel 
back which locks and will not 
fall over on a glass show case. 
The six wrenches will be billed to 
you at regular discounts. No 
charge for display board. 

Order From Your Jobber 

CRESCENT TOOL CO. 

JAMESTOWN, N. T. 


Every Foot of 


Ludlow-Saylor “Perfect” 
Galvanized Hardware 
Cloth.... 



by reason of 

our thorough 

equipment, 

extensive 

experience 

and 

established 

high 

standards, 
is more than 
a Galvanized 
Hardware 
Cloth; 
it is “The 
Hardware 
Cloth 

that stands 
Hard wear” 
and is 

“Guaranteed” 


It is woven of the best steel wire, 
the joints are all securely soldered by a 
good coat of galvanizing after weaving, 
and measures up to the most exacting 
demands of critical customers. 

Order your requirements through 
your regular jobber, also the “Perfect” 
Window Screen Cloth, Poultry Netting, 
Ply Traps, etc. 


Manufactured by 

The LUDLOW- SAYLOR 
WIRE CO. 

8T. LOUIS, MO. 
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There Is i Difference in Wasbers 


I 



Great Aeeortment of 

Ears, Knobs and Handles 


Just as in an other commodity. Our Washers are 
made of the Best Material and with the utmost care. 
That's why the largest users of Washers prefer those 
of our make. 

We also make 

Maleahls Washers sad Cast Ires Washers 
Wreeght sad Steel Plate Washers 

of all descriptions. Round and Square, Plain or 
Galvanized. 



Aasealed Best Bans 


False Plates 
nates 


PROMPT SHIPMENT 8 

Wrought Washer Mfg. Co. 

MHwuktSi Wto. 

Coast Representatives, 

HTJGHSON & MERTON, Inc. 

San Francisco. Oil.; Los Angeles, Cal.; Portland, Ore.; 
Seattle, Wash.; Denver, Colo. 


r\ 



Leading Supply House in America for this 
Class of Goods. Ask for Samples, Catalogue 
No. 9 and Prices. 

Office, 229-231 Arch Street 
Store, 237 Arch Street 

Warerooms and Factory, 110-114 Broad Street 

BERGER BROS. CO., Mfgrs. 

T >rrrr.ATVPrr,pTTTA 
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KESTER 

Acid-Core Wire Solder 

K ESTER Acid-Core Wire Solder is an ingen¬ 
ious solder that combines solder and flux. 
As shown by the phantom view, the flux is 
contained in little pockets in the hollow wire of 
solder. As the solaer melts the flux is released 
and flows out on the part to be soldered. 

This self-fluxing soldering method is a great 
improvement over the old separate-fluxing way 
and for that reason is being widely adopted by 
garagemen, plumbers, tinsmiths, telephone line¬ 
men, factory handymen, manufacturers, house¬ 
holders and all solder users. 

The elimination of the separate fluxing oper¬ 
ation saves one-half of the workman ’b time. There 
are no time-consuming, wasteful, mussy pots 
or cans of flux to bother with. 

Perfect fluxing is assured. No Kester-sol- 
dered job fails to hold or requires resoldering. 
Because the solder and flux are scientifically 
proportioned to each other in the manufacturing 
process, they flow out on the job together in 
just the right proportions to assure a perfect 
weld. 

Hard-to-get-at places, almost inaccessible any 
other way, are easily and quickly reached with 
this handy wire of self-fluxing solder. 

The combining of solder and flux does away 
with the stocking of easily broken bottles and 
jars of flux and gives the dealer two sales— 
solder and flux—in one. It is put up in handy 
form for sale in hardware stores in one pound 
coils in cartons, and on one, five and ten pound 
spools. It is easily stocked and easily sola—no 
weighing—no cutting—no lifting of heavy bar 
solder. 

Kester Solder is made in two forms—Eester 
Acid-Core Wire Solder for general and automo¬ 
tive work for soldering all metals except alum¬ 
inum, and Kester Rosin-Core Wire Solder for 
delicate electrical work. 

Kester Solder is manufactured by the 

CHICAGO SOLDER CO. 

4229 Wrightwood Ave., Chicago. 

Free Samples can be had for the asking 



And a Shotgun in One 

All Model ’99 Take-Down Savage Rifles 
Can Now be Made Into a Shotgun With 
the New Interchangeable .410 
Gauge Savage Barrel 

N O DELAY—you don’t need to send it to 
the factory for adjustment. In two min¬ 
utes you can change it yourself. It’s the 
most common-sense, useful, and convenient 
addition that has ever been introduced with any 
line of rifles. 

Every owner of a Model ’99 Savage Take- 
Down Rifle will want a .410 gauge barrel, be¬ 
cause with it he can hunt big game or spend an 
off day at Camp shooting partridge or rabbit. 

And remember the .410 gauge barrel is 
interchangeable with any regular barrel in any 
caliber on any Model ’99 Take-Down Savage 
Rifle. But it has to be a Savage! 

In ordering be sure to specify whether rifle 
is a featherweight model or a regular model. 

Model ’99 Take-Down Savage Rifles 
to which the .410 Gauge Barrel can be adjusted 

.30-30 Savage Regular .250-8000 Savage 

.303 Savagu Regular .30-80 Savage Fwt. 

.22 Savage Hi-Power Pwt. .303 Savage Fwt. 

The .410 Barrel is also adjustable to the old 
Savage rifles caliber .25-35, .33-55, and .32-40, 
which are no longer manufactured. 

Savage Arms Corporation 

UTICA, NEW YORK 

Executive and Export Offices: 50 Church St., New York 
Owmtrt mmi Opmrmtmn of 

J. Stevens Arms Company, Chicopee Falls, Mass. 
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GET IN A SUPPLY OP 

NOVELTY FORCE PUMPS 

And treat your customers to the best. 

i \ We are the man- 
01 (V ufacturers of the 

/ i Vy original ‘Novelty’ 

I i \\ g i Pump for WELLS 

(If Si; and CISTERNS. 

w v gj | Its patented han- 
rX?* S wt i d 1 e attachment 

renders it the most 
j| durable, e asiest 

iL j working and best 

fitted pump. 

Its imitations are 
“ yV I \ f a r inferior, be- 

\ cause they are not 

as accurately con- 
\ structed and do 

1 not produce as 

a , J* v large a volume of 

& /' L water with each 

•4 V 8 Don’t delay- 

write for circular 
and special prices 
(No. 130) at once! 


THE HES&-SNTDER CO., Massillon, Ohio 


“EASY EMPTYING” 

Grass Catchers 

*f Favorably known the 
world over” now made 
with 

Re-lnforced 
Non-Sipping 


Durable 

Many exclusive 
patented fea¬ 
tures and strong 
selling points 
explained in 
Catalog No. 20. 

Write for it 

SOME OF OUR PACIFIC COAST JOBBERS 
California Hdwe. Oo. Baker, Hamilton & Pacific 

Union Hardware k Metal Oo. 

Co. Honeyman Hdwe. Oo. 

Hoffman Hdwe. Oo. Jensen, Kina, Bird k Oo. 

Harper k Reynolds Oo. The Sohaw-Batcher Oo. 

Faillng-McOalman Oo. Schwabacher Hdwe. Oo. 

Marahall-Wella Hdwe. Oo. Seattle Hardware Oo. 
Holley-Maaon Hdwe. Oo. The Thomaon-Digrga Oo. 
Dunham, Carrigan k Hayden Oo. 

THE SPECIALTY MFC. CO., St Puri, Mk&,U.S.A. 


GENUINE 

■PHILADELPHIA 

Most Popular and Highest Grade Lawn Mower in the World and has been since 
1869, when the first side wheel Lawn Mower, a “PHILADELPHIA” was put on 
the market; and there has been a steadily increasing demand ever since for the m 
Genuine PHILADELPHIA Simplicity of design, Vanadium Crucible Steel 
Styles "Graham" and "A" Blades, Bearings bored with rifle barrel accu- k 

PracticaUy Indestructible racy > tho b ? 8t mat " ials a “ d workmanship that Jj) 

CVer wen * into a ^awn Mower—these are the 


Send for Catalog 
and Disoonnts NOW 


MOTOR MOWERS are becoming more popular each 
season as great time and labor savers for Parks, Ceme¬ 
teries, Golf Courses and large Estates and like onr Hand 
and Horse Mowers, the Genuine 4 *PHILADELPHIA" are 
the very finest that can be produced. 

THE PHILADELPHIA LAWN MOWER 00. 
31st and Chestnut Streets, Philadelphia, Pa. 

HAVEN k HAVEN, 508 Mission St., San Francisco, Cal. 
Selling Agents 


MOTOR Mowers, 30-inch walking type; 
40-inch riding type; combu—»„« lawn 
roller and lawn mower. 
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MR. DEALER 

Have you placed your Sprayer order for 
19211 We want your business, and your 
trade wants our Sprayers. 

REMEMBER 

There is no other line of Sprayers so simply 
made or that gives better satisfaction to 
Dealer or user than 

THE UTILITY LINE 



SStSSi 



No. 40 Portable Outfit 

Write for 
Catalog and Prices 

ALBERT LEA SPRAYER CO 

ALBERT LEA, MINK. 




I if«T*f* J* 




Here are hangers designed to improve sliding door¬ 
ways on barns, sheds, garages, warehouses and 
similar buildings—to make them easier to open or 
close—to keep them on the track—to overcome 
binding through sagging or warping of timbers. In 
a word, to produce such sliding doorways as to have 
the purchaser forget entirely that difficulties in the 
opening and closing of sliding doorways ever existed. 
And there are Twelve Styles of Myers Stayon and 
Tubular Door Hangers and Track to meet every re¬ 
quirement. Catalog and prices to the trade. 


F.E.MYERS a BRO. Ashland. 

I ASHLAND PUMP AND HAV TOOL. WORMS Un IO. 



The General Service Pump 

For Working Pressures of 125 Lbs. or a 
285 Ft. Head 

Here is a pump for all classes of work— 
domestic and farm water supply—garden 
sprinkling—boiler feed in steam heating sys¬ 
tems—pneumatic pressure systems, powered 
with either gas or electric motors. 

It is well adapted, in the larger sizes, to 
supplying water on construction jobs. Gaso¬ 
line or oils may be readily pumped, since the 
valves are solid bronze and will not be 
damaged. 

Built in five sizes, capacities up to 4200 gals. 

Write for Bulletin H. 

THE BARNES MANUFACTURING CO. 

Mansfield, Ohio 


Digitized by 


Google 















58 


HARDWARE WORLD 


REMEMBER 

Lane Hangers 



Send for Catalog showing other styles 
Aluminum Model Free on Request 


ATTRACTIVE PRICES 
IMMEDIATE SHIPMENTS 


LANE BROS. COMPANY 

River Street 

POUGHKEEPSIE, N. 7. 


YOU ARE RIGHT IN 
RECOMMENDING 

“WORLD* 8 BEST* * 

IN NAME AND FACT 

World’s Best 
Tubular Track 

Bam, Factory 
and 

Warehouse 
Door Hanger 


EXCLUSIVE FEATURES 
Frame is best grade malleable iron 
Wheel underneath track prevents derailment. 

Wide bearing of the wheel distributes weight and 
makes it the Eaaleet Running Hanger ou the market. 

Packed one pair in box complete with bolts: one- 
half doxen pairs in a case. 

Track has Slidable Bracket, which has made the 
World’s Best Hangers so popular with the building 
trade. 

If your jobber can’t supply you, we will. 

THE TOPPING MFG. CO. 

For 18 Yean Safety Door Hanger Co. 
ASHLAND, OHIO, U. 8. A. 



Shelby !*“ Hardware 


WE ALSO MAKE 




Mortise 


Screen 


Floor 
Hinges, 
Spring 
Butts, Door 
Checks, 
Push ana 
Pull Plates, 
Door Hold- 
e r s, Push 
Bars, Foot 
and Chain 
BoltB, Door 
Bolts. Cup¬ 
board Turns, 
C u pboard 
C a t c h e s, 
Card Hold- 
e r s, Toilet 

Paper Holders, Garage Door Holders, Chest Han¬ 
dles, Casement Window Adjusters and Fasteners, 
Sash Locks, Sash Lifts, Mortise Locks and 
Latches, Basement Window Sets, Wire. Coat and 
Hat Hooks, Ceiling Hooks, Hall Hooks, Screen 
Window Hangers, Door Braces, large line of 
Screen Door Hinges and a number of items not 
mentioned. Ask for catalog today. 

The SHELBY SPRING HINGE CO. 

SHELBY, OHIO, U. S. A. 

COAST REPRESENTATIVES 
POND HARDWARE 00., D. L. HERMAN, 
Los Angeles, Cal. Seattle, Wash. 


SAMSON SPOT SASH CORD 




Extra quality, guaranteed free from all imperfections. 
Can be distinguished at a glance by the Colored Spots. 
Specified by architects and builders everywhere. 

We manufacture braided cord in all sizes and colors, 
for all purposes. Carried by all jobbers. 

Sash Cord Shade Cord 

Clothes Lines Masons' Lines 

Solid Braided Rope Chalk Lines 

Send for catalogue and samples 

SAMSON CORDAGE WORKS - Boston, Mats. 

JOHN T. ROWNTBEE, INC., Rep. 

San Francisco, Lob Angeles, Seattle, 

Denver, Salt Lake City 



” THE 
“CANNON 
OILER” 


FORCES 
THE OIL 
ANYWHERE 


GessiM 
Cannon Pump 
Oiler* 

Force the oil 
anywhere re¬ 
gardless of po¬ 
sition ol can. 

1 pt., 1% pt», 

1 qt. 

Write for 

Catalog. 

CANNON 
OILER CO. 

Kelthsbnrg, HL 
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THRIFT 


is in 


THE SADDLE 


T ' The day of the easy 

dollar it gone. Thrift 
it uppermott and — 

Our Perfection Economy Cobbler 
|| is the one article to put into the 

nLq ■'. ^ T It is the Perfection Economy that 

|Pj 'ru**" takes the stitch in time and saves 

the proverbial nine. 

r?tm (p SSRk\ ~ Holds a full complement of lasts, 

w mSch _ stands, tools and findings, and en¬ 

ables the head of the house to make 
his own repairs on the family foot¬ 
wear. 

Mr. Merchant, you should stock 
this Cobbler Set. It sells readily 
and at a good profit to you. 

THE FATE-ROOT-HEATH COMPANY, Plymouth, Ohio 


trade GUARANTEED . mark : 

FOR GENERAL BOOT &. SHOE REPAIRING. A 


NORTROSS garden 

CULTIVATORS 

« Grouting in Demand 

Sell one to a customer—and 
you get his next door neigh¬ 
bor. 

Comes in (3) sizes, 5- 
PRONG, 3-PRONG and MID¬ 
GET, suited to both Men and 
Women. 

The “NORCROSS" is Dis¬ 
tinctively a “Quality" Line. 

Handsome in appearance 
and built to give long Service 
and Satisfaction. 

You’ll enjoy selling them 
because of their wonderful 
efficiency—and because you 
can confidently recommend 
them. 

More than 300 Jobbers carry the /# 
_“NORCROSS' Line // 


A Favorite With 
the Farmer’s Wife 


All Steel 
Easy To 
Clean 


Manufactured by 

C. S. NORCROSS & SONS 

Bushneli, HI. 
Distributed by 

LEADING HARDWARE 
JOBBERS 
EVERYWHERE 


SteelChums 
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CARRIAGE CLAMP 


(QUICK SALE) 



An exceedingly well made tool, having strong 
malleable frame and steel screw. 


PERFECTION CLAMP 

(THE TEADB WANTS IT) 



This is a strong, durable, convenient 
general purpose Clamp. 


Send for our new catalog showing complete line 
of up-to-date Clamps, and many other “HAR¬ 
GRAVE QUALITY” TOOL8, for which you 
would have a ready market. 

THE CINCINNATI TOOL CO. 

Montgomery and Waverly Aye., Cincinnati, Ohio 

Please address all orders and inquiries as above. 



Established 1863 


“Highest Award (Medal of 
Honor) for FILES and 
RASPS, Panama-Pacific 
International Exposition, 
San Francisco.” 



The Only Wrought Iron Anvil Manufac¬ 
tured in the United States 


The body is made of wrought iron, the face of 
highest grade crucible cast steel. 

The COLUMBUS ANVIL A FORGING CO. 

Columbus, Ohio 


THE BRAINERDULINE 

MOST COMPLETE LINE OF CABINET 
HARDWARE ON THE MARKET 



No. 0M No. 098 No. 1170 


THE BUUNERD MFC. CO., East Rschsstsr, AY, B.SJL 




OUT BUILDING COSTS 
BUT ADD TO YOUR 
PROFITS 

WE HELP YOU SELL 
THEM 

A card to Dept. 50 will 
bring particulars and 
samples 


F. D. SEES MFG. CO. 

Beatrice, Hebr. 

Makers of Brownie Roller Skates 



Sharpen it on a 
Cleveland 


Dull tools are sharpened 
much quicker and easier 
on a power stone. The 
cost of the stone is not 
much, the work is excel¬ 
lent and the man who has 
much grinding — after 
once using a power 
driven grindstone — will 
never go back to the old 
method. 

The Cleveland Stone Ce. 

Cleveland - Ohio 
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Vaughan’s Uncle Sam 
Hammers 

Made of Vanadium 

Competent mechanics insist upon high- 
grade tools. Standardize your stock, re¬ 
duce scattered investment and increase 
profits by concentrating on V & B Tools. 


TYING UP 


The dealer who buys a stock of Union Tool Cheat! 
buys - a product of quality. Unions retain their leader* 
ship solely because of this quality which is shown in 
every detail. 

The raw products that are made into chests in our 
factories are rigidly inspected and subjected to tests 
and experiments of considerable importance. They must 
by right! When the chest is finished it becomes a unit 
or that tying up policy of the company. 

This policy consists of these points: 

The best tool ehest at any price. 

A liberal selling agreement with the dealer. 

National advertising in general and technical maga¬ 
zines. 

A wide range of sales points. 

“Satisfaction or Money Back” guarantee to the 
buyer. 

Chests for every mechanic, and sportsmen and house¬ 
holders. 

No after sale service. 

And last, but not least l satisfied customers who 
advertise you and Union Tool Chests. 


When you tie- 
up with 


you tie-up 
for life. 


UNION TOOL CHEST COMPANY 

105 Mill Street, Rochester, N. T. 


Ho. 41, 20 os.; 41 H, 16 °s.; 
42, 13 os.; 42Vs, 10 os. 


Vaughan’s Uncle Sam Supersteel Hammer 
is pre-eminently a quality tool. It is the 
strongest, toughest nail hammer made. 

VAUGHAN A BUSHNELL MFG. CO. 

For Over 50 Tears Mahers of Fine Tools 

2114-2138 CarroU Ave. .... Chicago 


SPRING HINGES 


STANDARD FOR OVER 45 YEARS, and steadily improved, retaining superiority 
over all others. In universal demand. QUICKEST TO SELL. Easiest to apply. 

BOMMER SPRING HINGE COMPANY, Manufacturers, Brooklyn, N.T. 
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Remove Stock Rapidly 
R and Smoothly ▲ 


r piles! 

OF 

kOUAUTYi 


DELTA 


Is the only Line of Files 
from 3 to 24 inches that are 
made absolutely of 

CRUCIBLE 

STEEL 

This high quality material 
and our scientific hardening 
and tempering methods en¬ 
able us to produce files of 
exceptional durability. 

Delta Files are made in sev¬ 
eral shapes and sizes—there 
is a shape and size for your 
particular requirement. 

Use Delta Files in your shop 
—you will increase your out¬ 
put and greatly reduce your 
cost of filing. 



DELTA 


This trade mark safeguards the 
interests of thousands of file users 
everywhere. Always look for it. 


DELTA FILE WORKS 

PHILADELPHIA, PA 




Slaymaker Padlock 

FOR AUTOMOBILE TIRE CARRIERS 

The Universal Ike 
Carrier Lack 

Adapted for use 
on ALL ears. The 
only lock that will 
completely protect 
tires on the new 
tire-carrier on the 
Buick, Overland, 
Oakland, Chevro¬ 
let, Do-rt, Nash, 
No. 1098 Haynes, Ford, etc. 

Size across case 1% inches. 

Inside measurement of shackle is % of an 
inch. Adjustable to 1% inches, insuring a perfect 
fit of the lock on the tire-carrier. Diameter of 
shackle is % of an inch. 

Case—Heavy, cast brass, polished. 

Shackle—Formed nickeled steel rod. 

Spring lever tumblers. In many key changes. 
Two corrugated, nickeled steel keys with each 
lock. Packed, each lock in an individual box. 
One dozen in a container. 

Made only by 

FRAIM-SLAYMAKER HARDWARE GO. 

Lancaster, Pa., U. 8. A. 

A O. RIDDELL Weston Silos Manager 
Higgins Bldg., Los Angeles 


, Los Angeles 


The New *'Triumph* * 


GOPHER TRAP 


MANUFACTURED SY 


TRIUMPH TRAP CO., INC., ONEIDA, N. Y. 

• Lowest Priced Trap 

Easiest Trap to Sat 
Powerful In Action 


a 1 Dos. Traps in Box 
1 Gross in a Carton 

READY TO SHIP 

For sale by the Principal Hardware Jobbers of the West 


OHLEN - BISHOP 

OntOULAB A A Iirri HAND 
CROSSCUT W £\ \\/ %% COMPASS 
BAND |J/\ f f ij BUTCHER 

TOOLS AND TROWELS 

—Made by— 

THE OHLEN-BISHOP CO. 

The Master Saw Makers 

Lawrenceburg, Lid. Columbus, Ohio, U. 8. A. 

Western Trade Supplied Thru Branches at 
San Francisco, CaL Portland, Ore. 
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EASY TO HANDLE 

OUR PATENTED PRESSED STEEL 
WING NUT IS LIGHT IN WEIGHT. 
ALTHOUGH OF MAXIMUM 
STRENGTH. 

FACILITY IN HANDLING HAS 
BEEN TAKEN INTO ACCOUNT IN 
THE PROPORTION AND SHAPE 
OF THE NUT. 

THE RESULT IS A WING NUT 
AFFORDING THE GREATEST 
AMOUNT OF LEVERAGE POSSIBLE 
WITH A SMALL AMOUNT 
OF EFFORT. 

SAMPLE SET UPON REQUEST 


“PIOOUCT.S THAT {£hK BITE SATISFACTIOI” 


REED & PRINCE MFG. CO. 

WORCESTER. MASS.. U. S. A. 

■RANCH AT CHICAOO. ILL. 


i 


Lockwood Locks, recognized 
as standard goods, are well- 
made, of long life and afford 
the users unexcelled security. 
The line includes locks for all 
purposes. 

Lockwood Designs, which can 
be had to harmonize with 
every architectural style, are 
pleasing in design and cor- 
j£jpS| rect in their details. The 

f JU wrought designs, for low-cost 

houses, are particularly at- 
tractive. 

L Lockwood Maarfacturfag Co. 

I u Manufacturers of 

|J BUILDERS' HARDWARE 

SOUTH NOBWALK, OOKK. U. A. A. 

F. Q. HIOOIK, Pacific Coast Rapraaentatlv* 

2833 Hllllgaaa Avo., Berkeley, Calif., U. 8. A. 


MAYDOLE HAMMERS 

THE WORLD’S STANDARD 

Highest Quality Steel Handled Hamm ers 
Guaranteed First-Class in Every Respect 

The David May dole Hammer Co. 

XOBWICH, X. T, V. a A. 



THE BRIDGEPORT HARDWARE MFG. CORP., Bridgeport, Conn. 

HERCULES KNIFE HANDLE SCREW DRIVER (Patented) 

No. 102 - 



“The Tool of Practical, Scientific Construction” 

Sizes from 2 to 12 inches 

C. W. CAUSE CO., Agts., San Francisco, Cal. J. C. McCARTY A CO., Agts., New York City 
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AV * ^ ^ AJ J-/ AV an( | at priceg win insure you a good profit. 


Cobbler Sets 



ORDER 

YOUR 

STOCK 

TODAY 


Writ « tor Catalog 
No. 15 



Heel Plates 





Improved 

Economical 


STAR HEEL PLATE COMPANY 

LOUIS SACKS . Inc. 

357-391 Wilton Avenue Newark, N. J., U. S. A. 


Lasts and Stands 


r= 


Guaranteed 

Empire 


“STAR” Expansion Bolts 

ALL THE NAME IMPLIES 
Also: Sebco Screw Anchors 

Sebco Toggle Bolts 
Sebco Concrete Inserts 
Sebco Star Drills 
Sebco Cold Chisels 
Sebco Cable Clamps 

STAR EXPANSION BOLT CO. 

Trade “SEBCO" Marti 

STOCKS AT 

147 Cedar Street 120 West Lake 8treet 

New York Chicago 


SNAPS 

FOR THE HARDWARE MAN 

F ROM THE BEST LINE MANUFACTURED 


TROJAN OPEN BYE 9NAP 
Noe. 520 Bit, 521 Chain, 522 Tree# 

Saldb AUJ*»*rt 

COVERT MFG. CO. 

TROY, N. Y. 



Cut Your 

Gauge Glasses 

The Sure and Easy Way 
A slight thumb pressure does the trick—with 
Wilkins Gauge Glass Cutter 
GEO. N. WILKINS COMPANY, 180 N. Market St, Chicago 

Western Representatives, 8PRAKE BALES GO., Inc. 
Los Angeles San Francisco Denver 

216 Higgins Bldg. 525 Market St. 506 Charles Bldg. 
Portland, 633 Railway Exchange Bldg. 




Gilson Garden Tools 

Have proven Live Sellers wherever 

shown. They get the weeds out of 
gardens and cash into the dealer’s 
till. Write today for catalog and prices. 

J. E. GILSON CO., PORT WASHINGTON, WIS. 


EYELET TOOL CO. 

Manufacturers of Punches and Sets 
Br (hand drive and foot power) for 

* ^ Leather, doth and Metal. Punch 

Tubes, Punches and Diea. All kinds 
and sires made to order. Writs jobber. 
Booklets free. Established 1858. 

190 Dorchester Ave. 
BOSTON, MASS. 


“ANSONIA” NAIL CLIP 


Made by the mak¬ 
er* of the "Gem" 
Nail Clipper. 
Twelve in a box or 
12 on a display 
card. 

Write 

N. C. COOK CO. 




ANSONIA, CONNECTICUT 
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Key Cutting 

O Mad* 
Profitable 

The Segal 
Rectifying 
Key Cutter 


1. Cuts flat steel and grooved or paracentric keys. 

2. It does not cut one make of grooved key only, 
but all makes—Yale, Sargent, Corbin, Russwin, 
etc., genuine or imitation. 

3. You do not have to change cutters or guides. 

4. It cuts from the lowest groove, as the manu¬ 
facturer does, or from the back of the key. 

5. Our one-piece or 41 unit '' vise holds the key in 
place without slipping. 

6. You can'gage the key from the upper shoulder. 

7. The rotary shaft bearing is exceptionally long, 
which insures accuracy and long, hard service. 

8. The cutting operation takes less than a minute. 

9. It will often make an accurate duplicate out of 
an inaccurate blank. That is why it is called 
the Rectifying Key Gutter. 

10. It can be operated by hand 
or power. 

P. S.—Protect your customer 

with the Segalock. It is abso¬ 
lutely jimmy-proof. 

SEGAL LOOK AND HARDWARE CO. 

156-161 Leonard St, New York, N. Y. 



The World’s Standards 

“SPECIAL” and “No. 1” SawBets for 
hand saws not over 16 gauge. 

No. 3 Sawset for Cross-cut and Circular 
saws 14-20 gauge. 

No. 4 Sawset for “Champion,” “M” and 
double toothed saws 14 to 20 gauge. 

No. 5 Sawset for timber and board saws 
6 to 14 gauge. 

Nail Puller—the longest lived and easiest 
operated made. 

Bench Stops, Hand Punches, Lead Seal 
Presses, Box Openers and Liquid 
Soap Dispensers 

CHAS. MORRILL 

104 Lafayette Bt, New York, N. Y. 


Did you get^your outfit 

of the 1921 

“PENNSYLVANIA” 

Quality 

Lawn Mowers 

sales helps? Send 
far them. 


f Preelshn Key Mickin 

Anyone e*n cut * perfect 
1 duplicate of any Yale 

type key in len than 
one Machine ia 

No expert- 
ence or skill n ecessa ry. 
Write for deacriptiTe 
booklet today. 

meiSIM IMRiE A TIM. Cl. Soles Office MO Realltes Avesse. Allestevs. Pa. 


SAND’S PLUMBS AND LEVELS 



Deterre your confidence because they are known and 
wanted throughout the building trades and represent 
the easiest selling level stock on the mark et. 

YOTJB JOBBER CABBIES THEM 

I. SAND a SOUS - Dotralt, Mlchl 


OVER 1000 MEN 

Have Found the Hatfield to be a 
Winner Every Month in the Year 

They have been 
shipped to every part 
of the world during 
the last ten years. 

The Hatfield 
Sharpening 
Machine 


makes good because 
you can do good work 
with it. Sharpens 
every kind of Razor 
Blade —Safety —J ack 
Knives — Scissors — 

Shears—Barber's Clips—Horse Clipper's Clips, 
etc. Hones 'em quick and strops 'em good. Helps 
you to make a permanent, profitable business. 
We have one, two, four, six, twelve, eighteen and 
twenty-four blade machines. The most profitable 
invention of the age. Write for catalog. 

HYFIELD MFG. CO. 



292 Church St. 


New York, N. Y. 
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Save on Your Buying of Hand Implements 

Your opportunity to buy European implements for vineyard, orchard, or 
garden direct from exclusive importer. 



Flat Prong Burka Hoes 9%x9 

Length 12 to 20 inches. Thickness of Weight 4 lbs. Size 
prongs, ^ to 2 inches. 10%xl9 

GRANUCCI HARDWARE CO. 

Importing Agents for North America 
Bend for Prices and Catalog H. W. 

633-647 Front Street San Franciaeo, California 


BELLOWS 

Small size used for insect pow¬ 
der. Capacity, 1 quart. 
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FISHING TACKLE 

Where your assortment is not complete, prepare for the Fishing Season by 

laying in a stock of the 


CELEBRATED 


BRAND 


‘It’s the Hook That Gets the Fishes in the Brook ’ 

TYEE TROUT ROD 



Tyee-Troot Fly. Made from select Calcutta bamboo, three-piece and extra tip, full gun metal 
mountings, solid metal reel seat, snake guides and angle casting tip, 9%-inch special solid cork grip, 
closely wound with black and scarlet silk. Length 9, 9^ and 10 ft. Weight 5 % to 8 ozs. 

On velvet covered form in cloth bag. 

SUPREME 
CASTING REEL 


Made of finest quality nickel 
silver, a perfect free spool, 
level winding, anti-back lash 
casting reel, quadruple. Ad¬ 
justable front sliding drag, 

I steel pivots, double handle 
crank with pyralin amber 
_ fluted handles. The auto¬ 
matic level winding device 
is incased, making it sand 
and water proof and only 
works when reeling in the 
line. 


One in a chamois leather bag, packed in a chamois lined hinge cover sole 
leather case, with screwdriver. 



TYEE LINE 

A specially made line of the strongest and highest 
grade silk that it is possible to obtain. Absolutely proof 
against all alkalies. In the following colors: A soft, 
glossy finished, rich, dark olive green; dark green and 
black mottled, black and white, salt and pepper and 
mottled green and white. 

Twenty-five yards on a card, four connected. 

For a Complete Line of Tackle, See Our 
General Catalog No. 66, Pages 1918 to 2026 

Dunham, Carrigan 
and Hayden Co. 

SAN FRANCISCO, CALIFORNIA, U. S. A. 




££ No. 0 
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Baker, Hamilton & Pacific Co* 

SAN FRANCISCO, CAL. 
















vs 


Here It Is... 


Your Hardware Encydopedia 


See Our Salesman for Yours 


ATEST 

ARGEST 

IGHTEST 


OMPLETE 

OAST 

ATALOG 
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Builders’ 


Hardware 


IS MADE ON THE PACIFIC COAST 

Where Hardware is Made, Sold and Installed Every 
Working Day of the Year 

Western jobbers and dealers are buying each year more and more from 
manufacturers that are able and do s upply their wants promptly. 

Our new catalog will be ready July 1st. Write now and you will receive 
one of the first issue. 


No. 582 


Manufacturers of 

LAVATORY 

SPRING HINGES 

ANGLES, LEGS, 
BUMPERS AND 
INDICATOR 
BOLTS 

CREMORNE AND 

SURFACE BOLTS 

LEVER HANDLES 

^ CASEMENT 

k\ ADJUSTERS 


CASEMENT FASTENER 

We manufacture a complete line of window 
hardware, door pulls, push plates, kick 
plates, front door handle and many other 
items of builders hardware. 


Western Brass Mfg. Co. 

217-219 Tehama Street 
SAN FRANCISCO - - CALIFORNIA 


Indicates 
Goods Right 
Prices Right 
Shipments Right 
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Push VERIBEST Lines 
For VERIBEST Results 

Hardware of Guaranteed Merit, from a 
House Famous for Its Service. 

Tools 

General Hardware 
Automobile Accessories 
House Furnishings 
Sporting Goods 
Cutlery 
Phonographs 
Phonograph Records 



Whotanlm—Jobbers 

Strevell - Paterson Hardware Co. 

SALT LAKE CITY 

A. M. HOLTER 

Hardware Company 

Helena, Montana 

EitabU»k»i 1867 

WHOLESALE 

Shelf and Heavy Hardware 
Blacksmith Supplies 
Sporting Goods 


HONEYMAN 
Hardware Company 

Fourth at Alder Park and Glisaa 

Great American 
Ball Bearing Lawn Mowers 

Garden Tools 
Reach 

Base Ball Supplies 
and Uniforms 

Fine Fishing Rods 
and Tackle 

Outing Clothing and Shoes 
for Men and Women 

Camp Equipment 

Hardy’s Running Board Box 
Camp Cook and Dining Table 

High Grade Tools 
for the Carpenter and Machinist 

Tools for the Automobile 


HOLTER 

Hardware Company 

Spokane, Wash. 

WHOLESALE 

ONLY 

Auto Accessories 

Plymouth Hope Peninsular Line 

Automatic Washers Furnaces, Baafss 
Sargent Hardware and Heaters 
Acme Paints Schuttlsr Wagons 

Rawlings Sporting Mill, Mining and 
Goods Logging Supplies 

Prompt, Courteous Service 
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THERE ARE MANY REASONS 

For the Continued and Increased Growth of Our Trade 


If yon are one of 
our customers yon 
know them. 

If yon are not one 
we want the oppor¬ 
tunity of showing 
yon why< it will be 
to your interest to 
send ns your orders 


THETHOMSON-DIGGS COMPANY, SACRAMENTO, CAL. 


EVERYTHING IN HARDWARE, IRON, PIPE AND HOUSE¬ 
HOLD UTENSILS, SPORTING GOODS AND CUTLERY 


The House of Fair and Square Dealing—Ask Our Customers 


Service —Equal to the best 
Merchandise —of dependable quality 

These two outstanding features 
are responsible for our excep¬ 
tional development. 

We solicit your patronage. 

“Everything in Hardware ! 


Salt Lake City 
Utah 


The 5sa(f Lake 
h' cHardw 


cflardware Go. 


Pocatello 

Idaho 
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BRASS GOODS 

OF 

QUALITY 

Made on the Pacific Coast 

For the Plumbing and 
Hardware Trade 



Full 

Opening 
Large 
Handle 
Raised Seat 
Encased 
Washer 

Standard Brass Casting Co. 

Main Office and Factory 
Oakland, Oallf. 

Sales Office 

-823 Monadnock Bldg., San Francisco 

M. W. WUESTHOFF 
Sales Mgr. 
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YAKIMA 

Hardware Company 

YAKIMA, WASH. 

Jobbers of Standard Lines of Hardware 

Wholesale 


BUILDERS’ HARDWARE, ROOFING, 
STOVES, TIN AND ENAMELED WARE, 
IRON, STEEL, PIPE AND FITTINGS, 
BLACKSMITH AND WOOL GROWERS’ 
SUPPLIES, HOP AND FRUIT GROW. 
ERS’ SUPPLIES, SPORTING GOODS 
AND CUTLERY, AUTOMOTIVE 
EQUIPMENT 


Orders filled 
same day 
aa received 



Prompt 

Courteous 

Service 


A Word About 

Stove Repairs 

Established oyer 20 years in this section 
has enabled us to carry a stock of STOVE 
REPAIRS unequaled in this great North¬ 
west. 

We have gone beyond this— 

Our ever increasing demand for STOVE 
REPAIRS has made it necessary for us to 
build and operate an adequate manufac¬ 
turing plant, resulting in SU PER IOR 
CASTINGS, INCREASED EFFICIENCY 
and BETTER SERVICE. 

We solicit orders thru Dealers and cater 
to the Jobbing Trade. 


SPOKANE STOVE & FURNACE 
REPAIR WORKS 

Incorporated 


MAX RUBENS M. M. RUBENS 


J. I. RUBENS 


SPOKANE, WASHINGTON 


WASHINGTON 

Hardware and Implement Underwriters 


SPOKANE, WASHINGTON 

IS CONDUCTED BY HARDWARE AND IMPLEMENT 
DEALERS FOR THEIR SOLE BENEFIT 
AND PROTECTION 

INSURES Stocks of Merchandise, Store and Warehouse Build¬ 
ings, Dwellings and Household Goods for Hardware 
and Implement Dealers. 

SAVINGS FOR 1920 

S0<fo OF PREMIUMS 

This is for yon if a member of your State Hardware or Implement Association. 


An inquiry addressed to 


E. E. LUCAS, Secretary 

will bring full particulars by return mall. 
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A WESTERN PRODUCT 

JUNE FREEMAN MANUFACTURING 0& 


■ y - . • 


" 00000000 0 000 , 



Three Styles: 
“Professional” Janitor 

Four Lengths: 4M>, 5, 5^, 

6 ft 

“Regular” Janitor. 
Length 57 inch only 
“Household” 
Length 51 inch only 

P 



Chain 

Mop 

Handles 

AND 

Janitorial 

Utilities 

“The One-Beter” 


Patented July, 1915 




DESCRIPTION OP PARTS 
A A—Handle, Select Wood. 

B—Head, Angle Steel. 

O—Lever Bar, Steel. 

D—Chain, 900 lbs. strength. 

E—Hook, Adjusting Mop. 

F—Nail, Barbed, Strong. 

G—Purl, Sheet Steel. 

H—Bolt, Holding Head. 

I—Wing Nut, Holding Lever Bar. 

All Metal Parts BlectrogalTanlsed—The 
Standard, Durable, Rnst-proof Finish 
In reply please mention 
HARDWARE WORLD 


Guaranteed to out-last three of any other 
type. 

Superior to any other on the market. 
Mop easily placed. 

No wires to rust. 

No screws to strip or bind. 

No clamps to get out of repair. 

All metal parts Malleable Steel. 

Sample Handle sent on request to Jobbers 
or Dealers. 

Write for trade prices. 

If your Jobber cannot supply you, 
let us know. 


June Freeman Manufacturing Co. 

Manufacturers and Sole Owners of Patent Bights 
San Francisco, California 


Digitized by 


Google 









76 


HARDWARE W9RLD 



5EARBRMD 
COLD PACK ClMf 


?K*i^MnN.PwK^ ^ 
Irt £*a<*m*'+ ' 


BEAR BRAND COLD 


For 

Glass Jars 
or 

Tin Cans 


PACK CANNER 

/—>_ 


Holds 
10 Qt. Jars 
or 

15 Pt. Jars 


A new and improved method of cold pack canning for the home. Approved by U. S. 
Government. Lower prices on sugar and fruit and vegetables plentiful means a good 
demand for an up to date canner. Place your order through your jobber early to 

insure stock. Weight, complete, 9 pounds. 


WESTERN SALES REPRESENTATIVES 
Omir Cox, Atlas Building, San Frandaoo, California 
Sands A Cox, San Fernando Building, Los Angeles, Cal. 
Strlmple A Cox, L. C. Smith Building, Seattle, Wash. 
Strlmple A Cox, Corbett Building, Portland. Oregon 
Taylor, Youngs A Cox, Temple Court Bldg., Dourer, Colo. 
Dan M. M, 222 Slaughter Building, Dallas, Texas 


MANUFACTURED BY 


Woolwine Metal Products Co. 

Eighth Street and Santa Fe Ave. 

Los Angeles, California 


WHOLESALE 


HARDWARE 


Pipe asi Httiefs Safest & Ce. 

Castes Steal MMaV Hanl 


Digitized by LjOOQle 





















HARDWARE WORLD 


77 



The uniformity and attractive appearance of these shingles add a pleasing artistic effect 

unequalled by any other roof covering 

for “The Modem Roof” 


PIONEER SLATE SURFACED 
SHINGLES are not expensive and it is the 
low first cost (and no up-keep) which 
makes the strongest appeal to the builder 
and home owner. 

They are easy to lay—no sorting or 
matching being necessary. 

PIONEER SLATE SURFACED 
SHINGLES are designed for use on all 
kinds of buildings—the costliest mansion 
or the modest bungalow. 

—Require no painting —Carry 

—Eliminate maintenance cost —Do aw 
—Are reasonable in price —Endor 


LFACED PIONEER SLATE SURFACED 
i it is the SHINGLES are made of the very best raw 

^builder mater ^ a ^ s —Felt Asphalt and Surfacing, 
and have the dependable guarantee of the 

rting or PIONEER LABEL. 

They are covered with genuine STA-SO 
’PACED non-fading slate—not the ordinary min- 
e on all era i 8ur f ac j n g 
mansion 

Made in two colors: Red and Green. 

—Carry a low insurance rate 
—Do away with heavy roof construction 
—Endorsed by National Board Fire Underwriters. 


Write for complete Information, price*, aample*, specifications, etc., for your particular work 

PIONEER PAPER CO., Manufacturers, 247-251S. Los Angeles St, Los Angeles, Cal. 



_ 3i 

'^•JULY 29.19' 3 q 


Toon for 

A GLEANER CITY 
BETTER HEALTH 
BIGGER PROFITS 


Heed the Call 

Of the 
Multitude 

For an efficient means of exterminating 
the deadly fly. Then link up 

AVIS 

Sanitary Fly Traps 

with the demand, and you’ll score a master 
stroke. Dealer advertising helps furnished 
on request free of charge—slides, electros, 
folders. 

Avis Hardware Co. 

POMONA, CALIF. 
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Favorite Stoves and Ranges 

BEST IN THE WORLD 


Also regular line of Gas Ranges, with Porcelain Lined 
Ovens; full line of Coal and Wood Ranges in all finishes. 

This line should appeal to live dealers who are looking for 
a line that is right up-to-the-minute in modern construc¬ 
tion and finish. 

EXCLUSIVE AGENTS 

MANGRUM & OTTER, Inc. 

827-831 Marion St, San Francisco 


BUILT IN THE MOST COMPLETE AND 
SCIENTIFICALLY CONSTRUCTED 
FOUNDRY IN THE WORLD 


A big line to choose from, 
consisting of pearl gray 
and royal blue porcelain. 
Gas, coal and gas combi¬ 
nations. 



Dick’s Famous Feedl Cutters 

i • 

Hand and Power 


On the Market 47 Years Many First Models in Daily Use 


PACIFIC PUMP & SUPPLY CO., 851-853 Folsom Street, San Francisco 


Dick’s 44 Famous” and 4 ‘Blizzard” Ensil¬ 
age Cutters are light running, durable and 
strong. 

Will cut any kind of material from fine 
blue grass to the coarsest dry or green 
forage. Cuts any length from Vfe'-umh to 
1%-inch. 

Knives are easily and accurately adjusted, 
easy to sharpen and made of the best steel 
obtainable. 

If you have feed to cut or a silo to fill no 
matter how high or low, a Dick’s Cutter 
will do it for you with the least power. 

We solicit dealers from open territory as 
agents. Write for catalogue and prices. 
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-Summer Profits—- 

A Selling Combination that Brings Dealers Quick Returns 

SPARK Iceless Cooler Triple Service SPARK Range 


// ymr locality is uut npn- 
suited. writs for the Exclusive 
Agsucyfsr this SPA RKRmigs 
—the Steve ef the Putin. 


R No ice needed. It gen- Burns Coal, Wood or 
. • i j Gas, separately or 

erates its own air-cooled together 

temperature. Women are Has three independent 

quickly attracted to its or together—«t different 

.. •, temperatures. 

economical, sanitary, comp . ct , ultr .. 

• safety, workless features. serviceable Spark Benge 
* f is only 88 inches wide, 

They see in its service 26 inches deep-made of 

' rust resisting steel. Nick- 

more hours of leisure and j 1 . *!»■■ *** « n ““ei 

trimmings. Oven ther- 

a s teady I saving J “h« e ‘*o ««-• 

will hold 18-lb. turkey, 

Every home it a prospect tor » h « other (closed) bro»s 

SPARK Iceless Cooler the house. 

Write for Prices and Description A Winner-Cojawmi^dfor 

UaMOMPr-hrayCa 

OAKLAND CALIFORNIA, U.SJt 


lafMfHOT 



Portland 
F. L. Groan Oo. 
Portland Furniture Exch. Bldg. 


Seattle 

F. L. Green Oo. 
62 Pike 8treat 


Los Angeles 
D. D. Adams 
332 South Spring 



Cupola Burner Oil Stove 


Short Ohlnmejr Oil Stove 


WRITE FOR CATALOG NO. 128 


We now have a Large Stock and Assortment 

of Oil Stoves 

SEND TOXJB ORDERS TO 

QUICK MEAL STOVE CO., DIV. 

OF AMERICA* STOVB COMPACT 

C, H. SCHIEOK 

We also cany a largo pacific Ooaat Agent We alao carry a largo 

of 715 Indiana St, near 19th 0t^ of 

COAL RANGES Ban Francisco, OaL <*AS RANGES 


Wo alao carry a largo 
lino of 

GAR BANGER 
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BIG GAME CARTRIDGES 


t In the heat treatment of metal, standards have been 

f v worked out by The Peters Cartridge Company, which 

give the proper strength and elasticity to the metals 
used in cartridge cases and bullet jackets. 

Loading machines and loading methods originated and used 
by The Peters Cartridge Company, guarantee uniformity 
otherwise unobtainable. 

The Ballistic requirements of Peters ammunition are so strict, 
that no ammunition is permitted to leave the Works without 
almost unbelievable accuracy—penetration ana uniformity. 

PETERS 22 Ammunition has been the standard of the World for years, as well as 
the pistol, revolver and rifle sizes. 

The World’s Records won and held with PETERS ammunition and as yet unequaled 
are sure proof that PETERS ammunition is built to “ World’s ^ 

Record’’ specifications. 

THE PETERS CARTRIDGE COMPANY, Cincinnati, Ohio // \ 

BRANCHES: NEW YORK—SAN FRANCISCO #JL M 

MARSHALL-WELLS CO., Portland-Spokane-Duluth-Winnipeg Edmonton 21 

HIBBARD, SPENCER. BARTLETT k CO., Chicago 

SLOSS & BRITTAIN, Inc., San Francisco 1 i M i f 


JOE WELSH’S 

CELEBRATED 


Telerasa - Nova 



A Leader that ie well named 
a LEADER. A LEADER 

of Leaden ^ 

A Leader that has LED the largest trout and 
salmon to their death this past season. Do yon 
know the largest trout was landed in Colorado, 
10% lbs., by M. Pawls of Meeker on a No. 2 Joe 
Welsh leaderf The largest salmon, 41 lbs., landed 
by Judge Osborne on a No. 2 Joe Welsh Leader. 
The largest trout in So. Calif., 32%, 13 lbs. 3 os., 
was landed on a No. 3 Joe Welsh Leader by Joe 
Welsh himself. O. S. Taylor says in the American 
Field: “The only Leader I found to stand the 
fishing in the Soo were Joe Welsh Leaders.” 
Dixie Carroll of national fame, says they are par 
excellence. So does a score of our best known 
writing anglers. Think of the knotless, invisible, 
strong leader in all lengths up to 9 ft. in 6 sixes 
with breaking strains from 2% to 30 lbs. All 
quality. Make the weakest part of your tackle 
the strongest. __ . 





SPECIAL OFFER : I will $and von a 3 - ft. 
Leader for 25c, 6-H. Loader tor 50c, 9-fL 
Loader for 75c as samples only . Also a 
cample card thowing all sixes. 

JOE WELSH - Pasadena, CaL 

Distributors for U. 8. and Canada 
Dealers can make food profits by han¬ 
dling this popular loader. 


Johnson Electric 

% Washer 

A Household 
Necessity 

The Lowest in Price 

Most Economical in 
Operation and 
Maintenance 

RequiresLeu Service 
Lasts Longer 

Equipped with special gas burner — En¬ 
closed type motor. Solid copper tub, will 
not warp, leak, rust or burn out. Thou¬ 
sands in use on the Coast. 

Liberal Dealer’s Proposition 
Write for Particulars 


JOHNSON ELECTRIC WASHER CO. 

Dept. E—4000 Adeline Street 
Oakland, California 
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Mends any leek in sny metal quickly and permanently, 
without heat or acid. Just apply Hercules Gold Soder, 
- from tube, covering hole or crack. Fixes 

household utensils, brass, granite, aluminum-ware, pipes. 


FULL RADIUM WHI T E DIAL 
ONE DAT nrTBRMZTTENT ALARM 

Height, 4 inches. Dial 2% inches. 

Alarm rings for 5 minutes, intermittently in 20-second 
intervals. Has silent switch. Case, seamless brass, 
heavily nickel plated. A compact, strongly made, at¬ 
tractive little clock. 

MORGAN ft ALLEN 00. 

150 Post Street, San Francisco, California. 


COMSTOCK.BOLTON COMPANY 

Manufacturers Household Specialties 
1925 B. 15th St. Kansas Oitj, Mo. 


Ask your jobber. Write for booklet. 

HERCULES PRODUCTS CO. 

D*P» A COUNCIL BLUFFS, IA. . 

AMERICAN MERCANTILE 00., 510 Battery Street, I 
San Francisco, Oalif., Export Representatives I 


IS 


The complete, compact, distinctive line in handy bonne * 
hold cane—full-sise, full-measure. RETAILS 25 CENTS 
—no larger sisee. Big Value for user; Elk Profit fer 
Ton. A popular seller with Hardware trade. Assort¬ 
ments contain all 29 oolore; display matter included. 

Dealer's Assortment (50 doe.).954.09 

Jobber's Assortment (12 dos.). 21.at 

Open Stock, all colors, per gross.21.09 

2 % Freight allowance, F.O.B. N. Y., 2% Gash. 

Writ* for Color Card, Circular and Booklet 


169-173 Second Are., BROOKLYN—NEW TOES 
Townley Metal A Hdwe. Oo n Kansas Ofty, Mo. 
Pacific Wooden Ware A Paper Go., Oakland, GU. 


HI 

Sectional View 
Showing Construction 


GENUINE 

HUNTER’S SIFTER 

Standard of tho Wocld 
Since 1880 

Order from your jobber. 


Combines strength, beauty, usefulness and dura¬ 
bility. Cleanliness always possible. Made In one 
piece of extra heavy tin platen nickel trimmings. 
Handle swedged to body. No soldered joints to 
come loose. Easy to remove all parts for cleansing. 

THB FRED J. METERS MFQ. CO. 

Bender Street Hamilton, Okb 


HARDWARE WORLD 


C-B-CO Bottle Capper 


COMPLETE IN ITSELF 


light \ \ 

Compact \ 1 
Durable \ 

Nickeled Steel V 
Easy to Operate \ 


Prompt ship¬ 
ment. Good 
profits. Quick 
turnover. 


/ Double Levers 
' Automatic Plunger 
Releases Bottle 
and Perfects 
Double Sesl 


Write for 
Prices. 


No Adjustments! No Stands! No Blocks! 

No Grasping Bottle with the Hand! 

No Set Screws! No Keys! No Springs! 

Just cap the bottles aa they stand! 

•‘CAPS THEM ALL ’ 


HERCULES COLD SODER 

THE METAL MEKDKB 
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The Lightning Paint Brush Gleaner 


Cleans 
Brush in 
Minute. 




Makes Stoves Look Like New 

KILLS BUST; PREVENTS RUST¬ 
ING; CLEANS AND POLISHES. 
Write for Wholesale Prices 
SUPERIOR LABORATORIES 
General Offices. Dept. 11 
Grand Rapids, Mich. 
GENERAL 8ALES CORPORATION 
Pacific Coast Representatives 
718 Mission St., 737 Terminal 8t., 
San Francisco Los Angeles 

Seattle, Wash. 


AMERICAN SEAL 

PAINTS and CEMENTS 

44 MAKE GOOD” 

WI T H YOU AND YOUB CUSTOMERS 

STAND FOB 

QUALITY and DURABILITY 



WHITE US FOB DEALER'S PROPOSITION 
MANUFACTURED BY 

The Wm. Connors Paint Mfg. Co. 

1868 TBOY, N. Y. 1981 



Painting for Protection 

Paint is applied to a structure primarily to 
protect that structure from deterioration. 

The paint selected should then be one which 
is able to withstand such deteriorating agents 
as heat, cold, dampness, etc., for the longest 
period of time. 

DIXON’S Graphite Paint 

because of its pigment, flake silica-graphite, and 
vehicle, best linseed oil, is able to give efficient 
service for a period of years. 

Because of this pigment, flake silica-graphite, 
Dixon's Paint will not crack, peel or scale off. 
Acids, alkalies, gases or dampness do not affect it. 

Dixon's Silica-Graphite Paint is recommended 
for the protection of any wood or steel structure 
where economy and protection are desired. 

Write for records of long service and 
Booklet No. 2S0-B 

JOSEPH DIXON CRUCIBLE COMPANY 

Jersey City, New Jersey 

Established 1827 
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The COOK PHONOGRAPH 

reproduces the human voice, violin and all 
other instruments so distinctly that the very 
personality of the artist is revealed. 

The tone and appearance of this instrument 
endears it to the purchaser, so that it becomes 
a necessity to the household. 

Each phonograph is built by the master 
artisan and creators of this instrument in 
our factory. 

Correct design, high quality construction, 
durability, appearance and finish are 
features of the COOK Phonograph. 

ERNEST C. COOK COMPANY 

Manufacturer* of the COOK PHONOGRAPH 
“The Instrument of Quality " 

Main Office, 116 S. Michigan Ave., Chicago 



Sells to Every 
Belt User 

f< ^ *+**[*» Belt°Dr 


. Your market 

for Blue Ribbon 
*<+ W Belt Dreasing it lim- 

Ited only by the number 
. of belt users in your vioin- 

Ityl The quality of the Dressing 
is high enough to suit the most dis¬ 
criminating purchaser. Ask your whole¬ 
saler for it or write for prices and samples. 


Tur uiMCD’c urn aa 327 s. lasallb bt 

I IK JUDOUK a miU. wv. CHICAGO, tt.t. 


W K Broken 
Lid Means 
A New Pot 


TWO HOME NEEDS 

■ ■ . . The Ch as tern Pat* 

ented Oas Light- 

assi^^fC )) *«*»-a-mny er, with scissor 

action, works au- 
tomatically p r e- 
vents user from 
scorching hands. 
A good live spark 
pk from every stroke. 

_ V f The Ohastern Sani* 

tary Tea Pot Strain* 
er Lid Protector 
—&n invisible tea 
rv, ^ J If strainer that effect* 

M / 7 ively protects break* 
" r Y 1 ing of tea pot cover. 

Sb—i. cHiSTEK» 

A New Pot 2irS^r« c - 

Trite for full information. Hew York City 


THE PACKHAM 

StoiAiUtiralMi 

MADE BY 

THE PACKHAM CRIMPER CO. 


U Your Jobber Does Not 

Carry It, Write U. 


“CRITCHLEY-SIX” 

Expanding Adjustable Reamer. Genuine original six or 
five blades are made only by 

CHADWICK & TREFETHEN 

Portsmouth, H. H. 

Represented by Caldwell Sales Co., San Franoisoo, Calif. 


Write for full information. 



HONES 


AMERICAN HONE CO. 

OLEAN, N.Y. 
LARGEST LINE OF RAZOR HONES 
IN THE WORLD 
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mma . 1 


Sell 

a Customer 

TWO 

“ACME” 

Ice Cream* 
Freezers 


One for Vanilla and one for Straw¬ 
berry, or one for City Home and one for 
the Country Place. 

Easy to Operate and Highly Sanitary. 
Finest Velvety Ice Cream and Ices can 
be made in 5 minutes. Very little Ice is 
required. 

Made in two popular selling sizes: 

2 quart size sells at $1.50 
4 quart size sells at $2.50 

MADE BY 

RITTER CAN & SPECIALTY CO. 

PHILADELPHIA, PA. 

Factory Selling Agents: BEH A CO. 

106 Franklin Street, New York City 


Quality is the first 
Consideration in build¬ 
ing Marvel Nitrogen 
Lamps 


(ALL SIZES) 

YOU are assured of a perfect, 
efficient, flawless lamp, and of 
IMMEDIATE DELIVERIES. 
Marvel Lamps are sold by direct 
representatives, and there are still 
a few highly valuable territories 


Write or wire us for details 

Brite-Lite Lamp Mfg. 
Company 

214 Oxford Street 
Providence R. I. 


TRINER “LIBERTY” Milbradt Ladders 


PARCEL POST SCALE 

With indica¬ 
tor showing 
amo u n t or 
post age in 
the regular 
stamps and 


amount r e- 
quired in 
war stamps. 

Saves work 


a 

vents i n sc- 
cu r a o y in 
counting 
postage re- 
q u i r e d by 
new war 
Revenue Bill 

Made only 
in 20 • pound 
capacity. 

Furnished in black enamel finish, glass front, 
steel top. 

Same style, tile top. 

Blue enamel finish, glass front, tile top. 

Insist on «he Trlner. Your Jobber can supply 
you. 

TRINER SCALE ft MFG. CO. 

West Twenty-First Street Chicago, Illinois 

W. P. HORN ft CO. 

Pacific Coast Representative! 

Rialto Building, Ban Francisco, Oal. 

Los Angelos, OaL Portland, Ore. Beattie, Wash. 




Will pay for them¬ 
selves in a short time 
by enabling you to 
wait on more trade, 
save the wear and 
tear on your fixtures 
and goods, as well as 
bring the appear¬ 
ance of your store up 
to date. 


Write for catalogue 
showing a large num¬ 
ber of styles suitable 
for all kinds of shelv¬ 
ing. 


MILBRADT MFG. CO. 


Portland, Ore. 


Seattle, Wash. 


2416 No. Tenth St. 


St. Lottie, Mo. 
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AT $6.00 RETAIL < 

77i« Most Wonderful Air Ride 
Ever Invented 

Different from All Others 

ORDER NOW from tout jobber or 
write us direct for full information 
regarding the only ORIGINAL PUMP 
GUN FOR MEN AND BOTS, always 
in great demand. Sample on request. 
Attractive discounts. 

Befljanin Air Rifle & Mfg. Co. 

Broadway ft Washington 
ST. LOUIS, . . MISSOURI 

Padflo Coast Representatives 
MCDONALD k LINFOBTH 
Call Bldg., San Francisco 


At a Popular Price 


The Benjamin 


A REAL PUMP AIR RIFLE ^ 

ONE STROKE OF THE PUMP AND 70U CAN SHOOT 

POWERFUL and ACCURATE. Works on the same principle as Air 
Drills and Air Hammers. Shooting power always under your control. 
Each stroke of the gun increases the shooting power. One to four 
strokes all that is ordinarily required. Never loses its shooting force. 
Absolutely safe, holding the compressed air for some time. You do not 
drop in shot until ready to shoot at your object. Nothing to wear out 
but the valves which ought to last several years, when they can eaaily 
be replaced by anyone at a very small cost. Stock of turned walnut, 
and separates from barrel. Gun is then only 23 inches long. 


SCHATT & MORGAN CUTLERY COMPANY 

TITUSVILLE, PA. 

Mana !£r. of S & M Brand Pocket Knives 


A good 
Profit 
for you. 



Hlgheet Quality Mad* 

Western 8ale* Representative 
W. H. WILBURN 

602 WUttama Building, Ban Francisco 



EVERY FISHERMAN 
NEEDS 


Hall Automatic Gaff 


Only Practical Gaff Made. 
Weight, 20 oz.; 

Length 17 in. 


Hall Automatic Fish Spear 
and Gaff Co. 

601-3 Boston Block 
MINNEAPOLIS, MINN. 


WHITE MOUNTAIN REFRIGERATORS 

“The Chest With the Chill in It” 

The name “WHITE MOUNTAIN” for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Effort, 
Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow - White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN- 
TAIN” Refrigerators you should 
send for our finely illustrated |;|P 
catalogues and booklets. 

Maine Manufacturing Company - Nashua, N. HU U. S. A ^§=3p/ 



New Tort City Boston, Maas. 


Ban Franeisoo. 


icninng company - uasnua, n. n., u. a. a w < 

BRANCH OFFXOBS: 

m, Maas. Atlanta, Ga. Dallas, Texas Ban Francisco, Gal. Denver, Goto. Melbourne, Ann. 
PACIFIC COA8T DISTRIBUTORS: 

Dunham. Oarrlgan k Hayden Go. Portland.Hontyaan Hardware O*. 

.lOller-Rnwzight Go. Seattle .Schwsbachor Hardware Go. 
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“ATLAS” 

Shears and Scissors 

SHOULD BE IN THE STOCK OP 
EVEBY JOBBER IN AMERICA 

The wonderful Atlas Brands are the best Tallies 
in popular priced cutlery. Years of experience, 
with improved machinery and methods, now 
enable us to offer the wholesale trade a wonder¬ 
fully complete and up-to-date line of Shears and 
Scissors in all styles and sixes. 

Our Counter Display Carded AMortments 
sell Scissors for dealers very quickly. 



Send for New 19 Catalog 
We are prepared to make prompt shipments. 

THE ATLAS SHEAR COMPANY 

260 North Av n Bridgeport, Conn. 

Represented by 
JOHN T. BOWNTRBB, lac. 

Sen FrencUco, Lot Angeles, Seattle, Belt Lake City, 
Denver, Mexico, D. F. Mexico 


SHUR-TITE 

BOTTLE CAP 


For perfect 
sealing — and 
re-sealing—of 
home bever- 
a g e s, ketch- 
ups, sauces, 
etc., without 
the use of a 
capper. 


SELLS 

RETAIL 


5c EACH 
COMPLETE 




Used 

Repeatedly 


Instantly 

Applied 

Seals 

Positively 


At trac tive 
discounts to the 
trade. 


ORDER 

SAMPLE 

GROSS 

TODAY 


MANUFACTURED BY 

POBTEB PRODUCTS CORPORATION 

615 Keith Bldg. • • Syracuse, N. T. 


MAGNETIC CLOTH 

CLEANS LINE MAGIC 

end is the most reedy seller of any domsstie device 
known 



No up-to-dste kitchen is complete without one; no more 
worry over Dirty Pens; just s rub or two with Mag¬ 
netic Cloth end the pan is clean and sweet and sparkles 
like new. The Magnetic Cloth is made of a special 
crinkled spun wire fabric and gives excellent service. 


Retails for 
10 Cents 


Send us your 
jobber's name 
if he c a n't 
supply you. 


Manufactured by 

JOHN W. QOTTSCHALK MFQ. CO. 

Lehigh Are. and Maecher m. P h i l a d el phi a, Pa. 

McDonald a lxnforth. 

Pacific Coast Reps., 789 Cell Bldg, Sen Francisco 



A BIG SUMMER SELLER THAT 


PAYS GOOD PROFIT 



Heating 


Does better ironing in less time and with less effort, 
and allows the housewife to iron in the coolest room in 
the house, on the poroh or out under the trees. 

Over 1,000,000 ROYALS sold to date. Hundreds of 
hardware men testify to its merits. Every iron fully 
guaranteed. 

Attractive Selling Helps free to dealers. 

Write for prices and details today. 

ROYAL SELF-HEATING IRON CO. - Big Prairie, Ohio 
Western Representatives, 8PRAKE SALES OO. t Inc. 
Los Angeles San Francisco Denver 

216 Higgins Bldg. 526 Market St. 504 Charles Bldg. 
Portland, 688 Railway Exchange Bldg. 


Georgs T. Howard Company 
Wholesale Distributors for Texas 
San Antonio, Texas 
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AMPHftjj iE-. Jp|l| 

- BIC Y OLE 


Arms and the Man— 

Sli _ ' Machines and the Woman 






^BRANO^ The two big things to watch in the world today are: 

Q Making the Home a Paying Industry and Making Industry 
a Friendly Home. 

If you look back, you will remember that the first “ma- 
Jk | A chine 11 to enter American homes was the Clothes Wringer 
and the most Clothes Wringers have been Anchor Brand. 
pr Anchor Brand sells, first. It will also stay the longest. 

ANCHOR BRAND CLOTHES WRINGERS 

LOVELL MANUFACTURING CO., - - Erie, Pa. 

Largest Manufacturers of Clothes Wringers In the World 



Asbestos Table Mats and Protectors 

Jobbers of house and kitchen furnishings will find 
this an attractive line. 

Our new DOILY-COVERED TABLE MATS are 
in demand and will produce large business. 

Inter-Mountain and Pacific Coast Representatives 
THAYER A BOWER 
845 Monadnock Bldg., San Francisco, Cal. 

320 Story Bldg., Los Angeles, Cal. 

TURNER ASBESTOS COMPANY 

EXETER, N. H. 



0. LINDEMANN & CO. 

35 and 37 Wooster St, New York CsfahSshed 1863 



Camp Spoons 

ATLAS TINNED 


Now is the time to 
place orders for these 
spoons so as to have 
them in stock for 
Campers. 

Write for catalogue 
and prices. 


mot JAPANNED. BRASS t 
TINNED WIRE 


Bird Cages and Cage Sundries 


Atlas Mfg. Co. 

NEW HAVEN, CONN. 


A L. Conger, 703 Market Street, San Francisco, Cal. 

Representative for California 
T. D. McLean, L. 0. Smith Building, Seattle, Waah., 
Representative for Washington, Oregon. Idaho, 
Utah, Montana and British Colombia 


HUGHSON & MERTON 
Pacific Coast Agents 
San Francisco, Los Angeles 
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TRADE MARK REO. US. PAT. OFF. 
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Sell Them Now! 


Man’s thoughts have turned to camping and the 
great outdoors. Now is the time to sell him 
4 4 G. M. ’ ’ Folding Furniture. Display it prom¬ 
inently. The profit is worth while. Catalog on 
request. 


Gold Medal Camp Furniture Co., Racine, Wis. 


HARDWARE WORLD 


They’re Coming Fast 

Orders and Inquiries 

from all points are pouring in daily in re¬ 
sponse to our National advertising in moTe 
tnan a dozen leading mediums. 

Inquiries coming from territory wherein 
we have dealers are referred back to these 
dealers. 

It is Time NOW for you to begin your 
harvest of the touring and camping season; 
time to order— 

The “Red Seal ” 

Auto Bed and Tent 

‘‘FOUR BEDS IK ONE” 

For Tourist, Camper 
Sportsmen and Home 

New 1921 model weighs but 47 pounds, and 
will support a family. Can be erected within 
our 14 Red Seal ’ ’ tent, either with or independ¬ 
ent of the car, or over the seats if desired. 

Equipped with a mattress that Cannot Sag; 
tensile steel springs; light steel frame—ri^id 
and strong; folds into small, neat bundle which 
is carried conveniently on running board. 

Writs today for doaeriptivt Htarmture 
and attractive price list 

The Schaefer Tent & Awelag Ce. 

1421 Larimer Stree t 
DENVER, COLO. 

DFAIFRSI The point of interest to you 
®*^***" t **^* is.the comparatively low cost 
—the wide margin—the waiting market. All 
inquiries resulting from our national advertis¬ 
ing will be immediately referred to you. Begin 
with the season; get the full reward—Order 
TODAY. 
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Yours for Mutual Profit 


m NCREASE your profits and build up 
friendship and good-will by handling 
the Aseptic Home Capping Machine. It is 
packed for your convenience in individual 
boxes, thus saving space, preventing loss of 
parts, and reducing your expense. 

For our third year of bottle cappers we are 
prepared to double last year’s out-put and 
sincerely hope that we will double our circle 
of business friends. “Yours for Mutual 
Profit” is the way we sign our letters and we 
mean it. 

Write today for sample and prices. 

Reinhold- Sharp & Company 

615 Harrison St. Davenport, Iowa 

WMtom BeproMOtativo, JOHN F. KZEQLEY, Lankorshlm, California 



The Ontario Knife Company, Frankiinviiie, N. Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 

If yon are a wholesale dealer and have not our catalog and prices, yon should write for them at ossa 



BUTCHER 

SKINNING 

STICKING 

BONING 

SHEATH 

SLICING 

CORN 

SHOE 


KNIVES 


KITCHEN 

CANNING 

FISH 

VEGETA BLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD OLEAVEKS, FLESH F0BK8 and a large variety 
of Knives with improved Sanitary Aluminum Handles 



We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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New Process 

Brings Customers 


The appearance and perfect working quali¬ 
ties of the NEW PROCESS OIL STOVE 
satisfies every user. They are made in 
various styles and sizes in Satin finish. 

Furnished with Oil Saving Burners, High 
Speed, and Heavy Glass Tank. Has Large, 
Roomy Cooking Top. Legs are made of 
Strong Cast Iron. Furnished either with or 
without Back Shelf. 

The NEW PROCESS OIL STOVES will 
bring yon customers. 


NEW PROCESS STOVE CO. Division American Stove Company 

CHAR H. SCHIECK, Sales Agent, 715 Indian a Street, Near 19th Street, SAN FRANCISOO 


MILLIONS OF MOPS 


Every morning there are literally millions of mops 
put to work — in homes, stores, factories, offices, 
hotels and other big buildings. And a lot of those 
mops are working right in your town. Are you 
making the most of this trade, getting all the 
business you should ? 

Dealers in all parts of the country are finding that Masco 
Mops build more trade and bring more profits than ordinary 
mops. They do this because they are made of special selected 
yarns, built to wear and built to clean. 


Write um today for particulars. 


TTlasco TTlops 


mnssnsorr mnnuramimnc Comranv 

Full RiUEB-mnss- 


Digitized by boogie 




























92 


HARDWARE WORLD 



Lalance & Grosjean Mfg. Co. 

Manufacturers of the Celebrated Lines of 

Agate ( Nickel-Steel ) Ware 

El-an-Ge Enameled Ware 

—i 

Pearl-Agate 

Turquoise Enameled Ware 


New York Chicago Boston San Francisco 
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JOHH QriATiLLON 6 SONS 

New York U.S*A. 


Three 

Special 

Reasons 


Why You Should 
Order Your 
FREEZERS Now 


(1) We can ship 
more promptly now 
than when the big 
demand is on. 


(2) Transportation is better 
now. 


For Real Utility 


(3) Hot weather is sure to come. 
So will the rush for Freezers all 
along the line, from user to deal¬ 
er—to jobber—to us. 

But we cannot supply every de¬ 
mand promptly the last minute. 
Be wise in time, get your stock 
now while the getting is good. Be 
ready to supply your customers 
the moment they are in a humor 
to buy. 


Whenever a housewife has to 
cut a bone in a piece of roast or 
in a ham, etc., she is in a dread- \ 
ful quandary if she hasn’t the 
proper tool to do it with. Sell 
her a 

CHA1ILL0N 

Kitchen Saw 


—small, easy to handle and in¬ 
expensive in cost, and her prob¬ 
lem is solved. There are many 
ways in which she can use this 
saw. She will be grateful to 
you for having shown it to her 
and in this way you can build 
up your trade. 


If you hesitate now 
you may lose later. 
We venture to guess 
that your stock is 
low, so there is 
every good business 
reason why you 
should prepare in 
time. Place your 
order with your job¬ 
ber now—you can¬ 
not lose. 


Three sizes, 12, 14 and 16 
inchet in length. Ask your 
jobber to give you full infor¬ 
mation. Insist on Chatillon 


NORTH BROS 
Mfg. Co. 

PHILADELPHIA, PA. 
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HYGRADE 

A complete line of large style B (tungsten vacuum) and 
C (tungsten gas-filled) lamps. 


B Tungsten Vacuum 

Regular B 

Mill Type B 

Daylight Milltype 

Country Home Lighting 

Round Bulb 

Tubular 

Sign 

Train Lighting 
Round Bulb Train Lighting 
Locomotive Cab Lighting 
Electric Street Railway 
Electric Street Railway Head¬ 
light 


I Licensed! 

imAtM# TiflMafcn H 
General Electric C« II 


C Tungsten Gas-Filled 

Regular C 
WHITE C Tiplew 
50 Watt Clear TIPLESS 
Daylight 

Country Home Lighting 
WHITE Country Home 
Lighting 

Locomotive Headlight 
Train Lighting 
Street Lighting 


All made in our own plant,under the active 
supervision of the owners of the company. 



OMSK cox 
Waatorn RepmenUUvB 
Atlas Building 
San Francisco, Calif. 


HYGRADE LAMP CO 

^SaiemMass 



...THE... 

FAULTLESS 

CASTER 

A scientific construction 
accurately produced—this 
is the fundamental prin¬ 
ciple that has established 
the supreme quality and 
unsurpassed service of 
FAULTLESS CASTERS. 

FAULTLESS CASTER COMPANY 

EVANSVILLE, INDIANA 
Manufacturers of All Kinds of Casters 

Pacific Cocut Representative* 

CHAS. A. DOWD SALES COMPANY 
320 Market Street, San Francisco 
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HER GLASBAK SHELF 


Glasbak Dishes 
Are Popular 

T HE demand for them is increas¬ 
ing rapidly — which results in 
increased sales and a quick 
turnover. 

Women have quickly learned the 
value of a glass baking dish the 
transparency of which affords a clear 
view of food as it bakes. They appre¬ 
ciate that Glasbak dishes mean suc¬ 
cessful baking, because the heat is 
absorbed by them so evenly that an 
even baking temperature is assured 
throughout. 

Not only that, but Glasbak dishes 
are attractive, and this saves extra 
dishwashing, for they can be served 
from right at the table. And they 
are very easily washed. 

Glasbak dishes are quick sellers. 
Write for particulars. 

McKEE GLASS COMPANY 
Jeannette, Pa. 





ORDER FROM YOUR 
NEAREST JOBBER 

The 

OLD RELIABLE 
Lines of 

American 

Enameled 

Ware 

Marble 

(Blue and White) 

Swedish 

(Mottled Veined) 

White and White 


Sold by all the leading house 
furnishing 

and hardware houses 


30 years of unfailing service 
and satisfaction 


THE 

AMERICAN STAMPING & 
ENAMELING CO. 

MASSILLON, OHIO 

3 Plants at BeUaire, Ohio, and MasslUon, Ohio 
covering IS acres of floor space 
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Summer Time—Elgin Time 

No dealer ever found a better article to display and an 
easier article to sell than Elgin Ovens in summertime. 

You’ll find this absolutely true. Housewives of the farm 
buy them to use on Oil Cook Stoves and thus save heating 
up the house; also avoid carrying fuel and mussing up the 
floor. City folks buy Elgins because they can enjoy home 
baked bread with half the gas. * 

“Quick Sales—Good Profits” Say Dealers 

If you will let us ship you a moderate-sized stock of Elgins, and renew with a fresh supply 
occasionally, you’ll economize on capital investe4 and on space. Hundreds of our dealers 

appreciate this rapid and regular service. We fill orders instantly. 
— You’ll find Elgin ovens will actually draw new business, and increase 
sales in all departments, for housewives are SOLD on Elgin economy 
and desirability. An elegant line including No. 36, the nickel front, 
and No. 40, or Thermo type. 

Try an order. Write today for information on sales helpB, posters, 
circulars, electros, etc.' Order direct if your Jobber cannot supply you. 

ELGIN STOVE & OVEN COMPANY 

ELGIN, ILL. 

Eastern Distributors: Beta A Co., 106 Franklin St.. New York Olty, N. Y. 
Warehouses: New York Philadelphia, Boston, Pittsburgh, Rochester 
Northwestern Represent stive: A. 0. Black, 515 Lumber Exchange, 
Minneapolis, Minn. 

Chicago Representative: M. 8. Kopf, 180 N. Dearborn 8t. 



Kopf, 180 N. Dearborn 8t. 



ROCK-A-BYE 

NURSERY ACCESSORIES 



ROADSTER NO.IO 


ROCKER NO.24 


WALKER NO.18 


Perfection Manufacturing Co, st.louis.missouri. 

Leffingwell ave and Montgomery street. 
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DURHAM MFG. CO. 


Durham Dealers Get 
Real Sales Helps 

Add a line that has the profit-making turn¬ 
over—Duplex Fireless Stoves. 

National advertising in leading women’s pub¬ 
lications, combined with the word of-mouth ad¬ 
vertising of satisfied customers, produces a con¬ 
stant flow of customers. 

In selling the Duplex, you use the most forceful 
sales argument today — economy. The Duplex 
Fireless Stove saves fuel bills, saves time, saves 
on crrocery bills. 

Here is a sales-bringing 
window recently prepared 
by a Duplex Fireless Stove 
Dealer. The Duplex Deal¬ 
er’s Help Department 
helps you to plan windows 
like this, as well as fur¬ 
nishes you with other 
practical sales helps of 
every description. Striking 
posters, attractive litera¬ 
ture, convincing sales let¬ 
ters, and aid in planning 
newspaper ads are at your 
command. 

Line up with merchan¬ 
dise that has a present- 
day sales appeal. Learn 
what other dealers in your 
business are doing with 
the Duplex. Write today. 
Every day that you put it 
off means lost profits. 

MUNCIE, INDIANA 


They Meet the Test 

Clark Jewel Oil Stoves will back up with sat¬ 
isfactory performance the high standard of 
service for which they are made. 

They can be tested in every point and will 
be found exceptionally well made. 

Test one out yourself—see how perfectly it 
works—how simple it is to operate. You will be 
pleased with its wonderful accomplishments. 

They save time—They save oil. 

Our 1921 catalog, number 112, will be mailed 
you promptly upon request. 


L \ 




George M. Clark & Company 

Division American Stove Company 
CHICAGO 
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T HERE is as steady a eirculation of air 
through the side tubes of a Dietz Lantern 
when it is burning as there is through the 
lungs of the human body when breathing. 

Kerosene is a gas oil. It vaporizes with heat 
and becomes a burnable mixture only when 
blended with oxygen from the air. The side 
tubes of a Dietz Lantern are the lungs which 
supply the necessary flow of air. This air 
enters at the top of the tubes and breathes 
into the flame at the burner. 

The term 11 Cold Blast” as applied to a lan¬ 
tern means that fresh air only passes through 
the tubes. 11 Hot Blast 17 means that a portion 
of the burned air which rises off the flame is 
recirculated through the tubes, mixed with 
fresh air. Consequently, Dietz Cold Blast 
Lanterns give more light than Hot Blast Lan¬ 
terns because they deliver a greater volume of 
oxygen to the flame. 

R. E. DIETZ COMPANY 

NEW YORK 

Largest Makers of Lanterns in the World 

Founded 1840 

Tour Jobber Stocks DIETZ Lanterns 


DIETZ 

^LANTERNS 


A Profitable Summer Line 

WITT 

CORRUGATED 

Garbage Cans 
and Pails 

In 8 Standard Sizes 

The Oldest 
and Best 
Known Refuse 
Containers 
on the Market 

The Yellow V 


Mum 

‘QUALITY” 

Y ou see it eve ry 
where, and 
wherever seen it 
is the favorite 

Yoar Jobber Can 
Supply You 


THE WITT CORNICE CO., Cmctimati, Ohio 


ORIGINATORS 
OF THE 
CORRUGATED 
CAN 
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Acid-Core 

Wire Solder 

II : 



Easy to Use—To Stock—To Sell 

Fluxing—the hard part of soldering—is eliminated 
as far as the workman is concerned by this self- 
fluxing solder. And because it's self-fluxing, it's 
self-eelling. Try it yourself. Know how it does 
W better work than former methods in half the time. 

L Then you’ll use it, stock it, and with thousands of 

other dealers, recommend it. 

The acid flux forms the core of this wire solder. It’s in 
small pockets, and is scientifically proportioned to the 
solder surrounding it, so that just enough flux feeds out 
to insure a perfect bond of the amount of solder melted off. 
Send the coupon for a free sample. Test it. Then'you’ll 
use it and sell it. 

Sold in one pound coils in cartons, and on one, five and 
ten pound spools. 

CHICAGO SOLDER CO., 4229 Wrightwood Ave., Chicago, III. 

LOUIS J. ZIE8EL 00.. 216 Market St.. San Franclico, Cal. 
THE FAUCETTE-HUSTON CO., Chattanooga, Tenn. 

Direct Factory Representatives: 


Send 

Coupon 

for 

Sample 


CHICAGO SOLDER CO., H-W 6-21 

4229 Wrightwood Ave., Chicago. 

Gentlemen: Please send me a free sample of 

Kester Acid-Core Wire Solder. 


Company 
City ... 

Our Supply ia . 
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THE 


HERD 


GUARANTEED 


Heavy Aluminum Cap 
and Top 

Pint size only 

Packed 16 2/3 dozen to 


Order from your Jobber 


If jour Jobber 
cannot supply yon. 
write ns 



UHCUUM 

BOTTLE 

Mechanically perfect 
Always threads easily 
Sturdy construction 
Long wearing qualities 


Steel Container 


Heavy shock-absorbing 
Lining 


Beautifully Enameled 
Rich Brown Color 


LLOYD SALES AGENCY 

MONADNOOK BLDG., BAN FBANOIBOO 
Pacific Coast Bales Agents 


Within Beach of 
Better Profit 

Bon Sales 



Richards-Wilcox Grindstones 
And Good Business 

Richards-Wilcox grindstones are a specialty 
leader, and build up good business in other Richards- 
Wilcox products. 

They put an edge on tools that whets the appetite 
for equal satisfaction with other equipment that 
bears the R-W trade mark. 

How is your line of grindstones! 

Our stock of the Richards-Wilcox grindstones in¬ 
cludes an assortment of wood frame, angle iron 
frame and tubular metal frame construction, in all 
standard sizes. 

Write for Catalogue H. B. 3. 
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MADE IN OHIO, U. S. A. 

ALUMINUM 

“Real Solid” 


The “MAT. IOLZZK* LINE has bean for 20 
yeans, the Strong, well known, dependable 
Aluminum line of Kitchen Utensils. 

Our Poller Is and has been to rive the dealer 
foods of suoh quality that assures him not 
only his PROFIT, but the housewife's contin¬ 
ued patronage. 

“REAL SOLID” WARE 

This is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in manjr ways, especially in Rigidness and 


TRIMMING8 — Tinned Iron, using Double 
Coated Tinned Iron—The best on the market. 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight— 
bottom of handle is protected with Metal 
Trimmings, so that it will be impossible for 
flames to creep up over bottom and burn off 
handla 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore. 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers' Shelves. 

We have added 25 New Items, all prac¬ 
tical. This makes the “BEAL SOLID” 
Line the most complete on the market 

Write Today and get our New 
Catalog just off the Press. 

The Buckeye Aluminum Company 

WOOSTER, OHIO 




No Burned Fingers 

When Madame works with the 

No. 8 Union Adjustable 
Cold Pack Canning Rack 

The lugs upon the long handles 
grip the boiler edge. She may 
easily lift the hot cans out with a 
towel, tighten the covers and set 
away to cool. No scalded fingers; 
no broken jars. 

Where several different kinds of 
foods are cooked together, each for 
a different length of time, one or 
more cans may be quickly removed 
without disturbing the others and 
new cans substituted in their place. 
The No. 8 Union Cold Pack Can¬ 
ning Rack fits any No. 8 boiler. It 
cooks all sizes of jars at one time, 
the fine mesh bottom retaining the 
smallest bottle perfectly. Stands 
erect even when empty, folds com¬ 
pactly all-in-one-piece, and is rust¬ 
proof and durable. The cost is 
moderate. You do not have to sell 
an expensive container with the 
UNION. 

Tested and Approved by Good 
Housekeeping Institute 

Write for circular and full infor¬ 
mation. It will pay you 

UNION STEEL PRODUCTS COMPANY 

530 N. Berrien St. 

Albion, Mich., U. 8. A 


UNION 
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The live hardware 
dealer say»: 


“Wrapping Up Garden Hose Is 
One Awful Job 


BOSTON 

WOVEN HOSE & 
RUBBER CO. 

Cambridge, Mass. 

The largest hose manufac¬ 
turers in the world, Makers 
of the famous BULL DOG. 
GOOD LUCK and MILO 
brands of Garden Hose. 


“If you wrap it spirally it takes a lot 
of time to cut up the paper and lap it 
properly to make a neat parcel. 

“If you try an all-over wrapping the 
paper splits over the hole in the middle. 

“I used to look around to see if ladies 
were present before I told John to wrap 
up a hose. Wrapping is only one of 
the troubles I got rid of when I stand¬ 
ardized on BULL DOG, GOOD LUCK 
and MILO.” 
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Don’t waste good thought and energy on 
such a thing as a rainy day. Welcome it, and 
go out and take your wetting. Get soaked 
clear through, if necessary, but keep a-moving. 
Remember that for every man who does not 
grumble, on a cloudy day, there are a hundred 
who do. That’s why rainy days are golden days 
for the salesman or clerk who remains cheerful 
and cheers up the customers he meets. They 
welcome a cheerful person on a rainy day, and 
give him better attention for that very reason, 
than they would on some other day. 


Keeping up with the times is largely a 
matter of keeping ahead of them—of anticipat¬ 
ing the public’s tastes, its likes and dislikes, one 
year, two years, five years hence. The man 
who tries to do only what others are doing, the 
man who supplies only what others call for, 
the man who fails to seek for the trend of pres¬ 
ent-day thought, is not keeping up with the 
times, but falling behind them. 


OPPORTUNITY 

Why say you never had a chance, 

That luck has turned you down? 

Such words are for the foolish man, 
They never win renown. 

It takes some grit to keep the pace, 

To rise to heights above, 

To conquer in the daily strife, 

To push, yet never shove. 

’Tis you, and you alone, who makes 
Your future dark or bright; 

No one can rob you of the place 
Which is your lawful right. 

Whatever comes, just forge ahead, 
Determined, earnest, quick. 

There’s always room right at the top, 
But you must start—and stick. 

—Pearl Holloway. 


The world owes a man just what he con¬ 
tributes toward the advancement of the world, 
and no more. If he is content to fill a lowly 
place, if he gives as little as he can, if he shirks 
the responsibility that brings the larger re¬ 
wards, or if he fails to put forth his best effort, 
he is entitled to no more than he gets. The 
world has a way of learning how much or how 
little each man contributes toward the advance¬ 
ment of the age. It judges him by his true 
worth, paying him more for what he does 
better than his neighbor, failing to pay when he 
fails to produce. 


THIS PRINCIPLE ALWAYS EXISTS 

“There always has been and always be a 
contest between buyer and seller.” 

The buyer wants more goods for his money. 
The seller wants more money for his goods. 

Since the very beginning of barter and ex¬ 
change on down through our present complex 
system of commerce the buyer has always stood 
for lower prices. 

In the light of the past the present day sales¬ 
man should anticipate a price resistance and 
should be prepared to meet it. 


WAKE UP AND TURNOVER! 

What will make your PROFITS great? 
What will bar the bankrupt’s fate? 
TURNOVER. 

What Will bring to you $UCCE$$? 
What makes business happiness? 
TURNOVER. 

What brings to you DIVIDENDS? 
What always helps and ne’er offends? 
TURNOVER. 

TURNOVER then your idle stock; 
Don’t let LEFTOVERS longer block. 
LOAFING GOODS are an expense; 
SHELF WARMERS are a real offense. 

—W. W. Cooley. 
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Judge Gary’s Views on ‘ Closed Shop” 


W HEN a man of the character of Judge 
Elbert H. Gary of the U. S. Steel Cor¬ 
poration speaks, he is generally worth 
listening to. Judge Gary is a man who does not 
express himself on industrial or economic ques¬ 
tions until he studies them from every angle. 

His wide experience as the head of one of 
the world’s largest industrial enterprises, his 
ability to foresee events and judge their effects, 
together with his reputation for fairness, should 
at least command close attention from every 
unprejudiced person. 

The radical labor agitators, still smarting 
under their failure to organize the Steel Cor¬ 
poration employes under Foster and other bol¬ 
shevik agitators a year or two ago, have deter¬ 
mined to again seek to create a revolution in 
industry and will hesitate at nothing to accom¬ 
plish their purposes, hence it is apropos to con¬ 
sider what Judge Gary has to say. 

Addressing the annual meeting of the United 
States Steel Corporation stockholders, the 
judge made these emphatic statements: 

We do not combat, though we do not con¬ 
tract or deal with labor unions as such. Per¬ 
sonally, I believe they may have been justified 
in the long past. There is at present, in the 
opinion of the large majority of both employers 
and employes, no necessity for labor unions; 
and no benefit or advantage through them will 
accrue to anyone except the minion. 

Do Not Voluntarily Join 

In the United States no more than 10 to 15 
per cent of labor is, or was at its highest point 
during the war, actually included in the mem¬ 
bership of the unions. Workmen do not vol¬ 
untarily join the unions. Self-appointed lead¬ 
ers, who expect to receive pecuniary profit, 
create and maintain the organizations at the 
expense of those who are actually workmen and 
join through intimidation, over-persuasion, 
false promises, misrepresentation or because of 
the use of other vicious or unworthy methods. 

Recent published statements aver that there 
has been established an enormous fund to carry 
on the work of the labor union leaders. I have 
never heard of books being kept or accounts ren¬ 
dered to the rank and file. It is the common 
belief that the workmen, as a rule, know noth¬ 
ing and have little to say in management of the 
affairs of the unions. 

Therefore, it is plain that the public speaker 
or writer who assumes that union labor leaders 
represent “labor” as a class is mistaken. 

No Discrimination Against Either 
If a workman desires to join a labor union 
he is, of course, at liberty to do so and in that 
case he should not be discriminated against by 
an “open shop” as long as he respects the rights 
of his employer and his co-employes and in 


every way conforms to the laws of the land. 
The “open shop” as heretofore publicly defined 
is what we believe in and stand for. 

It has been claimed that a large number of 
the leaders, including the most influential, are 
foreign bom. 

If a workman refused to join a onion and 
the employer declined to discharge him he 
would, in usual cases, be assaulted publicly or 
more probably under cover of darkness; and 
perhaps the members of his family would be 
insulted or threatened, or both. If still the 
employer refused to interfere he also would be 
subject to similar treatment, perhaps including 
damage to person or property. 

If the workman referred to accedes to the 
demand to join the union—however skillful the 
workman may be or become, he cannot be pro¬ 
moted to a better job or position except for 
seniority in time of employment. He cannot 
advance on merit. He becomes the industrial 
slave of the union. 

Inefficiency and High Cost Natural Basalt 

If the steel industry'should become entirely 
organized, as the leaders have openly attempted, 
then the management would be in the hands of 
the unions. 

The natural and certain effects of labor 
unionism are expressed by three words: Inef¬ 
ficiency, high costs. 

The end sought by labor union leaders, that, 
at least, to what their efforts tend, means dis¬ 
aster and destruction. 

Oftentimes they seek to control politics. 
They would regulate police departments. Worse 
than everything else, they would dominate the 
Supreme Court of the United States, our citadel 
of defense to persons and property—civilization 
itself. Many of them criticise and defy the 
final decisions of the courts. This attitude 
strikes at the very foundation of our great 
republic. 

Many believe the labor union leaders, or 
some of them, would control even the public 
press by unionizing the typographical depart¬ 
ments and thus bringing about censorship of 
publications. 

Regulation and Control of AU Dirge 
Organizations 

Possibly there is a solution of or an antidote 
to the labor union problem. I do. not believe 
in Socialism, in governmental management or 
operation, but I do advocate publicity, regula¬ 
tion and reasonable control through govern 
ment agencies. Their decisions should be sub¬ 
ject to review by the highest courts. 

Laws—clear, well-defined, practicable and 
easy of comprehension—covering these matters, 
might be passed, and if so they should apply to 
all economic organizations, groups or bodies 
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exceeding certain specified numbers or 
amounts. Both organized capital and organized 
labor should be placed under these laws. Each 
should be entitled to the same protection and 
be subject to the same restrictions and provi¬ 
sions. 

Will labor unions consent to this? They 
have heretofore objected. Here would be a test. 


THE MENACE OF “KRIEG’S RAISON” 

Elihu Root, leading American statesman, be¬ 
lieves that Russia and Germany form the great¬ 
est menace to the observance of international 
law, he told the American Society of Interna¬ 
tional Law in a presidential address before its 
fifteenth annual meeting recently. 

“The great force of Russia which aims to 
impose internationalism upon the world halts 
the development of international law, the very 
foundations of which the existing government 
of Russia now repudiates,” he declared. 

Russia Must Be Excluded 

“As the basis of international law is uni¬ 
versal acceptance, either Russia must be ex¬ 
cluded from the category of civilized nations 
or the law must wait upon the downfall of the 
present regime in Russia. In the meantime, 
every act which tends to support that regime, 
whether for sentiment or for trade, is a hin¬ 
drance to the restoration of law and the rule 
of international justice.” 

Mr. Root described Germany’s policy in the 
world war, which, he declared, “threatens the 
foundation of all international law.” 

“The doctrine of ‘Krieg’s Raison’ has not 
been destroyed.” he said. “It was asserted by 
Bethmann-Hollweg at the beginning of the war 
when he sought to justify the perfectly plain 
and acknowledged violation of international law 
in the invasion of Belgium upon the ground of 
military necessity. Of course, if that doctrine 
is to be maintained there is no more interna¬ 
tional law. 

Gtarmany Maintains Old Theory 

“We can find no ground to justify the con¬ 
clusion that a plainly unrepentant Germany 
does not still maintain the soundness of the doc¬ 
trine as a part of its historic justification, nor 
has there been any renunciation by the defeated 
Germany. We must, therefore, face the fact 
that the law which during the course of three 
centuries had become apparently firmly estab¬ 
lished upon the universal acceptance and con¬ 
sent of all the members of the community of 
civilized nations is shaken to its foundations 
by the repudiation of its moral obligation upon 
the part of the four central powers. 

“Either the doctrine of ‘Krieg’s Raison’ 
must be abandoned definitely and finally, or 
there is an end of international law, and in 
its place will be left a world without law in 
which alliances of some nations to the extent 
of their power and force their ideas of suitable 
conduct upon other nations.” 


NOW THE OPPORTUNE TIME TO ADVER¬ 
TISE SAYS BABSON 

Roger W. Babson, pointing to the price 
drop during the past few months, sees en¬ 
couragement for all business houses and manu¬ 
facturers, even though business in general may 
be called “quiet” in those lines where readjust¬ 
ment has been drastic there should be steady 
improvement, and especially so if manufactur¬ 
ers and jobbers will set the example to merch¬ 
ants and others who naturally look to them, by 
instituting a vigorous sales and advertising 
campaign. Quoting Mr. Babson: 

“At this stage of depression the main prob¬ 
lem is selling. Cut down your production ex¬ 
penses as far as you can, do without further 
expansion in new buildings and equipment, but 
don’t skimp on your selling appropriations. 

“Now is the time to use that reserve fund 
which was set aside during the fat years! Later 
in the depression area we shall come to the point 
where you should increase your plant, but this 
summer—increase your advertising! Take the 
aggressive course. There will be considerable 
business; the firm which goes after it will be 
the one to get it!” 


VOLUME AHEAD OF VALUE 

An economist of considerable note has point¬ 
ed out that the volume of business done in the 
United States began to decrease several months 
before there was a noticeable slump in the value 
of that same business. 

At the present time the ratio of depression 
between volume and value is a 2.1, the former 
having advanced one-fourth of the distance it 
may be expected to fall, according to the law 
of action and reaction, and the latter showing 
only one-eighth of the decrease it may be ex¬ 
pected to go. By the same law, volume should 
show the first sign of increase and, in conse¬ 
quence, production become normal before profit 
begins to pick up. 


YOUR PART IN THE COMMUNITY 

If a merchant by his improved methods 
makes more for himself in profit and greater 
efficiency in his organization he is rendering a 
greater service to file community than before. 
Did you ever stop to think what part your store 
was playing in your community? Is it the 
kind of backward stofe which does not keep 
full lines of stock, # but only general standard 
sizes? Is it the kind that people do not want? 
We have a lot to say as to whether the school 
and church is rendering proper service, but 
how about our merchants? Are we properly 
handling the community’s burden if we do not 
run an ideal store? 


Contentment can be either commendable or 
condemnable. 
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More Profit Earned by Increased Turnovers 


T URNOVER of stock is the goal of every 
business undertaking and frequent turn¬ 
over is the profitable turnover. 

To obtain turnover the merchant must make 
sales. Sales are the life-blood of the profitable 
turnover of working capital. Those two factors 
are more interrelated than any other two in 
business. 

Time was when some manufacturers con¬ 
sidered their sale completed when they shipped 
their goods to the retailer and the retailer con¬ 
sidered his sale completed when the transaction 
across the counter had been closed. 

But now both of them realize that the sale 
is not completed until satisfaction has been 
given, and that satisfaction has not proved un¬ 
til the customer has been brought in again. The 
sale that every merchant wants in his store is 
the sale that reproduces itself in repeat business. 
What Turnover Means 

Turnover means the investment of dollars 
in goods, the sale of those goods, reinvestment, 
resale—repeating the process often and at a 
profit. When the merchant invests money in 
merchandise, then sells the merchandise and ex¬ 
tracts his profit, that is one turnover. 

When he invests again and resells, that is 
another turnover. The merchant does not turn 
over goods. He sells goods and that turns over 
the working capital invested in them. Every 
merchant should know how many times a year 
he turns over his invested capital. 

Profit does not depend so much upon the 
amount of money invested in a business, as it 
does upon the way in which that money is made 
to work. Dollars are workmen and the faster 
they work, the more they accomplish for the 
merchant. It should be the merchant’s chief 
occupation to make his dollars work, to repeat 
investment and sale, to get immediate collection 
of accounts. Turnover is just as definitely con¬ 
nected with collection as salesmanship is with 
service and satisfaction. 

Here are the essentials of turnover: 

First—The merchant must study the needs 
of his community. He must anticipate his com¬ 
munity’s needs. 

Second—He must stock the goods, and there 
should be a variety of products; but too large 
a variety of brands of each different product is 
a scattering of investment, that is certain to 
complicate buying, selling and bookkeeping, 
with a resultant slowing-up of turnover. Every 
product selected should be judged as to sale 
quality. The trade mark should be well known, 
so that it will not need an introduction. It 
must be of a quality that will bring repeat calls. 

Third—Customers must be given facilities to 
buy. In other words the merchant must have 


adequate space for an attractive display of his 
goods. 

Fourth—Collections must be made promptly. 
Past due accounts are obligations for the mer¬ 
chant. The moment payment becomes overdue, 
the merchant ceases to be a merchant giving 
credit accommodations, but becomes a banker 
who lends money without interest. 

Advertised quality goods make quicker turn¬ 
over than any other kind. Recently a compar¬ 
ison of advertised and non-advertised goods 
was made. The amount of capital invested in 
stock was the same in each case—$10,000. It 
was assumed that profits were 10 per cent of 
the sales. 

Here are the results: 

Non-Advertlsed Goods 

$10,000 capital, 40 per cent mark-up. 

$14,000 retail value of stock, 3 number of 
turnovers. 

$42,000 total business for the year, 10 per 
cent percentage of net profit. 

$4,200 net profit at end of year. 

Advertised Goods 

$10,000 capital, 20 per cent mark-up. 

$12,000 retail value of stock, 6 number of 
turnovers. 

$72,000 total business of the year, 10 per 
cent percentage of net profit 

$7,200 net profit at end of year. 

It will be seen in the above instance that 
though the mark-up was twice as large in the 
case of non-advertised goods, yet they yielded 
a smaller profit than the advertised. 

This is due solely to the fact that the turn¬ 
over of the latter was twice as fast. 


THE REWARD OF THE STAYER 

Did you ever realize that all the big life in¬ 
surance companies are monuments to the lack 
of staying quality in ment 

Their greatest source of revenue is from 
lapses. That’s why they can afford to pay such 
big dividends to the men who stay through to 
the end. 

Successful advertisers — successful business 
men—are always stayers. To make a success 
of advertising, one must stick to it like a bar¬ 
nacle to a boat’s bottom. 

Advertising doesn’t jerk—it pulls—a steady 
pull. Every ad goes to confirm the one before 
it—to strengthen the one that is to follow and 
there’s no waste of effort or money. 

The stayer wins every time. 


Most of us got our jobs by hard thinking 
and working. It is reasonable to believe then 
that the way to get a better job is to keep right 
on thinking and working. 
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BACK OF BOOKKEEPING 

(By W. W. Cooley) 

Good bookkeeping does not mean compli¬ 
cated accounting. 

Complicated accounting is not necessarily 
good bookkeeping. 

Accounting has passed through many stages. 
In the early days of man, the charges and 
records were made on the mountain side or on 
tablets of stone. “Necessity, the mother of in¬ 
vention,* * caused the utilization of the handiest 
adding device available, viz., the fingers, whence 
all other adding devices have been adapted and 
the decimal system developed. 

In Africa the finger system is still in vogue. 
Progressive men were at that early period look¬ 
ing for improved methods, and as a result, one 
of the wise men of that time devised the plan 
of writing his charges as well as his stories on 
soft clay tablets which were afterwards baked, 
similar to bricks. 

Tablets issued in 559 B. C. are to be seen in 
the British Museum, from 1x2 to 9x12 inches. 
At that time they were as anxious to have 
identification and signatures correct as we are 
today and the impression of the thumb was 
taken on these tablets. 

Figuring methods also underwent a change. 
The sand board was devised; spreading the sand 
upon a board, the business man ran lines 
through the sand forming squares; the location 
of a token at a given point represented a defi¬ 
nite amount. The checker board of today was 
an adding machine thousands of years ago. 

Accounting Over 400 Yean Old 

In time, paper was invented and figures de¬ 
vised, and finally bound books were made in 
1211 A. D. In 1340 A. D. double entry book¬ 
keeping was instituted, while the first book on 
accounting was published in 1495 A. D., 423 
years ago. 

Therefore, the merchant of today has had 
ample time to get the habits as well as the in¬ 
formation that he should have. There is not 
a merchant with the intelligence required to 
qualify as such who does not know what he 
ought to know about his affairs. Moreover, it 
is your duty to your family, to yourself and to 
your creditors to know the condition of your 
business. 

You cannot question the economy and value 
of simple books of accounting with a record of 
your purchases and sales, more than merely one 
entry charging merchandise account and 
another crediting it. 

In every community you can secure the serv¬ 
ices of an accountant who will open a set of 
books for you and start them right. The de¬ 
tail work thereafter you can have done for a 
reasonable price. Manufacturers and whole¬ 
salers will furnish you forms. 


To keep straight, apply the Golden Rule. 


CAN YOU ANSWER WITHOUT A BLUSH ? 

1. Do you keep a “purchase account** that 
shows total of all goods bought! 

2. Is your stock increasing faster than sales? 

3. What do you save annually by discount¬ 
ing bills? 

4. What does it cost to buy goods! 

5. What do you owe? 

6. How often do you take stock? 

7. Do you figure stock at cost or selling 
price ? 

8. Do you make allowance for depreciation 
and dead stock? 

9. Do you make depreciation on fixtures and 
delivery equipment ? 

10. Do you know what is due you? 

11. Can you furnish your bank a financial 
statement at once? 

12. Have you the total cash sales and total 
credit sales, separately by month and year? 

13. Which clerks are making money for you? 

14. How much merchandise is returned by 
your customers monthly? 

15. Are collections made as rapidly as ac¬ 
counts increase? 

16. What are allowances to customers cost¬ 
ing you? 

17. How often do you make up a “Profit and 
Loss Account?** 

18. Into how many separate accounts are 
your expenses divided! 

19. If you own your building, do you charge 
rent? 

20. Do you charge your own salary as an 
expense ? 

21. Do you charge yourself with goods taken 
from the store for personal use? 

22. Do you charge interest on money in 
vested ! 

23. What is the percentage of your gross 
profit to total sales? 

24. What is the percentage of expense to 
sales? 

25. What particular lines yield a good profit 
and what are the expenses? 

26. If a fire took place, could you from your 
books give a complete statement of all accounts? 

With these facts and figures you can figure 
your TURNOVER. 


AND YET HOW FEW WE MAKE 

The cub editor says: “The next time any 
body yelps about a typographical error in the 
paper, hand them this one: In an ordinary 
column there are 10,000 pieces of type, there are 
seven wrong positions that a letter may be put 
in, there are 70,000 chances to make errors, and 
millions of chances for transpositions. In the 
short sentence, ‘To be or not to be,* by trans¬ 
positions alone, it is possible to make 2.759,022 
errors.*’ 
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Have You an Eye on Future Business? 


Toys in Stock Every Month of the Tear Is a 
Nursery Where Future Business May Be 
Developed. Children’s Trade a Sure Way to 
Bring Parents to Tou 


O NE of the safe bets which many dealers 
overlook is the sale of toys “all the year 
around” instead of merely at Christmas 

time. 

“Oh, yes, we sell toys,” said a dealer re¬ 
cently. “But if we carried over a large supply, 
our sales wouldn’t pay interest on the money 
tied up in stock. We therefore aim to buy 
closely and then make an effort to clean up at 
Christmas time.” 

It required but a few words to show this 
merchant the fallacy of his theory. His argu¬ 
ment rested upon the supposition that toys are 
in demand but once a year, but what could be 
more false T It is true, more toys are bought 
in the holiday season, but it is just as true that 
many more could be sold during the other 
eleven months if toys were pushed as a staple 
line. 

Toys Always in Demand 

For instance, a toy is always acceptable as 
a birthday present, and birthdays have no sea¬ 
son. They create a demand for toys every day 
of the year. When a dealer sells toys once a 
year he finds out-of-season toys are in less 
demand. In December there is not much sale 
for stock that sells in June and vice versa; but 
by balancing the toy stock to meet every season 
a profitable all year line can be created from a 
former holiday special. 

In summer one may feature outdoor goods, 
such as bicycles, roller skates, scooters and 
coaster wagons; besides wheel toys and other 
items. In winter there are ice skates, sleds, 
toboggans and sporting goods for out-of-doors; 
and games, dolls, mechanical toys, construction 
sets, etc., will meet a ready demand for indoor 
use. 

There is no logical reason why money should 
be tied up in stock that is not on sale continual¬ 
ly by being on the shelf or on display. Any 
line must be given a proportional amount of 
attention if it is to be turned, and it should be 
pushed along with other staple products. And 
toys are no exception to the rule; yet, handled 
in the proper manner, a toy section will prove 
to be a valuable asset to any hardware store. 
Remember, Children’* Trade Brings the 
Parents to Ton 

Aside from the monetary profit derived 
from the continual sale of toys, there is another 
angle often overlooked by the average mer¬ 
chant. And that is the vast amount of adver¬ 
tising one receives by appealing to the chil¬ 
dren’s trade. IJow often children discuss the 
window displays of some hardware store. They 


pause to speculate on which bicycle, which 
coaster, or perhaps the little girl decides which 
dollie she wants. 

Then at home the topic of their conversation 
is the wonderful toys they saw in Blank’s store. 



These are not 
only the customers 
of the future, but 
they bring to you 
the customers of 
the present. 


Parents are reminded of Blank’s store many 
times a day. And quite often a child persuades 
his parent to accompany him to the store to 
see some favorite toy. The toy has brought in 
a prospective customer; it is then for the store 
salesman to meet the buyer’s needs and if pos¬ 
sible, sell “something else.” 

Wonderful Opportunity in Children 


The child of today is the man of tomorrow. 
And the chap who is now interested in a con¬ 
struction toy will soon be buying pocket knives, 
flashlights and other items. Later on he may 
buy mechanics’ tools, builders’ hardware; and 
perhaps he will be in the market for household 
goods, including an electric washing machine, 
a stove and a multitude of smaller items, which 
make up the equipment of a home. 

So by forming an agreeable association with 
the youth, a dealer may hold this trade through¬ 
out the ensuing years. And in looking back 
this merchant can see that all this business was 
built on the sale of some simple toy, years ago. 
Such business men have an eye on the future. 

A “Cheap” Line Always a/Mlstake 
A frequent mistake is made in the purchase 
of a cheap line of toys. They are a failure in 
every respect, and the wise dealer knows that 
the day of gimcrack toys is over. 

Good, dependable American-made toys, with 
a nice appearance and constructed so they will 
not go to pieces before they get home, are the 
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most satisfactory. Disappointment to a child 
is undesirable. A man’s dislike for some store 
may be traced back to an unsatisfactory sale 
made in his younger days. This quality is a 



strong factor in handling toys as well as any 
other line. 

Throughout the country it is readily seen 
that unless hardware men keep a tight grip on 
the toy business they will lose it. Drug stores, 
art stores, millinery and even grocery stores 
are adding experimental lines of toys. These 
merchants have seen that if they have something 
to attract children, they also have something 
that will attract the parents. And the parents 
who come in to look are converted from “look¬ 
ers” into buyers. 

Toys Fit in Nicely With Hardware 

A stock of groceries and toys seems incon¬ 
gruous. Oh the other hand, toys fit in nicely 
with hardware. The hardware salesman is 
more readily adapted to handle the toy trade. 
He sells bicycles, roller skates and other youth¬ 
ful needs and toys form an addition which goes 
to make up a complete stock. 

One salient feature in any store is the choice 
of salesman to sell toys. Many grownups can¬ 
not stand the “annoyance” of children. Such 
a salesman acts as if he were on guard duty, 
and children readily notice the slightest feeling 
of antipathy in such salesmen. “Hands off!” 
is not a good sales-slogan. The good salesman 
is tactful; he is able to handle kiddies satisfac¬ 
torily without using terrorism as a controlling 
influence. 

“Several years ago,” said a hardware dealer 
while discussing the toy question, “we carried 
a small line of toys. But for some reason they 
were a disappointment. We had complaints 
coming from children who felt they had some 
grievance, there were occasional controversies 
between the salesman and some youngster, and 
finally I decided to close out my stock of toys 
in order to eliminate this objectionable feature. 

“But on the suggestion of my partner, who 
iB a better judge of human nature, I began to 
look for the trouble in a different manner. An 
investigation proved that it was not the chil¬ 
dren; we foupd the salesman in charge of that 


department was irritable, impatient and entire¬ 
ly unfit to deal with children, although he had 
children of his own. 

“He was transferred to another department 
and conditions changed immediately. We now 
do an immense toy business. The holiday season 
is our best, but we are gratified with our all 
year sales as well. And one important point is 
the selection of salesmen for this department.” 

Educational Value of Toys 

Toys have been developed to a point where 
they afford instruction as well as amusement. 
This is an added feature in the eyes of the 
parents. A father is delighted to see his son 
interested in building towers or constructing 
toy automobiles. And quite often dad spends 
a pleasant hour or two helping his boy develop 
some model. This tends to add interest and 
creates a greater spirit of companionship in 
the family. 

It is therefore plain that toys are to be 
sold and they will sell. Success depends upon 
the same conditions as the sale of other lines. 
A large stock, an intensive sale program and 
proper display will bring an increasing amount 
of profit to the merchant who wishes to increase 
his volume. Besides, the shrewd dealer knows 
that this increase of business is not temporal— 
it is the foundation for more business years 
later, when the child of today has grown to 
manhood. 


The true nobleman is one of noble thoughts 
and acts. The title alone does not make a noble¬ 
man, but the lowest being may become one by 
aspiring and striving. 


The satisfied customer is the press agent of 
a successful business. 


In selling it is not always the early bird 
who catches the worm; it is more often the bird 
with the keenest eye and the correct judgment 
as to when to look for the fattest worm. 


A LITTLE TOO MUCH 

One of our Spokane subscribers, recently 
married, set out to prove that he would make 
a model husband. His wife felt the call to take 
an active interest in politics and developed into 
an active suffragette. Finally, when the baby 
came, he found it a little difficult to attend to 
his duties in the hardware store and attend to 
all the requirements of the young hopeful, so 
he protested: 

“Now, Mary, I don’t want to be misunder¬ 
stood in this matter. I am willing that yon 
should be a suffragette, I am willing to get up 
in the morning, split the kindling, light the fire, 
cook the breakfast, wash the dishes and dust 
the parlor, but I’ll be doggoned if I’m going to 
wear pink ribbons in my nighty to fool the 
baby when he gets hungry at night!” 
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Latest Kitchen Joy—Steam Pressure Cooker 


More Opportuntie8 for Merchants to Obtain 
Women’s Trade 


T HE modern housewife has received so many 
surprises that now she feels as though 
nothing could excite or surprise her. She 
experienced great joy when gas was discovered 
and she did not have to stoke the stove with 
wood or coal. 

She enjoyed thrills of all kinds when the 
various pieces of modern kitchen equipment 
were perfected and work was made so easy in 
the kitchen that she had more 
and more time to spare for 
other things. 

In spite of all the attach¬ 
ments and appliances, cooking 
still took time and lots of it, 
but she awoke one morning to 
learn there was a cooker on 
the market that would cook 
foods in a remarkably short 
time—not only that, but would 
cook tough old hens until they 
were very tender; tough neck 
pieces of beef until they were 
tender and delicious and 
would impart a flavor that was 
extremely palatable to the 
taste. 

It would not only do this 
but it would cook a number of 
dishes of food at the same time, 
so that a whole dinner could 
be prepared at once and in 
such a short time that it was 
almost unbelievable. 

Alive to Opportunity 
The utensil that would do 
all this was the steam pressure 
cooker. When the Bunting 
Hardware Store of Kansas City learned of this 
cooker it immediately saw what a big field there 
was, in the middle West especially, for a utensil 
of this description, and proceeded to lay in a 
supply. One great reason why the cooker is 
so good in this territory is that it is not a great 
distance from the mountains and in the high 
altitudes it is almost impossible to boil foods 
until they are tender enough to eat. 

Potatoes are seldom boiled because of the 
length of time it takes to cook them through 
and even eggs which will cook in a few minutes 
in low altitudes take a long time to cook. 

A Boon to Women Not on the (Boa) Level 
The boiling point of water at sea level is 212 
degrees and that at 10.000 feet above sea level 


water boils at 193 degrees. So people living in 
high altitudes have to eat baked foods or spend 
hours and hours in the kitchen getting food in 
proper condition to eat. The cooker proves a 
great saving for them also in the canning of 
foods, as they are enabled to save fruits and 
vegetables by use of the steam pressure cooker, 
which otherwise they might not be able to save. 

Seeing what a great benefit this cooker 
would be to the housewife, no 
matter whether she lived in a 
city apartment or in the coun¬ 
try, whether she lived at sea 
level or 10,000 feet above, the 
Bunting store proceeded to 
make the people acquainted 
with this valuable appliance. 
Goods on the Shelves Bring No 
Gash to the Register 

Instead of permitting the 
cooker to lie on the shelves or 
tables, hoping that a chance 
customer would see them and 
inquire what they were, the 
Bunting store decided to open 
the campaign with a demon¬ 
stration. The factory sent an 
expert for the initial demon¬ 
stration and a great deal of 
interest was created, an in¬ 
terest which terminated in an 
equally interesting number of 
sales. 

Coupling Advertising with 
Salesmanship 

Tables were arranged in a 
hollow square on the second 
floor, or the housefumishings 
department of this big store, 
a small gas stove was attached and placed con¬ 
veniently for the demonstrator, and a number 
of the cookers in the various sizes arranged in 
an attractive manner. 

Preceding the demonstration a number of 
prospective purchasers were called on the 
phone. A pleasing window display was arranged 
and window show cards announcing the dem¬ 
onstration were placed in conspicuous places. 
The local newspapers announced the demonstra¬ 
tion to take place on certain days, and invited 
the public in to see it. 

Remember This in Such Demonstrations 

The prospects called on the phone were in¬ 
vited to come at certain hours, so that there 
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would be a steady stream of visitors and not 
too many nor too few at a time. 

The women responded very readily to the 
invitation to come in. The newspaper adver¬ 
tisements had made them curious and had 
aroused considerable interest. They felt here 
was a convenience—a necessity—for their kitch¬ 
en, which they did not know about and so they 
were here to investigate and if a store wants a 
woman’s trade and will appeal to her curiosity, 
it has accomplished the first step. 

Get her into the store; let her see that a 
hardware store is a woman’s province and that 
she belongs there just as rightfully as a man, 
and you have “got her going.” 

Little Conveniences All Help 

Chairs were grouped about the booth or 
tables, arranged for the demonstration, and the 
women were enabled to sit and watch as long 
as they cared to stay. 

In order to show what a remarkably short 
time the cooking would take, the demonstrator 
would peel and boil potatoes, as they would 
take but a very few minutes, and nearly all of 
the women who came in could wait for them to 
be cooked. For other groups who had a little 
more leisure, a dinner, consisting of meat, pota¬ 
toes, one other vegetable and a dessert was pre¬ 
pared. 

Practical Demonstrations Convince 

To show the visitors that flavors positively 
do not intermingle in this cooker, although in 
open top pans, a favorite stunt of the demon¬ 
strator is to cook onions in one pan and a cus¬ 
tard, made of course of milk and eggs in 
another pan, place them in the same cooker and 
steam them. 

The women are openly skeptical about this 
combination and are truly eager to taste when 
the cooker is opened and the little samples are 
passed out. Each one wants to be the first to 
say, “I taste onion in this custard,” and when 




Clean House with a IT 
Western Electric Vacua Sweeper v 

Your Bags may be denned per 
fectly without having them removed 
from the floor. 

Thia Sweeper with its many con¬ 
venient attachments will aKo elcaft 
curtains, furniture; in fact, almost 
clean your entire house. 

$8 Cash, $8 Monthly* 




For Cooking and 
Canning 

The National Precaam Cooker 
will eook pork and beans in 40 min¬ 
utes, or a chicken in 80 minutes. You 
can obtain wonderful results in eook- 
ini or 


Waffles for Breakfast 

They are delicious when baked 
in a waffle mold made of 
Wear-Ever Aluminum. 

No grease nor smoke when you 
an a Wear-Brer Mold. 




Value of advertising is increased when you can show 
detailed construction of products advertised. 


they don’t taste it and can’t say it, they truly 
stand agape, gazing first at the demonstrator 
and then at the pressure cooker. 

Choosing a vegetable as odoriferous as an 
onion and cooking it in the same receptacle with 
the custard proves conclusively that the odors 
do not blend. 

When they learn that what the advertise¬ 
ments say is true, then they are eager to learn 
all about the cooker, how easily it is operated, 
what it costs to operate and what the further 



Labor saving devices always bring the women folks to 
merit. The Bunting Hardware Co. have been most successful 


your store, especially 
in their methods. 


if you have something of 
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possibilities are. They learn that it is safe and 
that it is simple to operate. 

Easy to Operate 

Steam is generated in the bottom of the 
cooker by placing a small quantity of water in 
the bottom of the vessel—about one inch in 
depth will be sufficient, or enough to cover the 
perforated platform, which is first placed in 
the bottom of the cooker. The lid must be 
placed in position, then fastened down with the 
bolt and wing nuts, screwing each one grad¬ 
ually in rotation until it is steam tight. 

After setting the cooker over the fire, the 
pet cock must be opened wide in order to let 
out the air as the steam pressure rises. When 
live steam begins to issue from the pet cock, 
which with a good fire should be in about five 
minutes, it should be closed. If properly fas- 



Raise Your Own Chickens 



With a Buckeye incubator and Brooder 

The Backvje ia mtj to operate and good hatches are assured, as 
this machine is guaranteed to natch every hatchable egg and pro¬ 
duces more and stronger chicks than any other machine. 

Order your machine today and start your first hatch. 

Prices: 1-3 down; balance in monthly payments 


$10 Cash 

Places a 

One Minute 
Electric Washer 

in your home. 

It washes, wrings a n 
rinses by electricity at 
small cost. 

Priced' from $98 
to $152A0 


Expert Demonstration 

Here Thursday, Friday and Saturday 
•f the 

National Steam 
Pressure Cooker 

Come in and see this demonstration and 
learn the possibilities of steam pressure 
cooking. Our expert demonstrator will 
prepare all sorts of foods during the 
demonstration. 


—— ST. ■■ 

Advertising ia salesmanship on paper. Talk in your 
advertising as you would to the customer in person and 
you #111 get the best results. 
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tened no steam should issue from the edge of 
the cooker. The dial should be watched occa¬ 
sionally, and when the fifteen pounds pressure 
has been reached the safety valve should be 
adjusted to release excess steam pressure. 

The foods in the container should then be 
steamed for the amount of time called for in 
the recipe. The flame of the stove should be 
turned low to keep the pressure at fifteen 
pounds, or if one is using a coal or wood stove 
the cooker may be moved to the back of the 
stove. 

One should never open the cooker without 
first releasing all the steam by opening the pet 
cock and safety valve. The flame is often 
turned very low and yet the pressure is main¬ 
tained, proving that the cooker is a great saver 
of gas and other fuels. 

Saving of Time It a Groat Factor 
Saving of time is a great factor for the busy 
housewife who does her own work, so the steam 
pressure cooker is proving invaluable to the 
woman who spends all or part of her day down 
town and yet maintains a home. It is a blessing 
to the women who desire to economize to the 
extent of using cheaper foods, if they can be 
made palatable and to the one who wishes to 
can small quantities of fruit or vegetables and 
has only a few minutes to spare for such a task. 

Bound to Be in Big Demand 
It is a utensil which is bound to sell and will 
sell until every housewife is supplied with one. 
It may be that the first cost is a little high, but 
foods and fuels are also expensive, and the 
saving in both is not to be lightly considered. 

It is therefore the duty of every hardware 
merchant to lay in a stock of these steam pres¬ 
sure cookers, have the factory send a man to 
his store to thoroughly demonstrate them and 
when he is perfectly sure that his salesmen 
understand every feature of them, put them 
over big to the housewife. 

If it were possible to have every salesman 
use one in his own home, it would give him 
confidence in it, and make him just that much 
better a salesman, for when a person has con¬ 
fidence in a project or a piece of merchandise it 
is not difficut for him to make the other person 
see it as he sees it. 

Women Keen on Labor Savers 


The sales of washing machines and electrical 
appliances of all kinds show that women are as 
keen on labor savers, as the man who buys new 
plows and tractors and machines of various 
kinds for his farm, so why not show the women 
the benefits to be derived from the possession 
of a steam pressure cooker, and let the resultant 
sales astonish you. 

Make your advertising so attractive that the 
women will fall for it, then after you get them 
in the store, make your demonstration interest¬ 
ing, and if you do not win, the fault will not be 
in the women customers. 
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THE ARKANSAS KNOCKER 

(Editor’s Note—We are indebted to E. Whitfield, 
president of the Jonesboro Hardware Co., Jonesboro, 
Ark., for the comment on the local knocker. 

What Mr. Whitfield mentions as applying to Jones¬ 
boro probably applies to many towns and cities. We 
are passing Mr.Whitfield’s thought along,believing that 
merchants everywhere can ask themselves certain ques¬ 
tions and perhaps be benefited by changing their atti¬ 
tude and viewpoint. 

Sometimes people get so in the habit of "knocking” 
that they forget the "beam” that is in their own eye. 
We should take time for serious thinking and personal 
self-examination.) 

We are beginning to wonder when a certain 
class of citizens in our city will awaken to the 
fact that a new era has dawned in this city; 
that a new spirit has been bom, and that the 
man who persistently knocks is becoming less 
popular here than bubonic plague. 

The time has long passed when just anybody 
can say anything he wants to about our town 
and ‘‘get away with it.” Jonesboro realizes 
more today than she ever did that the spirit of 
the people who live here is the very foundation 
upon which the whole city rests. 

Jonesboro realizes, too, that the sooner she 
gets rid of the chronic knocker, the better off 
she will be. Any man living here who is not 
satisfied with the city; who does not believe in 
her future, is doing both the town and himself 
a great injustice by staying here. He would 
probably prosper better in some other com¬ 
munity; certainly, Jonesboro would prosper 
just as well. 

We heard a business man say the other day 
that he used to take an active part in the affairs 
of the city, but that he found several years 
ago that everyone else was sitting back and 
letting him do all the work. 

It undoubtedly does not occur to him that 
the condition which existed several years ago 
might not exist today. He is not taking the 
trouble to investigate. 

Certainly there are a number of other busi¬ 
ness men who have not met this obstacle to 
such an extent as to adopt this attitude. They 
probably realize that if everyone evaded his 
share in upbuilding Jonesboro in such a casual 
manner, the city would soon go to pot, despite 
its wonderful natural advantages. 

This man is “passing the buck.” His ex¬ 
cuse for so doing doesn’t hold water. When he 
claims he quit working for Jonesboro because 
no one else would work, he had just as well say: 

Well, let the old ship go down. Of course 
my business will go down with it, but what do 
I caret I will at least have the satisfaction of 
getting even with the fellows who wouldn’t 
work as hard as I did.” 

I think the time is at hand when we should 
all do some hard thinking, earnest and con¬ 
sistent work; be careful of our buying; watch 
our stocks; keep them neat, clean and well as¬ 
sorted. Rise early, plow deep, put in a full day 
and be ready to help the fellow who is deserv¬ 


ing. If we will all do this, I think we will be 
well rewarded for our efforts. And when the 
year’s business is closed, we may look back and 
say with pride: “We live in the best country 
in the world; in the best town. And from this 
time on we are going to do our duty as a ‘boost¬ 
er’ for our town. Forgetting that we ever held 
a membership in the ‘ knocker club ’. ’ ’ 

E. WHITFIELD, 

Pres. Jonesboro Hdwe. Co. 


In selling don’t rush, don’t loaf, don’t be too 
confident, don’t give up too readily. Strike 
the sane balance between these four, and know 
that the other man’s opinion of you and your 
work is exactly what your own opinion is of 
yourself and the goods you sell. 


A POSTAL ROMANCE 


In One Short Lyric Reel 

(Copyright) 


TIME—Any old. 

PLACE—Everywhere, U. S. A. 

GIRL—Every blessed one, U. S. A. 

Rich, Cal. 

Handsom, Va. 

Beaux, N. C. 

Auto, W. Va. 

Picnic, Ky. 

Surf, Cal. 

Tennis, S. Dak. 

Teas, Va. 

Sunset, Wash. 

Moon, Miss. 

Young, Ariz. 

Man, W. Va. 

Sweet, Ida. 

Spooner, Wis. 

Teacheys, N. C. 

Novice, Tex. 

Love, Ark. 

Kissimee, Fla. 

Surprise, Neb. 

Decorum, Pa. 

Persist, Ore. 

Coy, Ala. 

Retreat, Cal. 

Fall, Kan. 

Rescue, Neb. 

Dimple, Ky. 

Kismet, Kan. 

Echo, Minn. 

Ditto, Tex. 

Bliss, Ida. 

Aska, Ga. 

Promise, Ore. 

Diamond, Wyo. 

Delight, Kan. 

Preacher, Va. 

Rice, Tex. 

Happyville, Colo. 

—Don Black. 
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WRONG METHODS OP ASKING FOR 
INCREASE OF SALARY 

In applying for an increase, as in everything 
else, there is a right and a wrong way. It is 
unfortunate that so few are schooled in the 
right way. It is so much easier and effective. 

The wrong method most commonly employed 
is to insist that living expenses have increased 
to the point where an increase must be had. 
Here the attitude is taken that because we have 
been living beyond our means, or have met with 
misfortune, the firm owes us an increase. 

But unfortunately the firm does not pay us 
on the basis of our habits or misfortunes. It 
pays us on the strict and impartial basis of our 
worth as an earning power in the business. Were 
wages based upon sympathy rather than the 
earning capacity of the individual, companies 
would soon be forced into bankruptcy. 

Most employers are sympathetic, but they 
dare not permit their sympathy to run away 
with their judgment. It would work the hard¬ 
ship of mismanagement upon us all. 

Another wrong method is to ask for an in¬ 
crease upon the plea that another is receiving 
more money for similar work. This is a criti¬ 
cism of a superior’s judgment and is strongly 
impressed upon him as such. He holds the posi¬ 
tion he does because the management has con¬ 
fidence in his ability to determine how much 
each man under him is worth. Even were this 
not true, it is an evidence of poor judgment to 
criticize a superior and then to ask his consid¬ 
eration in almost the same breath. 

Still another wrong way of seeking an in¬ 
crease is that of truthfully or untruthfully say¬ 
ing that a better paying position has been of¬ 
fered elsewhere. If such a position really has 
been offered, and, after due consideration, it is 
decided that the opportunities and not only the 
money are better, quit. If such a position has 
not been offered, everything is lost when the 
advice is given as it usually is in such cases, that 
the company is paying all the job is worth and 
that the better offer had best be accepted. 

Effective Methods 

Now that a few of the faulty methods have 
been considered, the right methods can be re¬ 
viewed with greater confidence. The best way 
to get an increase is to prepare for it by per¬ 
sistent hard work. In most cases any work 
that increases production or reduces expense, 
is sufficient. 

But there are cases where a high degree of 
salesmanship is required. Where this is neces¬ 
sary modest self-advertisement is not resented. 
It is interpreted by most superiors as a real 
show of business ability, the very asset for 
which they are seeking and willing to reward. 

Another effective method of getting an in¬ 
crease is to demonstrate by thrift and good 
judgment in personal matters that you are the 
type of man for which your company is looking. 


This is an almost infallible means of causing an 
employer to decide that a man who can save 
money on a small income for himself can save 
money for the business, and wherever an em¬ 
ployer finds a man that can save money through 
broad-minded business management, that is the 
man whom he is ready to increase. 


MERCHANT THE “WHOLE WORKS” 

In many western towns it frequently hap¬ 
pens the general merchandise merchant, hand¬ 
ling complete lines of hardware, house furnish¬ 
ings, sporting goods, etc., is also the local post¬ 
master. An instance of how completely the 
merchant serves his community from postmaster 
to preacher and from merchant to lawyer, is 
related by one who is likewise an enthusiastic 
Hardware World subscriber. 

A traveling salesman visited the town and 
sold the proprietor a bill of merchandise. When 
the goods arrived they were not as represented 
and the merchant consequently returned them. 
The house attempted to collect the bill and 
drew a sight draft on the merchant through 
the local bank, which returned the draft un¬ 
honored. The house wrote the postmaster about 
the financial standing of the merchant and the 
postmaster laconically replied with an o. k. 

By return mail the house requested the post¬ 
master to secure a lawyer to collect the amount 
and received the following reply: 

“The undersigned is the merchant on whom 
you attempted to palm off your worthless goods. 
The undersigned is the president and owner of 
the bank to which you sent your sight draft. 
The undersigned is the postmaster to whom you 
wrote and the undersigned is the lawyer whose 
services you sought to obtain for your nefarious 
business. If the undersigned were not also the 
preacher of the church at this place, he would 
tell you to go to hell.” 


PROSPECTS GOOD IN MONTANA 

Editor Hardware World : The prospects 
for our section were never brighter than they 
are today. We have had an exceptionally fine 
spring. The ground is in fine condition, and 
the farmers are doing their utmost in seeding 
their spring crop, and although our acreage will 
be reduced about 50 per cent on account of the 
financial conditions of the country, everyone 
is feeling optimistic. 

There is a good deal of oil activity in and 
around Billings. Several wells are being drilled 
within a radius of thirty miles from the city 
and should any of the these prove productive 
it would give us all the prosperity we will need 
until we harvest our crop this fall. 

We believe our merchants are doing business 
on a safe and sound basis in general. We don’t 
look for any failures. 

MALIN YATES CO., 

Billings. 
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Speeding Up Paint and Varnish Sales 


Here Is the Practical, Successful Way in Which 
a “HARDWARE WORLD M Gets and Keeps 
This Trade 


(By Harley Cooper, Hardware Man) 


A SHORT time ago, I took a day off and 
went trout fishing with an old side partner 
of mine. We left our car at a farm house, 
in the country, far from the main highway and 
at the foot of a high and wooded hill. We 
climbed over this hill into another valley which 
I had never before visited, although located in 
our county. 

Wood Colored Houses AU Around 
This valley was long and narrow and ex¬ 
tended through the hills for several miles. The 
farm lands were poor and the houses and farm 
buildings depicted the meager returns which 
these hard-working folks wrung from the rocky 
soil. Most of these buildings were 11 wood 
colored 1 ’—some of them with vestiges of ancient 
painting. A red bam, a white house—only mere 
remnants of color now, and exposure to the 
weather for so many years gave this valley the 
most tumble-down appearance imaginable, with 
these forlorn-looking dwellings. 

It was a relief to me to see the well-kept 
homes of our town once more, as we returned 
in the evening, and the thought occurred to me 
that perhaps we take too much for granted in 
the appearance of things, until we see the op¬ 
posite. 

As a hardware dealer, I am in business to 
make sales and reap profits, and so are you. 

It’s painting season now, and we must make 
hay while the sun shines. 

Getting right down to some very practical 
brass tacks, we must be prepared to go after 
our share of the paint and varnish business of 
our vicinity. 

It is, perhaps, natural to suppose that most 
of us have some special brand which we prefer 
to push. This brand may be nationally adver¬ 
tised, and if we have exclusive sales rights, the 
business which we develop will be outb. This 
matter of brand is important, I think. It lines 
us up behind something definite. Not merely 
a good paint, but the best paint in town. 

How We Get the Business 
To make this article just as practical as pos¬ 
sible, I should like to present a few features 
which we find well worth while in effecting 
sales for paints and varnish in our town: 

(1.) We use a special and illustrated post 
card, printed for us by the manufacturer, to 
mail to house owners whom we think should be 
interested in the use of house paint. We fol¬ 
low up these cards by personal letters, with 


circulars and color cards, and invite the pros¬ 
pect to call and let us give him substantial 
facts regarding his own house job. 

(2.) We have our varnish display panel and 
our paint color paddles in prominent display 
just inside the front entrance of the store, and 
this frequently brings up a sale of itself, by 
reminding the customer of some painting which 
should be done, at home. 

(3.) We make a special appeal for the 
good-will of all of the local painters by securing 
for them a set of business cards with their 
name and addresses printed on them, and featur¬ 
ing our brand of paint. We also supply them 
with painters’ caps, paint ladles and color com¬ 
bination cards. We make it a point to tell them 
about prospective jobs we hear of, trying to 
divide up these tips fairly. 

(4.) We make prominent use of window 
display and newspaper space to feature our 
brands of paint and varnish. This keeps our 
particular make before the eye of the public, 
with the result that they are more inclined to 
think of the particular brand, rather than think¬ 
ing of “just paint.” We know this to be a 
fact, for many customers come in and ask for 

a gallon of-paint, number —, or for a quart 

of our-floor varnish. 

(5.) We hold an annual three-day demon 

strati on of our-varnish, stain and graining 

process, with a factory expert in charge. This 
is well advertised in advance in four of our 
county newspapers, in which we take regular 
weekly space. We further believe in the use 
of movie slides and printed hand bills, for 
any special feature like this. The better our 
publicity—the better will be our sales results. 

With this demonstration, there is always a 
special coupon value good for these three days 
only, and as this coupon appears in all of our 
advertising, a goodly number of them are 
always brought in. New customers are made, 
and old customers get the advantage of the 
coupon values—it all sells more goods for you 
of the particular article you are pushing, and 
when it is an exclusive sales article, you can 
figure out the prestige to your store, from 
such a demonstration. 

(6.) We make it a point to keep in touch 
with persons buying houses or building new 
ones, or owning renting property; our letters 
and sales literature to them, especially to the 
two former classes, lay emphasis on the pleas- 
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ing effects which come from the use of our 
-wall finish and our-floor var¬ 
nish. 

The wall finish can be used over old wall 
paper or on plastered walls, and the floor var¬ 
nish offers a wide assortment in different imi¬ 
tation wood finishes such as oak and mahog¬ 
any. We find that we make quite a number of 
sales on these two items to tenants who put the 
proposition up to the landlord that they will 
do the work, if he will furnish the material. 
This seems to work out nicely, too. 

(7.) Then we make occasional sales push, 
on such special finishes as porch and inside floor 
paint, auto enamel, aluminum and bronze paint, 
screen stain and porch furniture enamel, roof 
paint and so on. These tend all the more to 
create the idea of paint headquarters for our 
store. 

All of the above are features which we have 
worked out to our own profit, and you can do 
the same. Observation often furnishes our first 
clue and judgment and suggestion often bring 
the sale to a happy conclusion. You will in¬ 
crease your business in the line of paint and 
varnish, and at the same time, you will help 
place your town on the map as one of those 
charming spots where “BRIGHTEN UP” is 
more tl\an a mere sign. It will be a symbol of 
progressive citizenship, and you will have the 
happy feeling of having played a substantial 
part in this community improvement. 


TOSSING THE BOY OVERBOARD 

General Garfield, like most of our presidents, 
wrote and uttered many wise things. He was 
a big man, physically and intellectually, and 
always looked well fed. Being bearded he had 
every sign of great vigor. On one occasion he 
made this remark: 

“Poverty is uncomfortable, as I can testify, 
but nine times out of ten the best thing that can 
happen to a young man is to be tossed over¬ 
board and compelled to sink or swim for him¬ 
self. In all my acquaintance I never knew a 
man to be drowned who was worth saving. 1 ’ 

But Garfield’s notion is not popular with 
parents, and conflicts with all the impulses of 
love. None of us want our sons to undergo the 
hardships or discouragements we have suffered. 
We want them to work, to learn, and to be 
useful; and we help them according to our 
ability to acquire security from poverty. 


The rich man may occasionally toss a son 
overboard for his good, but there is usually the 
determination to care for him at the finish, to 
save him from a knock-out, to shield him from 
poverty. This may not be best for the boy, but 
it is best for the parent. A world deprived of 
the tender lover of parents, in which boys were 
left to struggle for themselves, with no hope of 
aid from their parents, might be a fine one for 
the boys, but it would be a dismal place for their 
natural protectors. Human nature, with that 
rich streak of paternal love which softens it, will 
not stand for Spartan ideas in the training of 
youth. 


GOOD PAINT AND GOOD WEATHER 

Never let a bright, dry day pass without 
talking paints and encouraging painting. Get 
all your painters to work on a dry day and a 
dry surface. Too many of our days are damp 
and wet. A dry day is therefore a jewel to 
the wise paint salesman, who would assure him¬ 
self of satisfied customers. 

Moreover, have the surface put in proper 
painting condition. As well serve food in un¬ 
washed dishes as to put new paint on a dirty, 
rusty, greasy, dusty, wet or unbrushed surface. 

It is said by paint authorities that 70 per 
cent of paint is wasted by not conforming to 
proper painting conditions. Supposing your 
dentist filled your tooth without cleaning out 
the old cavity t That is a sufficient illustration. 
If paint will give you five to ten years or more 
service, on a bridge, tank, roof, iron fence or 
other structure, as it will, do you Mr. Hardware 
Man, want or need any more proof than this? 

Don’t waste labor. Labor is a diamond, 
judging by what the workmen think of their 
services—$10.00 a day. Quality paint, once on, 
gives long service, thus saving you many labor 
charges. It is not the cost per gallon, but it le 
cost per year that counts. 


THERE IS NO TOMORROW 

Oh, gosh. I’m so happy; Oh, gee, I’m so glad, 
I haven’t got time to be gloomy and sad. 
From the first peep o’ day till the sun goeth 
down 

I’m busy just laughing at people who frown. 
For fate is a jester and life is a joke, 

And we’d better laugh now, for tomorrow wp 
croak. 
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Sporting Goods a Profitable Line 

Suggestions Worth While Bearing in Mind 


66 PORTING goods are trade builders/ * 
^ writes a Nebraska dealer. “Sporting 
goods are easily sold because of their 
universal appeal. Before I commenced handling 
sporting goods I did not appreciate the trade 
building possibilities offered by this line.” 

“Experience has convinced me there is al¬ 
ways a demand for equipment which enables 
the hunter to get more game; the fisherman to 
catch more fish; or which permits boys and 
girls, men or women, to engage in the particular 
varieties of games or sports which interest 
them. 

“The first essential is to know the line thor¬ 
oughly, then select a stock adapted for the needs 
of your local sportsmen. 

Personal Acquaintance a Big Help 

“It is advisable to engage in outdoor sports, 
and associate with sportsmen as much as possi¬ 
ble. Not only make the acquaintance of pros¬ 
pective customers when at the links, hunting, 
fishing, etc., but also gather practical informa¬ 
tion regarding the varieties of equipment most 
in demand. The more acquainted you become 
with sporting goods, the more easily you can 
sell them. 

“An important advantage offered by a line 
of sporting goods is the profitable trade which 
comes during periods when the trade in other 
lines is slack . 99 

Make a Study of Sporting Goods 

Merchants find it advantageous to investi¬ 
gate the sales possibilities of different articles 
classed as sporting goods, so they can select a 


stock of rapid sellers. It is much easier to de 
termine the sales possibilities of different ar¬ 
ticles by reviewing them separately than b\ 
treating them collectively. 

Owing to the fact that merchants appre 
ciate the necessity of being thoroughly in¬ 
formed concerning sporting goods before at¬ 
tempting to sell them, we offer some sugges¬ 
tions regarding different articles. 

Flashlights Always In Demand 

Electrical supplies of all kinds are continu¬ 
ally increasing in number. During the period of 
development in electrical devices the sporting 
goods line is not neglected, for there are several 
articles of an electrical nature used by sports¬ 
men. 

Enterprising dealers keep in touch with new 
equipment which is continually appearing, 
which can be handled to advantage in their 
stores. They find electrical equipment a good 
line to handle. Lanterns and lighting devices 
for camping, fishing and hunting purposes are 
in demand. 

This is the electrical age, and sportsmen are 
glad to dispense with obsolete lighting equip 
ment when modern electrical devices are 
brought to their attention. 

Flashlights are sold in constantly increasing 
numbers by dealers who handle sporting goods 
“I find flashlights especially adapted to my 
stock of sporting goods,” says a Kansas Habd- 
ware World subscriber. “These handy devices 
are growing in demand; I am selling more of 
them each year. I carry flashlights in a variety 



*It doesn't require a large stock of goods to feature sport clothing, and It is sure to bring a better class of 
trade. Often arrangements can be made wltlv either local merchants, or local tailors to make any necessary 
alterations, or even to make such garments to order 
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of styles and sizes. 1 display my line, and 
endeavor to give the impression that my store 
is headquarters for this kind of equipment. 

“There is a steady demand for extra bat¬ 
teries and bulbs, in addition to complete flash¬ 
lights. I find that portable searchlights, foun¬ 
tain pen lights and vest pocket flashlights are 
in demand. The flashlight purchaser is desirous 
of a powerful light and long-lived battery.*’ 

Sport Clothes Are Trade Builders 

Outing clothing is in strong demand; this is 
why many dealers who carry sporting goods 
make an effort to supply the demand for outing 
clothes. Light weight drill coats and sleeveless 
coats are ideal for use in warm weather. They 
are equipped with full skirt game pockets, shell 
pockets, etc. Showerproof clothing enjoys a 
good demand. 

Trousers made of canvas, khaki or corduroy 
are in demand by men and boys who ramble 
through the woods or engage in other outdoor 
exercise. Puttee leggings, spring leather leg¬ 
gings, buckled knee leggings and laced leggings 
are used in great numbers by sportsmen. Ath¬ 
lete jerseys and outing shirts are trade builders, 
while the demand for substantial hats is always 
present. 

Sportsmen agree that comfortable shoes are 
the most important part of one*s equipment 
when hunting, fishing, competing in a tennis 
match, playing baseball or engaging in any 
other sport. Hunting boots, shoes and mocca¬ 
sins, canvas wading shoes, wading boots, etc., 
are good sellers. 

Dealers also make a specialty of equipping 
local baseball players with uniforms. Consid¬ 
ered in its entirety, the demand for outing 
clothing is very wide. The individual dealer 
finds even a small stock of outing clothing a 
profit maker. 

Oultiv&ting Cutlery Trade 

Dealers who handle sporting goods appre¬ 
ciate the trade building possibilities offered by 


sportsmen *8 cutlery. Camp and pocket axes 
are in demand. The modem axe of this type 
is large enough to fell a tree, and small enough 
to carry in the pocket. It is considered a per¬ 
fect tool for blazing, clearing trails, setting a 
tent, cutting firewood, etc. 

A serviceable axe is as necessary in the 
woods as a gun or knife. There are several 
styles and sizes of camp and pocket axes, so the 
discriminating buyer has an opportunity to 
select a style exactly suited to his requirements. 

The sportsman is particular regarding the 
kind of a knife he carries. Dealers who sell 
sporting goods find a ready sale for hunting 
knives, canoe knives, fish knives, etc. The 
modem safety hunting knife is in demand. It 
appeals especially to that class of sportsmen 
who object to a sheath knife and still want a 
knife which is strong, rigid and heavy. 

Leather handle and stag handle sheath 
knives are preferred by different sportsmen. 
The “woodcraft** hunting knife, owing to its 
ability to meet all requirements, such as clean¬ 
ing, sticking and skinning, enjoys a wide popu- 
larity. 

Everyone who fishes can use a folding fish 
knife to advantage. Dealers are selling fish 
knives in large numbers, by showing that the 
blade is made sharp at back of point for ripping, 
while the back is an excellent fish scaler. The 
fish knife folds into compact size, making it 
suitable for all around pocket use. 

Combination Kit Knives 

Sportsmen *s kit knives can be sold to advan¬ 
tage. The modem knife of this type embodies 
nine tools in one, furnishing a good cutting 
blade, with leather punch, wire cutter, wire 
pliers, swedging awl, alligator wrench, etc. 

“Camp knives,** which include combination 
knife, fork, spoon and corkscrew, are easily 
sold. A combination of this kind is needed by 
everyone who has occasion to eat in the open. 



The appearance of this window would have been improved if it had not been so crowded, 
at the time of a local celebration and the merchant wanted to 4 ‘strike as many visitors to 
There is a value in looking at it from thia point of vierw. 


Still it was made 
town as possible. 
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A tool kit is classed as a necessity by many 
sportsmen for use when canoeing, camping, 
motoring, etc. The modern kit comprises all 
the necessary tools put up in a compact and 
convenient form. 

Round axe stones (for sharpening axes) 
and sportsmen’s combination stone can be sold 
to advantage. The sportsman needs keen tools; 
carborundum stones quickly put an edge on 
dull knives or axes. 

4 ‘After equipping a customer with a hunting 
knife or axe, I ask him if he doesn’t need a 
handy, reliable shaving outfit for use when he 
is hunting, fishing or camping,” said a dealer. 
“I have built up a good trade in combination 
shaving sets by emphasizing the advantages 
the possession of such an outfit offers the man 
who is in the open for any length of time, and 
appreciates the luxury of a good shave.” 

Do Sportsmen Favor Light Weight Onus? 

“Small gauge shotguns are rapidly gaining 
the favor of sportsmen in my territory,” said a 
Missouri merchant. “The small gauge gun gets 
the game, is light to carry, while the absence of 
recoil makes it adapted for ladies and boys. I 
notice that sportsmen of long experience are 
taking to the smaller gauges. I find that small 
gauge repeaters and single barrel guns are fav¬ 
ored by sportsmen. I have increased my busi¬ 
ness in small gauge guns by advising the sports¬ 
men to include one in his equipment, regardless 
of the number of larger guns he owns. 

“I find the demand for small caliber rifles 
is worthy of attention. The interest in target 
shooting and small game hunting continually 
increases. I endeavor to carry a variety of 
styles of small caliber rifles which will enable 
me to suit all customers. I find it advanta¬ 


geous to display my stock of fire arms. A 
revolving rack is suitable for the purpose.” 

Test Marksmanship with Targets 
Targets and score sheets can be handled to 
advantage. There is a demand for blue rock 
targets and traps wherever gun clubs conduct 
shoots. Business in these lines is increased by 
assisting local sportsmen to form gim clubs, and 
enjoy the pleasure of shooting behind the trap 
Shotgun and Blfle implements a Necessity 
Cleaning rods, shell extractors and reloading 
tools are in demand. Brush cleaners, etc., are 
needed to remove the residue from shotgun 
barrels. Oil and rust preventatives are a neces¬ 
sary part of the gun owner’s equipment. A 
stock of gun oil sells rapidly. 

Some Profitable Specialties 
Decoys, game calls and hunting horns help 
round out a line of sporting goods. 

There is a ready sale for pocket compasses, 
for a good compass is an indispensable article 
when in the timber or on water. Sportsmen 
prefer compasses on which they can depend 
absolutely with no chance of disputing the accu¬ 
racy of the instruments. The hunting watch 
case compass is a desirable type. 

Whistles of various kinds, sizes and souud* 
are in demand. The dealer who specializes on 
the sale of equipment to boys is especially in¬ 
terested in whistles. 

Getting the Angler's Trade 
Western merchants of course find it advis¬ 
able to carry a liberal assortment of fishing 
tackle. There is a continual demand for cheap 
and moderate priced rods, as well as for high 
quality rods. The same is true of reels. To get 
the trade of amateur sportsmen, do all you can 
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Here Is a neat 
display of fish¬ 
ing tackle and 
equipment, which 
Is sold practical¬ 
ly by everyone of 
our subscribers. 
It is a good trade 
bringer. 
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to advise them regarding the selection of tackle 
which best meets their needs. 

A variety of articles are in demand by 
anglers in addition to rods and reels. Keep an 
assortment of lines, hooks, lures, bait boxes, 
minnow traps, nets, landing nets, etc., etc., on 
display. There is no limit to the trade a dealer 
can establish in this line if he lives in a section 
where fishing is good. 

How to Awaken Interest In Sporting Goods 

After selecting a stock of sporting goods, 
the next essential is to locate customers. Ad¬ 
vertising and display can be depended upon to 
accomplish this, providing they are properly 
used. 

Attract trade through attractive window 
trims. Window displays are the mirrors to 
your store. Let the observer gain a favorable 
impression of your stock when he inspects the 
goods on display in the window. Get the repu¬ 
tation of having good, fresh window displays. 

Newspaper advertising, coupled with the use 



has not only helped to make Pasadena famous, but has 
likewise added much to the enjoyment of every fisher¬ 
man. He Is a true sportsman in the fullest sense. His 
generosity and kindness is proverbial among all who 
know him. 


of posters and placards, will assist in awaken¬ 
ing interest in a line of sporting goods. 

You will find the sale of sporting goods is 
an interesting, profitable side line, and is worth 
while from every standpoint. 


OUT PISHING 

A feller isn’t thinkin’ mean. 

Out fishing 

His thoughts are mostly good an’ clean 
Out fishin’; 

He doesn’t knock his fellow men, 

Or harbor any grudges then ; 

A feller’s at his finest when 
Out fishin’. 

The rich are comrades to the poor, 

Out fishin’; 

All brothers of a common lure, 

Out fishin ’; 

The urchin with the pin an’ string 
Can chum with millionaire an’ king; 
Vain pride is a forgotten thing, 

Out fishin’. 

A feller gits a chance to dream, 

Out fishin’; 

He learns the beauties of a stream, 
Out fishin’; 

An’ he can wash his soul in air 
That isn’t foul with selfish care, 

An’ relish plain an’ simple fare. 

Out fishin’. 

A feller has no time to hate, 

Out fishin’; 

He isn’t eager to be great, 

Out fishin’; 

He isn’t thinkin’ thoughts of pelf 
Or goods stacked high upon a shelf, 
But he is always just himself, 

Out fishin’. 

A feller’s glad to be a friend, 

Out fishin’; 

A helpin’ hand he’ll always lend, 

Out fishin’; 

The Brotherhood of rod an’ line 
An’ sky an’ stream is always fine; 
Men come real close to God’s design. 
Out fishin’. 

A feller isn’t plotting schemes, 

Out fishin’; 

He’s only busy with his dreams. 

Out fishin’; 

His livery is a coat of tan 

His creed; to do the best he can; 

A feller’s always mostly man, 

Out fishin’. 


The fellow who schemes merely to ‘‘get by' 
will finish up by getting the “go by.” 
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THE OLDEST STOVE 

A hardware dealer worked out a clever plan 
for selling more stoves and ranges. He offered 
several prizes to the boys and girls for giving 
him reports on the oldest stoves and ranges in 
town, those in actual use. Each boy and girl 
filled out a slip for each one, the name and ad¬ 
dress of the owner, the name of the stove or 
range, the date of purchase, and from whom it 
was bought. 

The prizes were awarded to the boys and 
girls who sent in reports on the oldest stoves 
and ranges in actual use. Prom these reports 
the hardware man had excellent information for 
a selling campaign. With a series of letters, 
followed up with personal calls, he sold a larger 
number of new stoves and ranges in the next 
sixty days than he ever sold before in a whole 
year. The reports showed him just who his 
prospective customers were, and he was able to 
go after them intelligently. 


THEY LIKE TO BUY THERE 

An Ohio merchant captured the bulk of the 
surrounding farmers’ wire fencing and hard¬ 
ware trade by making it easy for them to load 
their wagons at his store. Instead of having 
his fencing on the level of the ground in front 
of his store, he has it stacked on a covered plat¬ 
form in the rear. This platform is just a little 
higher than the wagon body. The heavy goods 
are just rolled in from above. This beats lifting 
up, a whole lot! 


The man who never had a chance is usually 
so wrapped up in self-pity that no one can find 
him. He won’t come out of himself or permit 
another to dig him out. Many opportunities 
have passed without his seeing them, but many 
still lay before him if he would but open his 
eyes to seek them. But he’s so wrapped up in 
his own determined belief that the entire world 
is against him that he can’t see or won’t see. 
so he never gets a chance—himself won’t let 
him. 


Approach a customer in a brisk, business¬ 
like manner. Look him squarely in the eyes and 
talk about your goods with self-conviction. A 
slovenly, disinterested manner will precipitate 
doubt on the part of the customer. Briskness 
prompts faith; lack of it, lack of faith. 


A LITTLE—BUT PROFITABLE- 
COLLECTION AID 

The collection manager of an eastern con¬ 
cern makes a decided effort to get a statement 
from each concern whose account is overdue. 
The very best accountants and bookkeepers 
sometimes make mistakes. Many good accounts 
are lost every day by concerns trying to col¬ 
lect where there is some error or misunderstand¬ 
ing about the payment due. 

When an account on the books becomes over¬ 
due, write the customer a brief note to the ef¬ 
fect that payment should have been sent pre¬ 
viously and ask that the printed slip attached 
to the letter be filled in and mailed back. Let 
the slip carry these questions: 

Does our statement of your account agree 
with your figures! 

Have you a grievance against us that holds 
up payment! 

Do you think we are entitled to immediate 
payment! 

When are you going to send us your check? 

Many of these slips are returned with in¬ 
formation that rectifies errors; others contain 
promises to pay shortly; and many are accom¬ 
panied by checks. 


TOO MANY BRANDS 

A failure is often a man with too many 
brands in the fire at one time. If he could 
spend his entire time watching and directing 
one, he would become a success. But having 
many to watch at once, he gives so little atten¬ 
tion to each that they burn up, leaving him only 
the ashes of failure. 


When you face a customer, smile. A smile 
gains earnest attention, and makes one want 
to give you an order. It’s the introduction to 
your sales talk that sweeps away doubt, fear 
and mistrust, playing an important part 
toward gaining the sale. 

Putting in time and working are entirely 
different. The man who works tries to accom¬ 
plish all he can within his working hours; the 
man who merely puts in his time “kills” as 
much of it as he can. 


Lose your temper, and sooner or later you’ll 
lose your job. 
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TRAIN CUSTOMERS FROM THE CRADLE 

Often merchants attempt to excuse them¬ 
selves for not adopting the most progressive 
methods by saying: “Our city is too small to 
warrant such practices/' An exception to this 
rule is the McCreary Brothers Company, hard¬ 
ware and furniture dealers at Scotts Bluff, Ne¬ 
braska. They took the first step on the road 
to progress with a most excellent system of 
accounting, well planned and carried out, giv¬ 
ing them daily all statistical information re¬ 
quired to enable them to know not alone their 
daily sales and purchases, but the gross profit 
thereon as well as the expenses. A complete 
daily statement of assets and liabilities, by de¬ 
partments, is on the desk every day, showing in 
detail the transactions of the previous day. 

This accumulation of figure facts would be 
useless without inspection and analysis, and 
therein is where the plan has proven of such 
worth that while others are in doubt, McCreary 
Brothers know the facts. By their system they 
have found out how to handle a department in 
the least amount of floor space with the least 
capital investment and still never be short of 
the customers' requirements. 

The hardware is arranged for quick action. 
You want a nail or screw, McCreary does not 
have to go to a dozen places to show a dozen 
sizes, their sample board of all sizes fills the 
bill. 

Their paints are arranged by sample colors 
and sizes in certain space allotted. As the quan¬ 
tity is reduced, a new supply is taken from the 
storeroom. 

The records kept show the consumption and 
the irrnimum that should be on hand. When 
the Jow water mark is reached a new order is 
issued. By this plan the turnover has been 
greatly increased and the capital required has 
been reduced. 

In glassware and crockery, a complete line 
of samples shows the customer the stock avail- 
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1® CRKARY BROS. CO. 


McCreary Bros, are keeping: in touch with the new¬ 
comers in their community, which, needless to say, is 
appreciated by the parents as well as the new arrival. 
There is a value in this personal contact. 


able. Shown in a small section of valuable first- 
floor space, it is convenient to the customer, at¬ 
tractive in appearance and a first-class assistant 
to TURNOVER. Stock is kept in the basement 
and above. 

McCreary Brothers believe in advertising 
and their local papers receive recognition, while 
through direct mail publicity they reach the 
citizens of neighboring cities, towns and farms. 

Alert, with a thought to the future, when¬ 
ever a birth occurs in the radius of their trade, 
they send a little note of congratulations, tell¬ 
ing the parent that a gift awaits the new citizen 
at the store. 

Do they come? Well we should say so. Then 
a year later the baby's birthday is not forgotten. 
When people get in the habit of going to a store 
for a present they are pretty apt to go there 
when they want to buy. 

Scotts Bluff has about 9000 inhabitants, but 
the same plan of McCreary Brothers is adaptable 
to either 9—90 or 9 million. It is just good busi¬ 
ness methods, well planned and carefully ap¬ 
plied. 


WE ARE ALL SALESMEN 

We usually think of sales or a sale as the act 
of disposing of manufactured articles to the 
dealer or consumer. 

A salesman we define as one who engineers 
the transaction whereby the products of his 
company are placed in the hands of the dealer 
or consumer. 

Salesmanship as we usually think of it, is the 
ability of one to sell goods. 

There are other salesmen besides those who 
run around the country with sample cases and 
take orders for goods of various kinds. 

In fact, everybody who works is a salesman. 
All of us have, or should have, someting to sell 
—skill, ability, ingenuity, knowledge, loyalty— 
in a nutshell—service. Hence we are all sales¬ 
men. When there are no sales, there can be no 
earnings. Whether our earnings are large or 
small depends upon the quality of the “goods" 
we have to sell, and our selling ability—the 
manner in which we apply our skill and ingenu¬ 
ity and knowledge in our work. 

To be a successful salesman, one must have 
pleased customers; he must have the “goods" 
and know how to “deliver" them. 

There is no permanent market for inferior 
“goods" these days. 


Your best sales argument is quality. People 
want to feel that they are buying something 
that will give them service and satisfaction, and 
give others the impression that they have both 
taste and money to spend. After quality is 
assured, price is a big argument, but quality is 
of first importance. The salesman or clerk who 
tries to sell on price alone is disregarding his 
greatest selling point. 
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TELL THEM ABOUT SANDPAPER 

So simple a thing as rubbing with sandpaper 
would seem to be a subject of which little could 
be said. 

Talk to a good workman, and one finds that 
a real knowledge of how to use it is really essen¬ 
tial, and that there are 11 kinks” that help. Also 
that sandpaper varies in quality, and that to do 
good work with the least effort calls for experi¬ 
ence. 

First, a knowledge of grits is essential: No. 
0000, the finest, up through to the coarsest, 
which is No. 4. 

Keep sandpaper dry and use it dry. Do not 
use it on sticky surfaces or on a green varnish 
or wet paint. Wait for the surfaces to dry and 
then rub down. 

In using sandpaper to remove old paint, 
choose a grit coarse enough to cut through the 
old paint and just reach the wood fibers. Then 
take out the scratches with a finer grade; this 
will leave the wood free and ready for the new 
coat. 

Use of Sanding Block 

A workman should use his paper cut to such 
size as will do the work handily and smoothly. 
Large pieces of ungainly size held around a 
block, or loosely in the hand, does not do smooth 
work, and can only serve to waste sandpaper. 

Convenient sized pieces wrapped around a 
block of either wood, rubber or leather are in¬ 
dispensable. Special sized and shaped blocks 
should be used for concave and convex sanding 
operations. 

Sandpaper can be torn into convenient size 
quickly by bending over a sharp edge several 
times and then torn apart. A few trials will 
make perfect the operation. If large quantities 
are used, a shear can be used to cut the goods 
into a convenient size. Make the sandpaper 
adaptable to the purpose. Harsh, rough edges 
make ugly scars, which must later be taken out 
by further sanding or planing. 

A good finish and one that will look well 
cannot be obtained by rubbing across the grain 
of the wood or crossing the scratches made by 
previous strokes. All rubbing should be on 
parallel lines and with the grain. This leaves 
the work ready for the finish. 

Preparing far Filler and Finish 

When fine finishes are required and a coat 
of paint or varnish is to follow, a filler coat can 
afterwards be sanded, taking down the harsh 
fibers and bunches caused by the filler raising 
the grain. Continue this operation with sand¬ 
ing and filling until the desired result is ob¬ 
tained. 

As sandpaper is used, it fills with dust. The 
spaces between the grits pack with the gum and 
dust from the surface sanded. Reverse the 
paper on the hand block, get all sides of the 
grits into action, and the paper thoroughly used 


before throwing it away. Strike the paper 
sharply against the bench or against the work, 
and force the dust out of it. This prolongs its 
life. 


“ABSORBING THE LOSS” 

Recently inquiry was made from a number 
of representative eastern manufacturers 
through a questionaire, as to the advisability 
and best way for a manufacturer to compensate 
a distributor for the increased cost of doing 
business and the increased freight rates, apply¬ 
ing particularly in the west 

Thirty-five answers in detail were received, 
and the following facts were brought out: 

A. —Increasing Cost of Doing Business 
Sixteen firms increased jobbing discount 

from 1 V 2 per cent to 15 per cent. Average in¬ 
crease of 5 per cent. 

Seventeen firms, no increase. 

Two firms no sales through jobbers. 

B. —Increased Cost of Transportation 
Eleven firms quote f. o. b. jobber. 
Twenty-one firms no provision. 

Two firms increased discount. 

0.—Regional Prices 

Twenty-four firms list higher prices in the 
west. 

Six firms favored one national price. 

Five firms non-committal. 

D.—Sliding Scale of Freight Allowances 
Seven firms were non-committal. 

Six firms favored. 

Twenty-two firms disapproved after trial. 

E.—Absorbing Transportation Cost 
Twenty firms pay transportation to dis¬ 
tributor. 

Eleven firms opposed as difficult of equali¬ 
zation. 

Four firms non-committal. 

F-—How Have Ton Met the Jobbers’, Distributors' 
and Dealers’ Increased Cost of Doing Business— 
increased Cost of Transportation, Etc? 

Twenty-one firms increased either discounts 
or transportation allowances. 

Ten firms believe present margin wide 
enough. 

Two firms use additional publicity. 

One firm give longer terms. 

One firm conducting campaign to teach im¬ 
portance of turnover. 


It is the unexpected, the doubtful or the un¬ 
known that always scares people. Human be¬ 
ings are disturbed very little by the things that 
they expect or by the things that they under¬ 
stand. 


Business is not seriously sick—it's not ty¬ 
phoid but merely a case of overeating. We need 
exercise instead of rest. 
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THE ONE IDEA WINDOW 

Some of our friends outside the trade have intimated 
to us from time to time that their impression of the 
hardware business was a window full of goods in front 
of a store full of shelves. 

We feel that this is unjust criticism; that the 
interior arrangement of hardware stores is being con¬ 
stantly readjusted in keeping with new ideas and 
methods in merchandising, so that they may present 
an inviting appearance to the purchaser. 

Window trimming is an art in which it takes years 
of hard study, experiment and experience for a man 
to become perfect. Hardware merchants, along with 
merchants in all lines, are learning that it is not the 
volume of goods in the window that makes the sales, 
but the arrangement, the selection, the appropriateness 
to the season, etc. 



Window No. 1 shows a selection of kitchen utensils 
necessary for a small family, yet indicating that the 
merchant carries a complete stock. It invites the house¬ 
wife into the store where she will not be embarrassed 
in her humble wants. The volcanic effect in the 
center is produced by a stool, over which is draped a 
dark cloth. The item on the top of this mountain is 
changed every day. 



Window No. 2 is a corner of the kitchen, with 
everything ready to prepare the baby’s food. Every 
article needed for the ceremony is at hand, but nothing 
more. The trimmer has tried to give a homey effect, 
even to the doll, which has fallen onto the floor, 
showing that baby and mother are just round the 
corner. 

Britain is not likely to get rich yet awhile 
through trading with Russia's Soviets. Watch 
out for a hitch. 


SUCKSESS SEEK-RETS 
Onst there wuz a man who went 
into Bizness for hisself. He had 
been humored as a child an’ awl 
his relatives had taken Panes to 
spoil him. He wuz aloud to ware 
better Clothes than his Kompanions, 
an’ to sleep late in the morning, an* to 
have more spendin’ Money than wuz good 
for him. 

Sew he got the iDea that the world 
owed him a living. 

He felt mighty imPortant when he 
Opened up his own place, an ’ had his 
name on the windows An’ on a black and 
gold sign over the door. He hired others 
to do the work, an’ he sat down an’ 
smoked an’ Figgered out how much money 
he wuz making. Occasionally he stopped 
to visit with a Kustomer or a Bailsman an’ 
he wuz very proud to be rated as a bizness 
man. He didn’t bother to read his trade 
Papers because he wuz sure he could tell 
the world awl there wuz to know, hisself. 
An’ he didn’t advertise because he thought 
he wuz so important that Foakes would 
hunt him up anyway. For Awhile he got 
along farely, then hard Times came an’ 
he got a big Jolt. 

Bizness fell Off, and he had difficulty 
in meeting his Obligations. He had to bor¬ 
row money to keep going, an’ when that 
wuz gone people didn’t seem to want to 
let him have More. He felt much abused 
an’ Intimated to his Banker that he had 
a right to such financial Accommodations 
as he kneaded. 

Sed the banker to him, “My sun, You 
are mistaken. When dry weather comes, 
the plants and trees in your dad’s Garden 
get busy an’ send down their roots deep 
for water. When food is scarce, the ole 
hen gets up Early and scratches like fury 
for her breakfast, an’ the wise robin does¬ 
n’t sit on a Limb an’ wait for angle worms 
to tango up to be eaten. That robin gets 
out while the grass is still wet and ketches 
awl the worms he kneads. Even the fint 
and the bee are busy for they no that no 
one is going to do their hustling for them. 
Don’t come hear Asking for money to 
which you are not entitled. You have 
loafed on the job awl your life, an’ there 
is no reason that some one should Ke ep on 
boosting you. Go to it an’ LEARN THE 
JOY OF WORK. 

“When you Show that you can do 
you’re part as a MAN, come back an’ we’ll 
see how much money you knead then. How 
much you have to Ask for and how much 
vou get, depends Entirelv upon YOUR¬ 
SELF!” 
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HOW ONE SELLER GETS OUT OP HIS 
SALES CONTRACT 

(Copyright by Elton J. Buckley, 643 Land Title Build¬ 
ing, Philadelphia, Pa.) 

All over the country good contracts for the 
sale or purchase of merchandise are blowing 
up simply because the party who is seeking to 
enforce them failed to observe a legal require-* 
ment which I have discussed here, but appar¬ 
ently need to discuss again. 

I mean the requirement which I believe to 
be the law of every state, in one form or 
another, that no contract for the sale of goods 
valued at more than a certain sum (the sums 
vary in different states; under the uniform sales 
act, which is in force in many states, the amount 
is $500), shall be enforceable unless a written 
memorandum of the sale is signed by the party 
to be charged, i. e., the party who is trying to 
avoid the contract. The law makes exceptions 
to the rule, viz.: cases where some of the goods 
have been delivered, and cases where some of 
them have been paid for. 

The Uniform Sales Act, which is already in 
force in many states and will eventually be 
in force in all, provides as follows: 

First. A eontraet to sell or a sale of any goods 
* • * of the value of $500 or upwards shall not be 

enforceable by aetion unless the buyer shall accept 
part of the goods * * * so contracted to be sold, 
or sold and actually received the same, or give some¬ 
thing in earnest to bind the contract or in part pay¬ 
ment, or unless some note or memorandum in writing 
of the contract or sale be signed by the party to be 
charged or his agent in that behalf. 

Now even in states which have not yet passed 
the Uniform Sales Act, the above provision will 
be found in their law in somewhat different 
form. Practically in all cases which arise under 
it arise under the written memorandum clause, 
in this way: A buyer and a seller will agree to 
sell and buy certain merchandise. Perhaps the 
deal is verbal, or over the telephone, or in 
some way making, they think, a written contract 
unnecessary. Before delivery the market 
advances, or declines, and the party hit by the 
fluctuation refuses to keep his agreement. The 
other sues. The defaulter, casting about for a 
way of escape, remembers that he was not asked 
to sign any form of memorandum and did not 
sign any. Under very many cases this is a 
perfect defense, and he therefore violates his 
contract with entire impunity. 


A case has just transpired in Pennsylvania 
which shows what a hardship this rule of lav* 
imposes on the man who has failed to protect 
himself as to it. A buyer named Wexelblatt 
bought some cotton goods from Katman & 
Greenberg amounting to $1,775.31. The only 
memorandum which passed between them was 
this: 

BOUGHT OF KATMAN & GREENBERG 

Wholesale Cotton Pieee Goods No. 64ti. 

322 S. Fifth Street, Philadelphia, Pa. 

Folio No. Shrunk. Terms, 2 to date of Del. 7/17/1917 
Mr..E. Wexelblatt, 628 Market St. 

Pcs. Yds. Description Price Dollars Cents 
106 9105 Blue wing 25 1,776. 31 

The market advanced before delivery and 
the seller, after many stalls, failed to deliver. 
He did, however, repeatedly promise to deliver, 
which was of course an acknowledgment of the 
contract. 

Finally the buyer went out in the market 
and bought the goods covered by the contract, 
but at an advance of $600 over the contract 
price. To recover this he sued the seller. The 
seller did not attempt to defend on the merit of 
the case; he merely filed a defense which said 
in substance: “I admit I laid down on my 
contract, but you can’t do anything to me be¬ 
cause no written memorandum was signed by 
me to cover the order.” 

The court gave the delinquent seller the de¬ 
cision, ruling that the law was inflexible, and 
that as none of the goods had been delivered 
or been paid for, the contract could not be en¬ 
forced unless some written note or memoran¬ 
dum had been signed by the seller, as in this 
case he was the party sought to be charged. 
There was no evidence of such a memorandum, 
therefore the buyer, though he had lost $600 by 
the other man’s breach, had no case. The same 
rule would have governed the case had the con¬ 
ditions been reversed, i. e., if the market had 
declined, and it was the buyer who was trying 
to get out of it. In that case the inquiry would 
have been to see if the buyer had signed any 
memorandum. 

A contract for goods that is worth making 
is worth safeguarding. The only way to safe¬ 
guard it, if it is for goods of more than the 
value prescribed by the law of your state, is 
to see that the other man, or his agent, signs 
a memorandum of the deal. This is good advice 
whether you are buyer or seller, if the contract 
is worth anything to you. 
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SOME DIFFICULTIES OF TRADE 
ACCEPTANCES 

(Copyright by Elton J. Buckley) 

Everybody who comes in contact with trade 
acceptances and practically every reader of 
these articles does in one way or another, will 
be interested in the following: 

Albany, N. Y. 

I mm sure that the manufacturers snd jobbers who 
read your articles on law would appreciate it if you 
should write something about trade acceptances, par¬ 
ticularly about the question of renewing them at ma¬ 
turity. I find a great many retailers and even job¬ 
bers, seem to think they don’t amount to anything, 
but can be paid when due or carried alon g j ust as 
they would carry along an open account. We have 
had all sorts of trouble controlling this looseness on 
the part of those signing trade acceptances, and if 
you were to write something about trade acceptances, 
and that they are practically a promissory note, it 
would be read by a large number of business firms, 
and I am inclined to think that some manufacturers 
might want to reprint this article to circulate among 
their own customers. What is needed is to make a 
retailer or a jobber understand that when he signs a 
trade acceptance he signs a promissory note, and 
that the renewal of it is subject to the same rules. 

B. O. W. & BRO. 

I know by observation that many buyers of 
merchandise, when they sign, at the request 
of the seller, a trade acceptance, have no con¬ 
ception that they are signing what is nothing 
more or less than a promissory note, subject to 
precisely the same legal restrictions. The main 
reason why these buyers feel so careless about 
their trade acceptances is that in many cases 
they are persuaded by the seller that a trade 
acceptance is not much more than a memoran¬ 
dum of the sale. Sellers do that in order to 
overcome the reluctance which buyers have to 
signing notes for open accounts. Take a retailer 
who has always bought on open account, dis¬ 
counting in ten days when he could, trying, 
anyway, to pay in thirty, but occasionally slip¬ 
ping over. One day his jobber pokes a trade 
acceptance under his nose when the account is 
only a few days old and asks him to sign it. 
Instantly he takes umbrage, thinking the thing 
a reflection on his credit. To overcome this the 
average seller minimizes the importance of the 
trade acceptance. He should therefore not be 
surprised when the buyer looks upon it just as 
he, the seller, taught him to. 

The thing chiefly shows itself over renewals. 
The trade acceptance has a peculiar effect on 
some buyers. I know of cases where buyers 
who always paid promptly in thirty days be¬ 
fore they started to sign trade acceptances, 
thought they could carry the account along in¬ 
definitely by simply paying something on ac¬ 
count of the acceptance when it fell due and 
renewing it. 

The difficulty of renewing a trade ac¬ 
ceptance is this. The whole idea of trade ac¬ 
ceptances is that through them a manufacturer 
or jobber can raise ready money to run his 


business. They were really devised more than 
for any reason, to counteract the growing 
tendency on the part of firms who were doing 
business on too little capital, to borrow money 
on their accounts receivable. The idea of the 
trade acceptance is that before an account is 
due, the buyer signs the acceptance, which is 
an acknowledgment of the account and an 
agreement to pay it at a certain date. The 
seller of the merchandise is supposed to take 
this to his bank and discount it, and the bank, 
after indorsing it, is then supposed to take it to 
the Federal Reserve Bank and rediscount it. The 
funds for this liquefying of business capital 
therefore come out of the Federal Reserve Sys¬ 
tem. Signers of trade acceptances do not always 
understand this. They think the jobber or the 
manufacturer throws the acceptance in his safe, 
and can therefore easily renew it. Such, how¬ 
ever, is not the case. The other day a client told 
me of a case in which a customer of his, who 
had a trade acceptance coming due, wrote ask¬ 
ing him to renew it, and then, in confidence 
that he would do it, paid no attention to the 
maturity date on the first paper and it accord¬ 
ingly went to protest. Thus a nasty situation 
was created. The note was out of the seller’s 
hands, having been transferred to the bank in 
the manner.I have described, and there is now 
a protest fee to be paid by somebody and an 
adjustment to be made between three parties, 
two banks and the seller of the goods. The 
maker of the acceptance, feeling sure that his 
jobber won’t get sore because he can’t afford 
to, will sit back calmly and let the other fellow 
worry. 

Some firms who have used trade acceptances 
have introduced the following into their forms: 
“I agree not to ask for renewal of this ac¬ 
ceptance.” I have no data as to how this has 
worked, but it is a good thing if it will work, 
because it gives manufacturers and jobbers an 
excuse to stand firm against such things. 


Are you one upon whom the boss or the 
trade can depend! When you make a promise, 
do they know that you’ll keep itt If they have 
not this faith in you, you will increase your 
earnings by seeing to it that they do. 


“SHO’ NUF!” 

There’s hard times down in “Gawgy.” 

Following is a reply received by a Cincinnati 
firm in answer to a request to a Georgia cus¬ 
tomer that “he remit.” 

‘ * Dear Sir: I receive your letter about what 
I owes you. 

“Now be pashent. I ain’t forget you, and 
as soon as folks pay me I’ll pay you, but if this 
was judgment day and you were no more pre¬ 
pared to meet your Creator than I am to meet 
vour account then you sho’ is goin’ to hell. 

“Good-by.” 
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“Advantages” of “City” Life 

"Young Man, Young Woman, Make the Moot of 
Where You Are”—Happiness Lies Within You 


Editor Hardware World : 

I have been traveling over the country 
“considerable” since I last wrote you, and I 
have been getting the viewpoint of the city-bred 
man, who looks forward to the time when he 
“can retire to the country,” and of the country- 
bom clerk, who so anxiously is looking for the 
“opportunities of the city.” 

My! If each could only know how “well 
off” he is right where he is, and make the most 
of it right where he is. 

For every advantage of the city I can name 
corresponding advantages of the country. For 
every disadvantage of the farm I can point out 
innumerable drawbacks to urban existence . 

And listen!—I don’t mean the old fashioned 
orthodox platitudes about the shady dells, sing¬ 
ing birds, lowing herds, babbling brooks and 
picturesque landscapes either! I mean up-to- 
date tangible advantages that will appeal to 
self-interest and good business judgment. 

The city worker gets more money than the 
farmer—but he finds it necessary to spend more. 

City life is not so healthful as farm life, and 
the doctors’ fees usually absorb a substantial 
part of the difference in wage between city and 
country. The city man works a fewer number 
°f hours than the ruralist—but he wastes more 
time in going to and from his work. 

Diversions and amusements to fill the leisure 
hours cost more money in the city than in the 
country and yet they are neither healthful nor 
permanently satisfying. The city dweller has 
more opportunity to attend the theatre but he 
can’t sit through the average show. After all, 
pleasure is relative. I’d give anything if I 
could enjoy a six cent movie like the fellow from 
the country and the small town. 

If They Only Knew 

The man who becomes so case hardened, so¬ 
phisticated and worldly wise that he can’t en¬ 
joy a second class melodrama is to be pitied 
rather than envied. The country man worries 
because he hasn’t access to the places of amuse¬ 
ment afforded by the city. The city man on 
the other hand grows tired of life because these 
same places of entertainment have lost their 
charm8. His pleasures are not satisfying—they 
are disappointing and frequently harmful as 
well as expensive. His net income shrinks to 
nothingness and he becomes imbued with a 
spirit of unrest and disappointment. 

Man’s capacity for amusement is indeed lim¬ 
ited. Unstinted pleasure does not exist in the 
city any more than it does in the country. 


The city man’s vision is bounded by high 
buildings—the farmer sees the real side of life. 

From a standpoint of physical exertion, the 
farmer works harder than the city man, but 
nature has endowed him with sufficient 
strength for his work. He does not come as 
near working up to the limit of his strength as 
does the average urbanite. And again, by 
reason of his strenuous, natural and regular 
life, his health and longevity are assured. 

Highly specialized labor in the factories is 
nerve racking. When a man does only one 
small task over and over again, day after day, 
year after year, he becomes a mere automaton. 

There’s not much question in my mind but 
that many factory employes as well as a number 
of our dyspeptic, prematurely aged bankers 
would gladly exchange places with some of the 
venerable white haired patriarchs who are 
alleged to have been so instrumental in har¬ 
vesting the past season*s crops—offhanded I 
would say that the man who exceeds the allotted 
three-score-years-and-ten is lucky to have any 
hair at all! 

The restless farmer boy complains of his 
isolation from the rest of the world—but this 
same isolation creates in him an independence 
and individualism that makes for strength of 
character. 

The city man is only one of the masses— 
the farmer is received by his fellow-farmers od 
his merits as a man. For some reason or other 
the human being seems to count for more on the 
farm than elsewhere. 

When you get right down to it, the average 
farm hand comes much nearer being his own 
boss than does the foreman, superintendent or 
even manager of the average industrial enter¬ 
prise. 

The farmer gets his rent either free or at 
cost—the city man pays a fee large enough to 
cover the profiteering of both property owner 
and rental agent. 

The farmer may have a crop failure on ac¬ 
count of weather conditions—but the city chap 
may lose his job without even a cloud or a 
weather report to warn him of the impending 
danger, and ofttimes the industrial employer 
is more uncertain and erratic than the Provi¬ 
dential Control of the elements! 

The farmer’s food reaches the table direct 
from the soil. In the case of the city dweller 
the simple act of food distribution has become 
infinitely more complex and expensive than 
the basic process of production itself. 

The claim is frequently made that the city 
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affords more of the real luxuries of life than 
does the farm, but let me ask you this: 

“What is a greater luxury than good food?” 

And here again the country has the best of 
it: 

I Live in the City 

I am “cafe-wise.” I can call the head wait¬ 
ers and the cigar girls by their first names and 
get by with it. I can tell by the interior dec¬ 
orating of a food emporium just how much—or 
rather how little, to tip. 

I can order a meal fluently in eight different 
languages without even muffing. My pronun¬ 
ciation of “filet mignon” and “au gratin” is 
above reproach. Without resorting to the sense 
of smell, I can detect the difference between 
Ravioli and Chicken a la King and 1 know better 
than to order Baked Alaska for a fish course! 

Yes, sir. I am “ cafe-wise. ” Whether it be 
in New York, St. Louis, New Orleans or San 
Francisco—I know what to ask for and what to 
expect. I have courageously delved into the 
mysteries of the Oriental Chef and have de¬ 
molished some of the Frenchman’s most start¬ 
ling specimens of pastry craftsmanship! 

I have tried them all once—most of them 
twice and some of them as many as several 
times. But between ourselves, I haven’t seen 
even so much as a good word picture of a fried 
chicken since I left the cotton belt of middle 
Georgia and many are the times that I would 
gladly swap my hard-earned knowledge of a 
la carte nomenclature for a liberal helping of 
salt pork and cream gravy! 

The farmer deals in fundamentals. He has 
no false idols. He does not mistake the super¬ 
ficial for the realities of life. Country life 
makes for physical and moral strength—the 
city is the graveyard of our National Physique. 

Country life may lack some of the zip and 
bustle of the metropolis, but competition for 
individual advancement is less keen in agricul¬ 
ture than in other industries. With an equal 
amount of energy and enthusiasm the young 
man of today can get his name on the bank 
directorate quicker via the agricultural route 
than by Michigan Avenue, Broadway or Wall 
Street. 

In the new era of agriculture, there will be 
innumerable openings in the line of special 
occupations and professions requiring a basic 
knowledge of agriculture and country life. 
There will be soil experts, plant doctors, health 
experts, pruning and spraying experts, forest 
specialists, farm machinery men, efficiency ex¬ 
perts, drainage and irrigation engineers, recre¬ 
ation instructors, market counselors, etc.—not 
to mention advertising men! 

But before I go any further let me repeat 
that I live within the shadow of the skyscrapers. 
Piety is popular and it is highly unbecoming for 
me to prescribe a panacea for the ills of the 
farmer. 





“I LIVE IN THE CITY" 


Yes, I am of the city. I am one of the masses 
—only one out of the eighty million urban 
dwellers. 

As Frederick Irving Anderson would ex¬ 
press it: Two out of every three hours that I 
toil for my daily bread are devoted to the intri¬ 
cate process of bringing that same bread from 
the farm to my table. 

Around me are clerks, stenographers and 
bootblacks. There are thousands of merchants 
to supply wants and relieve me of my money. 

Carpenters, masons, plumbers and artisans 
of a hundred specialized trades await my beck 
and call—for a cash consideration. 

Lawyers, doctors and ministers are readily 
accessible for my material and spiritual needs. 
Actors, musicians, dancers and buffoons are 
supplied to keep me happy—all for well dis¬ 
guised purpose of permitting me to live in order 
that I may toil! 

My home is in a 16x30 apartment. My win¬ 
dow opens on a closed court. I am never wak¬ 
ened by the morning sun. I pay a premium of 
$75 per month because there are ten square 
feet of close cropped grass at my doorway. I 
work ten hours, sleep seven and spend the re¬ 
mainder of the day sardined in a trolley car. 

Light, air, fuel and water, the bountiful 
products of nature are fed to me through leaky 
metered tubes. Vacuum and gravity are har¬ 
nessed for my light housekeeping. The munic- 
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ipality, of which I am a member in good stand¬ 
ing, disposes of my waste paper and cigar 
stumps, attempts to regulate the noise and 
stench* inspects my food; guarantees me so 
many cubic feet of impure air to sleep in and 
brings me a ladder in case of fire! 

Smoke is plentiful but ozone is at a premium. 
I suffer from culture pains, but the city vacci¬ 
nates me, looks after my eyes and teeth and 
will even supervise the intellect of my children 
should I ever find time to raise any! 

And again, the city sweeps my streets, trims 
my shade trees, counts me at birth, at marriage, 
at death and at the polls. It fumigates me; 
makes music for me in the parks and admonishes 
me to keep off the grass! 

I am inspected, solicited, suspected, exam¬ 
ined, informed, directed, required and com¬ 
manded at regular intervals. 

And all that is left for me to do is to work 
ten hours a day and keep on good terms with 
the janitor. The paternal mechanism continues 
to extract its tithes by a process that is at once 
so complex and so lulling that it borders onto 
the mystic and I am repeatedly told that this 
is the life. 

I buy bread by the slice, potatoes by the 
quart and eggs one at a time. I drink milk 
that is alleged to have come from contented 
cows—via the condensing route! 

At breakfast I partake of a startling speci¬ 
men of near-food closely resembling a mixture 
of bran, excelsior, saw dust and husks! 

Up-to-date eggs are unknown and at noon 
time it is a malted milk or a cheese sandwich. 
The evening meal consists of the rear hind quar¬ 
ter of a cold storage fowl with a paper ruffle 
around the modest ankle and a seventy-five 
cent saucer of spinach on the side—not to 
mention the extra charge for bread. 

Everything is sold by the minute or the 
ounce. When I spend a dollar for food, seventy- 
five cents goes for wrapping paper, string, serv¬ 
ice, interstate commerce, war tax, tips and de¬ 
murrage ! 


Yes, I live in the city—I am an ex-resident 
of the tall timothy. I left the country because 
the things of the city were presented to me in 
glowing language when I was at an impression¬ 
able age. My experience is of the city. I have 
acquired metropolitan habits and health—my 
muscles are soft—my back is weak—my wind 
is short. I would be worse than worthless on 
the farm. I am a consumer. There is no turn¬ 
ing back. 

My income is barely sufficient to keep me 
in shredded wheat and shoe shines, but I am 
solicited for donations on all sides. 

I have contributed to every kind of tag day 
that the inventive mind of man has been able 
to devise—from the Society of John the Baptist, 
the G. A. R., The Women’s Relief, the Navy 
Club, the Red Cross, the Blue Cross, the Black 
Cross and the Double Cross to the Y. M. C. A., 
the Children’s Day, K. of C., the Boy Scouts, 
the B. V. D., the Salvation Army and the Twi¬ 
light League! 

Yes, I am of the City, but during the few 
moments snatched from the noise and frenzied 
turmoil, my thoughts wander far away from the 
cobble stone jungle and I dream of the days of 
my youth; of the woodpile; the evening chores; 
the frozen pump; of hot dirigible biscuit, inlaid 
with Golden Butter that has never known cold 
storage; of luscious berries that may be had for 
the picking; of apples that have never been 
touched by a feather duster and the great shad 
owy bam with its fragrant hay-mow and its 
rows of soft-eyed, placid cows. 

I may dream on and on—but I have degen¬ 
erated into a dyed-in-the-wool urbanite. The 
white lights no longer attract, the myriads of 
amusements have long ceased to entertain. I 
have learned through painful experience that 
geography and population have nothing to do 
with happiness. Artifical enjoyment is a fal¬ 
lacy. The pleasures of life, are. after all, gained 
through intimate association with plain ordi¬ 
nary foiks and work has proved itself a blessing 
rather than a curse. —H. G. Weaver. 


STRUGGLE 

I T’S bucking opposition that brings out all our best, 

That hardens up our muscles and gives to life its zest; 

To show we’re strong enough to stick and see the battle through, 
Though enemies are many and friends are all too few, 

Why, it’s the greatest triumph that one can ever know, 

To bravely meet and overcome each great or little foe. 

So if you’d feel true rapture that can never fail or fade, 

Go forth unto your battle in your armor bright arrayed, 

Prepared to meet what fronts you, though you suffer and you bleed. 
Prepared to stake your all upon your faith that you’ll succeed. 

For life without endeavor and without some battle won 
Has neither zest nor savor, for in struggle lies life’s fun. 

—William T. Card, in “Walkover Prints.” 
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Getting Women’s Trade in Small Towns 


Merchants in Interior Towns Often Neglect 
_Sales Opportunities 


MA/r ARY, where did you ever get that 
Avil P rett y white mixing bowl?” 

‘‘Oh, you mean that one over there 
on the oil stove cabinet. I got it down at 
Brown’s Hardware Store the other day. I went 
in to buy a paring knife and they had such an 
attractive display of white enamel ware that 
I simply couldn’t resist the temptation to buy 
a couple of pieces, and this is one of them. Yes, 
I think it’s very pretty, too—that was just 
what appealed to me when I first saw it; they’re 
so white, and clean, and nice 
to look at.” 

“Well, I certainly am glad 
I saw that mixing bowl of 
yours, and I will surely go 
down town tomorrow after¬ 
noon, for there are several 
pieces I need, myself. I didn’t 
imagine they had such nice 
things in that hardware store. 

You know, I somehow think of 
a hardware store as a place 
where men buy fishing tackle, 
guns, tools and such things. 

Now I must be running along. 

Come over and see me some 
afternoon, soon.” 

The foregoing conversation 
is one which is typical of any 
two housewives right in your 
own locality. 

It goes to show the possi¬ 
bilities for cultivating the pa¬ 
tronage of women customers. 

You know it is claimed 
that the bigger part of retail 
purchases are either made by 
women, or are influenced in 
part by them, so isn’t it all 
important that we hardware 
men see to it that these women 
know what numerous things 
we have for their homes, here in our stores? 

Take this very store in question—the one 
about which these two housewives were talk¬ 
ing—this hardware man had one good and one 
bad point to his credit. He surely had an at¬ 
tractive line of kitchen utensils, as evidenced 
by the conversation of both women, but he 
must have been negligent in his window display 
and in his advertising, since neither of them 
knew of this merchandise, except by chance. 

Sales That Might Have Been 

IIow many more sales, along the same line, 
might have been his on that same day, if he 


had made a neat display in his windows and 
had coupled this with a fetching advertisement 
in his local papers, illustrated with some of the 
electros which are furnished to hardware deal¬ 
ers, free, by Associated Manufacturers of enam¬ 
el ware ? 

Aside from electros, they have a set of win¬ 
dow display cards, also furnished free. This 
is a fine kind of manufacturer-dealer coopera¬ 
tion, and is merely mentioned by the writer to 
show what results can be obtained when these 
two put their heads together 
for the purpose of increasing 
the dealer’s sales. 

There are so very many 
things in the hardware line of 
direct appeal to the housewife. 
Why should tht,y so often 
think of our stores as places 
where men buy guns and tools, 
auto supplies and the like? 

Perhaps the old-fashioned 
hardware store of days gone 
by did cater too strongly to 
men. It is no longer true of 
our modern stores, with their 
many items of interest to wo¬ 
men customers. 

Getting Hot Weather Appliance 
Trade 

For instance, summer is al¬ 
most here; we have already 
had some hot days and lots 
more of them are scheduled 
for us in July and August 
Those of us doing business 
in the smaller towns, where 
our customers cannot experi¬ 
ence the advantages of city 
gas range, know full well that 
a kitchen range going full 
blast on a hot summer day 
does not make for comfort for 
the busy housewife—not by a long shot. We 
can ring up many a sale and accordingly win 
the further esteem of these good women by 
installing an oil cook stove outfit in their 
kitchen. 

Oil Cook Stoves In Demand 

An oil cook stove is a wonderful thing in 
hot weather. It is very possible to work up a 
very profitable trade in this class of merchan¬ 
dise during the summer months; the writer has 
had no little experience with this line for sev¬ 
eral years, and feels particularly enthusiastic 
regarding making it a leader in the summer 



A. H VAN V0BI8 

A retail merchant of Cobleakill, New 
York, being located in a small town, 
realises the problems of the small town 
merchant. In this article he has writ¬ 
ten in a helpful and instructive way 
how merchants located in interior or 
small towns can not only increase their 
sales and extend their trade, but over¬ 
come their difficulties. This article is 
well worth reading by everyone, be he 
a small or large town merchant. There 
are ideas and suggestions for each one. 
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FLORENCE 


OIL COOK STOVES 



Now is the fine 


to think about your Oil Cook 
Stove for summer. If you 
wait till hot weather, you 
will miss a freft deal of con¬ 
venience when your range 
fire is out or very km. 

Quick, .instantaneous ac¬ 
tion is the kind you get 
with a 


F lorence A utomatic 


It means MORE HEAT 
.and LB88 CARE. 

Easy to light Flame 
dose up to Cooking. 


You can see the Oil Sup- 
P*7- 

Heat Easily Regulated. 


Once use a FLORENCE OIL COOK STOVE and you will have not only a eomfortahk 
kitchen, but the convenience of a Stove that is ready day or night at Immediate nodes 
Ail models in stock now Call and see us. 


I. VAN VORIS. - - COBLtSKlLL, N Y. 



HOUSEHOLD HARDWARE 


Among the many useful household ap¬ 
pliances to be found in the Hardware store 
are two time and labor saving dettees 





Electric Washing Machine 

Tbs STANDARD Sewing Madune is one of tha vary 
finest articles ws could offer Co you. Mis. H ou sew ife Iti 
not only "STANDARD” in name, but also In mates. Tteiak 
of tbs economy sod convenience of ooe of these ‘ait-etraight 
models in veur borne. 

Tbs 1900 ELECTRIC WASHING MACHINE is oa- 
exealled for doing dean washings In s short time, and with¬ 
out wear on the clothes. 

$10.00 DI8COUNT from tbs regular pries for the 
month of January, thus making you a spe c ial cash pries «f 
Ffo-QO- 


I. VAN VORIS, Coblesklii, N. Y. 


Merchants in small towns often say they don’t know how to prepare their advertising. The trouble with most 
merchants is that they try to make too much work out of it. They have an idea that because a publication 
reaches a large number of people they have to talk In their advertising as though they were addressing an 
audience. They fail to realize that one man or one woman at a time reads their advertising. 

If they would talk in their advertising as if they were talking to one man or one woman in person, realizing 
that advertising is nothing more than salesmanship, it wouldn’t be difficult. 

Mr. Van Voris lives in a small town. He is what is termed a country merchant, yet there is an appeal about 
this advertising that not only proved its value, but that is plain, everyday common sense. We recommend this 
style of advertising to our readers in the small towns. 


time. It isn’t too late to think about it, right 
now, either. 

First of all, the big essential is to select a 
well-known and absolutely reliable brand of 
stove; get to know this stove thoroughly, and 
then get behind it and boost with all your mer¬ 
chandising and advertising effort. 

Last summer we sold four different national¬ 
ly advertised makes; this year we are stocking 
only two of these makes, as we find we can 
get better results by centralizing on these two. 
Of the two, we have a marked preference for 
one, and this one we feature in our advertising 
and store display. 

There’s an Advantage In Featuring One Make 

If yon select a good one, and convince the 
manufacturers that you mean business, yon can 
probably secure exclusive sales territory in 
your vicinity, and this means that no other 
dealer is going to reap the reward of youi* 
work. Yon can get helps in selling from the 
manufacturer's salesman when he calls at your 
store, and by studying up on the sales literature, 
yon can learn all the details of Its construction 
and operation. Soon yon can become an author¬ 
ity on oil cook stoves in your community, and 
don't you worry for one minute about the sales 
coming your way, when you get the women 
folks telling each other what a wonderful cook 
stove yon carry; how quick it is in baking a 
cake, and how easy it is on oil, and so on. 

Local advertising and display will make it 
known to your customers that your store is 
headquarters for oil cook stoves. Personally, 
we find it a good investment to run a movie 
slide in the local theatre, and to have illus¬ 
trated circulars and booklets distributed from 
door to door, occasionally, in addition to our 
regular newspaper advertising. 


Always Ready to Demonstrate 
We keep an outfit, consisting of a three 
burner model, with cabinet top and two burner 
oven, all set up and ready for demonstrating, 
just inside our front door. It attracts lots of 
attention, and with oil in the tank, it is ready 
to light at a moment’s notice. This practical 
demonstration is generally very effective in 
closing a sale. Your customer, if she is a likely 
prospect for the purchase of any make of oil 
stove, is invariably interested and quite willing 
to let you show her why you believe your stove 
is the best one for her. 

Yon can very soon demonstrate how your 
stove will boil a quart of cold water in less than 
ten minutes’ time; such practical proof as this 
goes a long way toward convincing your cus¬ 
tomer, we find, and this is only one of a dozen 
or more, which yon can work out, yourself, and 
thus become perfectly familiar with, in your 
own store. 

Show her the sight feed in the glass window 
of the oil tank, and explain just how this oil 
passes down through the pipes and up to your 
burner, and tell her how she can always be 
sure that there is oil for the burner, if there 
is a supply to be seen through the window of the 
tank. These little simple things often carry 
more weight with them than you imagine. 

Merchant Speaks From Experience 
The writer has had one of the stoves which 
we feature, in his own kitchen the past five 
years, and during this period has come to learn 
most of the working points of the stove first¬ 
hand. A daily performance over such a length 
of time is about as convincing as anything pos¬ 
sibly can be, and it's that kind of information 
which we are able to pass along to our cus¬ 
tomers. 
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Washing Machines a Necessity 

But an oil cook stove is by no means the 
only thing of real value and convenience which 
you can feature for Madam Housewife. There ’s 
the washing machine. Again, we have found 
from experience that it pays to specialize on 
one make of machine. The one we push is 
a nationally advertised machine; one which is 
made in a half dozen different models—hand 
machine, electric, water motor, gas engine— 
and we have secured exclusive sales rights for 
this make in our vicinity. 

This matter of sales territory is very im¬ 
portant to us, for we can then feel sure, after 
spending no small amount of time, money and 
energy in working up a trade, that no other 
dealer near us can cut in with the same product 
and reap the rewards of our work in developing 
sales for this particular product. As in the 
case of the oil cook stove, we always have a 
washing machine on display in a prominent 
place in our store—two of them, in fact—a hand 
and an electric machine. 

We have sold this particular make for a 
dozen years or more; the writer has personally 
visited the factory twice, and in this manner 
has come to know quite a bit about the con¬ 
struction and materials which go into the manur 
facture of the completed article. We find that 
women prospects are more interested in opera¬ 
tion than in the construction of the washing 
machine, but it often happens that the husband 
makes the purchase; he is the chap who wants 
to know how the machine is built, for he is 
interested in estimating its condition ten years 
from now. 

Indncamemts to Cash Customer 

We attribute no small, bit of our success in 
the washing machine business to the fact that 
we have long made a special cash price to cash 
customers. This amounts to a discount of three 
dollars on the hand machine, and ten dollars 
on the electric model. This naturally appeals to 
any prospect who is prepared to lay down the 
cash at time of purchase. 

We go a step further with local folks, whom 
we know, and deliver a machine to them, with 
out one cent payment, and let them do a couple 
of washings with it, in their own home, so that 
they can satisfy themselves that the machine 
will bear out our statements regarding it. If 
you are inclined to doubt the wisdom of such 
business, I can only present the facts: In 1920 
we had only one machine returned to us, and 
this by a woman who had rheumatism so badly 
in her arms and hands that she gave up all 
hopes of being able to use a washer at all. 
So we didn’t feel very badly about it, would 
you 1 

I might mention that we stock three other 
makes of hand machines, but we do not display 
them on our floor. They are stocked to meet 
the question of catalog house price competition, 
for there is an occasional customer who will 


not listen to the common sense of quality and 
utility, and when such a customer bases her 
judgment entirely on price, and will not listen 
to reason, we are ready for her with one of 
these other three makes just referred to. 

Sewing Machine Sale Opportunity 
Then, there is the sewing machine. This is 
one of the most convenient of all labor saving 
devices for the household. It is more than a 
matter of convenience—it is a big money saver. 
Dress-makers’ bills are done away with, and 
with a sewing machine right handy in the 
home, there are a thousand and one things 
which can be made, by using the different at¬ 
tachments, which would otherwise be prohibi¬ 
tive or unknown to the customer. The other 
day we sold an electric motor for a sewing 
machine we had previously sold, so it often 
goes that one sale makes another. Indeed, it 
is a privilege to us hardware men to bring so 
many splendid things into the homes of our 
customers. The customers are delighted with 
them; we reap the profits, and everybody’s 
happy. 


HELPING OTHERS 

If you know a thing worth while, speak it out. 

If you think a thing worth while, write it out. 

If you know, and think and write, you will give some¬ 
body light. 

Do it with your might—think and speak and write 
it out. 

There are things we ought to know, but we are so very 
slow 

To get down to study hard and to thought, 

That we let the time slip by, scarcely know the reason 
why, 

And we do not do for others as we ought. 

So let me state a fact, and confirm it by an act, 

Or confession deeply, now ’twixt you and I, 

If I can make you see as the thing appears to me, 

We will help some needy person, 'ere we die. 

Now, it appears to me, that we both ought to see 
That the thing to do is what we know is right. 

If we follow out this plan, we will surely act the man, 
And do no one an injustice in our fight. 

Take the other fellow’s stand and view it from his 
place; 

Don’t hurry to get back into your own. 

Feel and know what he has felt, and see it face to face, 
And then, perhaps, you’ll know as he has known. 

Bear his burdens for awhile, feel his sorrow for a time; 

Do not haste to lay the weary burden down. 

Keep underneath the load, and it will do you good 
To remember—you, at last, shall win the crown. 

So if you want to know the thing that you can do 
To help the other fellow win the fight, 

Stand up beside him strong, help him to conquer wrong. 
And he’ll beam with joy and gladness at vour sight. 


Hard work builds greater bodies than it 
destroys. It wears away old tissues, and nature 
builds them up again, stronger and greater than 

ever. 
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BAD BOOKS AND MAGAZINES 

Books wield a powerful influence over the 
thoughts, beliefs and deportment of their read¬ 
ers. On youthful minds they impress their con¬ 
tents upon both taste and character. A bad 
book read by a boy or girl is never forgotten. 
Smut sticks like glue to its readers, even when 
the memory of it becomes offensive. The mind 
is the spirit, the intellectual disposition, the 
conscious inclination of a person. It harbors all 
sorts of thoughts—likes and dislikes, passions, 
shifting tendencies to both good and evil things. 
It is the most sensitive possession of rational 
beings, open to every kind of impression, and 
susceptible to a high degree of training. It 
grows with what it feeds upon, through observa¬ 
tion, conversation and reading. 

A degrading branch of the book trade is 
plied furtively by panderers to licentious habits 
of thought, supplying reading of exciting and 
sensational character, written to influence pas¬ 
sion and gratify depraved tastes. A book of 
this sort in the home, read by a boy or girl, 
is about the most demoralizing thing imagin¬ 
able on immature minds. With these sex books 
usually goes the literature of crime, in which 
resistance to authority, the exploits of gunmen, 
burglaries, and other crimes are depicted as 
necessary and commendable under provocation, 
and righteousness is always held up as weak 
hypocrisy. 

The moral sought to be conveyed to lovers 
of the home who would keep it sweet and clean, 
is this: Guard well your own reading, and 
that of those whom it is your duty to protect 
from evil. Know what books are in possession 
of your boy and girl, and acquaint yourself 
with the character of the magazines they read, 
for the genius of the devil finds the printed 
page one of his most fertile investments. 


LEISURE AND GRIME 

. Witt the increase in leisure time there has 
come an unprecedented increase in crime. The 
situation is too serious in some sections for the 
organized forces of law and order to control. 
The situation borders upon that which prevailed 
upon the high seas when pirates thieved and 
murdered at will. 

It is the duty of every man and woman to 
give immediate and sober attention to this 
wave of crime now disgracing our country. It 
is for us to insist upon our city, state and na¬ 
tional officers to provide cleaner places of 
amusement, more parks and playgrounds, street 
lighting, libraries and all that reduces the 
temptation for men and women to go wrong. 

History bears witness to the fact that leisure 
time has broken more nations than it has made. 
But this is due to ignorance, not to the blessing 
of leisure time profitably employed. 

—N. C. R. News. 


“FEARFULLY AND WONDERFULLY 
MADE” 

You have often heard that expression, but 
perhaps never realized how true that is, even 
in only its literal physical sense (not to mention 
the spiritual side, which is even of greater im¬ 
portance). 

But it is interesting to know your constitu¬ 
ent parts, even though from a merchandising 
standpoint one might be more valuable if he 
was “rendered up,” as one says of an animal. 

As for that, it is for each individual to de¬ 
termine. Taking a person weighing 150 pounds 
and in normal health, we find that he will con¬ 
tain 54 ounces of phosphorus, which is enough 
to make 600,000 matches, enough fat to make a 
15-pound candle, and his 22 pounds of carbon 
would make 180 dozen of lead pencils or carbons 
for a number of arc lamps. There is enough 
iron to produce a spike large enough to hold his 
weight, and there is approximately 3500 cubic 
feet of gas, oxygen, hydrogen and nitrogen, 
which would be worth nearly $4.50 for illum¬ 
inating purposes. If you were to distill this 
man, the result would be nine and a half gallons 
of water. The body also contains two ounces of 
lime, 20 spoonfuls of salt and considerable quan¬ 
tities of starch, chloride of potassium, magne¬ 
sium, sulphur and hydrochloric acid. 

It is an astonishing fact that a thousand 
eggs with their shells have the material essential 
to the making of a 150-pound man, in all detail 
from cerebral tissue to toe nails. 


BALLADE OF YELLOW PAPER 

Hope springs eternal! Well it may; 

Let *s hope that it may go on springing! 

For who could live another day, 

Without its optimistic singing? 

With all this deadly doleful dinging 
Of blood and tears and crazy capers 

That greets us at each day’s beginning— 

If we believed the yellow papers! 

Best not believe a word they say, 

Their mud and blood forever flinging, 

If we would go our peaceful way; 

With all their stenches and their stinging, 
We cannot ’scape some poison clinging; 

How keep alight our moral tapers, 

Or our immortal souls up-winging— 

Tf one believed the yellow papers! 

How work, or meditate, or pray. 

Within our ears this Babel ringing? 

How can we have the heart to play, 

With all these woes our bowels wringing; ' 
Each pestilent edition bringing 
New filth to feed the gossip-gapers, 

The long-eared public clyly ** stringing 9 9 — 
If one believed the yellow papers! 

L ’Envoi. 

Prince, they talk much of your un-kinging, 
These world bashaws and scandal-shapers; 
Believe them not—we’d all be swinging, 

Tf one believed the yellow papers! 

—Richard Le Gallienne, in “Life. *’ 
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The New Army of Paint Users 

(By I*. E. Porter) 


W ITHOUT a doubt, the word “economy” 
is the most used word in the English 
vocabulary today. 

The big industries by no means have a mo¬ 
nopoly on practicing economy. The housewife, 
the family man—yes, the public in general— 
are also watching the corners and making the 
dollar do extra duty. 

With few exceptions, the tendency of this 
practice is to make Mr. and Mrs. Public wear 
last year’s suit and repair their shoes instead 
of throwing them into the discard when they 
become worn. 

In short, they are going to look as up-to- 
date and as respectable as ever, but they’re 
going to do it with less expense. 

Old Slogan Reversed 

That old time alibi, “It isn’t the initial cost 
—it’s the upkeep,” has been reversed to, “It 
isn’t the upkeep—it’s the initial cost.” 

Each passing day sees the already long list 
of economists lengthened and the followers of 
this spreading creed are finding it more health¬ 
ful, both physically and financially, to improve 
what they already have rather than invest 
anew. 

I am of the opinion that a great deal of the 
American family’s conversation runs something 
like this: 

“John, I wish you’d do something about the 
children’s shoes. They need new ones badly.” 
John holds inspection. 

“Humph! Uppers are good yet. I’ll take 
’em down to the repair shop in the morning. 

“Say, Helen,” he continues, “I was looking 
at a new car today. I have a notion to trade—” 
“We can’t afford a new car this year, John, 
and you know it. Why don’t you paint the 
old onet Mr. Smith refinished their car and 
it looks like new.” 

“Not a bad idea. And while I’m doing that. 
I’ll go over some of the chairs and table.” 

The wife’s eyes brighten. 

“Oh, I wish you would. The wood-work 
and floor really need paint, too, but I don’t 
suppose—” 

“Sure, why not? Fix all up while we’re at 
it. Make out a list of the things you want 
painted and I’ll get an estimate on the paint.” 
Now Is the Opportune Time 

And the first thing John’s neighbors know, 
he’s throwing paint all over the lot. It takes 
no little amount of paint, too, to cover the 
house, barn or garage, chairs, tables, wood-work 
and floors, the car and Bud’s red wagon. 

Some of our trans-Atlantic friends have said 
that we Americans are restless. When we ques¬ 
tion this statement indignantly, they dig up 


statistics which show that between 9,000,000 
and 10,000,000 of us move from one house or 
building to another every year. 

Right here is the paint dealer’s real oppor¬ 
tunity to perform a genuine service to the con¬ 
sumer and reap corresponding profits. 

Why? Easy! 

Moving time is paint and varnish time. 

Furniture and other effects are invariably 
bruised, chipped, rubbed or scratched and only 
paint and varnish can put them into condition 
again and make them look like new. 

New tenants demand improvements. Houses 
are painted, wood-work and floors refinished; 
the world brightens up; everybody carries a 
paint brush. The National Anthem is, “Paint! 
Paint! Who’s Got the Paint ? ’ ’ 

Dealers, Awake to the Opportunity 

Summer is here and “in summer time a 
young man’s fancy lightly turns to thoughts of 
—paint.” It’s up to you to fan the flames of 
enthusiasm and cash in on the results. 

If I were a paint oil dealer, I’d make a big 
drive for spring business, which consists of 
house painting, refinishing of porch furniture, 
automobiles, beautifying fences, lawn swings, 
etc., etc. 

First of all, I’d plan my window display. 
I’d hunt up the handy man of the town and 
have two of each of the following models, 
cheaply but neatly constructed—house, garage, 
barn, lawn swing, chairs and table. 

Then I’d buy two toy automobiles at the 
ten cent store and proceed with my window. 
The one set of models I’d paint in pretty, har¬ 
monious colors until they glistened. The other 
set, I’d make look as tumbledown and displeas- 



Here is a too oft example of how many merchants not 
only lose money, but largely Increase the hazard and 
risk by fire. Moreover when oil is kept in this manner 
it encourages carelessness and sloth among those who 
have to do with it. 
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ing as possible, giving the articles a coat of 
poorly applied paint of some dull, uninteresting 
color, and scraping part of it away with a knife. 

Then I’d arrange these two sets of models 
in my window with appropriate lettered cards, 
calling attention to their difference in appear¬ 
ance and how a coat of paint had inexpensively 
worked the wonders. I am confident my win¬ 
dow would attract attention, and that my paint 
business would boom during the spring and 
summer months. 

Fall and Winter Not to Be Overlooked 

Then, in winter, when the paint business is 
rather quiet, I would arrange a small display 
on interior decorating; beds, chairs, tables 
woodwork, etc., would all come in for their 
beautifying, and I’d hook up my displays for 
both winter and summer with timely and force¬ 
ful advertising. 

However, in your zealous campaign for busi¬ 
ness do not forget the foundation of your pres¬ 
ent success—good merchandise and service. 

Do not forget that the hardening ana 
spreading qualities of paint, as well as its 
properties for resisting the elements, depend on 
the pureness of the mixing oils. 

Do not forget that a clean, up-to-date store, 
with its inviting appearance, is an important 
factor in drawing the trade. And after the 
business begins to come your way, don’t lose 
sight of the fact that the customer wants all 
that is coming to him for his money. 

Those last three paragraphs are simply 
another way of saying: “Look to your oil 
storage I” 

Store Facilities Keoesnry 

Storage is an important factor in conducting 
a profitable paint department or store. Let 
us consider the advantages of modern facilities 
—protection to merchandise; accuracy in meas¬ 


urement ; economy, cleanliness, convenience and 
safety. 

I have already spoken of the necessity for 
the mixing oils to be pure. The modern storage 
system, consisting of steel tanks and pumps, 
keeps its contents from becoming polluted with 
dust and dirt, water, sticks and other foreign 
matter. 

Then, there is the question of dispensing oils 
in accurate quantities. Trusting to battered 
and oil coated tin measures is courting one of 
two things—short measure or over measure— 
either of which is considered poor business. The 
customer kicks on the former and the proprietor 
has reason to complain of the latter. 

A storage system equipped with self-measur¬ 
ing pumps eliminates all guess work. Amy 
quantity, from one gallon to a half-pint, can be 
discharged directly into the container, and with 
a few turns of the crank. Even odd sized con¬ 
tainers can be filled without spilling or waste. 

Thirdly, is the item of cleanliness. It was 
not so many years ago that the paint depart¬ 
ment was an excuse for filth in any form. Oil 
and paint covered the floor; cans, pails, meas¬ 
ures and funnels, twice their normal size from 
countless coats of paint, were strewn all over 
the place. Barrels, empty, full, sticky and 
leaking, were piled around the room. No movie 
cyclone ever caused more havoc than the ap¬ 
pearance of the paint store-room portrayed. 

Call on the paint dealer today and you are 
at once impressed with the orderly arrangement 
of the business. Walls and floors are clean; 
tin measures and funnels are unheard of and 
across one side of the room you will find a bat¬ 
tery of brightly painted tanks, uniformly and 
compactly installed and equipped with rapid 
and accurate self-measuring pumps. 

And finally, but nevertheless of great im¬ 
portance, is the question of safety. Most all 



We are Indebted to the S. F. Bowser Co. for the illustration herewith, showing an ideal way of handling 

lubricating oil. 
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oils are inflammable and more than one de¬ 
structive fire has resulted from spontaneous 
combustion of rags used in the barrel method 
of storage and distribution. 

The modern storage system tends in many 
ways to reduce the fire hazard; it keeps the 
oils in their proper place, despite any careless¬ 
ness on the part of indifferent clerks, and in 
case of fire from other causes, the steel walls 
of the containing tanks are ample protection 
against the searing flames. 

It has been proven many times over that 
with proper storage and distribution facilities 
and with snappy, up-to-date displays and local 
advertising, backed up by the demand creating 
advertising of manufacturers, the paint depart¬ 
ment of store offers a splendid opportunity For 
substantial profits. 

You can compare the old and new methods 
by noting the two accompanying illustrations. 

LIFE'S SALESMANSHIP 

(By Edgar A. Guest) 

The world is but one mighty store, 

Where all that men are looking for 
Is stored upon its range of shelves. 

And we are salesmen of ourselves. 

Each of us, as he walks along, 

Would win the favor of the throng. 

And each of us in various ways 
Strives to deserve another's praise. 

Since what is false men will not buy, 

No man should ever tell a lie. 

Men scorn the cunning of the cheat 
And spurn the practice of deceit. 

In life today it is well known 
That he who sins must live alone. 

While in the market honor brings 
Reward above all other things. 

Who seeks for popularity 
Upright and manly here must be; 
However great may be his skill 
He must be kind and gentle still, 

And must not, though he wear a crown, 
Upon his fellow men look down. 

Men cheer ability's success, 

But hate bad manners none the less. 

Youth, sell yourself, but not for gold 
Or treasures which your hands can hold. 
The highest price for which man spends 
His days of life is love of friends. 

Go forth into the markets here 
And carry kindly words of cheer; 

Be gentle, honest, staunch, and true. 

And men shall give their love to you. 


The Grandview Hardware Co.. Grand View, Wash., 
report a satisfactory season’s business. 


The Hoobler Hardware Store at Lewiston, Idaho, 
are making extensive improvements, adding to their 
facilities for carrying a larger stock. 


WILL HANDLE NO GOODS OF GERMAN 
MANUFACTURE 

At the recent convention of the Southern 
California Hardware Association officers elect 
ed were: William Scott, president; H. E. Reeves, 
Torrance, first vice-president; J. A. Potter, 
Santa Barbara, second vice-president; H. L. 
Boyd, Los Angeles, secretary and treasurer. 

The association likewise passed resolutions 
that under no consideration would they pur¬ 
chase or handle any products of German origin 
or manufacture. 


OVERCOMING OBSTACLES IS LIFE 

You often hear men say they would not care 
to tackle this job or that because it involved 
too much hard work, and the results were too 
uncertain. 

Now, ambitious men find a certain fascina¬ 
tion in attempting a piece of work which ap¬ 
pears to be difficult of accomplishment. They 
seem to derive a great amount of satisfaction 
in carrying to completion work which others 
declared could not be done. Call it egotism, 
if you will, but it’s certain that if it were not 
for this quality in men the world would be 
standing still. 

You have seen men take hold of some little 
one-horse proposition that has been scorned by 
hundreds of others, and develop it into a mighty 
business. 

Of course they have their setbacks, big and 
little. At times they reach the “What's the 
use" stage. But they are game. They get up 
from the spot where the last slap of misfortune 
put them. They are ready to fight another 
round, and are better equipped to win because 
of the first knockout. Finally they reach their 
goal and bow to the plaudits of the multitude. 
When they started out they were fools. 

What have been the main factors of their 
success? Vision, determination, courage and 
the ability to throw off the effects of misfortune. 

All of us have dismal problems to face. It 
is well to remember that when we meet with 
discouragement and entertain the notion that 
the good Lord has picked us as the dumping 
ground for all the grief in the world. Don’t 
forget that the other fellow has his problems. 

Misfortune in any form provides a hazard of 
life which encourages us in the exercise of 
eternal vigilance. Overcoming the obstacles 
that are placed in our way is life itself. It 
follows, then, that the men who are side-step¬ 
ping the difficult things of life, instead of meet¬ 
ing them and conquering them, don't know what 
living is. 

It's a sure thing that you're moving in one 
of two directions—forward or backward 

If you're loafing, fooling away all your 
leisure hours, frittering away your opportuni¬ 
ties, wasting all your brain power on nonsense 
and frivolity, then you’re backing up. That’s 

dead sure. Lioogle 
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Impressive Campaign on Pressure Cookers 


I F it were not for the laws which demonstrate 
the influence of environment on an individ¬ 
ual, it might be hard to explain the achieve¬ 
ment C. M. Dunsworth, sales and advertising 
manager of the Albert Sechrist Manufacturing 
Company, Denver, Colorado. 

With steam pressure cookers to sell, natural¬ 
ly steam pressure develops in the sales organ¬ 
ization. In fact the manager operates without 
a safety valve. He’s a “superpounder.” Evi¬ 
dence the wide-spread interest in pressure cook¬ 
ery and the wide distribution of the Sechrist. 

Mr. Dunsworth’s latest pressure test was 
along Pacific Coast waters. The trade wind he 
blew up developed into a storm of interest, ap¬ 
probation, and investment in 
Sechrist cookers. The recent 
whirlwind campaign in North¬ 
ern California increased the 
number of Sechrist dealers 
from two to 52 in three weeks. 

Hundreds of cookers were 
placed in homes on the easy- 
payment plan by demonstra¬ 
tors who worked in coopera¬ 
tion with live hardware mer¬ 
chants in their stores. These 
demonstrators now remain as 
permanent members of the 
store force. 

Our friend, Mr. Dunsworth, 
was busy even before he grad¬ 
uated from Knox College in 
Illinois, energetically intro¬ 
ducing aluminum ware into 
the households in his assigned 
territory. Consistently ener¬ 
getic, with live selling ideas, 
it was only natural that this 
recent western campaign of 
the Sechrist Company, under 
Mr. Dunsworth, has demon¬ 
strated a sales pressure and 
distribution conquest thoroughly typical. 

Steam pressure cooking is a comparatively 
new household economy. Yet the Sechrist 
steam pressure cooker has been on the market 
for several years, and the company has done a 
manufacturing business in Denver for nearly 
10 years. Incidentally some indication of the 
volume of the business and the popularity of 
the cooker with those who are in a position to 
know is in the fact that $63,700.00 worth of 
cookers were sold in and around Denver last 
year. Here is a po(e)t not without honor even 
in his own country and its own house. 

With a Whirlwind Campaign 


especially in a new territory. So the company, 
under his direction, resorted to the whirl-wind 
campaign methods. With only three weeks to 
prepare in “lining up” the work, placing the 
agencies and getting familiar with the ground, 
A $2,000.00 campaign secured representative 
live dealers, had every one of these dealers 
demonstrating Sechrist cookers, and full page 
advertisements were appearing in the local 
papers and steam pressure cookers were in the 
windows and on the tongue tips in every town. 

Mr. Dunsworth believes more firmly than 
ever that a sales campaign can be held in hard 
times and bring results just as successfully and 
as fully as in good # times, providing it is planned 
and worked out with neces¬ 
sary care and wisdom. 

Has Always Lived Close to 
Utensils 

As we have said, Mr. Duns¬ 
worth began his advertising 
and sales experience with 
Wearever aluminum, for whom 
he was district supervisor at 
Chicago and later assistant ad¬ 
vertising manager at the fac 
t o r y, Kensington, Illinois, 
There he held just such cam¬ 
paigns as he held last month, 
developing ideas in the offices 
of the company and then go¬ 
ing out into different terri¬ 
tories and trying them out. 

The Sechrist Company 
plans to introduce Sechrist 
cookers into other territories 
in the West in just the same 
way, working with the dealer 
and giving the merchant this 
opportunity to tie up with the 
company’8 advertising sales 
promotion. 

Max Norton, 4 0 4 Oak 
Street, San Francisco, remains as district super¬ 
visor to manage the corps of special salesmen 
with every dealer who will concentrate on Se¬ 
christ sales. 


The O'Shea Savage Ca. has purchased the hard¬ 
ware stock of the Winslow Mercantile Co., Livingston. 
Mont. 


Frank J. Chapman has sold his interest in the 
Salem Hardware Co., Salem, Oregon, to Simon and 
Edward Keene. 


The Tippets Hardware Co., Driggs, Ida., have recent 
ly added to their store facilities and report a splendid 
business outlook. 



O. W. DUNSWORTH 
■ales and Advertising Manager of the Al¬ 
bert Sechrist Manufacturing Oo. t who 
carries no safety valve on his trial runs 
introducing steam pressure oookers. 


With a new product embodying a new idea, 
Mr. Dunsworth has realized that the buyers 
must be awakened, and somewhat violently, 


The hardware store of N. B. Taylor & Sons at 
Carrizozo, N. M., was recently burglarized of a quantity 
of fire arms and ammunition. 
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PROFITS 
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_ Pe«to« 

whiting 


•>£* 


BUY DIRECT FROM MINERS AND GRINDERS 
At PRE-WAR PRICES 

AMD ALWAYS GET SAME UNIFORM HIGH QUALITY 


{ 


FOB PAINTS—WOOD FILLEBS—POLISHES 

[ Highest grade, water ground and water floated Bock 
Silica. 25% mixed with pure lead makes a better 
paint — wears longer — prevents chalking and 
checking. It is not an adulterant. Also makes 
highest grade wood fillers. 

fOar “8ilic* Catechism** will be sent you upon request 
and will give you further valuable information and form* 
ulaes for mixing your own paint. 

FOB KALSOMINES—PUTTY—PAINT 

|Danish Gilder’s Whiting is superior in color, fine¬ 
ness, and uniformity to Imported Whiting. It is 
the finest Whiting in every respect for paints, 
kalsomines, frescoes and putty. 

| Paris White is lc lb. higher than Whiting. A dust 
in fineness and light in weight: barrel weight, 
200 lbs. 

i Insures superior results because of its strong and 
1 clear tinting qualities. It is the Peer of all 
American Ochre and is very finely ground to a 
smooth, even texture. 

i a natural, not a compounded color, producing 
beautiful fine gray tints of any shade desired. 
Very finely ground and strong in tinting qualities. 

A NEW DBT COLOR 

true Chocolate Brown and not a reddish brown; 
61% Iron Oxide; 300 mesh fine; very smooth; 
Standardize this as your own individual Brown, 
strong, clear red color that gives your tints a 
special individual tone. 

Kegs lc per lb. higher than Barrels. 

(Guaranteed to give satisfaction for all purposes. All 
grades from FFF grade finest to G3 grade 
coarsest. 

4 This product is the finest Plaster Paris produced for 
Superfine Dental / all purposes. It is very white and very finely 

Plaster Pari s) ground, firm, quick setting — hardens readily. 

i The Best Plaster Paris on the market. 

ALSO OFFER AT VERT LOW PRICES: 

China Clay—Soapstone—Precipitated Chalk— Slennaa and Umbers 


Silver Bond Silica 


Danish Gilder’s 
Whiting 

Paris White 

Golden Yellow Ocb 

Natural Grey Ochre 

CEL Metallic Brown « 

Oran Venetian Bed 4 
Italian Pumice Stone^ 


Per lb. iy 2 c 

200-lb. Bscs or 
S50-lb. Barrel* 


Per lb. iy 2 c 

150-lb. Bags or 
350-lb. Barrel* 


Per lb. 2y 2 c 

360-lb. Barrels 

Per lb. 1%c 

100-lb. Bags or 
- 350-lb. Barrels 

Per lb. 3c 

100-lb. Bags or 
300-lb. Barrels 

Per lb. 4y 4 c 

100-lb. Kegs or 
350-lb. Barrels 

Per lb. 4c 

200-lb. Bags or 
350-lb. Barrel* 

Per lb. 2y 2 c 

250-lb. Barrel* 
100-lb. Bags, 2c 


V 


Prices quoted are f. o. b. cars Chicago 
or f. o. b. Mills 

No Charge for Containers 

TAMMS SILICA CO. 

Stock Exchange Bldg. 
“*i»iS i in OU ’ OHIO AGO 
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Mary Anne’s Mother Goes Motoring 




(Editor's Note.—The interest that has been aroused by 
Mary Anne among: the HARDWARE WORLD subscribers in 
showing merchants opportunties that exist for the sale of 
various lines which they are prone to overlook, has led to 
further research, not only on the part of Mary Anne, but of 
her entire family. This month, while Marv Anne is engaged 
in research along a special line that will be mentioned next 
month, we are publishing a letter written bv her mother. 
Evidently the entire family has become as much interested in 
the opportunties that have been pointed out as Mary Anne 

How true it is that if merchants could get the viewpoint 
of their customers they would be receptive to new ideas and 
suggestions of new lines that might be pushed to advantage. 
Right now, in the beginning of the motor season, merchants 
will find suggestions in this letter which they can doubtless 
use to advantage.) 

D AD and I have just finished reading your last letter 
and had a good laugh over your description of the 
fishing trip with your Uncle Bob. Dad can’t quite 
get used to the idea of your appearing in trousers, much 
less your Uncle Bob purchasing them for you, but I 
suppose if it is the thing out West for the girls to wear 
trousers, you wouldn’t be your mother’s daughter if 
you did not insist upon having them. Dad is real proud 
of your ability as a fisherwoman; in fact I think it was 
the big trout that reconciled him to the trousers, for 
he finally grinned and said, * 4 Bet the kid looked the 
part, alright. Some fish that!” You know dad. 

Now I have the biggest surprise in the world for 
you. We were going to keep it until you came home, 
but finally decided to tell you about it. as we are 
beginning to get iust a wee bit lonesome. Dad’s bought 
an automobile, a beautiful Paige, just the kind you have 
been wanting right along. Of coursa we were sorry 
you couldn’t have been with us when we picked it 
out, but the opportunity came and I thought we had 
better buy it while Dad was in the mood, or perhaps 
we would be without it all summer. 

Well, we packed all our things into a Boyco luggage 
carrier and took our first real trip last week, going 
down to Pine Grove for three days. Dad has learned 
to drive splendidly; I am really quite proud of him. 
Of course, this being our first motor trip, we wer not 
as well equipped as we might have been, but we are 
learning, ana by the end of summer we will be experi¬ 
enced motorists. You can’t imagine all the accessories 
there are, and what a joy it was to stock up for that 
trip. 

Dad and I went down to Grafton’s Hardware 8tore 
the night before, and oh, I wish you could have seen 
Dad’s face when he saw the pile of things I had picked 
out. But Mr. Grafton was standing right there, so of 

course, he smilingly footed the bill, and I can tell you 


The family of Mary Anne getting ready for a trip with 
purchased from hardware merchanta. 


Mary Anne's mother has become as enthusiastic as Mary 
Anne herself over the possibilities that exist for the sale of 
automobile accessories. 

he was glad afterwards that I had displayed such fore 
thought. 

Dad’s File Took M&’s Pile 

It takes a woman to know what she wants on a 
camping trip, especially in the cooking utensil line. 

They had a most obliging clerk down there, too. He 
had been on ever so many trips like that himself and 
he knew iust what to show us. They certainly have a 
wonderful display of accessories. Of course this being 
the spring of the year, when everyone is preparing for 
their outing trips, they are making special features of 
camping equipment, auto accessories and all sorts of 
sporting goods, and it certainly makes the store excep¬ 
tionally attractive. I could have spent a small fortune 
right there. 

Anyhow, we bought one of the auto camp beds put 
out by the Schaefer Tent & Awning Co. and the 
dearest little Prentiss-Wabers Camp Cook Stove, 
with two burners and an oven attachment that 
folds up. You can bake and roast on it. I had 
never seen one before, and I was most enthusiastic. 
Careful to Buy Advertised Goods 

You know since you have been connected with 
the Hardware World I have taken great pleasure 
in ”meeting” the manufacturers of all these prod 
nets, for somehow it seems to keep me in touch 
with your work. I always look to see if they are 
advertising with vou, and feel quite disappointed 
if I fail to find them, for since you have sent me 
that little book each month, I have become almost 
as enthusiastic over it as you are. That last issue 
really gave me some excellent ideas for our equip¬ 
ment. Your auto accessory department is cer¬ 
tainly a live, up-to-date one. 

You praised the Hardy Camping Outfit, which 
you took on your fishing trip, a good deal, but 
we decided on a Prentiss-Wabers Stove. I know 
that Hardy Outfit is good, because I have seen it 
in action, and it will be great fun when we get 
together to compare notes on the merits of these 
various contrivances. 
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This marks 
another Sioux 
achievement in 
distinctive tools 
for motor repair¬ 
ing. This tool fur¬ 
nishes the dealer 
with complete 
equipment for 
power valve- 
grinding service. 


Attaches to any 
electric, pneumat¬ 
ic, or belt-driven 
device, taking a 
shank Vi" and up. 




Sioux 

Valve Grinding 
Attachment 

‘ w ^ 

% 

Grinds the 

Largest or the Smallest Valve 


Sioux Valve-Grinding At- 
£ J tachment gives to garages and 
repair shops a light, power- 
driven device that will increase the 
volume, accuracy, speed and profit in 
all valve-grinding jobs. 

This attachment is geared down to the 
speed and motion of a hand grinder by 
means of a worm gear that gives power to 
spare for grinding the largest valves. It 
produces that back and forth motion of 
the valve on its seat that is so necessary in 
the best job of valve grinding. 

The Sioux Valve Grinding Attachment is light and 
easy to handle, and is guaranteed for a lifetime. 
Its case is cast in aluminum; its gears are set in 
bronze, fitted with ball bearings throughout; its 
worm-gear has ball end thrust; and all the work¬ 
ing parts run in oil. 

Live Jobbers Everywhere Sell Them 

Albertson & Company 

Sioux City, Iowa 


. 


O 


PATENTED: 

April 19, 1909 
May 21, 1918 
Oct. 20, 1918 
Others pending 
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A Tireless Tire Tirade 

Dad and Uncle Tom have the hottest arguments as 
to the best tires. Uncle Tom swears by the Hardwear 
Tire, says they give him more miles than any other 
tire on the market. Dad insists upon having Converse, 
and it is really hard to tell which is the best. Gracious, 
the arguments we have had at our house since that car 
came! It only remains for you and me to get together 
on camping equipment. 

When we saw that adv. on Woolwine First Aid Sets 
in your last issue, Dad immediately went down and 
bought one, because he said he wasn ’t going to be 
caught in any fuel famine when there was such a con¬ 
venient reservoir on the market. It gives you such a 
sense of security when you go on a long trip and know 
you are prepared for anything that may come. Being 
Stranded for gasoline, oil or water is about one of the 
. worst joy killers one could meet on a trip. 

Many Mechanical Turns in Motoring 

Dad always did have a mechanical turn of mind 
and the automobile is giving him just the opportunity 
he craves. He takes great pride in his Ajax Auto Tool 
; Kit. In fact he handles those tools as a fond mother 
handles a delicate child. He also has one of those 
handy Petry Tire Pumps and some marvelous patches, 
?o I don’t think we will ever be caught unprepared. 

He really didn’t want to get a folding table and 
Chairs right then. Thought we could get them later, 
but I persuaded him that we might just as well buy 
them now as long as we had to get them, so we got 
a Gold Medal set and they really proved a perfect 
boon, as I will tell you later. 

We arrived at the grove about six o’clock and in 
no time had our camp up and our supper cooking. Dad 
took out his pipe and prepared for a good smoke—and 
there is where the dear little Gold Medals filled the 
bill, for poor Daddy is getting horribly fat, much as 
he hates to own up to it, and it takes sume effort and 
a good, big grunt to get him down and up off the 
ground. I wish you could have seen him sink down 
into that camp chair, stretch his legs and put his pipe 
into his moutn. Of course, I have been patronizing 
the gym all winter, keeping my promise to you, but 
I will have to confess my little chair was mighty 
comfortable after all. 

Close to the “Far Away” Country 

It was all so wonderful, almost like a second honey¬ 
moon for Dad and me. In fact it was the first time 
we had been out that way for years. We had a delicious 
supper and sat out there under the trees until the stars 
came out. There is nothing so restful as one of those 
still evenings in the woods, especially in the spring, 
when the air is full of that pungent odor of moist 
earth and growing things. Of course we missed our 
girlie. Dad said more than once, “Wish the kid 
was here, ’ and it was right there we decided to write 
and tell you about the automobile. 

That Schaefer bed is really the most comfortable 
thing I ever slept on. I was quite surprised—and 
what a joy it was to wake up in the morning feeling 
so rested, to lie there and listen to the birds sing and 
feel the cool, fresh breeze from the lake blowing on 
my face. Dad was up at five and on the lake, expecting 
to catch a mess of trout for breakfact, but the poor 
dear didn’t catch a thing. He was so disappointed, 
too. He says you will have to bring back some of 
those wonderful Joe Welsh leaders that you spoke of 
in your letter. 

Bren Blowout** Made Easy 

Well, we did have a most wonderful week end, 
everything was perfect. Coming back we did have one 
blowout, due to a dead twig which we passed over just 
as we were leaving the grove, but Dad had his Reliable 
Auto Jack and an extra Converse Tire to slip on, so 
wo only counted that as one of our experiences. 

We have been talking about that trip ever since. 
It was delightful, and the best thing about it all was 


that I wasn’t a bit nervous, even though Dad hadn’t 
had much experience in driving. For I knew all about 
the Rusco Brake Lining that is put on the Paige cars, 
so I had perfect confidence even when taking the steep¬ 
est grades. 

We have been talking about that trip ever since, but 
have decided not to take another until you come back. 
Some Like It Hot—Some Cold 

Of course there will be numerous short trips that 
we can take and it has occurred to me that it would 
be an excellent idea to get one of those Durham Duplex 
Fireless Cookers for these occasions and have a regular 
hot Sunday dinner at the end of the trip: I also 
saw one of the most handy vacuum freezers down at 
Grafton’s Hardware Store the other day, just the 
thing for a frozen pudding or some ice cream. 

I am afraid that Grafton’s will get a good deal of 
my spare cash hereafter. It is surprising all the ac¬ 
cessories tnose people carry. Why, we even bought a 
Chase Robe there for our trip; I did not know the 
hardware stores sold automobile robes until I happened 
to see in the morning paper that they were having a 
sale on them, so I went right down and bought one. 

Dad and I are planning all sorts of trips for your 
return. How about a month in the woods for your 
vacation, if the Hardware World will spare you for 
that length of time? We are both so anxious to have 
you come. 

Dad joins me in sending dearest love. 

MOTHER. 


LARGEST ON WHITE LINED WARE 

The American Stamping & Enameling Company of 
Massillon, Ohio, manufacture the many old reliable lines 
of American enameled ware in marble (blue and white), 
and Swedish (mottled veined). They specialize on 
white-lined ware, and are said to be the largest excln 
sive manufacturers of this product in the country. 

Established for more than 30 years, the company 
has three large plants in Ohio, three at Bellaire and one 
at Massillon, covering about 15 acres of floor space 
in the combined area of the three plants. 

Among the original trade contributions of the com¬ 
pany to enamel ware merchants was the Corona roaster 
which has been widely developed and popularized since 
and is said to be the standard roaster in the country 
today. 

The products of the company are sold by leading 
house furnishing and hardware stores, and are handled 
by jobbers throughout the United States. The follow¬ 
ing offices have been established: 417 Duval Building, 
Jacksonville, Fla.; 204 Third Avenue, North, Nashville, 
Tenn.; 510 Security Building, Chicago, Ill.; 302 United 
Security Building, Philadelphia, Pa.; 327 Magazine 
Street, New Orleans, La. The main office is at Mas¬ 
sillon, Ohio. 


The Bend Hardware Co., Bend, Ore., have been 
adding to their store and warehouse facilities in an¬ 
ticipation of a good season’s trade. 


Petterson & Co. recently moved into their new hard¬ 
ware building at Kingsburg, which gives them the op 
portunity for carrying an increased stock. 


APPRECIATION OP BR ITISH COLUMBIA 
BUYERS 

We are enclosing our remittance for the 
Hardware World for the ensuing three years. 

We wish to tell you that we look forward with 
greater interest to the Hardware World than any 
other trade journal we take. We will always take 
a close interest in it, while we are in business. 

P. CLOSE & COMPANY. 

Rosedale, B. C. 
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These Selling Points 

NO WOOD TO GATHER NO RELIGHTING (WINDPROOF) 
NO SMOKE TO FIGHT THE ONLY NON-LEAKABLE STOVE 

MAKE SALES AS EASY AS 

MAKES OUTDOOR COOKING 
DELIGHTFUL 

Two B»m.r Kit-in u» >—TUTO KAMP KOOK KITS are 

without Equipment .$15.00 m 1 constructed oi strong stamped 

J -—^ steel, enameled. Hot blue flame 
going in a few seconds, burns motor 
gasoline, with Auto Kamp Kook Oven 
becomes a veritable range, folds like a 
suit case, everything packs inside—the 
handiest, most compact kitchen made. 
There is a size for every purpose, rang¬ 
ing from the One Burner “Hunter’s 
auto kamp Special” ($10.00) to Six Party Outfit 
¥iu°?ny 0 ™ ($47.50). 

Kamp Kook 
Kit and on- 

«biu' yon u, The Seasonal Demand Is Here 

roust. Folds 
up t o^ 12"x 

w«lVh **6Vi Dealers everywhere are predicting a big 
s.oo. season in outdoor supplies. ro insure 

ready sales and meet the demand, we 
suggest you anticipate your needs and 
order today. 

If you do not already handle 
Auto Kamp Kook Kits, write 
us for our dealers* terms 



Two Burner Kit—Closed. 
Everything Inside 



AUTO KAMP 
KOOK OVEN 
Fits any Auto 
Kamp Kook 
Kit and en¬ 
ables you to 
bake and 
roust. Folds 
up to 12"x 
11" x 2 " and 
weifbt 5Vi 
ounds. Price 
5.00. 




Prentiss-Wabers Stove Co. 

18 Spring Street, Wisconsin Rapids, Wis. 
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THE COUNTRY’S USE OP ELECTRICITY 
BY STATES 

Those interested in the distribution of elec¬ 
trical devices will find the following of use as 


a basis for estimating sales: 

Dwellings 
Wired for 
Electricity 

Population 
Living in 
Wired 

HOU 868 

Alabama . 

52,400 

252,000 

Arizona . 

12,920 

58,200 

Arkansas. 

48,200 

221,000 

California . 

561,000 

2,580,000 

Colorado . 

99,100 

427,000 

Connecticut . 

119,830 

731,000 

Delaware. 

9,270 

43,600 

District of Colombia .. 

21,800 

124,000 

Florida . 

67,000 

302,000 

Georgia . 

80,700 

396,000 

Idaho . 

38,160 

172,000 

Illinois. 

626,000 

3,505,000 

Indiana . 

197,000 

850,000 

Iowa. 

107,000 

482,000 

Kansas. 

145,700 

640,000 

Kentucky . 

90,200 

442,000 

Louisiana . 

44,800 

224,000 

Maine. 

77,700 

365,000 

Maryland . 

50,000 

255,000 

Massachusetts . 

338,500 

2,232,000 

Michigan. 

257,000 

188,000 

1,156,000 

Minnesota. 

1,034,000 

Mississippi . 

35,600 

168,000 

Missouri . 

207,000 

1,014,000 

Montana . 

51,300 

231,000 

Nebraska. 

88,700 

407,000 

Nevada . 

14,480 

52,200 

New Hampshire. 

29,900 

143,000 

New Jersey. 

218,000 

1,350,000 

New Mexico. 

13,300 

57,200 

New York. 

440,000 

4,835,000 

North Carolina . 

49,200 

250,500 

North Dakota. 

42,300 

207,000 

Ohio . 

362,500 

1,705,000 

Oklahoma . 

60,900 

293,000 

Oregon . 

80,000 

368,000 

Pennsylvania . 

365,000 

1,863,000 

Rhode Island. 

41,800 

285,000 

South Carolina. 

51,000 

255,000 

South Dakota. 

39,300 

181,000 

Tennessee . 

54.500 

267,000 

Texas. 

218,800 

1,095,000 

Utah. 

68,600 

350,000 

Vermont . 

36,320 

167,000 

Virginia . 

90,300 

461,000 

Washington . 

200,000 

960,000 

West Virginia . 

37,200 

190,000 

Wisconsin . 

147,700 

738,000 

Wyoming . 

13,580 

63,800 


United States.6,291,160 33,008,500 


The Williams Smithson Hardware Co., Ellensburg, 
are constructing a large warehouse, which will give 
them the facilities for carrying an increased stock. 
They report a good outlook. 



GODFREY RUEGER WITH ROWNTREE 

Godfrey Rueger has joined the organization 
of John T. Rowntree, Inc., and will be for the 
present time on the staff of the Los Angeles 
office. 

Mr. Rueger has been a faithful and highly 
respected member of the trade in the west for 
a number of years, and his experience in whole¬ 
sale buying and selling in executive positions 
has made him eminently qualified as a manu¬ 
facturer’s representative. He has been identi¬ 
fied with such institutions as the Pacific Hard¬ 
ware & Steel Company; Dunham, Carrigan & 
Hayden, and Roth & Sons. 

His pleasing personality and ability will 
stand him in good stead in his new connections. 
Mr. Rueger takes with him to his new work the 
good wishes and congratulations of his many 
friends, and among these we take pleasure in 
including our own. 


A NEW UNIVERSAL JOINT LUBRICANT 

Some car owners have difficulty in keeping the 
universal joint properly lubricated. This is aue quite 
often to the use of a lubricant that is meant for other 
parts of the car. 

According to the Joseph Dixon Crucible Company. 
“The universal joint, because of its centrifugal action, 
requires a special lubricant of its own. 

“For a long time the Dixon laboratories have been 
working towards the development of a universal joint 
lubricant, and are now ready to announce their success. 
It has fully met the rigid Dixon tests which are eon 
siderably more severe than actual working conditions. 

“This new Dixon lubricant, grease No. 672, is a 
spongy grease of medium density that retains its normal 
plastic consistency under a wide range of temperature 
and climatic changes. It elings to the joint regardless 
of speed and without loss of its lubricating Qualities. 

“Dixon*8 grease No. 672 is now being placed on 
the market. A sample may be obtained by writing 
to the Joseph Dixon Crucible Company, Jersey City. 
N. J.” 
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RUSCO 

BRAKE LINING 



Grips Strongest 
-Wears Longest 


A Token of Value' 


The mere name-plate on a Studebaker car symbolizes “even 
balance,’’ “reserve power,” “low upkeep” and “control.” 

Thus each appointment, each feature in the construction of the 
car is in itself a token of value. 

That the manufacturers of Studebaker recognize value in RUSCO 
Brake Lining is proven by the fact that they use it in their cars. 

RUSCO it a fine lining and nett you a real profit 
Recommend it for relining—with confidence 

THE RUSSELL MANUFACTURING COMPANY 

519 Russell Ave., Middletown, Conn. 

New York, 349 BroEdway | ppiMm $ Ohica^o, 1438 Michigan Ave. 

Atlanta, 60 8. Forsyth St. > j Detroit, 162 Jefferson Ave. E. 

Western Representative: JOHN T. ROWNTREE, INC., Los Angeles, Cal. 

San Franeisco Seattle Salt Lake City Denver Portland, Ore. Mexico City 
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Tools 

TWO POPULAR “MOTOR FIXIN’S” 

The Interlock Hardware Company of New Haven, 
Conn., manufactures two automobile accessories that 
will be of interest to any car owner, and should prove 
interesting to all accessory merchants. 



Henry C. Voight, president of the Interlock Hard¬ 
ware Company, is a graduate of Sargent & Company’s 

? reat educational institution and has located his own 
actory in New Haven, right under the shadow of its 
parent. 



Interlock tire and luggage carriers are clamped on 
the running board at any convenient distance apart, 


E WORLD 

holding luggage of any kind securely. The carrier is 
made with curved ends that fit tightly around the lug¬ 
gage. It is said to hold firmly anything from s 
basket of fruit to a steamer trunk, and blend well wit* 
the lines of any car. 

The other product of the company is the instants- 
neous tire carrier foT the second spare which can be 
ut on any car having single rim tire carrier by simply 
rilling four holes in the first tire carrier and riveting 
the second in place. It prevents chafing by damping 
the rim instead of the tire. This saves tires and 
covers and does away with straps that stretch and 
often let go. 

FACTS YOU SHOULD KNOW ABOUT GEAR 
LUBRICATION 

Unquestionably the transmission and differential 
contain the most important sets of gears in an auto¬ 
mobile or truck. It is through them that the power 
generated by engine is transmitted to rear axle and 
wheels and the car moved. 

But because these parts are unseen and unusually 
difficult to get at, they are too often neglected. Noise, 
friction, motor labor, high fuel consumption and exces¬ 
sive wear invariably result. 

The Joseph Dixon Crucible Company, makers of 
Dixon’s automobile lubricants, have just published a 
new and extremely interesting booklet on the subject of 
proper gear lubrication. 

The booklet contains vital facts every car owner 
should know. Among other things, it tells clearly and 
concisely just what a gear lubricant should consist of 
and what it should do. 

Various Dixon lubricants are described and their 
applications shown graphically by the chart of chassis 
with references that explain in detail what lubricant 
to use in each place. 

A copy of this booklet will bo sent free to all re¬ 
questing it. Simply drop a postal to the Joseph Dixon 
Crucible Company, Jersey City, N. J. 

The New Butte Hardware Co. is the name of an 
incorporation at Butte, Montana, with a capital stock 
of $50,000, the directors being R. J. McDonald, Thomas 
Lavelle, J. D. Siemons, J. D. Haines and John E. 
Corette. 

The Detroit Brass & Malleable Works announce that 
W. T. Mayfield as their southern representative, will 
handle both brass goods and malleable iron fittings, 
covering all of the South, with the exception of Texas. 

KNEW WHAT IS IN THE BIBLE 

One of our good Springfield subscribers who teaches 
a Sunday school class gives his experience: 

“The religious knowledge of too many adults re 
sembles, I am afraid, the religious knowledge of little 
Eve. 

“ ‘So you attend Sunday school regularly ! 9 the 
hardware dealer said to little Eve. 

“ ‘Oh, yes, sir.’ 

“ ‘And you know your Bible!’ 

“ ‘Oh, yes, sir.’ 

“ ‘Could you perhaps tell me something that is in 
it!’ 

“ ‘ I could tell you everything that’s in it. ’ 

“ ‘Indeed.’ And the dealer smiled. ‘Do tell me, 
then.’ 

“ ‘Sister’s beau’s photo is in it,’ said little EvA 
promptly, ‘ and ma’s recipe for vanishin’ cream is in it, 
and a lock of my hair cut off when I was a baby is in 
it, and the ticket for pa’s watch is in it. ’ ’ ’ 

R. C. Watson has purchased the interest of his 
partner in the Watson & Cox hardware store at Pomona. 
R. P. Watson, his brother, will be associated with him 
in business. 
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ELWEL-TRA" 

TRACE CHAINS 


^Are Different 



in the making 


You cannot blame the cautiouB dealer if he insists on 
carrying trace chains that have been the standard for years. 
Experience has taught him that El-Wel-Tra Trace Chains, 
under the severest tests, stand up where others fail. 

He has confidence in El-Wel-Tra—confidence in the Com¬ 
pany behind the chain. He knows without a doubt that 
every El-Wel-Tra Trace Chain is tested to one-half the 
average breaking strain and the guarantee cast into the 
swivel further reminds him that if any chain falls short 
of its rated strength it will be cheerfully replaced. 

El-Wel Tra Trace Chains are formed and electric welded 
on automatic machines, thus insuring uniformity of con¬ 
struction and strength. Made with ring or hook in the 
following finishes: Bright, Electro-galvanized, Japanned 
and Electro-copper plated. 

Packed six pairs of any one size in an extra strong burlap bag. 
convenient for handling. 

Carried in Stock by All Leading Jobbers 

AMERICAN CHAIN CO ., Inc. 

VA c7 BRIDGEPORT, CONNECTICUT VA cV 

V# In Canada: Dominion Chain Co., Ltd., 

V Niagara Palls, Ont. ~ 

GENERAL SALES OFFICE: GRAND CENTRAL TERMINAL, 
NEW YORK CITY 

District Sales Offices: Chicago. Pittsburgh Boston, Philadelphia, 
Portland, Ore., San Francisco; Southern District, New York 


Digitized by 


Google 







148 


HARDWARE WORLD 


ANOTHER TRIUMPH OP AMERICAN 
INVENTION 

Gillette Safety Razor Company Announces the New 
Improved Gillette Safety Razor 

On May 16 the Gillette 
Safety Razor Company an¬ 
nounced to the consumer- 
public, through a tremen- 
d o u s advertising cam¬ 
paign, the new improved 
Gillette safety razor, pat¬ 
ented U. S. A., January 
13, 1920, and with patents 
granted or pending 
throughout the world. 

In 1914, when the Gil¬ 
lette Company was called 
on to devote its energies 
to meeting the shaving 
needs of the armies ana 
navies of the world, it 
was given its first oppor¬ 
tunity to study at first¬ 
hand the shaving habit of men in the mass. 

A committee then formed to collect and collate the 
data so obtained found literally hundreds of varia¬ 
tions in the way of shaving with the Gillette. 

Open adjustment, close adjustment, and every shade 
between the extremes. 

Tight grip, loose grip. Grip with the whole hand 
and grip with the tips of the fingers. Grip close up 
under the head and grip at the very end of the handle. 

Variation as much as 18 degrees in approaching the 
razor to the face. In short, every variation of beard, 
skin and temperament reflected in a man’s use of his 
Gillette. 

A group of technical experts then started out to 
perfect the Gillette mechanically—to make it finer and 
more accurate an instrument of precision. 

Thousands of measurements and calculations had 
been worked out, when three remarkable discoveries 
were made. 

These were the Gillette fulcrum shoulder, overhang¬ 
ing cap and channeled guard. 

These three discoveries proved to be the crux of the 
whole problem. 

For the first time in any razor, there is micrometric 
control of blade position. 

A shaving edge rigid and straight—in perfect con¬ 
tact with the cap through its whole length I 

Here is that thing long sought but never before 
achieved—a shaving edge guarded from the face but 

free to the beard. 

All in all, it took some 45,000 calculations, proved 
out by more than 19,000 actual shaving tests, to make 
the new Gillette an accomplished fact. 

It is now ready—the new improved Gillette safety 
razor. 

A radical improvement over the old-type Gillette. 

and the first shaving Instrument of precision ever in¬ 
vented. 

The leading features are: 

1. Fulcrum Shoulder. 

2. Overhanging Cap. 

3. Adjustable Short Flexure. 

4. Channeled Guard. 

5. Micrometric Precision. 

The fulcrum shoulder and overhanging cap provide 
straight edges acting on the blade to produce an adjust¬ 
able short flexure, which results in a straight and ex¬ 
tremely rigid shaving edge in all positions of adjust¬ 
ment. 

The channeled guard underlying the adjustable blade 
edge enables the adjustment to be changed without 
sensibly altering the angle at which the razor is held 
in shaving, and also leaves the entire edge free to the 
heard while guarded from the face. 


All parts are made with micrometric precision in 
strict conformity with measurements determined by 
Gillette technical experts. 

In shaving with the new improved Gillette the skin 
lies flat against the tangent of cap and guard. 

The beard springs upright against the shaving edge. 

The edge comes automatically against the beard 
at the very surface of the skin. 

It cuts square across the hair—each hair clipped 
clean through. 

Cut hairs and lather go into the channel. They 
cannot jam in between blade and guard and cap. They 
cannot clog the shaving action. The razor edge is free 
every inch of every stroke of the shave. 

The new improved Gillette safety razor uses the 
well-known standard Gillette blades and greatly in¬ 
creases their effectiveness. 

The world-famous diamond trade-mark of the Gil¬ 
lette Safety Razor Company also occupies a unique 
place in the designing of the new improved razor for 
the knurling on the handle consists of a series of 
diamond-shaped designs that form a distinctive and 
institutional pattern. It incorporates the general shape 
of the company’s trade-mark in the actual product and 
immediately identifies the razor as the new improved 
Gillette. 

The cases containing the new sets are constructed 
of the finest material obtainable and in quality of 
workmanship cannot be surpassed. Eleven distinct 
styles make up the new line. The new improved Gil¬ 
lette safety razor sets each have a distinguishing name. 

They are the “Richwood,” with wooden case in 
dark mahogany finish. 1 * Bostonian, ” in metal case, 
with an added innovation that automatically raises a 
frame in the interior of the case, bringing to view the 
razor and blade box. 11 New Standard, ” genuine leather 
covered case. ** Big Fellow, ’ ’ in the popular gum wood 
case, and with the new improved Gillette. * * Aristocrat. ’’ 
is imitation ivory. 1 * Milady Decollette, ’' the set for 
ladies, is imitation ivory. “Tuckaway,” a compact set 
in metal case. 

The * * Chesterfield ” has a beautiful engine-turned 
case and blade box. The “Chippendale” is also an 
engine-turned set. The 11 Traveler ’ ’ is a genuine leather 
case, containing complete shaving kit. The * ‘ DeLuxe, ’ ’ 
morocco case, contains a beautiful hand-engraved com 
plete shaving outfit. 

All of the above sets, with the exception of the 
Aristocrat, Milady Decollette and DeLuxe, contain razor 
and fittings of either gold or silver plate. These three 
sets are finished in gold plate only. 

The new sets are packed in gold-colored cartons, 
similar in appearance to a gold bank note, and im 
mediately identifying the contents as a new improved 
Gillette safety razor set. 

It would be inevitable, of course, that the new im¬ 
proved Gillette which will retail at $5.00 and up, should 
retard or even stifle the sale of the old-type Gillette 
offered at the same price. For this reason, the Gil¬ 
lette Safety Razor Company had adopted a method of 
adjustment on certain discontinued old-type razors 
which will permit the dealer to sell the $5.00 razor at 
$3.50 (others at a similar reduction), and yet at the 
same time leave the trade approximately the same per¬ 
centage of profit as at present. 

Such an adjustment will enable the entire trade to 
sell at a profit all of those old-type sets in stock which 
would be in competition with the new improved Gill¬ 
ette. The Gillette Safety Razor Co. assumes the greater 
proportion of the reduction. 

Within the next three months three sets carrying the 
old-type Gillette will be placed on the market. The 
cases and fittings of these sets will be less expensive 
than those now in the hands of the trade. Retail prices 
of the old-type sets have been fixed at $3.00, $2.50 
and $1.00—the first two sets containing six blades, and 
the last set, three blades. 

The $3.00 and $2.50 old-type Gillette sets are packed 
in the familiar green label cartons. The $1.00 old-type 
Gillette will be packed in brown label cartons. The 
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BEACON 


Flexible Spout 

OILERS 
FILLING CANS 
FUNNELS 


Standard Spout 

MEASURE- 

FUNNELS 

MEASURES 


An attractive and staple line affording quick 
turn-over and good profits. Send for litera¬ 
ture. Order through your jobber. 


i 


MOOERS -WRIGHT CO. - 1400 Broadway, New York 

Western Representatives, 8PRAKB SALES 00... INC. 

Los Angeles San Francisco Portland Denver 

316 Higgins Bldg. 535 Market St. 633 Railway Exchange Bldg. 504 Charles Bldg. 
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standard Gillette blades, used in both the new improved 
and old-type sets, will continue to be packed in the 
well-known green packages. 

A campaign in advertising, announcing this triumph¬ 
ant achievement, will appear in the leading newspapers 
and magazines throughout the United States, and will 
in magnitude surpass any previous Gillette campaign. 

To co-operate directly with the dealer, new display 
material and dealer aids have been prepared, and the 
Gillette Safety Razor Company advises that every¬ 
thing possible will be done to enable the retail merchant 
to tie-up with the national advertising and make the 
new improved Gillette one of the quickest turning 
articles in his stock. 


REINFORCED REFLECTOR AUTO 
SPOTLIGHT 



The Kolborn-Sauer Com¬ 
pany of Fairfield, Conn., 
calls particular attention to 
its new spotlight with an 
outer casing to reinforce 
and protect the reflector. 

Tne outer casing is made 
of heavy brass ana a weld¬ 
ed tube is used for the 
handle, joined to the lamp 
by a lock seam, not solder. 
A cutler-hammer push and 
pull switch is fool proof in operation and construction 
throughout is standard, strong and the best. 

The new spotlight sells for the following prices: 

114 spotlight: with mirror $6.00, without mirror $5.50; 

115 spotlight: with mirror $7.00, without mirror $6.50; 
120 spot light: with mirror $9.00, without mirror $8.50. 


NO MORE HEADACHES FOR BLASTERS 

A new explosive has recently been put on the market, 
the use of which does not cause headaches. This pro¬ 
duction is welcomed by blasters, because the * 4 powder 
headache” caused by the use and handling of dyna¬ 
mite has long been an objectionable feature. The fumes 
evolved on detonation and the physical contact with 
dynamite cartridges have been the causes of these 
headaches, which could not be avoided. Users of the 
new explosive have submitted interesting reports which 
tell how they handled and loaded the charges without 
gloves and did not experience the slightest headaches. 
They make mention also of the evidence of more power 
in this powder, since fewer cartridges are required to 
accomplish a successful blast than is needed with the 
use of ordinary dynamite. On this quality of superior 
strength and on the non-headache feature rests a large 
part of the popularity of the explosive. 

It is also of interest to know that the explosive 
is produced by a western company especially for western 
requirements. Particularly to those who do blasting in 
cold weather is the powder of value. As its name, 
* 1 Giant Non-Freezing , y 1 indicates, it cannot be affected 
by the coldest temperatures known to man. Its prop¬ 
erties are constant, remaining unaltered in winter as 
well as summer. Thawing is never required. One grade 
of the explosive is known as “Giant Non-Freezing 
Stumping” and is especially suited for blasting stumps 
under western conditions. 

The formula used in the composition of the powder 
is an entirely new discovery. New explosive in¬ 
gredients are used. Since the objectionable features of 
blasting are eliminated by the use of this explosive, its 
production can truly be regarded as a praise-worthy 
achievement. 


E. K. Leuzarder of the Northwest Hardware & Steel 
Company of Great Falls, Montana, reports consider¬ 
able activity in his section of the state. He states 
with a normal amount of moisture good crops are as¬ 
sured for Montana this season. 



THE BOYCO SPECIAL 

In addition to his duties as vice president of the 
Boyle Manufacturing Co., L. M. Boyle might well 
apply for admission to the American Society of Auto 
motive Engineers, for he has become an automobile 
designer. Here is his first roadster, and we may safely 
say that it is particularly popular with the hardware 
trade for its all-around strength, sturdiness and per 
fection of parts. 

Analyzing the new car, we find that all its elements 
have been perfected in the Boyco shops, including 
galvanized ware, special sheet metal parts, accessories, 
sundries—a Boyco product. 

Mr. Boyle tells us that the salesmen for the Boyle 
Manufacturing Co. are hitting the road straight ahead 
loaded down with the 1921 Boyco quality products. 
With tubs that stand the rubs, 

Pans, cans, buckets, too, 

And service on the side, 

They leave it up to you. 


Sanchez Bros, have opened a new hardware store 
at Ventura. 


The Arlington Hardware Co., Arlington, Wash., have 
been paying particular attention to housefurnishing and 
sporting goods this season with very satisfactory results. 


NEEDED BT ALL MERCHANTS 

While we have not been receiving your maga¬ 
zine recently, we are enclosing remittance covering 
our subscription for the next three years, so it will 
not fail to reach us. We need it in our business. 

MacPHAIL SMITH HARDWARE CO. 

Armstrong, B. C. 
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REIMBIE 

Jt 

Get the Most Out of Your 
Summer Jack Business 



by handling Reliable 
Jacks. A customer sold 
on Reliable Jacks will stay 
sold and come back to you 
for other dependable hard¬ 
ware. 

Reliable Jacks are made in 
varying capacities, for 
every purpose, from one to 
ten tons. 

See your jobber or write 
us for information. 

Elite Manufacturing 
Company 

Ashland, Ohio 


GET THE 

Super-Valve Springs 

Recent expan¬ 
sion of our 
plant has 
shown re¬ 
markable re¬ 
sults in in¬ 
creased qual- 
i t y and 
quick deliv¬ 
eries with 
prices as low 
as for inferior 
springs. Note 
the outstand* 
ing New Era 
featu r e s: 
Grahpited for 
two years’ 
lubrication; 
quiet and more flexible; longer life; easier sellers 
and with a service that satisfies. The sum of all 
this is profits—generous and permanent. Write 
for sales plan and catalog or Spring Bumpers, 
Tire Carriers and Springs. 

NEW ERA SPRING & SPECIALTY CO. 

65 Cottage Grove Ave. Grand Rapids, Mfeh, 

“B~ETTE* 

SPRINCS 



NEW ERA 


THE PETRY PUMP 

America*9 BEST Tire Pump 


1 



HANDLE LOCK 
facilitates carry' 
ing or handling.' 

BARREL 

17» or 20"xl V 2 9 
diameter, highest 
grade seamless 
steel tubing, 
threaded and sol¬ 
dered into base. 

PISTON 

convex shape to 
divert oil and to 
give greater air 
pressure on 
leather cup 
washer. 


HANDLE 

shaped to fit 
your hand. 

CAP 

heavy cast brass 
with long piston 
rod bearing. 

BRASS VALVE 
guaranteed 
absolutely 
air-tight. 


BASE, 

spreads end 
allows natural 
pumping posi¬ 
tion without losing 
balance—pump op¬ 
erated in front of, 
not under you. 
Freedom for full 
stroke of piston 
with minimum ef¬ 
fort and maximum 
results. Base, high- 

f grade malleable 
ron, closes into 
space of ordinary 
size pump base, 
fastened by a Wing 
Nut which ci 
come off. 


HOSE 

i 5-ply, highest 
grade.27* long. 


LOX-ON 
CONNECTION 
f with tire valve 
► deflating pin, 
considerably 
lessening pump¬ 
ing effort. Its use 
impractical on 
any pump not 
having an ab¬ 
solutely tight 
check valve. 

Price, $5.00 
17” or 20” Barrel 


Copyright. 1921 
N. A. Petry 
Company. Inc. 
"Stands by Itself ” 

THESE SPECIAL FEATURES not found In any other 
pump. Finish, baked black enamel, with all brass 
parts polished and lacquered. PETRY design, quality 
and workmanship throughout Guaranteed to make 
good. Patents applied for. 

N. A. PETRY COMPANY, Inc. 

Makers of the Petry Cut-Out, Pedal, and Ventilator 

345 N. Randolph St., Philadelphia 
Westers Distributor. N«rmin Cuwao Ca, 445-451 Rialto BMf.. San Francisco, CaL 
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The world loves a booster because he in¬ 
creases the world’s wealth. When he boosts 
his own wares, he also boosts the steady, cer¬ 
tain progress of the age. People like him and 
trade with him and go back to him again and 
again. 


The keynote of salesmanship is service— 
giving something that will benefit the buyer. 
Perhaps this service is better quality or lower 
price, longer credit, prompt delivery or helpful 
suggestions. It may be one or several of a 
dozen things, but it is always service—always 
something that appeals to the buyer’s selfish 
desire for profit, or something which represents 
material gain. 


NEW MARBLE’S CATALOG READY FOR 
DEALERS 

Several Additions to the Lino That Should Provo Ex¬ 
cellent Sellers 

The 1921 trade catalog of the Marble Anna and 
Manufacturing Company, Gladstone, Michigan, has just 
been completed. Every hardware and sporting goods 
dealer should have a copy of this book. There is 
undoubtedly one in the mails for you, but if you do not 
receive it be sure to notify the company, for there is a 
fund of worth-while information in it for every firm 
handling goods of interest to outdoor men. 

Several new items have been added to the renowned 
il MarbleV' line and the company's increased adver 
tising in all the outdoor magazines will unquestionably 
create a greater demand than ever for Marble’s outing 
equipment. You will need the new catalog in replenish¬ 
ing stocks for this season. 


Prize Winning Cutlery Window Displays 




H EBE are the first 
two prize winners 
in a contest recent¬ 
ly conducted by the 
Geneva Cutlery Corpora¬ 
tion. Part of the mate¬ 
rial used in the displays 
was supplied the dealers 
by the manufacturers. 

Genco razors are ex¬ 
tensively sold through 
the hardware trade and 
a happy outcome of the 
contest was the fact that 
the judges awarded first 
prize to a hardware 
store. 

H. C. Crabb, who pre¬ 
pared the window for 
the Belcher & Loomis 
Hardware Store of Prov¬ 
idence, R. I., created a 
unique display, featuring 
the interior of a barber 
shop in his window, sub¬ 
consciously carrying the 


thought that Genco razors 
as sold in the hardware 
store were of the same 
high standard as those 
used by the barber. 

The thoroughness in 
which this window man 
followed every detail in 
the preparation of this 
display brought forth a 
great deal of compliment 
from the judges. 

Each of the windows 
illustrated was awarded a 
prize of $100 and addition¬ 
al prizes from $50 to $10 
were awarded to forty - 
four other contestants. 

The judges were: L. 
W. Weisgerber, display 
manager of Lord A Tay¬ 
lor ’s Department Store, 
5th Avenue, New York 
City; P. D. Mitchell, sec¬ 
retary qf the American 
Hardware Association, 
and Tom Booth of the Geo. 
Batten Company, adver- 
ing agents of New York. 
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Top Recovers, Seat Coven 
Radiator and Hood Coven 

Side Curtains, Rain Guards 

Tire Covers, One-man Ford Tops 
Trimmers’ Material and Supplies 
Tents, Paulina, Wagon Covers 
Cotton Picking Bags 

Clifton Manufacturing Company 

Main Of floe and Factory 
Waco, Texas 

San Franeiseo, OUtfmU 
Offlot: SIM1 Larkin Si. 

Loa Angalaa, California 
Off lot: 610 North Broadway 


The name of “BUTTERFIELD” on any tool 

Is a Guarantee of Accuracy, Service and Long Life 




BUTTERFIELD & CO. 
AUTOMOBILE DERBY SCREW PLATE 
IA INCH STOCK HOLDING \x M* % 

26 INCH STOCK HOLDING I 4 

WITH NO. 10 TAP WRENCH 


Automobile Screw Plate 
No. 102-A shown here¬ 
with, is one of the most 
popular sets on the market, 
and for this reason, one 
of the easiest to sell. 


Send for a copy of onr new Catalogue No. 18, which shows the complete 
line of Butterfield Tools — Tape, Dies, Reamers, Reece’s and Derby Screw 
Plates— the finest and most profitable line any jobber could possibly handle. 

BUTTERFIELD & CO., Inc. 


DERBY LINE, VERMONT 


CHICAGO STORE, 

11 South CUnton Stmt. 


PACIFIC COAST R] 
Mr. V. A Walsh, 660 1Ossl< 


REPRESENTATIVE, 
islon, Si., San Francisco, Cal. 
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ALUMINUM COOKING UTENSILS 

Ideas About Selling 

Interesting Constructive Work Being Done by the 
Aluminum Goods Manufacturing Company 
With Their Dealer Organization 

The dealer organization of the Aluminum Goods' 
Manufacturing Company is enthusiastic about two very 
striking aluminum features. 

One of these is the design and quality of Mirro 
aluminum cooking utensils; the other, ideas concerning 
the sale of Mirro. 

Mirro dealers have learned the value of Mirro. They 
have recognized its beauty and its service as a cook¬ 
ing utensil, and they have likewise recognized its gen¬ 
eral desirability as a turnover factor. The reason is 
not difficult to find. 

In a great many instances, merchandise was formerly 
sold merely as merchandise. Dealers were urged to pur¬ 
chase so many yards, so many pounds, or so many gross 
of a product. After this buying transaction had been 
completed, there was a great gulf between the manu¬ 
facturer and his retailer—the merchant was left to his 
own devices to sell his goods and operate his store. 

It is quite true that in many fines dealers were 
furnished so-called dealers 1 helps, such as booklets, 
folders, window cards, etc. But these were material 
things, always expected, sometimes demanded, and 
showed neither originality nor a broad spirit of co¬ 
operation. 

Broad Spirit of Co-operation 

The Aluminum Goods Manufacturing Company 
recognized the necessity of this broader spirit of co¬ 
operation. They felt it was only logical to practice on 
the outside what they practiced on the inside. They 
saw that their sales organization was a part of the 
family. All salesmen were in close touch at all times 
with a sales manager who not only displayed an interest 
in their sales totals, but also felt a personal interest 
in them. 

Sales initiative so emphatically embodied in the 
sales manager, became contagious, and confidence in 
the quality of the product and the methods of the 
company rose to the highest point. 

If this personal interest were so productive in the 
case of salesmen, why, they reasoned, would it not be 


equally productive in their relations with the retail 
dealer! 

Why should not the retail dealer—the final contact 
oint with the consumer—be given the same valuable 
elp and inspiration that was given to the salesmen I 
Why should not the dealer organization know the 
principles that underlie all buying and selling as well 
as the merits of Mirro aluminum. 

Aluminum Mar rhamtiring Bulletin 

Prompted by this motive, they instituted the month¬ 
ly Aluminum Merchandising Bulletin, the purpose of 
which is to give the retailers ideas about aluminum 
cooking utensils together With ideas about selling them, 
as well as the profitable operation of their entire busi¬ 
ness. 

Merchandise must in all cases have something about 
it in addition to quality. To the housewife, a cooking 
utensil, for instance, must deliver service. To the re¬ 
tailer who buys it for re-sale purposes, it must have sell¬ 
ing power—the ability to move off his shelves into the 
hands of a buyer quickly and at a profit. 

Quality is always important. Both manufacturer 
and dealer are interested in delivering quality to their 
customers. First, from the standpoint or giving honest 
value in a trade; second, for the after effect—the 
satisfaction which buyers will express to other buyers 
and the repeat business that satisfaction always pro 
duces. But in selling across the counter of a retail 
store, quality cannot stand alone. There must also 
be considered the means that are provided for making 
the sale easy. 

The Aluminum Merchandising Bulletins discuss these 
various factors, giving the retailers a broader concep 
tion of the basis of buying and selling. 

A reference to two recent Bulletins will illustrate 
how these subjects are handled. Bulletin No. 35 for 
instance, treats advertising, and the following issue 
outlines the various ways of establishing contact with 
the customer. 

One of the recent bulletins answers questions which 
are uppermost in the mind of every retail dealer: 
“What is advertising ! 99 “What will it do for me!” 

These questions are answered both in the text and 
in the pictures. One store, so the story goes, gets the 
trade because it goes after it. The dealer stays behind 
his counter taking care of business, but he sends his 
outside salesmen to do the preliminary work. He uses 



No line of merchan¬ 
dise lends itself to a 
more attractive window 
displays than aluminum 
ware. Nothing appeals 
more to the heart of the 
housewife an ample sup- 
sly of kitchen utensils. 
This is the bride’s month, 
and such a display is 
particularly apropos. 
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STYLE C 


LAND UNIQUE RATCHET WKINIH 
STYLEF 
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hardened shackle# 

I —sixteen to twen- 

_ _ ty-four tumblers. 

Guaranteed to give satisfactory service— 
the customer to be the judge. 

rent KINO LOOK 00., CHICAGO, ILL. 
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Dealers’ General Assortment of Lane’s OHE0S Tools 


OFFSET RATCHET 
SCREW 


atchet Dealers, 
SCREW can safi 
driver give your 
| SET gonal gua 
tee on e'' 


illus trate 
Furthermore 
each Tool in 
this assort- 
m e n t is a 
quick “turn¬ 
over. 1 ’ 


Lane was 
the first to 
discover that 


sockets, 
turned from 

lolid round bar steel were the strongest, most accurate, and most satisfactory socket to sell. 

JOBBEBS CAN FUBNISH LANE'S UNIQUE TOOLS 

MADE BY 

WILL B. LANE UNIQUE TOOL CO., 170 West Randolph St., Chicago, Ill. 
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Wrench Set 


FOR 48 YEARS 

Our CONFIDENCE in western merchants has 
meant GROWTH for us both. 

We want your GOOD WILL so that we can return 
it in kind for our mutual BENEFIT. 

WE DO NOT SELL CATALOG HOUSES 
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the U. S. mail, his local newspaper, and he sells na¬ 
tionally-advertised goods. 

His store and his goods have the advantage of being 
known. The outside sales forces have done the ad¬ 
vance telling, and when the customers come to his 
counter his work is simplified. 

The value of this bulletin is that it gives a elear 
definition of advertising and shows the dealer how to 
advertise. 

Business Built on Sales Slips 

Another bulletin is equally interesting, taking up 
the story so vital to every dealer, that of establishing 
and maintaining contact with buyers. ' 1 Sales slips 
look like little pieces of paper,’ ’ it says, * ‘ but they are 
priceless vouchers of customer interest.” 

Mrs. Graves is complimenting John Craig upon the 
fine business he has built up. 

“I didn’t build this business, Mrs. Graves. You 
did—you and others in this community built this busi¬ 
ness, and we know you will maintain it as long as we 
keep in touch with you through dependable goods and 
active selling effort.’’ 

This bulletin emphasizes the fact that steady and 
continuous contact with the buying public is vital to 
sales. It suggests to the merchant now he can very 
easily maintain his contact with buyers. 

The Monthly Merchandising Bulletins qf the 
Aluminum Goods Manufacturing Company are interest¬ 
ing. They are easy to read and each carries a definite 
message. They are vital to the retailer because they 
approach subjects of interest to him and discuss them 
from his viewpoint. 

Furthermore, they are evidence of the interest of the 
Aluminum Goods Manufacturing Company in their 
dealer organization. They offer convincing proof of 
the Aluminum Company’s desire to give help and coun¬ 
sel as well as to supply quality merchandise. 

Dealers interested in the marketing of aluminum 
utensils, can get their name on this list by writing 
to the Aluminum Goods Manufacturing Company, Mani 
towoc, Wisconsin. 


.45 COLT AUTO RIM CARTRIDGE ADDED 
TO THE REMINGTON LINE 

To take care of the users of the Model 1917 .45 
Caliber Colt and Smith & Wesson revolvers which are 
chambered for the .45 Automatic pistol cartridge, the 
Remington Arms Company, Inc., has added to its list 
and is now prepared to supply a cartridge known as the 
.45 Colt Auto Rim. 

This cartridge is in every respect identical with 
the standard .45 government automatic pistol cartridge 
except that it has the rim instead of being rimless. 

This rim cartridge will be appreciated by users of 
the model 1917 revolver, who have heretofore been 
compelled to use a clip with the automatic pistol car 
tridge in order to permit the extractor to work. 

The price of this cartridge is the same as the 
regular .45 automatic pistol cartridge. 

A GREAT HELP FOR HARDWARE AND 
. SPORTING GOODS DEALERS 

Marble’s Catalogs Mailed to All Your Prospects 

Always ready to help their dealers in every way pos 
sible, the Marble Arms & Manufacturing Company, 
Gladstone, Michigan, have just issued & dandy new con 
sumer catalog. In it Marble’s outing equipment is 
illustrated and described and list prices given. The 
dealer’s name is imprinted on the covers and copies 
are mailed to prospects. All that is required of the 
dealer is that he furnish a list of outdoor men who 
are interested in Marble’s outing equipment. 

These catalogs are great trade stimulators as they 
bring the prospect in for several items where he might 
have intended buying only one. Get your list of 
names and addresses ready—the company will do the 
rest. 

The Delano Cash Store are adding a line of house 
furnishings, kitchen hardware and utensils at Delano. 


ToyB Are Profitable Line 

The Riverside Hardware Company, Riverside, have 
recently taken a ten-year lease on a building into which 
their stock will be moved January 1, 1922. Before the 
end of the year, however, they expect to be occupying 
their new building with a stock of holiday goods ana 
toys in addition to their present store. In fact they 
have done a wonderful business in the toy line. Man¬ 
ager Woodward thinks it is one of the most excellent 
lines that a hardware merchant can install. 

Neale A Gregg Hardware Company, Glendale, have 
incorporated. 

C. I. Mason is opening a branch hardware store at 
Lynwood, this being conducted in addition to their 
store at Compton. 


“OIL RUINS TIRES” 

Motorists realise what a great menace oil 
is to inner tubes and, therefore, look for 
the place where they can fill tires with 


Emil Brudm & Sons have purchased the interest of 
Baxter B. Williams in the hardware and furniture store 
of Brudin Williams & Company, at Hemet. It will 
hereafter be known as the Brudin Hardware Company. 


HARVEY 


EASY RIDING 


B O LTL B S S 
AUTOMOBILE 
SPRINGS 


HARVEY SPRING A FORCING CO., 1116 17lhSt.,R*iit, Wis. 


IMPORTANT 

SUPPLY H0U888: 

Write for our Exclusive Agency Proposition (HW> for 
your locality. 

ALERT TOOL COMPANY 

237-39-41 North Sixth St, Philadelphia, Pa. 
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HtXALL 


Pat¬ 
ented 
May 1 
1917 


Carrying Complete Stock 
of Automotive Parts 
Equipment 
and Supplies 
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Kit boo 8oot lights Material 

Moomoo B ro nw DrfKoro Retreedere 

And a Complete of Mocbantca* Toolo and Oarafo 
Equipment 

New 1920 Catalog Fnrnlabed on Request 

M otor Mer cantile Company 

118*117 South Wool Temple Street. Salt Lake Ottj 


=“One Good Turn= 
Deserves Another” 

You get a better and quicker “turn” with— 

“HEXALL” 

Trade Mark Eeg. U. S. Pat. Office 

SOCKET WRENCHES 

They grip and hold. There are twelve commercial 
sets—a ‘‘HEXALL’* for every need—each one 
guaranteed: 

“Break Any ‘ HEXALL ’ Wrench and 
We Repair It—No Charge” 

R. F. SEDGLEY, Inc. *!d°2Z 

Also Makers of “BABY” Hammerless Revolvers 
2311-13-15 North 16th Street, Philadelphia, Pa. 

Pacific Coast Representatives: 

McDonald A Linforth, San Francisco, Cal. 


Hardy’s 


“Hexair 
Ratchet 
Socket 
Wrench 
Set No. 2 
11 Pieces 


A “Down to the Minute” 
Camp Outfit that 
Makes Camp Life Enjoyable 

—As a running board box it carries a com¬ 
plete Camp Cooking Outfit, a two burner 
gasoline cook stove and a metal service 
box, in which to carry a complete dining 
service. 

—The box is convertible in loss than two 
minutes into a Camp Cook and Dining 
Table, having a top measuring 26%x83 
inches and with two spacious shelves under¬ 
neath for holding utensils, stove, etc. 

—With the “dampen Friend” yon stand 
up and cook with ease and sit down and eat 
in comfort. 

—It eliminates the open camp fire for cook¬ 
ing purposes with all its disagreeable 
features 

—There's no more stooping and squatting 
in awkward and tiresome positions while 
eooking and eating. 

—The most compact, practical and useful 
camp convenience ever offered the motorist 
who tours and camps. 

—Dealers can make their camp equipment 
and sporting goods departments more prof¬ 
itable by stocking this 44 up-to-date 19 outfit. 

Write for Prices and Illustrated 
Folder. 

JOHN E. HARDY 

PORTLAND, OREGON 


iM otor Mer cantile ( Company 
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Mission Ware Aims at Full Jeweled Kitchens 


I F you were to ask a woman if she had ever boiled a 
potato in a ruby or if she had ever browned an 
omelette on a sapphire frying pan, she would look at 
you in amazement and probably think you an eligible 
candidate for an alienist commission. But, applied to 
aluminum cooking utensils, this anal¬ 
ogy is not as far-fetched as it sounds. 

Merchants who neglect to call the 
attention of their customers to this 
little known romance of the kitchen 
are missing an intere-ting selling point, 
according to J. S. McKay, vice pres¬ 
ident and secretary of the Western 
Aluminum Manufacturing Company, 

Oakland. Here is Mr. McKay’s ad¬ 
vice to salesmen: 

“Show an aluminum utensil to your 
customer. Tell her—and you ’ll be 
speaking the exact truth—that the 
most precious ruby or the purest sap¬ 
phire is composed of the same basic 
substance as her aluminum pots and 
pans. Rubies and sapphires are little 
more than pure aluminum and oxygen. 

A housewife with a complete set of 
aluminum cooking utensils is the proud 
possessor of a full-jeweled kitchen. ’ * 

Prior to placing on the market its 
“Mission” brand aluminum cooking 
utensils, the company employed ex¬ 
perts to make a survey of the trade- 
field for aluminum ware. The facts 
thus established inspired the company 
officials to enlarge the plans for their 
new factory. They increased the floor 
space of the main building to 23,000 
square feet and made provision for the 
addition of other units later. 

Aluminum Ware in 75 Per Cent of Kitchens 
The experts reported that steadily increasing sales 
of aluminum utensils indicate that 75 per cent of the 
homes in this country will soon be using aluminum ware 
almost exclusively in the kitchen. A home not equipped 
with one or more aluminum utensils is a rare exception 
today. Because of local conditions, homes in the Rocky 
Mountain territory promise to show greater than 75 


per cent of aluminum-fitted kitchens. In the Pacific 
Coast states the large number of so-called “electric” 
homes stimulates the growth of “aluminum” kitchens. 
Housewives have proved for themselves the cleanliness 
and economy of cooking with aluminum utensils and 
heating with electricity makes possible 
other economies and conveniences. 
Aluminum lends itself to the labor 
saving achievements of the present 
age. In states supplied at relatively 
small cost with electricity produced by 
hydro-electric power, a particularly 
large market for aluminum ware has 
developed. 

This situation suggested the organi 
zation of an industry to gratify local 
needs for aluminum ware. Western 
housewives were eager to buy western 
utensils, but the utensils must be su¬ 
perior to the aluminum ware hitherto 
sold. 

Consideration of these factors 
brought about the organization ot the 
Western Aluminum Manufacturing 
Company. Its experts learned that or¬ 
dinary aluminum utensils are often 
criticized because of their lack of 
rigidity, being too easily mis-shapen 
or dented. To overcome this serious 
defect, the company employs extreme 
ly heavy gauge aluminum plate, presses 
and finishes it by an improved method, 
and further reinforces the strength and 
resistance of the utensils by a triple¬ 
strength bead. Naturally all utensils 
do not carry a bead, but where one is 
required (on utensils such as sauce 
pans, roasters, etc.) you’ll find a bead 
three times the density of the pan itself. 

Bead Index of Utensil’s Strength 
Actual physical laboratory tests show that as the 
density of the bead on a utensil is increased so, in exact 
proportion, does the strength of the entire vessel in 
crease. Mission aluminum ware has been designed with 
this as its basic principle. It is said to be practically 
impossible to mis shape any Mission aluminum utensil 




The company’s factory is completely equipped for producing cast and spun aluminum utensils of the highest 
quality. The largest stamping press west of the Mississippi River is only one feature, for a complete machine 
shop is necessary to make the dies, and a fire-proof, even-temperature vault must store the aluminum sheets and 
raw materials. The factory is strictly fire-proof, modern in every respect, and was especially built for the 
purpose. 
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that carries this bead—and every utensil of this brand 
allowing such reinforcement has it. 

The triple bead is not the only attractive feature in 
Mission aluminum ware. It is graceful in design and 
carries a double polish of unusual and lasting brilliancy. 
Unquestionably this company is manufacturing a prod¬ 
uct that is bound to prove highly satisfactory and 
profitable to the dealers who carry it. 

The Western Aluminum Manufacturing Company is 
strictly a western industry, incorporated without pro¬ 
motion stock. The officers of the company are: Roy 
R. Beggs, president; J. IS. McKay, vice president and 
secretary; Prank B. Drake, treasurer. 

C. W. Ellsworth is sales and advertising manager. 
He is known to the western trade for his former con¬ 
nection with Pittsburgh Steel Co. as advertising man¬ 
ager, and more lately with the Sprake Sales Co. 



STEEL DISC AUTO WHEEL COASTERS 

Right up to date as always, and anxious to make 
coaster wagons for young America which shall be 
“real automobiles—just like dad's car,” the Auto 
Wheel Coaster Company announces that auto-wheel 
coaster wagons will henceforth be optionally available 
with steel disc wheels. The new disc wheel is inter¬ 
changeable with any wagon of the company's manu¬ 
facture taking an eight or ten-inch size. 

The wheel has been made with all the care and 
along the same scientific precision which goes into a 
disc wheel for an automobile. Another improvement 
on the model of 1921 is its equipment with patented 
self-contained, non-friction roller bearings, and the 
auto-type hub cap which conceals the cotter pins. 

Further information concerning any item in the 
auto-wheel line can be obtained from the Auto-Wheel 
Coaster Company, Inc., .North Tonawanda, New York, 
or from jobbers all over the United States. 


The Gunnary Hardware Co. recently engaged in 
business at Chinook, Wash. Paul Peterson, formerly 
with the Foard & Stokes Co. and Creasey Anderson Co., 
is associated with them. 


Rollin C. Smith and Chas. F. Blakeslee have pur¬ 
chased an interest in the hardware and implement 
business of A. E. Streeter at Van Nuys, Cal., and re¬ 
port a very satisfactory season’s business and an ex¬ 
cellent outlook. The firm’s name is now A. E. Streeter 
& Co. 


The Nyssa Hardware & Implement Company, which 
has been successfully operated by S. D. Groshert at 
Nyssa, Oregon, has been sold to the Roberts Hardware 
Company. H. E. Roberts, formerly a banker of Ponca 
City, Oklahoma, is the proprietor. He will add to the 
line and continue the business. 



“Libia” 

Triple Safety 
Vest Pocket Model 

Weight 12 oz. Length 4 in. 

25 cal. 6 shot 32 cal. 7 shot 

SHOOT COLT AUTOMATIC 
CARTRIDGES 

Samples and Prices on Request 

Complete line of Imported Firearms 
Sole Importers 

FOREIGN MANUFACTURERS SALES 
CORPORATION 

34 West 28th Street, New York City 


American Portable Scales 



Made of very best ma¬ 
terial and workmanship 
throughout, neatly fin¬ 
ished, strong and per¬ 
fectly accurate. 

No better scale on the 
market, and the low 
price will interest you. 
We make the complete 
line of sizes; also weight¬ 
less scales. 


Writ* for Catalog and Jobber a Price* 

AMERICAN SCALE CO. - Station B, Kaasas City, Mo. 
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Traps 
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Sifters 


Specify Reddick Nationally Advertised 
Wire Specialties 

From your jobber or direct from us. 

MICHIGAN WIRE GOODS COMPANY 

602 Second Street, Kllee, Mich. 


Digitized by Google 







160 


HARDWARE WORLD 



SUNBEAM IRONS OUT DIFFICULTIES 

In the Sunbeam quality hand iron, the Chicago 
Flexible Shaft Company, believe they have the world's 
finest electric iron. 

It is of distinctive appearance with an individuality 
that embodies new standards of quality in construction, 
design, workmanship and finish. It is said that dis¬ 
criminating women buyers are particularly impressed 
with the iron. 

Among the particular features of the iron is the 
air space which keeps the handle cool, the stream 
line to a tapering point at the front, the heat implement 
which extends to the very tip and edges, the removable 
terminal points of non-arcable metal and heavy leads 
that cannot burn out, break or get loose. 

This is only one of the worthy products of the Chi¬ 
cago Flexible Shaft Company, and has been found up 
to the high standard already set by Clark auto heaters 
and Stewart clipping machines. 


REPRESENTS HANGERS AND CLIPS 

F. C. Osborne is now handling the western sales of 
Allith Prouty door hangers and H. C. Cook Company 
clips and clasps. 

Mr. Osborne is a hardware man of many years 
standing and is well known to the western trade. In 
fact he began with the old Baker A Hamilton organ¬ 
ization when it was located in Sacramento. He is 
especially experienced in the builders’ hardware line, 
and was for many years with Yale A Towne in the west. 

Allith Prouty and H. C. Cook products have been 
sold for many years by A. Bannie, m co-operation with 
whom Mr. Osborne is now acting. 

Mr. Osborne’s present headquarters are at 656 
Phelan Building, San Francisco. 


MORE STANLEY SALES HELP 

The Stanley Works announces three more folders 
describing Stanley products. A new eight-page folder, 
8%x6% inches, illustrates the popular line of Stanley 
nail hammers. The Stanley mitre box is described, 
illustrated and specified in a leaflet especially for 
carpenters and builders. 

Btruetual iron workers will be interested in looking 
through a booklet of the same dimensions showing 
iron workers’ tools, manufactured by the Altha divi¬ 
sion of the Stanley Buie A Level plant. Any or all 
of these booklets can be obtained from any branch 
of the company or direct from the advertising depart¬ 
ment at New Britain, Connecticut. 


The Consolidated Tool Works, Inc., have moved their 
headquarters to 296 Broadway, New York, so that the 
general offices and warehouse may be under the same 
roof. 

The company was formerly at 261 Broadway. 


Mr. Davies has resigned as manager of the Power 
Morgan store at Fairfield, Mont., having been suc¬ 
ceeded by A. T. Duther formerly of the same company 
at Gilman, Mont. 


BOYCO BOY “CAN” TELL YOU 



This happy Boyco 
boy, with the smile of 
the future and the 
overalls of good, hard 
work, is here to an¬ 
nounce that the Boyle 
Manufacturing Co. of 
Los Angeles, Calif., is 
said to be the largest 
m a n u f a cturers of 
sheet metal products 
in the West, are now 
prepared to furnish 
quality galvanized 
ware, hot galvanized 
after all construction 
is complete, thus as¬ 
suring the merchant 
a clean, fresh stock at 
all times. 

This official an¬ 
nouncement for the 
company adds that 
the dealers aro now 
availing themselves 
of the opportunity to 
buy full weight, 
smooth, attractive 
galvanized ware through western jobbers. 


A NEW RAZOR HONE 

Robert E. Brown, president and general manager of 
the American Hone Company, Olean, N. Y.. is the 
discoverer of a new ana distinctly valuable razor 
honing structure. 

This firm has for over ten years conducted experi¬ 
ments to perfect a hone on which any man could get 
first class edges. Beginning with a “Swaty” quality, 
they next brought out the first improvement in a ‘ ‘ non¬ 
filling” hone that requires no pumic^ or sand paper to 
maintain abrasiveness of the surface. Next they made 
the first silk sifted fine proof against structure, a rough 
edge. The Amalgamite is still the best fine hard hone. 
Afterward came the Cushion Strop^Back Hone, known 
to nearly every cutlery dealer in this and many foreign 
countries. These patterns were prominent ones among 
several thousand improved qualities they have brought 
out. 

What they believe is the pinnacle in hone perfection 
—the one they say “will hold us for some time”— 
is the Exide Hone. This they claim is the most valuable 
hone that has been made. Razors and razor blades 
“actually get sharp in spite of you” on this hone. 

Mr. Brown states that he got on the right track 
for this new hone by constructing with his mind’s eye 
a large razor blade and then theorizing upon the effect 
of moving its very thin flexible edge over rigid abraid- 
ing projections of a magnified razor hone surface. It 
was easy to see that the delicate extending teeth of 
this highly flexible edge would suffer rapid destruction 
unless the operation were conducted with extreme cau¬ 
tion and with the most favorable conditions. 

To correct this seeming defect in hone construction, 
it appeared necessary to have the abraiding projections 
also flexible, or at least not so rigid. It is in the 
working out of this idea that they nave succeeded in 
making the Exide Hone the very last word in razor 
hones. The Exide always makes the razor surprisingly 
sharp for any user. 


Hurly Bros, are successors to W. L. Hurley at 
Covina. 


McGowan Bros. Hardware Co. has leased a new 
building, which will be occupied by them at Spokane. 
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ROYAL GASOLINE IRON 


The Royal Self-Heating Iron Company, Bi^ Prairie, 
Ohio, are manufacturers of the Royal gasoline iron; 
figure 1, and a sectional view of which is shown in fig¬ 
ure 2. It consists of only three parts: The lip, the 
burner and base. The Royal is heated by gasoline con¬ 
tained in the reservoir (A) which flows through the 
feed pipe (B) to the generator (C) where it is generated 
into gas to supply the burner (D). The burner extends 
the full length of the iron, giving the entire bottom 
an even temperature. The firebox (E), which is placed 
in the bottom of the iron, is of value as it confines the 
heat to the bottom of the iron where it is needed. 
The g&sses and odor which are naturally formed by 
combustion, are transformed and avoided by a patented 
ventilating lid. The lid is made in two sections and 
separated by asbestos, which keeps the handle cool. The 
handle is again protected by the shield (F) so that it 
never gets hot, no matter how hot one may heat the 
iron. The heat is regulated with the wrench (H). 
which is applied to the needle valve (G) at the rear of 
the generator (C), and the neat can thus be instantly 
changed to suit the wishes of the operator. 



The company have prepared for the trade a complete 
set of selling helps consisting of the following: Colored 
lithographed window trim. Colored lithographed counter 
displays. Illustrated movie slides. Electrotypes for 
newspaper advertising. Illustrated circulars for store 
use. Thirty-two page book, ** Royal Salesmanship.' 1 
They request that dealers already handling Royal irons 
write for any or all of the above helps that can be 
used to advantage. They are furnished free by prepaid 
parcel post. 


Bardsley Brothers, successors to W. W. Graves at 
Nampa, Idaho, report a very splendid outlook. 


NEW 136 PAGE ROCHESTER CAN 
CATALOG 

Every hardware man 
will want a copy of the 
beautiful new 136 page 
catalog just now being 
mailed out by the Roch- 
eester Can Co., 97 Hague 
St., Rochester, N. Y., 
manufacturers of Iron 
Horse metalware. In our 
opinion it is one of the 
finest metalware cata¬ 
logs ever published. It 
is printed in six colors, 
showing each item in 
their extensive line with 
the enameling, striping, 
labels, etc., in color. 

The catalog also con¬ 
tains a large number of 
new items just recently 
added to the Iron Horse 
line, minnow pails, sand 
pails and shovels, children’s sprinklers, steel furnace 
and stove shovels, cold pack canners, etc. Our sugges¬ 
tion is that if you have not already received a copy of 
this new catalog that you get in touch with the Roches¬ 
ter Can Co. at once. 




NON-BREAEABLE SAND PAIL AND 
SHOVEL 

At a recent state convention the Rochester Can 
Company, makers of iron horse metalware, passed out 
as souvenirs miniature water pails—made from regular 
26 gauge galvanized iron, carefully hand soldered and 
equipped with heavy ears and bail. The idea prove! 
a tremendous success; orders were placed during the 
convention for hundreds of dozens of these pails. 

In view of this, the manufacturers not only decided 
to add them as a regular item to their line but went 
still further and added two other sizes, one larger and 
one smaller, so that the line now includes the one, two 
and three-quart sizes. These pails can be had either 
striped in red, or enameled white inside and red, green 
or blue outside. 

Many merchants have bought them to give away as 
souvenirs, others to sell for a wide range of uses, as 
for instance, as a radiator pail to carry in the auto, as 
a handy pail on the farm, for use in displaying seed, 
etc. 

To make the outfit complete the manufacturers 
added a non-breakable sand shovel, the blade made 
from heavy galvanized iron, rigidly held in place by 
sinking a point of the metal into the wood. These 
shovels, too, can be had in different finishes to cor¬ 
respond with the pails—galvanized with plain wood 
handles or with blades enameled red, green or blue 
and the handles enamled white. 


8. D. Gosha, Mysa, Idaho, has sold the Mysa Hard¬ 
ware Company to H. E. Robert of Ponca City, Okla¬ 
homa. 


The Oud Shields Hardware Company, Orofino, Idaho, 
are making extensive improvements in their storeroom 
in order to carry an increased stock. 
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STEWART SASH ADJUSTER LONG-LIVED 

The Stewart automatic Hash adjuster hae been on 
the market for five or six years and many thousands 
of them are in use in all parts of the country. The 
Stewart Manufacturing Company of Oakland, has found 
a rapid increase in sales, adding new customers to 
their list right along and are now selling the leading 
jobbers. 

The Stewart adjuster is said to be the simplest on 
the market today, there being only three separate parts 
—a tube, a rod and the friction adjusting nut. The 
rod slides within the tube. The tube is swedged down 
on the end in such a way that it gives a substantial 
bearing area on the rod, which is absolutely true in 
diameter throughout its length. The swedged end of 
the tubes is slotted and threaded. The friction ad¬ 
justing nut regulates the required amount of friction 
needed for various sizes of windows. The end of the 
tube is so formed that it has a slight spring action in 
itself which gives a perfectly smooth sliding action 
on the rod. The same amount of friction is constant 
at any angle of the sash. 

President A. D. Stewart claims the adjuster is 
practically everlasting. Under an unusually heavy 
load, as a door-check it counteracts a heavy spring on 
door opened and closed continually all day long for a 
period of one year. A few slight adjustments were 
required during the year on the adjusting nut. At 
the end of this unusually heavy usage, the adjuster 
showed practically no indications of wear. 

The Stewart Manufacturing Company are also said 
to be the largest manufacturers in the world of Chevro¬ 
let specialties and Chevrolet shop equipment. They 
will be pleased to give any information to the jobbing 
and dealer trade, and also offer free a sample model 
with the initial order of any customer, along with 
electrotypes and printed matter, if desired. 


Van Nuys Paint & Hardware Co. is a new enter¬ 
prise at Yen Nuys, Cal. 


A. M. Poulsen, who recently engaged in business at 
Wolf Point, Montana, reports a very satisfactory season. 


W. R. Lee, who purchased the Sprague House Fur¬ 
nishing Store at Sprague, Washington, reports a very 
satisfactory trade outlook. 


Carter & Craddock have moved into their newly- 
built brick and concrete garage at Cambridge, Idaho, 
where they arc handling a line of accessories. 


The Warner Hardware & Implement Company, Pa- 
louse, Washington, which was incorporated with a 
capital stock of $25,000, report a good spring trade. 


The Turner Hardware & Implement Co., Modesto, 
have recently been adding materially to their store 
and warehouse facilities in order to carry larger stocks. 
They are one of the most enterprising and progressive 
institutions in the west. 



BENCH STAND FOR PORTABLE DRILLS 

The accompanying illustration shows a bench 
stand that permits the portable electric drills manu¬ 
factured by the Standard Electric Tool Co., Cincinnati, 
Ohio, to be used as small upright drilling machines. 
However, the attachment of a drill to one of these 
stands does not hinder its use as a portable tool, as it 
can be detached in a few moments. 

The scheme therefore increases the range of work 
which can be accomplished by a portable toolj and 
frequently eliminates the necessity of purchasing a 
more expensive equipment. For this reason, the stand 
is especially recommended for use in small shops, but 
is also convenient in larger shops in cases where there 
is not space for the installation of a heavier and bulkier 
drilling machine. 

The stand is made for driving into steel elbetric 
drills of % and % inch diameter. It is provided with 
a quick return and a 9-inch diameter table which is 
slotted as shown. The distance from the column ; to 
the center of the table is 6 inches and the vertical feed 
is approximately 4 inches. The head attachment 
which the drill is clamped can be adjusted to any point 
on tho column, and a clamping collar is furnished to< 
regulating the depth to which a hole is drilled. The 
table can be swiveled on the column so tnat work may 
be placed on top of the base, when this procedure jin 
desirable. The electric drill furnished with a stand may 
be attached to an alternating or direct current lamp] 
socket. 


The Fish Implement & Hardware Company is a new 
enterprise at Escalon, Cal. 


What was formerly known as the Eymann Suder- 
man Hardware Co., Parlier, Cal., has been succeeded by 
Ruth Ringelman Co. 


Veba Cooper Miles, a former Seattle hardware 
merchant, passed away recently at the State Masonic 
Home at Puyallup, Wash. Mr. Miles was president of 
the Z. C. Miles & Piper Hardware Co., Seattle, prior 
to 1909. He was born in New York in 1834 and emi¬ 
grated westward, making four different stops in as 
many states, long enough to entitle him to be called 
a pioneer in each state, finally reaching the Pacific 
Coast and engaging in the hardware business. He is 
survived by a widow, and a daughter and son. He was 
well known to many of the older merchants of the west. 


Digitized by 


Google 



















HARDWARE WORLD 


163 


ALVAN T. SIMONDS ECONOMIC PRIZE 
AWARDS 

The prizes offered by Alvan T. Simonds, president 
of the Simonds Saw Manufacturing Company, Fitch¬ 
burg, Mass., to encourage the study of economics in 
high schools and normal schools, of $1000 and $500 
for the two best essays on the subject, 1 ‘Present 
Economic Conditions and the Teachings of Adam Smith 
in the Wealth of Nations,'' have been awarded by the 
judges, as follows: 

First prize of $1000 to David Koch, High School of 
Tommerce, New York City. Second prize of $500 to 
Aloysius Thiemann, Reedsburg High School, Reedsburg, 
Wis. 

Essays were submitted from every section of the 
United States and from Canada. Practically every state 
was represented. A very large proportion came from 
New York City, where the study of economics is 
required of all seniors in the high schools. 

The judges were Wallace B. Donham, Dean of the 
Harvard School of Business Administration, Cambridge, 
Mass., and John G. Thompson, principal of the State 
Normal School (on leave), Fitchburg, Mass. 


A. B. Peck, who is engaged in the tire and accessory 
business is adding a line of hardware, at Pasco. 


The Tonasket Hardware Co., who recently engaged 
in business at Tonasket, reports a good outlook. 

The Buckley Hardware Co., Hillyard, have recently 
added phonographs to their stock, and find a good de¬ 
mand for this line. 


The Northwest Hardware Co., Bellingham, one of 
the pioneer merchants of the northwest, who do a gen¬ 
eral jobbing and retail hardware business, report a 
satisfactory season. 


Joseph Trowbridge, a hardware merchant at Steptoe, 
passed away recently in a Portland hospital. He was 
for some time connected with the hardware store of 
D. F. Anderson & Sons, Rosalia. He was highly regarded 
by everyone who knew him. 


The George Wright Hardware Store was recently 
destroyed in a fire at Dooley, Mont. 


The Tonasket Hardware Company is a new enter¬ 
prise at Tonasket, Wash. Iverson & Perry compose the 
firm. 


Quests Hardware Store recently engaged in business 
at Laurel, Mont. It is a branch of the Broadview 
Hardware Co., of which Mr. Quest is the principal, at 
Broadview, Mont. They report a satisfactory season. 


The Oregon Hardware Co., LaGrande, Ore., have 
been adding to and improving their store facilities to 
give them the opportunity for carrying a larger stock. 


The Wood Hardware Co. have been rearranging 
their stock and store at Grangeville, Ida., in order to 
give them increased facilities. They report an excel¬ 
lent outlook. 


O'Shea Savage Hardware Co., Livington, Mont., re¬ 
port a very satisfactory season and a good outlook. 
The O'Shea Savage Hardware Co. was formerly known 
as the Winslow Mercantile Co., having purchased the 
entire hardware stock of the former owners. 


The ARROW WRENCH 


Drop Forged—Case Hardened 



A Quality Tool 


The Arrow 22%° Angle Wrench is made from a 
special analysis drop forged steel and is strength¬ 
ened and hardened by the most scientific heat 
treatment process. Supplied in 4, 6, 8, 10 and 12 
inch sizes. 

ARROW TOOL CO., Inc., Buffalo, N. Y. 


THE ONLY VALVE GRINDER THAT 
DOES GRIND VALVES PROPERLY AND 
ON AN ABSOLUTELY CORRECT PRIN¬ 
CIPAL. 


PROPERLY BALANCED AND GEARED. 
USER CANNOT RING VALVES OR WEAR 
STEMS. 

ITS BALL BEARING RELIEVES USER 
OF ALL STRAINS. 

EIGHT YEARS ON THE MARKET IS 
PROOF OF ITS SUPERIORITY. 


UNIVERSAL EQUIPMENT fc SUPPLY CO. *! "*»*• 
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JOHNSON AND JOY REPLACE BLUE 
MONDAY 

One of the greatest conveniences and labor saving 
devices of modern housekeeping is the electric washing 
machine. 

Compare the back breaking spirit killing days of 
our grandmothers when the atmosphere of the entire 
house reeked with ill-smelling soap and Monday was a 
day of torture to the entire family, or even the days 
of our mothers when the clumsy hand worked machine 
was in vogue, with the cool orderly house of today, 
when the housewife merely turns on a switch and goes 
about her regular duties, and you will see the import¬ 
ance of the electric washing machine in the scheme of 
up-to-date household economy. 

The Johnson Electric Washer is one of the most 
convenient and adaptable washing machines on the 
market. It reduces the amount of time and effort spent 
on clothes washing to a minimum. The gas attachment 
is a special feature, for the clothes may be boiled in 
the machine while being washed. This avoids the 
necessity of separate heating and pouring and the 
water is kept hot during the entire process. 

After a tub of clotnes has been washed the lid 
of the machine is raised and the clothes are fed 
through the self-working wringer into the stationary 
tubs, where the necessary bluing and rinsing is done. 
The tub may again be filled with clothes and while 
they are being washed the clothes are then wrung from 
the bluing or rinsing water tubs, through the reversi¬ 
ble wringer, over a conveying tray, which is tempo¬ 
rarily placed on top of the machine. 

Less than two hours completes the family washing. 
Imagine itl Before the advent of the electric washer 
a day and sometimes two were consumed in the pro¬ 
cess. leaving the housekeeper weary and dejected. 

Intelligent women know the necessity of labor 
saving devices. They realize the value of self-develop- 
ment and leisure time spent with their families. They 


not only realize the importance of these things, but 
they insist upon them. Dealers should take advantage 
of this fact in pushing household labor saving devices, 
and none should be so easy of sale as the washing 
machine. 

The Johnson Electric Washer is simple in operation, 
convenient in makeup and size, and has a strikingly 
individual appeal to the woman. It is economical in 
price, operation and maintenance, and if properly han¬ 
dled should prove one of the most salable washing 
machines made. 

It is an exceptionally good dealer proposition, and 
the Johnson Electric Washer Co., whose announcement 
appears in this month’s issue of the Hardware World, 
will be glad to supply full information and data upon 
request. 

S. D. Jones. who succeeded Wm. Mertz in the hard¬ 
ware and implement business at Clovis, Cal., reports 
a very satisfactory season and an excellent outlook. 

L. T. Hammersley is building an addition to his 
hardware and implement store at Puente, Cal. He re¬ 
ports a good season’s business at both their Puente 
and El Monte stores. 

The Atwater Hardware Co. has been incorporated at 
Atwater, Cal., by B. D. Oarlock, A. I. Rodrigies, D. 
Steinberg, J. M. Trinidad, W. E. Landram, Chester 
Hull ana F. R. Thomason, with a capital stock of 
$50,000. 

That hardware merchants will always co-operate 
with all merchants of their community was manifested 
in a very enthusiastic way by displays recently made by 
the McFadden Hardware Co. and the Crescent Hard¬ 
ware Co., Santa Ana, whose exhibits were one of the 
eventful features of a local exposition recently held. 



SECHRIST 

PRESSURE COOKER 


Your Customers Know About It 


We furnish folders, window cards and electros. 


THE ALBERT SECHRIST MFG. CO. - Denver, Colo. 


T HROUGH Sechrist magazine and newspaper ad¬ 
vertising, full page articles on pressure cooking 
and canning in April, Woman’s Home Companion; 
May, Good Housekeeping; June, Pictorial Review; Feb., 
Ladies’ Home Journal, in numerous farm publications 
and U. S. Dept, of Ag. Bulletin X S-37. 

The Sechrist Pressure Cooker cooks food in one- 
third the usual time and pays for itself in saving on 
fuel and meat bill. Gives housewife the canning method 
used by canning factories. Tested and approved by 
Good Housekeeping Institute. 

Your customers will appreciate the beautiful finish 
and high class workmanship of the Sechrist Cooker. 
The vessel is made of rolled plate aluminum, smooth and 
easy to clean. This hard metal resists the action of 
alkali water. 
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HARDWARE ENCYCLOPAEDIA 

One of the most complete hardware encyclopaedias 
ever issued by any jobber is the new No. 7 general 
catalog of Baker, Hamilton & Pacific Company. 

Every detail of its composition, printing and binding 
was done by their own plant on the premises under 
the direction of R. C. Johnson, manager of the catalog 
printing department. Some idea of this achievement 
and the magnitude of the task will be conveyed by the 
following facts and figures: 

Red leather over a non-warping fiber board was 
used for the cover and over 17,000 yards of leather 
required for the 10,000 volumes. Rounded corners, to 
prevent being broken or turned over, add to the neat 
as well as durable appearance of the book. 

112,797 pounds of a specially made paper of great 
tensile strength were required, and yet this was of 
such light quality that a complete catalog of 1840 
pages weighs but 8 pounds. 

The index, containing 19,440 lines, is printed on the 
strongest paper obtainable. The alphabetical tabs are 
cut circular to prevent bein^ torn and so carefully has 
this cross index been compiled that an item may be 
looked up under any name by which it is known. 

In oraer to condense and utilize all available space, 
smaller than usual but very clear cuts of illustration 
were used, and where the sizes permitted a three col¬ 
umn style adopted. 

The classification of the goods and arrangement of 
items on the pages was conducted under the supervision 
of the various department buyers whose specialized 
knowledge was devoted to this task. 

A section on general information, weights, tables, 
advertising helps for dealers, data and tables on figur¬ 
ing profits and selling prices and illustrations of lan¬ 
tern slides, showcards and electrotypes for the adver¬ 
tising of their goods completes the catalog, which is in 
every respect a credit to the institution. 



The Pace Hardware Co.^ Safford, Ariz., recently 
remodeled their store building and materially added 
to their stock. They report an excellent season’s 
trade. 


The Beachem Mignardot Hardware Co., Santa Fe. 
New Mexico, which operates one of the largest retail 
establishments in the state, reports an excellent sea¬ 
son’s business thus far, and a most optimistic outlook. 


Know for a certainty that every sale 
is a profitable one. 

Stop the overweight and under¬ 
charging drain on your business. 

Protect your profits and give the 
best possible service to your customers 
by using 

Dayton Moneyweight 

Hardware Weighing Machines 

The No. 74 Dayton Moneyweight 
Automatic and Computing Hardware 
Weighing Machine has a total weighing 
capacity of 110 lbs., with computing 
chart capacity of 10 lbs. The wire rack 
facilitates the weighing of wire, rope, 
screen, etc. The scoop and scoop “on 
and off” device and the extra large 
platform make for greater efficiency. 
This is the ideal weighing machine for 
the retail hardware business. 

Ask our nearest Agency for a dem¬ 
onstration. It will be cheerfully given 
and entails no obligation on your part. 

DAYTON MONEYWEIGHT SCALE COMPANY 

DAYTON, OHIO 

Subsidiary of 

Computing-Tabulating-Recording Company 
of New York 


Digitized by 


Google 








166 


HARDWARE WORLD 


“WHAT EVERY WOMAN WANTS” 

What woman who appreciates the daintiness of soft, 
fresh lingerie and immaculate blouses so necessary to 
her well groomed appearance, has not wrestled with 
the laundry problem? 

She dreads to submit them to the ordinary laundry, 
French or otherwise, the results of whose ruthless han- 
ling she well knows. This fragile material requires 
careful treatment, and the Washerette has completely 
solved the problem, for it enables the busy woman to 
do her individual washing in the most efficient manner. 

It is one of the handiest, most easily worked little 
washing machines ever invented. It is a perfect boon 
to the woman in the small apartment, hotel or flat, 
for sne can simply attach it to the basin in her room, 
or to the kitchen sink, put in her clothes, select her 
own good soap, turn on the faucet power and her wash¬ 
ing is done for her. She is thus assured of her 
garments retaining the newness and freshness of their 
original charm. 

The Washerette is a splendid accessory for the house¬ 
keeper who “has all her washing done” with the 
exception of the fancy table linen, such as her luncheon 
cloths, napkins, center pieces and various kinds of art 
needle work, for which the modern woman is famous. 
These things, although she would not trust them to the 
finest laundry in the world, can be safely consigned to 
the Washerette to come out in all their pristine loveli¬ 
ness, white, smooth, no tears or breaking of the fine 
threads that compose the needle work designs. 

This very efficient little machine needs only to be 
stocked and demonstrated by the merchant to make 
sales. Every woman ir the community can use one and 
will want one after she is once convinced of its merits. 
Its size, entire lack of expense in operation, and medium 
price make it a most desirable product for a merchant 
to handle. 

Order a couple of these machines, try a demonstra¬ 
tion and see if they won't prove ready sellers. The 
business woman, the professional woman, and the house¬ 
keeper can all use a Washerette. You have only to 
tell them about it. It weighs only six pounds, is easily 
transportable and is truly “the dainty woman's acces¬ 
sory" in every sense of the word. 

The Washerette Corporation of Rochester, New 
York, are the manufacturers of this attractive machine, 
and will be glad to supply our readers with all partic¬ 
ulars upon request. 


READY RESPONSE ON TOY SWEEPERS 

The Bisscll Carpet Sweeper Co. write us that the 
jobbing and retail trade alike have greeted the new 
toy sweeper with enthusiasm. The attractiveness of 
the goods coupled with low prices made possible by 
the big production methods and good profits to be 
made on their sale, perhaps account for the trade’s 
response. 

Toy sweepers should create additional interest in a 
department in which carpet sweepers and vacuum 
sweepers are sold, and a toy sweeper in the home is 
clearly a good advertisement for the full sized sweeping 
devices. From a standpoint of an article of merchan¬ 
dise, they sell at a profit. 

The trade is rapidly coming to recognize that toys, 
or perhaps more correctly speaking “playthings," are 
an all the year around proposition, for the very obvious 
reason that children play all the year around, instead 
of just for a few days after Christmas; and too, every 
day is the birthday of some of the children of a com¬ 
munity. Indoor playthings should be especially pushed 
during bad weather periods. 


L. E. and D. T. Tarbox have purchased the Beach 
Hardware Co., Huntington Beach, Cal. 


M. A. Prior & Son, formerly of Omaha, are prepar¬ 
ing to install a hardware and furniture stock at 
Marian, Cal., in the San Fernando Valley. 


NEW CHICAGO ESTABLISHMENT FOR 
REED & PRINCE 

June 1 is the opening date of the Reed & Prince 
Mfg. Company’s new store and warehouse at 121 North 
Jefferson Street, Chicago, Illinois. 

The establishing of this branch has been furthered 
by a desire to render increased service to all buyers 
located in Chicago and points within a radius covering 
Illinois, Michigan, Wisconsin, Minnesota, Missouri, 
Iowa, Indiana aud contiguous districts. Location in the 
center of the machinery and supply district, close to 
important freight terminals, is of untold advantage to 
the trade. 

Under the management of Mr. J. V. Banks, about 
whom no remarks are necessary, the value of this new 
service is doubly assured. 

The stock will comprise a full line of wood screws, 
machine screws, cap screws, set screws, stove bolts, 
nuts and small rivets of Reed & Prince standard quality. 

“Prompt service and complete satisfaction" w’ill be 
the motto of the Chicago branch. 


Stiles McCoy Co. have succeeded the Western Imple¬ 
ment & Seed Co. at Montesano, Wash., and report a 
very satisfactory season. They are handling complete 
lines of implements and farm hardware. 


The Hub Hardware Co., Colton, Cal., report a splen¬ 
did season’s trade. 


A. E. Inglehart, a contractor, is preparing to engage 
in the hardware and paint business at Bellflower, Cal. 


H. E. Brown has purchased the H. A. Birdwell hard¬ 
ware stock at Eltopia, Washington, and consolidated it 
with his own. 


The St. Mary’s Hardware Co., St. Mary’s, Idaho, 
have been improving the appearance of their store and 
adding to their stock. 


The hardware store of H. D. Martinex at Benson. 
Ariz., was recently destroyed by fire with a loss of 
$20,000, partially covered by insurance. 

Walter DeLong is the new manager of the C. W. 
Young Hardware Co. at Juneau, Alaska. This is one of 
the largest institutions in the territory. 


C. E. Ellsburg & Co. recently opened a now store 
at Turlock, Cal., in which they will handle full lines 
of hardware, tools, paints and implements. 


Goldstein & Iseman recently celebrated their quarter 
of a century in business in Visalia, Cal., and report an 
excellent business in hardware and housefurnishing 
lines. 


B. E. French has sold his interest in the Race & 
French Hardware Co. at Lindsey, Cal., to A. E. Skin¬ 
ner, formerly connected with the Union Hardware & 
Metal Co. 


Kelly Bros., who recently made extensive improve¬ 
ments in their hardware store at Hood River, Ore., 
have been adding to their line and report a good 
season’s trade. 


The Mehl Hardware Co., Ontario, Cal., recently held 
a spring opening at which prizes were awarded to a 
number of their customers, which they found a very 
interesting way of drawing a large attendance. 

H. F. Gibbs, who recently closed out his grocery 
stock but continues his hardware business at Hunting- 
ton Beach, Cal., has moved into a new location. The 
hardware business demands all of his attention. 
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Columbia Brush Co. 

MANUFACTURERS OF 

BRUSHES 

EAST ORANGE, N. J. 

Floor Brooms, Counter Dusters, Kadiator 
Brushes, Window Brushes, Fur 
Dyeing Brushes and Electrical 
Supply Brushes. 

ASK FOR A STOCK ASSORTMENT 


^CANTCQ^ 



/ SPINNERS 

THE ONLY 1 BASS SPOONS 

GENUINE J CONNECTING 

< LINKS 

AL WILSON ( 

Famous from Pacific to Atlantic for workmanship 
and material. 

Order through your jobber Write ue for catalog 

AL WILSON CO., Williams Building, San Francisco 



No. 11006 s0 


Hol-Tite Bose Washers 

WONT LOSE OUT 

The SPRING of the 

OVAL SHAPE keeps them in 

SPLENDID SELLER 
REPEAT ORDERS 

FINE PROFIT FOR DEALER AND JOBBER 

If your Jobber hasn’t them, write us his name 
and we will send sample washer and show card. 

Future orders will be packed in counter display 
boxes with show card in colors printed inside 
cover. Dealers who have been supplied with 
washers packed in cartons please write for Dis¬ 
play Card. 

HOL-TITE WASHER CO. 

800 Fife Bldg. 1613 Webster St. 

San Francisco Alameda 


“Kant-Slip” Creepers 




SAFETY FIRST—Impossible to slip or fall. 

SAVES TIME—Adjusted or removed quickly; enables wearer to "take 
the short cut." 

ECONOMICAL—Outlasts the sole, thereby prolonging the life of the 
shoe. Fits all shapes and sizes. 

USED BY hunters, hikers, fishermen, carpenters, painters, loggers, 
ice cutters, etc. 

In writing state whether you are a jobber, dealer, or salesman, 
territory, etc. 


“Easy-On” Drip Cup 

(Paint Brush Attachment) 








hTl%U 


Patent 

Pending. 


Every user of paints will want one. 
Protects walls, floors, clothing, etc. 

THE MAC & MAC CO. 

112 So. Curtis Ave., Alhambra, Cal. 

(Hardware & Drug Supply Co., Des Moines, 
la.. Distributors for Central States) 
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REMINGTON CUTLERY MAINTAINS 
STANDARD 

Even during the war period when the great new 
additions to the factories of the Remington Arms Co., 
Inc., were turning out munitions for the government, 
considerable thought was given by the company as to 
how the new plants could be utilized in times of peace. 
Since the Remington Arms Co. has always marketed its 
lines through jobbing channels, the company investi¬ 
gated different commodities that could be manufactured 
and sold in conjunction with arms and ammunition by 
hardware jobbers. 

It was found that 55 per cent of the pocket cutlery 
used in this country previous to 1914 was imported 
from Germany. Investigation showed the American 
cutlery manufacturers were unable to cope with the 
largely increasing demand for pocket knives of better 
quality when importations stopped. 

The Remington Arms Co. thus enter into the manu¬ 
facture of cutlery with a modern, fully-equipped plant. 
Under the direction of their engineering department 
and cutlery works manager they have designed and 
built equipment of the most modern tyj>e—dies, tools, 
etc.—all thoroughly adapted to large scale production 
of a line of pocket cutlery that shall maintain the 
Remington standard of quality. 

The company has gradually assembled, organized 
and drilled a large force of skilled cutlery workers, to 
join forces with the modern automatic machinery, 
utilizing new methods and ideas in every plan and 
operation. 

Many Itenm Now Ready for Delivery 

A representative line of desirable and salable pat¬ 
terns is now ready for delivery and further develop¬ 
ment of other new patterns is actively progressing. 
Many are in the actual process of manufacture. 

Less than one year ago the first Remington jack 
knife was completed. Today a line of some 400 pat¬ 
terns is offered, covering jack knives, Premium stock 
knives, cattle knives, pen knives and many new items. 

Large hardware jobbers throughout the country will 
stock Remington cutlery and each Remington salesman 
in the field will carry a sample line to show the retail 
trade the character, general make up and finish of the 
knives, every one with a sharp, keen cutting edge. 

Another feature is the stamping of the number of 
the knife on the reverse tang of the master blade. All 
knives are wrapped in rust proof paper, packed one 
half dozen to the box. The latter is wrapped and 
sealed in moisture proof and dust proof glassene paper, 
insuring against dampness, etc. A sealed package in¬ 
sures a full package until the seal is broken. 

An extensive advertising campaign will follow to 
introduce Remington pocket cutlery to the consumer 
and to the thousands of hardware dealers now selling 
Remington products. 

Catalog Guarantees Against Decline 

A catalog describing the full line is now ready for 
distribution. Although the new catalog cannot pretend 
to illustrate and describe their complete new line of 
American pocket knives, yet many new designs in 
knives have been added to their already large assort¬ 
ment of knives. 

A large number of patterns shown in the new cata¬ 
log are ready for immediate shipment, and a net price 
list to the jobber as well as a suggested list of retail 
prices will soon be issued in complete form. In the 
meantime the company will be glad to quote promptly 
on request. 

All inquiries from the retail trade will be referred 
promptly to the company’s nearest jobber. 

The Remington Cutlery Works wish to announce 
that they have operated on full time, and it is the 
expectation of the company to continue on this basis 
strictly. 

All cutlery prices are guaranteed against the com¬ 
pany’s decline and indications from' every side point 
to the fact that the trade will be eager to see and 
learn the new Remington line. 


THREE DIEMER BROTHERS NOW TO¬ 
GETHER FOR BIGGER AND BETTER 
WHEEL GOODS BUSINESS 

Now that Mr. Harry A. Diemer of St. Louis, has 
become sales manager of The American-National Co., 
tho three Diemer brothers, William L., Walter H., and 
Harry A., are all together as officers of this company. 

These three men have devoted their lives to the 
wheel goods business, and their father was well known 
to the manufacturers of children’s vehicles. It is no 
idle statement that there is almost half a century of 
experience behind The Diemer Line Beautiful. 

In a recent interview, Mr. Harry A. Diemer said: 

“The American-National Co., without doubt, has 
grown very rapidly and developed its resources very 
efficiency in the building of children and baby vehicles. 
From the time William L. Diemer merged The American 
Metal Wheel and The National Wheel Companies, a 
few years ago, the new company has advanced by leaps 
and bounds. During the past year the Witzler Wood¬ 
cock Company’s factory in Perrysburg, Ohio, was pur¬ 
chased, and all three plants have been running at capa¬ 
city to fill orders. 

“Our sales organization extends into every part of 
the United States and Canada, and we are doing a 
splendid export business. Merchants and buyers alike 
everywhere have come to recognize that The Diemer 
Line Beautiful is in demand with the public buying 
children’s vehicles and baby carriages. 

“The policy of our engineers and designers is to 
keep our product a year in advance in features and 
design. The new 1921 models speak for themselves in 
their excellence of finish and splendid lines. 

“In the baby cab line we are featuring several new 
numbers, machine woven carriages, built under our 
special process, called, ‘Wear-Wei-Weav.’ These baby 
vehicles will open the eyes of the trade. 

“All in all,’’ concludes Mr. Diemer, “in The Diemer 
Line Beautiful we have a product that is in demand, 
that sells easily and stays sold. Our new models and 
prices, as shown in our catalogs now at press, are in 
tune with the times, and now we are on our toes for 
1921 business.” 


EXPECT A BUSY SEASON 

On April 18 the directors and stockholders of the 
Lambert Tire & Rubber Company, Akron, Ohio, held 
an informal dinner at the City Club of Akron. After 
the dinner. President H. M. Lambert and Secretary- 
Treasurer John Hausam told of the excellent condition 
of the company at present and explained the sales and 
manufacturing policies for this year. They said that 
the demand for Lambert “Trublpruf” tires is steadily 
increasing in all parts of the country, and that plans 
are now under way to largely increase the manufactur¬ 
ing facilities to keep pace with this demand. 

Edward S. Babcox spoke on the subject of what the 
tire industry may expect during the coming year. He 
was followed by Gordon Cook, president of The Akron 
Advertising Agency Co., who outlined briefly the sales 
romotion and advertising plans that will be followed 
y Lambert this season. 


A. B. and M. A. Prior are preparing to engage in 
the hardware business at Owensmouth, Cal. 


Brown & Leigh of Albany, Ore., have recently 
moved to a new location to give them increased facili¬ 
ties. 


R. J. Prescott has purchased the hardware business 
of H. F. Gibbs at Huntington Beach, Cal., and has taken 

possession. 


The Bellflower Hardware & Paint Co., Bellflower, 
Cal., have moved to a new location to give them in¬ 
creased facilities. 
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CHAS. P. U. KELLY BECOMES DIRECTOR 
OF SALES OP THE QUAKER CITY 
RUBBER CO. 

The Quaker City Rubber Co. has secured Chas. F. 
U. Kelly as director of sales. Mr. Kelly has an 
extended knowledge and experience, which especially 
fits him for such a position. 

The Quaker City Rubber Co. is one of the oldest 
concerns in the country, having been established for 
more than thirty six years, and enjoy a high reputa¬ 
tion on their entire line of mechanical rubber goods. 

They have been manufacturing tires in a conserva¬ 
tive way for the past seven or eight years, and have 
now reached the point where they are ready to enter 
the field in a more aggressive manner and are pre¬ 
paring to largely increase their production. 


D. C. & H. NEW ACCESSORY CATALOG 

The Automotive Accessory Department of Dunham, 
Carrigan & Hayden Co. has issued to the company's 
customers during the last month a new and complete 
accessory catalog, covering the entire line, and bring¬ 
ing the lists, the stock and the specifications up to 
date. The book contains over 400 pages, is liberally 
illustrated, and makes a most valuable reference source 
for any western accessory merchant. 

The accessory department is completely separate, 
under the management of H. D. Matthewson, with a 
separate sales force and now a separate catalog. Mr. 
Matthewson tells us that the volume of accessory busi¬ 
ness handled through hardware merchants is steadily 
growing, and that wherever a store has shown a dis¬ 
position to do justice to its accessory department, 
motorists in the community have quickly formed the 
habit of patronizing the store for their motor wants. 


KEEN(E) TOOLS AND TOYS 



# 

The Kingsbury Mfg. Co., Keene, New 
have issued their 1921 catalog of garden 
mechanical boats. 

This line is popular with merchants the country 
over. There has been an increasing demand for garden 
tools and mechanical toys, and the Kingsbury Mfg. Co. 
are in position to supply the trade promptly. 

They will be glad to send catalogs and give full 
information to any of our readers upon request. 


Hampshire, 
tools ana 


Earl Polloc has recently added a hardware stock at 
Kapowsin, Wash. 


Borg Bros. Co., Richfield, Utah, has incorporated 
with a capital stock of $35,000. 


The E & W Hardware Co., Colton, Cal., are pre¬ 
paring to discontinue business. 



KNAPSACK DUST SPRAYER 

FRESNO 

KNAPSACK XiKJUID 8PBATEB 

SONOMA 

These are the Best on the Market 
Agents wanted. 

Builders of Spraying Engines 

CUSHMAN MOTOR WORKS 
Stockton, OaL 


How the Hardware Dealer 
Can Sell More Levels 

Lots of good workmen don't feel they need a 
new level until they see a Sand's. 

They may have a heavy iron one or a warped, 
wooden old timer, and they go on using it until 
they once get a Sand's level in their hands. 

Then they buy a new level. 

It pays handsomely to carry Sand’s levels in 
stock and display them prominently. 

You not only get the business of the man who 
cannot resist buying when he sees a better level, 
but you get the business that goes to the mail 
order house when you do not stock and display 
levels. 

You can hold all the level business with the 
Sand's line, for there are levels in pine, walnut 
and aluminum for all workmen on every kind of 
work. The price range covers all competition. 
Your jobber will be glad to supply promptly. 

The following features were originated and 
first applied by Sand's: The walnut level, the 
aluminum level, the solid set spirit glasses, the 
plate glass lens protection for spirit glasses and 
the fnction grip wire locators to define exact 
center instantly. 

Write for fully illustrated folder describing 
Sand '8 levels for accurate workmen on every kind 
of work. 

J. SAND & SONS 

4855 RIVARD ST. - - DETROIT, MICH. 



Easy to operate. 

No danger cutting hand. 

Cuts out top completely. 

Saves every can. 

Opens can of any shape. 

Enables contents being removed 
in whole form. 

It is absolutely SAFE. 

A pleasure to use. 

Guarantees satisfaction. 

Made of best materials. 


Dealers cannot afford to be without 
a stock of them because housewives, 
hotels, restaurants, grocery, packing 
house, can goods and brokers sales¬ 
men are all demanding them. 

Fits in ve$t pocket like a “cigar” 
Write for Prices. Samples 65c Each 

SAFETY CAN OPENER GO. 

STREATOB, ILLINOIS 
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The human voice can soothe and please as 
well as insult and growl. 

Having learned why you failed to make a 
sale, you ought to discover how to make the 
next one. 


There’s been a lot said against honking your 
own horn. Some claim it isn’t modest, others 
declare it’s egotistical. Yet most successful 
fellows succeed in getting their own horns 
honked good and loud. Immodest, egotistical, 
or what you will, it usually pays. People are 
human—and busy. They like to hear what 
others have accomplished, but haven’t the time 
to look up their records. But they can always 
listen, and they will listen to the praises of 
others, no matter who is honking the horn. 

*=. — — — 


There should be no such thing as spare time; 
all time should be given to honest work or hon¬ 
est rest. 


We have all read the pathetic story of the 
man without a country, of the one who, failing 
to attain the height of ambition, gave way to 
a burst of passion and decided that he had no 
further need of his country. Its parallel as 
found in every industry—these business folk 
who, failing to obtain what they want, cease 
honestly to do the work before them. They 
are lost souls who know not the joy of living 
by doing. They don’t really live—they only 
exist, when they could be producing, improving 
and climbing day by day toward the goal which 
they have failed to reach. 

. - — - - — =* 


THE SWARM OF BEES 


(By Dr. Frank Crane) 


* 



ERE is a swarm of Bees. If you attend to them, they will make you 
the honey of success. And if you neglect them, you are apt to get 
stung: 


Be Polite. Politeness will get you out of more difficulties, climb you 
more hills, cut you more barbed wires, find you more smiles, than any other 
quality you can acquire. 


Be Sure. Don’t guess. Don’t suppose. Find out exactly. Know. 
And if you don’t know, ask. 

Be clean. Water and whiskbrooms are cheap.. 

Be Honest. Even when nobody’s looking. 

Be on Time. People that have to wait for you don’t like you. 

Be Patient. 

Be Cheerful. And if you can’t be cheerful, look cheerful, anyhow. 

Be Considerate. Don’t be officious, nor meddlesome, nor a nuisance, 
but—you know—be considerate. 

Be Careful. Better be careful one hundred times than get killed once. 
Look out for these Bees. 
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If you would win a man to your cause, first 
convince him that you are his friend. 


Some happy day we shall beat our swords 
into plowshares and our jazz bands into uncon¬ 
sciousness. 


When skies are gray and you are blue and 
the future looks black, don’t be green enough 
to become a “Red.” Just be white, and stick 
to your colors. 


Our great problem of the future is to adjust 
our minds to the new power we have created. 
We are still thinking in terms of man-power, 
while we are doing our work with steam-power. 


Obstacles are the testers of our manhood. 
Without them we would not be required to 
think, plan, scheme, invent and work with the 
same determination to win which sweeps aside 
the many obstacles placed in our path on the 
road to success. 


Steam in salesmanship is about the same as 
it is in a locomotive; it needs to be guarded 
with governors, eccentrics, and other regulative 
devices, so that it is not utilized until the piston 
is in position to receive it, and deliver its full 
working capacity. 

i- Church Seats —— 

Permanently White 

A Closet Seat, to be satisfac¬ 
tory, should not only be WHITE 
when NEW , but should RE¬ 
MAIN WHITE year after year. 

Church Closet Seats have 
earned this reputation for con¬ 
tinuous satisfactory service. 

Leading architects, sanitary 
engineers and plumbing con¬ 
tractors specify and install 
Church Seats with the assurance 
they will always make good. 

Write for Latest Catalog 

C. F. Church Mfg. Co. 

Makers of High Qrade Bath Boom Supplies 

Holyoke, Mass. 

New Tork San Francisco Chicago 

These goods can be obtained from the leading jobbing houses in the West. Insist on them. If you cannot get 
them, address for information W. E. Gilchrist, Pacific Coast Representative, Monadnock Building, San Francisco, 
Cal. These goods are sold by all the leading jobbing and supply houses. 



Open Front and Back 


Dependable Service 
Quality Goods 

We are exclusive agents for 

Homestead Quarter-Turn Blow-Off Valves 
Witt Pump Governors and Regulating 
Valves 

/ Valve Discs 
\ Rod Packing 
Durabla < Sheet Packing 
I Union Gaskets 
v Gauge Glasses 

Distributors of 

Wm. Powell Valves and Specialties 


The M. L. Kline Co. 

Wholesalers 

PLUMBING, HEATING AND STEAM 
SUPPLIES 

84-86-87-89 Front Street, Portland, Ore. 
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OFFICIALS OF THE OREGON STATE ASSOCIATION OF MASTER PLUMBERS 

No plumbers association can boast of a more businesslike, progressive, as well as handsome group of officials 
than the Oregon Association. 
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PLUMBERS OF OREGON MEET IN ANNUAL 
CONVENTION 

The Master Plumbers of Oregon celebrated 
their 20th anniversary at Portland, May 20 and 
21 with one of the best and most interesting 
conventions ever held. It was fitting that 
Portland should be chosen as the city in which 
to hold it, for no other city in the country has 
more enterprising and loyal jobbers than Port¬ 
land. 

A most attractive souvenir program in colors 
was issued by the plumbers in cooperation with 
such enterprising institutions as M. L. Kline, 
Peerless Pacific Co., Oregon Brass Works, Wal¬ 
worth Mfg. Co., Marshall-Wells, Pacific Sani¬ 
tary Mfg. Co., and a number of others. 

We go to press with our issue this month 
before the convention closed. Aside from the 
business sessions of the convention, which were 
well attended and most interesting, entertain¬ 
ment was provided for the wives and daughters 
of the plumbers. A banquet was given Satur¬ 
day at the Hotel Benson and Sunday a picnic 
was held at Eagle Creek. Everyone voted the 
convention to be the best that had ever been 
held. 

The advantages of coming together and dis¬ 
cussing the problems that confront the plumb¬ 
ers is realized more and more. The soirit of 
cooperation between manufacturers, jobbers 
and plumbers was manifested in various ways. 


The fellow who is always buying feed for 
chickens doesn ’t always run a hen farm. 


Many of your customers are itching to buy 
your goods but hold back. Help them scratch. 


Tour brain is capable of becoming just as 
big as you take the pains to make it. To grow, 
it must be fed and exercised. 


There’s no profit in regret unless it spurs 
one on to do something which will prevent a 
repetition of the occurrence which caused it. 


There’s sometimes a difference between 
winning customers and winning an order. Win 
customers. 


When coupling your opinion with a tee-dious 
subject, you form a union which will cause you 
to plug hard to elbow your way out, and cap 
the climax. 

—Beegtherhymer. 


AN IMPORTANT UNION 

Weary Willie: I have a position with the 
railroad company. 

Loafing Larry: What doin ’ ? 

W. W.: You know the guy that taps the 
axles! I help him listen. 



Sold by Jobbers of Plumbing Sup¬ 
plies Everywhere 


OVER 1200 PHILADELPHIA PLUMBERS 

ARB USING AND SPECIFYING 

SAVILL’S SWAN-NECK FAUCET 

Poll-stream flow in a fraction of a minute. 

Gentle half-torn either way operates. 

Protective Stop on handle. Saves pinching. 

Best red brass, 85% copper. Saves replacing. 

Long nozzle-outlet. Saves splashing. 

THOMAS SAVUL'S SONS, Wallace and Watts StA, PMMeipMa, Pa. 

Send postal card for catalogue showing 23 etylee. 



Plates that Please 

ORDER NOW 

and be ready with a stock 

Increasing Demand for “B ft 0” Styles 

Catalog on request 

THE BEATON & CORBIN MFG. OO. 

Largest and Oldest Plate Company in the World 

Pacific Coast Representative 
W. ERWIN GILCHRIST 

68 ] Market 8t. 

San Praneiseo, Cal. 
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Not only have the officers of the Portland Association cooperated most efficiently in seeing that their 
visiting guests would have a helpful as well as an entertaining convention, but everyone who has anything to do 
with the plumbing business has proved a regular wheel horse in helping. 


A Bath in Every Home 

As we write this article the campaign that is being conducted for a bath in 
every home is meeting with a hearty response. 

Manufacturers and jobbers have given loyal, enthusiastic cooperation, and it 
only needs the personal interest of every plumber to make this work a success in 
his community. But remember that no one can do your work for you. If the 
interest lags, if the results are not secured in your own community, make sure 
that you yourself have not been half-hearted or luke warm in your cooperation 
and zeal. 


It is stated that there are seventeen and a half million homes in this country 
without proper bathing facilities. Even down to the humblest cottage, every 
home should be a live prospect. 

Proper bathing facilities require bath tubs, lavatories, toilets, piping, water 
heaters and heating equipment. No one could be so poor as not to afford at least 
the necessary equipment, for it is a matter of health and sanitation, and if the 
subject is presented in the right light, if it is shown that it is really a matter of 
economy, that such facilities are not only a convenience, but prevent sickness 
and suffering, it would be a short sighted person indeed who would be deaf to 
such appeals. 

The Trade Extension Bureau of the Plumbing and Heating Industry, who 
maintain their headquarters at Evansville, Indiana, of which Wm. J. Woolley is 
secretary and manager, are very anxious to cooperate with every plumber. 

The campaign need not be confined to one week alone, it should be a constant 
and continuous program, but in order to be a success it must have the active co¬ 
operation of every plumber, not only in the large cities, but in the smaller towns. 
In no other way can a plumber show his interest in the welfare of his community 
better than by emphasizing the need of a bath in every home. 
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NO MAN GETS SO MUCH AS HE WHO 
GIVES EVERYTHING HE’S GOT 

(By Bruce Barton) 

We were talking recently about a man in 
New York who seems to have reached the end 
of his rope. “It’s curious,’’ said one of the 
group, “we thought he was going to be one of 
the big men of the town. He isn’t forty, and 
yet you never hear anything about him any 
more.” 

An elderly man spoke up quietly. 

“I think I can tell you the answer,” he 
said. “Our friend started out with one idea— 
to get money and to get it quickly. 

“And no man who sets out in life to make 
money ever makes very much. 

“You’ve got to start out with the idea of 
making something else—a good product, or a 
fine business, or a worth-while career. 

“Then the money takes care of itself.” 

I recalled, as he spoke, a remark that the late 
George W. Perkins once made to me. He said: 

“I am constantly amazed at young men who 
want me to use my influence to get them better 
positions or an increase in salary. I never in 
my life asked for more salary or a better job. 

“I just jumped into the game with a lot of 
other fellows who wanted to make the New 
York Life Insurance Company the greatest 
thing of its kind in the world. 

SCAIFE “Copper-Brazed” 

TANKS 


For Air, Gas and Liquids 



Pneumatic and Storage Tanks 

Range Boilers, Riveted 
or Welded 


SEND FOB CATALOGUES 


WM. B. SCAIFE AND SONS CO. 

PITTSBURGH, PA. 

38 South Dearborn St. Chicago, DL 


“We made the company great and the com¬ 
pany made us rich.” 

Emerson, who said about everything worth 
saying, said something like this in one of his 
essays: 

“See how the mass of men worry themselves 
into nameless graves; while here and there a 
great unselfish soul forgets himself into immor¬ 
tality.” 

There is a lot of sound business truth in 
that remark. The man who is for himself, 
“first, last and all the time,” usually winds up 
last instead of first. 

The man who takes care of his company 
first, finds in the end that the company has 
taken care of him over and beyond anything 
that he could ever have hoped for himself. 

And no man gets as much out of business as 
the man who gives everything that he’s got. 


C. A. Anderson and J. J. Miller are engaged in the 
plumbing business at Inglewood, Cal. 


Wayne Jones has opened a plumbing business at 
Zelzah, Cal. 


A. Shanahan & Son recently engaged in the plx^mb- 
ing business at Soledad, Cal. 


C. E. Peek, a plumber of Glendale, Cal., has been 
adding to his line, and is keeping busy. 


S. L. Williams and W. T. Anderson recently pur¬ 
chased the C. M. Smith Plumbing business at Odessa, 
Wash., and report a very satisfactory seasQn’s trade. 


Garden Hose Valves 

- O F- 

Recognized Quality 

Which command repeat orders for you 



Sizes to 2inclusive. Both bent 
and straight Hose Spout. 

HAYS MFG. CO., Erie, Pa. 

W. Erwin Gilchrist 
Pacific Coast Representative 
681 Market Street, San Francisco. 
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KEEP A PULLIN’ 

Ef the tide is runnin’ strong, 

Keep a pullin’! 

Ef the wind is blowin’ wrong, 
Keep a pullin’! 

’Taint no use to cuss and swear— 

Waste your breath to rip and tear; 

Ef it rains or ef its fair, 

Keep a pullin’! 

Tho it’s winter or it’s May, 

Keep a pullin’! 

Ef you’re in the ring to stay, 

Keep a pullin’! 

Tho you can’t see e ’en a ray, 

Sun is bound to shine some day; 

Got to come ’fore long your way; 
Keep a pullin’! 

When you’re sick and tired, too, 
Keep a pullin’! 

Never ’low you ’re feelin ’ blue, 

Keep a pullin’! 

Ain’t no good in blamin ’ fate 

Cause you’re workin’ hard and late, 

Better sayyou feel first rate, and 
Keep a pullin’! 


Gettin’ busted ain’t no erime; 

Gorry, mighty! that’s the time 
Grit will make a man sublime, 

Keep a pullin’! 

Can’t fetch business with a whine; 

Keep a pullin’! 

Grin and swear you’re feelin’ fine; 

An’ keep pullin’! 

Summin’ up, my brother, you 
Hain’t no OTHER thing to do; 

Simply GOT to pull ’er through; 

So keep pullin’! 

—& H. Cheney. 


Dollars don’t grow on bushes, but they fall 
to the guys who go out to gather them in. 


If you haven’t faith in what you’re doing, 
it’s a good hunch that you’re just where you 
don’t belong. 


No one succeeds by sitting around waiting 
for something to turn up, but by getting out and 
doing the turning. 


Fish don’t bite just for the wishin’, 
Keep a pullin’! 

Change your beat and go to fishin 
Keep a pullin’! 

Luck ain’t nailed to any spot; 

Men you envy, like as not, 

Envy you your job and lot; 

Keep a pullin’! 

Sympathy is just a fake: 

Keep a pullin’! 

No one feels it when you ache; 

Keep a pullin’! 

Only this is worth yer while; 

An’ you’ll find it helps a pile 
When the wind blows hard to smile; 
Keep a pullin’! 

Ef your runners strike bare ground, 
Keep a pullin’! 

Don’t give up, and don’t go round; 

Keep a pullin’! 

Wouldn’t give a boss his grain 
Ef he wouldn’t break a chain— 
Back up prompt, an ’ pull again 
Keep a pulun’! 

S’pose yer haven’t got a cent; 

Keep a pullin’! 

Not a red to pay the rent; 

Keep a pullin’! 


Work and play seldom go together, but it’s 
a rock-bottom fact that hard workers frequently 
are the hardest players. 


Like store, like man. Your store shows to 
the public what kind of a man you are. Is it 
giving the public the impression you desire? 


Show an intelligent man where he’s wrong, 
and he’ll thank you; try to show an ignorant 
one, and he’ll curse you because he doesn’t 
know better. 


A MUCH 8IMPLER TEST WOULD HAVE 
ANSWERED 

* ‘ There isn’t much I don’t know about the English 
language, ’ ’ boasted the stenographer applicant. 

“I’ll test you,” said the employer. “I’ll dictate 
a paragraph to you. ’ ’ 

With an assured air the stenographer seized her 
pencil, but her jaw dropped as she heard: 

“As Hugh Hughes was hewing a yule log from a 
yew tree a man dressed in clothes of a dark hue came 
up to Hugh and said: ‘Have you seen my ewes?’ 

“ ‘If you will wait until I hew this yew tree I 
will go with you anywhere in Europe to look for your 
ewes,’ said Hugh.” 



Revolving Cabinets 

PLUMBERS, Hardware Dealers, Dealers in Auto 
Supplies, find our Cabinets invaluable. By using our 
Cabinets your stock is kept in good shape, elean, and 
where you can place your hand on any article instantly. 
They pay for their cost in saving of time. Made in 
various styles and sizes. Sold by all jobbers. 

American Bolt & Screw Case Co. 

Dayton, Ohio 
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OFFICERS OF THE LADIES AUXILIARY TO THE PORTLAND MASTER PLUMBERS ASSOCIATION 

Not a whit behind the men have been the wives and daughters of the Portland Master Plumbers to see that 
their visitors would carry away with them pleasant memories of the Portland Convention. 


E. H. Rush has opened a plumbing shop at Sisson, 
Cal. 


Gus Wendland has purchased the plumbing business 
of Fred Brunner at Winlock, Wash. 


A. C. Macomber has purchased the stock and busi¬ 
ness of the Waitsburg Plumbing Co. at Waitsburg, 
Wash. 


Austin Munger pioneer and founder of the plumb¬ 
ing firm of Munger & Munger at Pasadena, passed 
away at his home recently. He is survived, by his 
widow, one son and daughter. He was highly regarded 
by all who knew him. 


Crawford A Tilley are new plumbers at Areata, Cal. 
They also handle hardware and electrical goods. 


W. K. Weaver, a plumber of Watts, Cal., reports 
an excellent season’s trade thus far, and a good out¬ 
look. 


The Sanger Plumbing House are having a new 
building erected for them at Sanger, Cal., and they re¬ 
port a busy season. 


Phillips * Heating, Ventilating A Manufacturing Co. 
has been incorporated with a capital stock of $50,000, 
having a new factory building erected for them at 
1710 West Washington Street, Los Angeles. 



Trlmo Pipe Wrench 
in steel or wood handle. 



Trlmo Pipe Cutter 
one or three wheel 


^TRIMO 

stands for good tools made by the Trimont 
Mfg. Co., which are the following: 

The Trimo Pipe Wrench 
The Trimo Chain Pipe Wrench 
The Trimo Monkey Wrench 
The Trimo Pipe Cutter ( Hand) 


The four good points that make the 
Trimo Pipe Wrench superior are the 
Spiral Spring, always in place, the Steel 
Frame, that will not break, the Nut 
Guards that protect adjustment nut—and 
the Inserted Jaw in handle, that can be 
replaced when worn. Save time and 
money and buy Trimo tools, made by 

TRIMONT MFG. COMPANY 

ROXBURY (BOSTON). MASS. 



Trlmo Nut Wrench 
steel handle only 
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WHEN SALESMEN COLLECT BILLS AND 
FAIL TO TURN IN 

(Copyright, Elton J. Buckley) 

This question will appeal to a great many: 

I am in trouble with one of our outside men, who 
has suddenly gone wrong after having worked faith¬ 
fully for us for over ten years. We were compelled 
to let him go for various delinquencies, and after he 
went we learned that he had collected considerable 
sums from customers without turning them in. Ap¬ 
parently this has been going on for about two months, 
and it runs into a rather big sum. 

One of our partners believes that as we never au¬ 
thorized this man to collect bills, the customers ought 
to bear the loss and they could be compelled to pay 
again, and then go after the salesman to get their 
money back. Please advise if there is anything in this. I 
should say that the man in question was out to sell 
goods only, but occasionally he would collect a bill 
and turn it in. We never had any conversation with 
him about it either one way or another. We are of the 
opinion that customers ought to be moTe careful as to 
whom they pay money, and it might be a good lesson 
to them to have to pay the account twice. 

X., Y. & Z. 

It is the very well settled law that an agent 
who is sent out to sell goods only, that is, to 
take orders only, and who hasn’t the goods he 
is selling in his possession, has no implied au¬ 
thority to collect for those goods, and if he 
does collect and fails to turn the money in, his 
employer can make the debtor pay the debt 
again. A debtor always pays at his peril to 
such an agent or representative as that. If 
the salesman turns it in, all right, but if he 


GENUINE 

ARMSTRONG STOCKS and DIES 



PIPE CUTTERS 
Malleable Iron Pipe Vises 

MANUFACT UBED BY 

THE ARMSTRONG MFG. CO. 

276 Knowlton St. 

BRIDGEPORT, CONK. 

New York Office: 248 Canal St. 


doesn % the customer may be in the same posi¬ 
tion that a Pennsylvania merchant named Di 
Marte was in only a short time ago. 

Di Marte was dealing with a jobbing house 
called Sheppard-Strassheim Co., who employed 
a salesman named D’Amico. Through the sales¬ 
man D ’Amico, Di Marte bought a bill of goods 
amounting to $74.52. The goods were delivered 
and some time later Di Marte paid the salesman 
for them. D’Amico didn’t turn the money in, 
and Sheppard-Strassheim refused to recognize 
the payment and called on Di Marte to pay it 
again. He refused and the matter got into 
court. The court decided that as Di Marte 
had not paid the debt to anybody legally quali¬ 
fied to receive it, he had not paid it at all, and 
must pay it again. The following is from the 
decision: 

There was no evidence submitted to show that 
D’Amico, as the salesman of the plaintiff company, 
had authority to receive payment. The principle stated 
in 2 Corpus Juris, 605, under Power to Receive Payment, 
applies to this case. We there have: “But where the 
agent has not the possession of the goods and no other 
indicia of authority, and is authorized only to solicit 
orders or to take contracts to submit to the principal 
for approval, he had no implied power to collect at 
any time, and the purchaser makes payment to him 
at his peril. ’ ’ This principle denies to brokers or 
traveling salesmen not having possession of the goods, 
but selling for future delivery, to be paid for upon 
delivery or at any other future time, any authority, 
upon these facts alone, to collect payment for such 
goods, unless the principal confers such authority. 



C. & L.—The Quality Line 

We are constantly experimenting at our own 
expense—NOT AT THE EXPENSE OP OUR 
CUSTOMERS—to improve our Tools and make 
them more efficient for every use. Our DOUBLE 
BLUNT NEEDLE KEROSENE OR GASOLINE 
TORCHES are the last word in “Torch construc¬ 
tion. The Blunt Needle Burners will do away 
with the largest percentage of Torch troubles. 
Include our No. 206 Two-quart Torch in your 
next stock order and prove our assertions. Job¬ 
bers supply at factory price. Send for catalog. 

CLAYTON & LAMBERT MFG. CO. 

10611 Knodell Ave., Detroit, Mich., U. S. A. 
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There is one exception to this rule, where the 
employer has supplied the customer with ap¬ 
parent reason for believing that the salesman 
has authority to collect. For instance, in the 
very case cited by the above correspondent, he 
says that his embezzling salesman had occasion¬ 
ally collected a bill, which he had turned in, 
and that he, the employer, had never had any 
conversation with him about it. I suppose 
that means that he never forbade the salesman 
from collecting, or gave customers any notice 
not to pay him. Any customer who had paid 
a bill to a salesman and who later received 
credit from the house for the payment, would 
have the right to believe that the salesman was 
authorized to collect, and any later payments 
made to the salesman, even if not turned in, 
could never be recovered by the employer again. 
If he tried such a thing the court would at once 
inform him that it was his fault that the cus¬ 
tomer paid the bill to the salesman. 

The answer to the correspondent, which all 
readers hereof can take to themselves, is there¬ 
fore this: If any of the bills which the salesman 
collected were paid by customers who had never 
paid the salesman before and who had no reason 
for believing that he had authority to collect, 
they can probably be collected again, if the cor¬ 
respondent thinks it good policy to do that. 
Contrary, however, as to bills collected from 
customers who had paid the salesman before 


and had gotten credit from the house for those 
payments. In such cases the customers would 
have an invincible defense to any demand that 
the account be paid again, viz.: “You held the 
salesman out as a collector when you let him 
collect and recognized the payment. 1 ’ 

My observation is that it is well to be very 
tight about this business of letting salesmen 
collect bills. Either make it a rule that they 
can collect everything they can, or a rule that 
they can collect nothing, and if you make the 
second rule, have no exceptions to it. 

Mr. Oehler recently purchased the plumbing de¬ 
partment of the Owen Bros. Hardware Co., Raymond, 
Wash. 

S. M. Shultz has disposed of his plumbing business 
at Avalon, Cal., to Carson & Seaman. Mr. Seaman is 
engaged in the plumbing business at Pasadena. 

J. Fitzgerald of Ramona, Cal., expects to move into 
a new building, which will give them increased facilities 
for increasing their plumbing line. They report a busy 
season. 

John Michelson recently sold his interest in the 
Globe Plumbing and Sheet Metal Works at Lodi, Cal., 
to Albert Dutschke, formerly connected with Hender¬ 
son Bros. Co. 

Erickson & Gardner Plumbing and Heating Co. 
have recently moved into a new building, which will 
give them facilities for carrying an increased stock, 
at Puyallup, Wash. 



A Jackass Is All Heels 
—A Bulldog All Jaw! 

A jackass is a pessimist, and kicks; 

A bulldog is an optimist, and hangs on! 

A jackass listens to what others say; 

A bulldog watches what others do! 


Be a Bulldog! 

Speed up work, cut down costs—and hang on! 
Use the best tools, do the best work—and hang 
on! 

The Nye Die 


Is the bulldog of dies—it hangs on! 
It cuts pipe and cuts costs. 

The Nye Tool & Machine Works 

108-128 No. Jefferson St. 



Chicago, HI. 


Armstrong Dio 


Hyo Solid Die 
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SMILES 

Years ago, I remember being caught by the 
old riddle in connection with this word : 

Why is smiles the longest word in the Eng¬ 
lish language! 

Because, there is a “mile” between the first 
and last letter. 

The further I go in business, the more I like 
to think about the mile of goodness in the word 
smiles. It means so much. How much further 
a man can travel in a day with a smile, than he 
can with a grouch. How much further a man 
can see along the road of opportunity with a 
smile than he can with a grouch. Start up that 
mountain of business success, that mountain of 
good deeds, that mountain of accomplishments 
or that mountain of hopes for the future. Notice 
those who have the smiles and see how many 
miles they are in advance of those with the 
grouch. 

With the man who smiles, darkness creeps 
into dawn, the dawn blossoms into the full day, 
and the full day fades into a glorious starlit 
night. There seems to be no more darkness, 
anywhere, once the smile is real. And so, time 
floats by, mile after mile of it, in happy content 
with the man who can smile honestly. Mean¬ 
while the man with the grouch is groping hope¬ 
lessly in the dark. 

If I were asked what should be the sixth 
sense, and most valuable of all to the general 


welfare of mankind, I believe I would answer— 
smiling. 


IN RE: ENTHUSIASM 

Enthusiasm is the live wire of commerce 
that compels and dominates the magnet of suc¬ 
cess. 

Study the prominent business man, the suc¬ 
cessful salesman, people of character and ener¬ 
gy, and you will find that, without exception, 
the source of their power is Enthusiasm. 

Cultivate enthusiasm and life becomes 
brighter and character stronger. 

Begin today, be keen. Work becomes fas¬ 
cinating when tackled with enthusiasm. 

Even the most obdurate buyer cannot long 
withstand the enthusiastic salesman, and enthu¬ 
siasm is just as necessary in the office or work 
shop as “on the road.” 


UPHILL WORK TO AMERICANIZE ’EM 

Recently published figures give the number 
of foreign-language publications in this country 
as more than 1200, 147 of them daily news¬ 
papers. They are in 36 languages and their 
combined circulation is 10,000,000. Some of 
them serve a useful purpose, bringing legitimate 
news to those who can read no other language, 
but a large proportion are propagandist sheets 
advocating Socialism, Communism, Anarchism, 
Bolshevism, etc. 



Ho. 208 Torch 
List Price 
Each 817.00 
Ask for 
Discount 


MAXIMUM HEAT- 

MINIMUM EXPENSE 


Our new No. 208 Double Blunt 
Needle Torch uses less fuel and 
produces two to three hundred 
degrees more heat, doing its 
work quicker and cheaper than 
other makes. Better try one 
of these new Torches and you 
will be entirely pleased. The 
test is in the using. Catalog 
upon request. Jobbers supply 
at factory price. 

Clayton a Lambert Mfg. Co. 


loon Xnodell Aw. 
Detroit, Mich., U. 8. A. 


Here, There, and Everywhere 

you will find mechanics using the "Always Reliable** 
tools. In fact, it is just as our manager stated recently, 
"The sun never sets on our line." This statement is 
very true, as the "Always Reliable" tools are now sold 
throughout the entire world. 

why are more of the "Always Reliable'* torches, 
furnaces, braziers, and plumbers’ tools sold now than in 
the past? Just because this line is becoming known 
universally for its quality and merits. 

When you buy any tools of this make you know yon 
are thoroughly covered by our guarantee. Due to the 
fact that each and every article is made by skilled 
workmen, and from the best materials money can buy, 
they are guaranteed to be in first class working order 
when shipped from the factory. Any tool not so will bo 
replaced by the jobber or dealer without charge. 

Tour jobber can supply you at factory prices. 

OTTO BERNZ CO., NEWARK, N. J. 

Established 1876 


TOU GET T HE SIMPLEST AND BEST B B U|#tU DDPCfillDF DAI I fhfhfh|f 
COOK EVER MADE when TOU 8PEOIFT Do Do 11111111 rKLSSUKL DALL VUvIV 



They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, witn 
either rough or nickel-plated nuts and 
tails, also that the tail piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sizes up to and including 4-lneh 
carried in stock. 

Mo Special Packing acquired. around 
Joint Coupling, which is always tight. 
Mo hammering. Benewahlo Seat of Eta sin 
Metal. Mo Singing or Whistling. Boiler 
Eos ring Lorsr on Cam, Bertuotng Mo¬ 
tion to lowest amount. 

BOSTON BRASS COMPANY 

Baoon and Plimpton St., Waltham, 
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Edward Layne is enlarging his hardware, plumbing 
and sheet metal establishment at Chowchilla, Calif. 


E. L. Doherty and Chester Stevens have leased a 
building at Lomita, Calif., and will engage in the 
plumbing business. 


Chas. T. Newman, a plumber at Burbank, Calif., has 
leased a new building in which to move his plumbing 
shop. He is keeping quite busy. 


Phillip Oehler has taken over the plumbing interests 
of the Owens Hardware Co., Raymond, Wash., and will 
continue the business individually. 


J. W. Ford has purchased a half interest in the J. M. 
Witt plumbing business at Porterville, Calif. The 
new firm will be known as Witt k Ford. 


J. Oscar Johnson is preparing to install a new 
plumbing and heating plant in a building recently pur¬ 
chased at W. 1018 Eignth Ave., Spokane, Wash. 


PA KNEW—EXTRA EDITION 

“Pa, what are 'extradition' papers!" asked 
little Bobby, who had seen the word used in 
criminal stories. 

“Iam not quite sure, my son, but you might 
go over there to that newsboy and get some; 
don't you hear him calling them: ‘Yoexstra' 
papers, get your extra 'dition papers.' " 


A STANDING JOKE 

In the course of one of his lecture trips 
Mark Twain arrived at a small town. Before 
dinner he went to a barber shop to be shaved. 
“You are a stranger!" asked the barber. 
“Yes," Mark Twain replied. “This is the first 
time I've been here." “You chose a good time 
to come," the barber continued. “Mark Twain 
is going to read and lecture tonight. You'll go, 
I suppose—" “Oh, I guess so." “Have you 
bought your ticketf " “Not yet." “But every¬ 
thing is sold out. You’ll have to stand." “How 
very annoying," Mark Twain said, with a sigh. 
“ I never saw such luck! I always have to stand 
when that fellow lectures." 


The man who can make the most of the 
moment has no need to fear the outcome of 
days and weeks. Frequently the earnings of 
many weeks depend upon accepting the oppor¬ 
tunity of a moment—an opportunity which 
presents itself in one instant and is gone in the 
next. _ 

LUCKY MAN 

“My brother is living in Ireland, and says 
he is delighted." 

“Delighted at living in Ireland?" 

“No! Delighted to be living!" 


Why TURNER? 

5 Reasons for 14 Tomer New Line Blow Torches* * 

1. —The Baffle in the Burner Tube 
(TURNER PATENT), which 
perfectly “gasifies” the pres¬ 
ent-day heavy gasoline or kero¬ 
sene. 

2. —The Separate Adjusting Needle 
(TURNER PATENT), which 
prevents enlarging the fuel 
opening. Shut-off below pre¬ 
vents corrosion. 

3. —The Flared Tube Air Intake 
(TURNER PATENT), which 
automatically gives correct pro- 

f portions of air and fuel. r*gsrd- 
ess of size of flame used. 

4.—Light Weight. High grade 
metals and scientific design give strength and ef¬ 
ficiency without dead weight. Continuous use does 
not tire operator. 

5.—No clogging. Ordinary torches clog quickly. We 
burned two NEW LINE Torches, one on gasoline and 
the other on kerosene, ten hours a day for two 
months with no trouble from clogging. 

Will you try a TURNER NEW LINE BLOW TORCH at 
our r iskf 

Will you find out for yourself if you are wasting time 
and money on ordinary Blow Torches f 
Ask your Jobber, or SEND TO US for a TURNER NEW 
LINE BLOW TORCH. 

If three days* practical use fails to convince you that it 
is the beet Blow Torch you have ever used, you may 
return it at our expense for shipment both ways, and 
the demonstration will not have cost you a cent. 
(Sample Torch will be billed through your Jobber if 
you decide you can't get along without it.) 

PRICES NO HIGHER THAN FOR ORDINARY 
TORCHES. 

Just tear out this ad., write your name and address on 
the margin and mail to us. 

THE TURNER BRASS WORKS Sycimrs, ■bote 

Fifty years of manufacturing experience. 




THE PUBLIC DECLARES 

Our No. 10 Floor and Ceiling Plate the best universally 
used. It is the most satisfactory, most reliable plate made. 
All we ask is that you try it once—then compare it to any 
other plate you’ve used. We’re sure you'll agree with us 
that this No. 10 is the winner. 

The Beaton & Cadwell Mfg. Co. 

NEW BRITAIN, CONN. 

New York Office and 8tore, 234 Water 8t. Pacific Coast 
Representative, Win. P. Horn & Company, Rialto Bldg., 
San Francisco; Dekum Bldg., Portland; Hollenbeck Bldg., 
Los Amreles. Middle Western Representative, Harry Ver- 
beck, 129 No. Clark 8t., Chicago, 111. Western Canadian 
Agents, A. E. Hinds & Co., Chamber 
of Commerce, Winnipeg. Manitoba. 

Southwestern Representative, J. R. 

Devereux, New Birks Building, Mon¬ 
treal, Quebec. Canada. 
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BUSINESS OPPORTUNITIES 

SALESMAN , WANTED | WANTED 


Salesman calling on hardware and gen¬ 
eral trade in western states to handle high- 
grade Ski and Toboggans as side line. 
Northland Ski Mfg. Co., 2306 Hampden 
Ave., St. Paul, Minnesota. 

WANTED 

Salesmen to handle an established line 
of Auto Accessories to the dealer on good 
commission. Well-known item that every 
dealer sells with profit. State other lines 
carried. Address X. Y. Z., clo HARD¬ 
WARE WORLD. 


FOR SAIaE 

Clean Stock of Hardware in Southern 
Idaho. Stock and fixtures will invoice 
$5,000. Will sell or rent building and 
home. Good opportunity for a young man. 
No competition. Address L. J. T., care 
HARDWARE WORLD. 

WANTED 

Warm Air Furnace salesman for local 
territory, who is capable of handling sales, 
planning and supervising the installations. 
Sales average about one hundred furnaces 
a year. Address H. J. M., care HARD¬ 
WARE WORLD. 

’ FOR SALE 

Prosperous Hardware business in well 
settled irrigated district in Sacramento 
Valley. Stock will invoice at $25,000. 
For cash only; no trades considered. Ad¬ 
dress C. & H., care HARDWARE WORLD. 

POSITION WANTED 

Buyer and Manager, 36 years of age, 
17 years’ experience in Wholesale and Re¬ 
tail Hardware and Housefurnishings, 8 
years as Buyer and Manager, wishes con¬ 
nection with progressive wholesale or 
dept, store as Buyer and Manager. Now 
employed, good reasons for changing. Best 
references. Address G. L. M., care HARD* 
;WARE WORLD. 


Position in Hardware and Furniture 
Store. Have twelve years’ experience in 
the business, five years as a buyer and 
manager. Have been located in the Mid¬ 
dle West, but wish to get first hand ac¬ 
quaintance with Pacific Coast conditions 
with a view of permanently locating here. 
Address, N. Dak., Care HARDWARE 
WORLD. 

POSITION WANTED 

Have been manager of a hardware store 
for several years, but desire to make a 
change where there is opportunity for ad¬ 
vancement. Best of references and bonds 
furnished. Am married, of good habits 
and will do my level best to fill a place 
full. Address Box 2,000, care HARD¬ 
WARE WORLD. 

FOR EXCHANGE 

80 acres of fine level raw land in the 
central part of the great San Joaquin 
Valley, California. Good crops growing 
on all adjoining sides. Located near 
splendid town of 5,000, on good paved 
highway, with church and school at the 
gate. Adjoining land held at $250 to $500 
per acre. Will take much less for this 
and want Hardware, Auto Accessory, 
Sporting Goods business or Pool Room. 
Address Box 221, care HARDWARE 
WORLD. 

FOR SALE 

A new clean stock of Hardware, con¬ 
sisting of Household Utensils, Stoves and 
Ranges, Paints, Oils and Glass, Tools, Auto 
Accessories, Sporting Goods and Shelf 
Hardware. Stock and fixtures will amount 
to about $24,000. Located in the very 
best agricultural section of central Califor¬ 
nia, devoted to Orchards, Vineyards and 
Dairying. In a city of over 6,000 popula¬ 
tion. A good opportunity for anyone to 
get into the Hardware game, as this stock 
is absolutely new and in good condition. 
Reason for selling: Owner is taking up 
other work. Address H. H. H., care 
HARDWARE WORLD. 


Position in Hardware Store. Thirty 
years of age; twelve years’ experience; 
best of references. Address H. W. B., 
care HARDWARE WORLD. 

SITUATION WANTED 
Hardware Traveling Salesman in the 
best accepted sense of that term, now en¬ 
gaged, and with 20 years of successful 
selling in Pacific Coast territory, bearing 
endorsements as to character and ability 
from Pacific Coast Jobbers and who can 
refer to the editor of this paper. Avail¬ 
able at any time and invites correspond¬ 
ence. Address Box 57, care HARDWARE 
WORLD. 


FOR SALE 

Reinforced concrete garage building, 50 
front by 154; corner, now bringing $150 
mo. rent (14%); price $12,000. Also re¬ 
inforced concrete building, 54 front by 60, 
now bringing $75 mo. rent (10%); price 
$8,500. Garage clean sto-ck, invoiced Jan, 
1, $11,000, including fixtures. Business 
last year $40,000 (No shop included). 
Also stock of groceries, hay and grain, in¬ 
voiced Jan. 1, $3600, with no boss. Want 
to sell all or any part. I have too much. 
F. C. Parrish, Doming, New Mexico. 

REPRESENTATION WANTED 

A reliable, well-established firm manu¬ 
facturing a line of Gas Ranges, Gas Cook¬ 
ers, Hot Plates, Oil Cooking and Heating 
Stoves and Portable Ovens desires repre 
sentation for Pacific Coast and Western 
territory. Applicant should have selling 
experience with display room and some 
knowledge of the merchandise. A good 
opportunity for an ambitions, progressive 
firm or individual with an organized sell¬ 
ing force. Give full record of your serv¬ 
ices, references and territory traveled. 
Your reply will be treated in confidence 
and no investigation made without first 
consulting vou. Address Box 925, care 
HARDWARE WORLD. 


There are Big Profits 

FOR THE 

“LIFETIME” DEALER 

The Pacific Coast dealer selling “Lifetime” Aluminum Cook¬ 
ing Utensils realizes more profit than he would otherwise be apt 
to make. 

He has all the advantages of buying a Pacific Coast product 
plus that of handling a well known, quality line at a popular price. 

Write to our Service Department for details of our special 
deals. 

Aluminum Products Co. 

Of the Pacific Coast 
OAKLAND, CALIFORNIA 


“Lifetime** Aluminum Ware 
is guaranteed for a Lifetime. 


Ki Alu^^ 
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Retail Selling Prices 


The following are the present market retail selling prices of merchants in some of the large cities. At the 
request of many merchants in smaller towns and cities who do not have the opportunity of checking up their 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course be added. As the overhead expense of a retail business in any part of the United Stats* 
ranges from 20% to 25%, many merchants use these prices to save time in figuring their own. We will bs glad 
to receive suggestions and corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION—Cartridges—Metallic 
Box 
Semi- 


Blank Rim Fir^— Smkls Smkls 

22 Short .20 

32 Short .40 

Blank, Center Fire— 

32 S & W.65 

38 S & W.85 

38 Long Colt . 1.35 

44 W C F . 1.80 

Shot, Rim Fire— 

22 Long.60 .70 

32 Long . 1.20 

Shot, Center Fire— 

32 S & W. 1.10 

32 W C F. 1.55 

38 S & W. 1.30 

38 W C F . 1.80 

44 WCF. 1.80 2.15 

44 X L . 1.90 2.35 

44 Game Getter . 1.80 2.15 

Rim Fire, Ball—. 

BB Caps . .40 

CB Caps. .50 

22 Short .30 .35 

22 Short HP.35 .40 

22 Long.35 .40 

22 Long HP.40 .45 

22 Long Rifle.40 .45 

22 Long Rifle H P.45 .50 

22 W R F.60 .65 

22 W R F, H P.65 .70 

22 Win Auto. .65 

22 Win Auto, HP.70 

25 Short Stevens.70 

25 Stevens . 1.00 

32 Short .70 

32 Long.80 

38 Short . 1.15 

38 Long. 1.25 

41 Short . 1.05 

Center Fire Pistol— 

22 W T in SS . 1.60 1.80 

25 Colts Auto . 1-60 

25-20 Single Shot. 1.70 2.00 

25-20 Win . 1.55 1.90 

25-20 Win HV. 2.20 

7.63 MM-Mauser. 2.75 

7.65 MM-Mauser. 2.75 

9 MM-Luger . 2.80 

32 Colts Auto. 1.75 

32 Colt’s Short. 1.05 1.15 

32 Colts Long . 1.15 1.30 

32 Colts Police Positive. 1.15 1.30 

32 S & W. 1.05 1.15 

32 S & W Long. 1.15 1.30 

32-20 Marlin . 1.55 1.90 

32 Winchester . 1.55 1.90 

32-20 Win HV .. 2.20 

35 S & W Auto. 190 

38 Colts Auto. 2.50 


38 Colts Short. 1.30 1.50 

38 Colts Long. 1.40 1.60 

38 Colts Police Positive. 1.40 1.60 

38 8 & W. 1.40 1.60 

38 S & W Special. 1.60 1.80 

38 Winchester . 1.85 2.30 

41 Colts Short DA. 1.60 1.80 

41 Colts Long DA. 1.85 2.10 

44 Bull Dog . 1.55 

44 S & W Amer. 2.00 2.30 

44 S & W Rus. 2.10 2.30 

44 S & W Special. 2.15 2.35 

44 Webley . 1.75 

44 Winchester. 1.85 2.30 

45 Colts . 2.35 2.60 

45 Colts Auto. 2.85 

Center Fire Military and Sporting— 

22 Savage . 1.60 

250-3000 Savage . 1.75 

25-35 Winchester. 1.40 

25-35 Short Range. 1.40 

25-36 Marlin. 1.50 

25 Remington Rimless. 1.40 

6MMU8N . 2.30 

7 MM Spanish Mauser. 2.30 

7.65 MM Bel Mauser. 2.30 

8 MM Mauser. 2.30 

9 MM Mauser . 2.50 

30-30 Winchester. 1.60 

30 Remington Rimless. 1.60 

80 Government Rimless. 2.30 

303 Savage . 1.60 

32 Remington Rimless. 1.60 

'32-40 Winchester . 1.15 1.35 

32-40 Winchester HV. 1.75 

32 Winchester Slf Ldg. 3.10 

32 Winchester Special. 1.60 

33 Winchester. 2.30 

35 Winchester Rimless . ... 1.75 

35 Winchester. 2.50 

35 Winchester Slf Ldg. 3.15 

351 Winchester Slf Ldg. 3.35 

38-55 Winchester Lead.. 1.50 1.70 

38-55 Winchester HV. 2.00 

38-56 Winchester . 1.60 1.80 

40-60 Marlin . 1.60 

40-60 Winchester . 1.50 

40-65 Winchester . 1.60 1.80 

40-70 Winchester . 1.65 

40-72 Winchester . 1.60 1.95 

40-82 Winchester . 1.65 1.95 

401 Winchester Auto. 1.80 

405 Winchester. 2.75 

45-60 Winchester . 1.60 ... 

45-70-405 Government... 1.60 1.85 

45-75 Winchester. 1.60 

45-90 Winchester. 1.65 1.95 

SHELLS, LOADED- 
MEDIUM GRADE. 


BULK—SMOKELESS. 

12 3 drs. x 1 oz., 24 gr>. x 1 


oz., drop shot.$1.30 

3 drs. x 1 Vs oz., 24 grs. x 

1% oz. drop shot. 1.25 

3% drs. x 1 % oz., 26 grs. 

x 1V6 oz., drop shot. 1.25 

3V4 drs. x 1% oz., BB shot, 

drop shot. 1.35 

3V4 drs. x Buck shot, drop 

shot . 1.85 

16 2% drs. x % os., 22 grs. x 

% oz., drop shot. 1.15 

2% drs. x % os., BB shot, 

drop shot . 1.25 

20 2*4 drs. x % oz., 18 grs., x 

\ oz., drop shot. 1.15 

HIGH GRADE SMOKELESS 

12 8V4 drs. x 1% oz., 26 grn. x 

1V4 oz., chilled shot. 1.40 

3V4 drs. x 1V4 oz., 28 grs. x 

1V6 oz., chilled shot. 1.45 

16 2% drs. x % oz., 22 gr*. x 

% oz., chilled shot. 1.30 

20 2 >4 drs. x % oz., chilled 

shot . 1.25 

2% drs. x % oz., chilled shot. 1.35 


Trap Loads— 

12 8 drs. x 114 oz., 7V4 chilled 1.85 
3V4 drs. x 1 Vi oz., 7 V4 chilled 1.40 
Black Powder—Loads— 

12 3 Vi drs. x 1 Vi oz., drop shot 1.05 
Caps and Primers— 


Percussion .20 .... 

Musket Caps.25 .... 

Primers, 100 in box. . . .35 .... 

Primers, 250 in box... .80 .... 

Empty Paper Shells—Black pow.— 
12, 16, 20 Ga., per 100. . . . 1.5C 

10 Ga., per 100. 1.65 

MEDIUM GRADE SMOKELESS— 

12, 16, 20, 28 Ga. per 100 . . 1.80 

10 Ga. per 100. 2.10 

HIGH GRADE SMOKELESS— 

12, 16, 20, 28 Ga. 2.30 

10 Ga. per 100. 2.40 

Empty Brass Shells— 

Best Qual. 12, 16, 20 

28, Box 25. 2.75 

2nd Qual. 12, 16, 20 

28, box 25. 2.10 

Wads— 

Cardboard, box 250... ... .20 

Black Edge, Reg., box 

250 .50 

Black Edge, V4 in., 125 

in box. .40 

Black Edge, Vi in., 250 

in box. .30 


ADZES—All makes of Lipped Ship Adzes, 4 to 6, $5.50; 
larger, $ 6 . 00 . 

Lippincotts—House, $3.50; Ship, $4.00. 

Whites or Bartons—House, $5.00. 

Ship Axes and Slicks—All makes Ship Axes. $5.50; all 
makes Slicks, 3 to 3 Vi, $5.00; Standard Slicks, $4.75. 


ALUMINUM WARE, CAST— 


Griddles— 

Size 7 . 3.35 

Size 8 . 4.00 

Size 9 . 4.65 

Size 10 . 4.00 

Size 12 . 4.75 

Kettles, Berlin— 

2Vi qts. 5.75 

4 qts. 6.65 

5 qts. 8.00 

6 qts. 8.75 

Kettles, Maslin— 

4 qts. 5.10 

6 qts. 5.75 

8 qts. 7.50 

12 qts.10.50 

Kettles, Tea— 

Size 6 . 6.85 

Size 7 . 7.85 


Size 8 . 8.50 

Pans, Lipped Sauce— 

2 qts. 4.75 

3 qts. 5.25 

4 qts. 5.75 

Skillets— 

Size 6 . 3.50 

Size 7 . 3.85 

Size 8 . 4.25 

Size 9 . 4.85 

Spoons, Basting— 

15-inch .30 

Spoons, Mixing— 

13-inch .30 

Waffle Moulds— 

Size 7, Low . 4.75 

Size 8, Low. 5.15 

Size 7, Deep. 5.15 

Size 8, Deep . 7.90 


ALUMINUM WARE. PRESSED— 


Boilers, Rice— 

1V4 quart . 2.25 

3 quart . 3.25 

Cups— 

Collapsible .15 

Measuring.25 

Covers, Pot— 

7% inch.25 

8 Vi inch.35 

9 inch .40 

10 V4 inch.50 

11V4 inch.60 

Kettles, Convex— 

2 quart . 1.35 

4 quart . 2.25 

6 quart . 2.75 

8 quart . 3.25 

10 quart . 4.00 

Kettles, Preserving— 

3 quart . 1.50 

6 quart . 2.25 

10 quart . 3.25 

14 quart . 5.00 

Kettles, Tea— 

5 quart . 5.00 

6 quart . 6.50 


8 quart . 7.25 

Ladles— 

V4 pint.30 

Moulds. Jelly— 

2841 to 2848 .10 

Pans, Biscuit— 
ll%x7V4xlVfc inch... 1.00 
Pans, Bread— 

9%x5%x2% inch.80 

Pans, Cake— 

Round, Plain, 8 % in.. .50 
Round, Plain, 9% in.. .60 
Rd., Loose Bot., 8% in. .60 
Rd., Loose Bot., 9% in. .75 
Square, Plain, 9V6 in.. 1.50 
Tube, Plain, 9 inch... 1.10 
Tube, Plain, 9% inch 1.50 
Mountain, 9 % inch.. .70 
Pans, Corn Cake— 

6-cup . 1.35 

12-cup . 2.50 

Pans, Dish— 

10 quart . 3.75 

17 quart . 5.00 

Pans, Fry— 

9% inch . 3.25 
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Biggins, Coffee 

0 . 1.00 

L. A ( 

40 .35 

J.—ROYAL ENAMEL W^ 

Ladles, Deep 

100 .85 

lRE 

34.70 

Plates, Deep Pie 

89.. .. .85 

Oups and Saucers 

800 .45 

36 .85 

00 . 1.25 

120 .40 

Pans, Milk 

0 .25 

11 .30 

40.80 

020 . 1.50 

300S.25 

111 .40 

Plates, Shallow Pie 
27.25 

030 . 1.70 

Boilers, Coffee 

60 . 1.35 

Cuspidors 

10 .60 

30.85 

Measures 

02 .40 

04.65 

20 .40 

40 .50 

80.40 

Plates, Dinner 

20.40 

Pots, Fireless Cooker 
1450 . 1.90 

80 . 1.85 

100 . 8.15 

300 . 1.40 

Dippers, Cup 

10 .35 

Dippers, Windsor 

110 .45 

Dippers, Suds 

4 .70 

Dishes, Soap 

50, 60 .40 

Fillers, Fruit Jar 

20 .85 

Flasks, Coffee 

10 .75 

Funnels, Pieced 

01 .35 

06 . 1.25 

11 Graduated. .65 
Pails, Chamber 

2 . 1.85 

60 .70 

100 .90 

Boilers, Rice 

14 . 1.15 

120 . 1.00 

Pans, Convex Sauce 

02 .70 

04.95 

18 . 1.45 

22 . 1.85 

40 . 2.60 

Pails, Water 

110 . 1.50 

114 . 2.00 

Pans, Bed 

1 . 3.65 

Pans, Douche 

2 . 2.40 

Pans, Bread 

11 .50 

Pots, Coffee 

2 H .60 

5 .75 

25 .95 

45 . 1.15 

26 . 2.50 

Bowls, Wash 

28.50 

a o 

06 . 1.15 

010 . 1.65 

012 . 2.00 

Pans, Combination 
Bauce 

ID . 1.85 

10 T . 2.85 

Pans, Lipped Sauce 

10.35 

84.80 

Buckets, Covered 

21 .50 

28 .75 

Pots, Tea 

00 .65 

0 .80 

20 . 1.00 

26 . 1.05 

Oil.80 

28 . 1.35 

03 .50 

18 . .70 

14.45 

101 . 1.00 

82 . 1.85 

05 .70 

Pans, Cake 

9 .35 

18 .55 

102 . 1.10 

150 .65 

06 .85 

24.75 

Pots, Straight Sauce 

01 fl 05 

850 .85 

Kettles, Convex 

08 . 80 

10, 69, 70 . 40 

200 . 45 

28 . 1.00 

450 . 1.00 

Pans, Straight Sauce 

250 .80 

nr (O f 05 

650 . 1.25 

05 . 1.00 

Pans, Corn Cake 

706 . 75 

AOA 1 A5 

850 . 1.65 

08 . 1.40 

450 . 1.05 

nqA 4 05 

1050 . 1.85 

010 . 1.75 

709 .90 

650 . 1 80 

Pots, Soup Stock 

318 . 9.75 

336 . 18.75 

218 . 7.50 

236 . 11.25 

Roasters 

150 . 2.90 

1250 . 2.15 

014 . 2.25 

712 . 1.10 

850 . 1 40 

Buckets, Dinner 

110 . 2.00 

112 . 2.35 

020 . 8.16 

Kettles, Lipped 
Preserving 

14 . 45 

Pans, Muffin 

406 . 60 

412 . 1.00 

Pans, Stew 

8 . 40 

5 . 50 

118 . 2.75 

Pans, Deep Pudding 

50 . 30 

6 . 66 

502 . 1.65 

18 . 55 

Pans, Oblong Stove 

04 . 46 

508 . 1.85 

22 . 70 

150 . 40 

Chambers 

1 .65 

26 . 85 

800 . 50 

100 . .60 

180 . 8.50 

80 . 1.15 

500 . 60 

800 . 85 

Skimmers, Flat 

12 . 85 

2 .95 

86 . 1.65 

800 . 80 

850 . 1.05 

s :::: . 1.00 

40 . 2.50 

1000 . 90 

450 . 1.85 

Spoons, Basting 

10 . 20 

Chamber Covers 

10 . 80 

50 . 8.75 

Pans, Dish 

15 . 1.85 

550 . 1.80 

Kettles, Milk 

71 .70 

Pans, Square Stove 

110 .80 

14.25 

20.40 

80 . 1.10 

18.35 

80.50 

78 . 1.00 

140 . 1.50 

112 .95 

Steamers 

7 . 1.50 

Colanders 

1 . 65 

74 . 1.20 

210 . 2.00 

114 . 1.25 

Kettles, Tea 

80 . 1.00 

300 . 2.90 

116 . 1.60 

8 . 1.75 

8 . 95 

400 . 4.40 

120 . 1.85 

Steepen, Tea 

8 . 70 

104 . 65 

50 . 1.25 

Pans, Rinsing 

08 . 1.05 

014 . 1.85 

Pitchers, Molasses 

601 . 75 

Pitchers, Water 

2 . 1.20 

806 . 90 

Cups 

8 Mug) . 85 

6 .. : . 85 

70 . 1.60 

90 . 2.15 

Tubs, Oval Foot 

0 . 1.50 

100 . 2.60 

017 . 1.60 

2 . 2.00 

160 . 1.60 

Pans, Lipped Fry 

80.40 

4 . 1.55 

4 . 8.25 

8 .20 

180 . 2.10 

5 . 1.20 

Turners, Cake 

14.25 

9. 10. 11. 25.. .26 

190 . 2.50 

82.55 

10 . 1.85 


ALUMINUM WARE, PRESSED—Continued. 


10% inch . 

. 8.50 


Pans, 

Convex Sauce— 

Pans, Milk— 

. 2.25 

1 

quart 


8 quart . 

8 

quart 


Pans, Pie— 


6 

quart 


9% inch . 

Pans, Pudding— 

. .50 


Pots, 

quart 

Fireless Cooker— 

. .60 

4 


1 quart T _ T ........ 

6 

quart 

quart 

. 2.85 

2 quart . 

4 quart . 

. .95 

. 1.35 

8 



ANCHORS—Screw* per 100, •16, $4.15: %, $6.25. 

Seboo, 8-16x% in. *% in- *1 In-, $5.00 per hundred list; 
%x% in. • % in. -1 in., $5.60 per hundred net. 


ANVILS—Vulcan No. 2, 20-lb.. $8.25; No. 8, 80-lb., $9.50; No. 
4, 40-lb., $11.00; No. 5, 50-lb., $18.00; No. 6, 60-lb., $14.50; 
No. 7. 70-lb., $17.00; No. 8, 80-lb., $18.50. Trenton or 
Columbian—80 to 425 lbs., 82c per lb.; 70 to 79 lbs., 82He 
lb.; 60 to 69 lbs„ 83o lb.; 50 to 59 lbs., 84c lb. With Clip 
Horn, 2c per lb. extra. 


ANTIMONY—Slab, 25c lb. 


APRONS—Carpenters—California Leg, $2.25; No. 12 Long 
Brown, $1.75; No. 2 Short Brown, 75c. 


AUGURS—Greenlee Carpenter*’ Nut No. 57— 


Sire 

H 

% 

% 

% 

1 

1% 

Each . 

. .$1.30 

$1.30 

$1.45 

$1.70 

$1.95 

$2.50 

Size . 


1 H 

1% 

2 

2 H 

3 

Each .. 


$3.25 

$3.75 

$4.25 

$7.50 

$13.00 

16ths . 

. . .810 

11-12 

13 

14 

15 

16 

With Screw . 

. . 1.65 

1.80 

1.95 

1.95 

2.20 

2.20 

No Screw . . . 

.. 2.00 

2.15 

2.35 

2.35 

2.60 

2.60 

lfiths . 

. . 17 

18 

19 

20 

21 

22 

With Screw . 

. . 2.40 

2.40 

2.70 

2.70 

3.00 

8.00 

No Screw . .. 

. . 2.90 

2.90 

3.25 

8.25 

3.60 

3.60 

lfiths . 

. . 23 

24 

25 

2fi 

27 

28 

With Screw . 

.. 3.85 

8.85 

4.50 

4.50 

5.35 

5.35 

No Screw . . . 

.. 4.60 

4.60 

5.40 

5.40 

6.40 

6.40 

lfiths . 

. . 29 

30 

31 

32 



With Screw . 

.. 6.35 

6.35 

7.50 

7.50 



No Screw .. . 

. . 7.60 

7.60 

9.00 

9.00 




ASBESTOS— 

Mill board, 80c lb.; eut, 85c lb. 

Paper, 80c lb.; cut. 85c lb. 

Wicking, %-lb. ball*. 40e each. 

Wicking, 1-lb. lota, 75c. 

Cement, per sack, $9.00; per lb., 12He. 

AXES—Plumbs' Hunter's handled, 12 os., $1.75; 1 lb., $2.00; 
1% lb., $2.00. 

Boy Scout—Handled with sheath, $2.25; without sheath, 

$2.00; sheaths, 85c. 

Double Bit—Handled, $8.00; unhandled, $8.00. 

Single Bit—Handled warranted, $8.25; second grade, 

$ 8 . 00 . 


BAGS—WATER- 


H 

l 

gallon. 

gallon. 

.1.0$ 

_ 1.40 

Faneet, 8% gallon.. 
Faucet, 5 gallon.... 

.. 8.00 
. . 4.00 

2% 

gallon. 


Filter, 6 gallon.... 

.. 5.25 

5 

gallon. 




BABBITT— Frictionless, 45c lb.; Magnolia, 45c lb.; No. 4, 
12He lb.; No. 2, 18c lb.; No. 1 , 20c lb.; No. A (genuine), 
70c per lb,; Challenge, $1.00 lb.; Special Motor, 75c lb.; 
Excelsior, 25c lb.; Acme, 70c lb.; XXX, Nickeled, $1.10 lb. 
BARS—Crow, Pinch Point No. 10, 17c lb.; Wedge No. 15, 
20c lb.; Lining No. 80, 20c lb.; Digging No. 580, 27c lb.; 
Tamping No. 25, 16c lb.: Claw No. 20, 20e lb. Ripping or 
Wrecking, Goose Neck No. 8657—% x 18, 55c each; Goose 
Neck No. 3659, % x 24, 70c each; Goose Neck No. 8662. 
%x24, $1.00 each; Straight Chisel No. 14, %xl5, $5e. 
BATTERIES, DRY CELL^-Oolnmbia. No. 6, 60c each; No. 6-8. 
60c each; No. 16, $1.40 each. Red Devil or Red Label, Ne. 
6-D, 60c each. Hot Shot Multiple, No. lo62, $8.65 each; 
No. 1662. $4.35 each. Ever Ready, same price as Columbia. 
Red Seal same price as Columbia and Ever Ready. See 
Sparkers. 

beds—AUTO— B-l Red Seal Auto Bed, $28.45; C-5 Red Seal 
Bed. Tent and Dust Bags, $50.00. 

BELLS — Alarm — House, 85c each. Call, steel, iron base, 80c 
each; Call, bell metal, broase base, $1.40; Gong, gold browsed 
steel. 90c; Gong, polished bell metal, 5-inch, $1.50 each; 
6-inch, $2.10; 7-Inch, $2.85; 8-inch, $4.26; 10-lnch, $7.10. 
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RETAIL SELLING PRICES—Continued. 


BELLS—Continued— 

12-inch, $11.25. Rotary Door, bronze, 85c each; steel, 85c; 
iron, 85c; copper, 85c; wrought steel, 3-inch, $1.65. 
BELLS—Farm—(100 lb.), $16.00. 

BELLS—Oow—No. 0, $1.50 each; 1, $1.25; 2, $1.00; 8, 75c; 
4, 65c; 5, 55c; 6, 45c. 

BELLS—Electric—2Vi*inch. Eclipse Iron Box, 90s each; 8-In. 

Nonpareil, $1.00. 

BELL STRAPS— 

Cow—1V4 lb., $1.00; 1 Vi lb., $1.25; 1 \ lb., $1.35. 


BEVELS—Sliding T—No. 18, 6-in., $1.10; 8-in., $1.25; 10-in., 
$1.35. No. 25: 6-in., 70c; 8-in., 75c; 10-in., 80c; 12-in., 

90c. No. 1—Odd Jobs, $1.10. 


BIBBS—Compression— 
Plain—Rough brass . 

Finished brass 
Nickel plated 
Hose—Rough brass . . 
Finished brass 
Nickel plated . 


Vi ->n. 

%-in. 

% -in. 

1-in. 

.95 

1.25 

1.65 


1.25 

1.75 

2.10 

3.75 

1.45 

1.80 

2.35 

4.15 

1.10 

1.35 

1.80 

8.75 

1.45 

1.75 

2.25 

2.70 

1.65 

1.95 

2.50 

... . 


BITS—Auger— 


16 the 

R. J. 

8. 

.85 

4. 

.70 

5. 


6. 

..70 

7. 

.70 

8. 


9.. 


10. 

..85 

11. 

. 1.00 

12. 

. 1.00 

13. 

. 1.15 

14. 


15. 


16. 

. 1.35 

17. 


18. 

. 1.70 

20. 

. 1.95 

22. 

. 2.20 

24. 

. 2.40 


Irwin 

Irwin Car 

Common 

.55 

1.25 

.30 

.50 

1.25 

.30 

.50 

1.25 

.30 

.50 

1.25 

.86 

.55 

1.25 

.85 

.60 

1.25 

.35 

.65 

1.35 

.40 

.70 

1.50 

.40 

.80 

1.60 

.45 

.80 

1.65 

.45 

.95 

1.75 

.55 

.95 

1.85 

.55 

1.05 

2.10 

.65 

1.05 

2.20 

.70 

1.20 

.... 

.75 

1.40 

.... 

.80 

1.55 

.... 

.85 

1.75 

.... 

.95 

.... 

.... 

1.10 


Bits in Sets—Common, 6 bits, $4.00; 8 bits, $5.00; 
13 bits, $7.50. R. J., 13 bits, $12.50. Irwin, 13 bits, $10.25; 
8 bits, $6.00. 

Ship Auger Car Bits same prices as Ship Augers. 
Expansive—Clarks’ small, $2.00; large, $3.00; Steers, 
■mall, $3.50; large. $4.25. 

Expansive Bit Cutters—Clark's No. 1, 35c; No. 2. 45c; 
No. 3, 65c; No. 4, 75c. Steers, No. 1, 75c; No. 2, 75c; No. 
8, 80c; No. 4, 85c; No. 5, $1.25. 


BIT HOLDERS—Extension— 


■mm x at is, 

19 . 

.. 2.00 

18 . 

. 1.90 

16 . 

" 2.15 

21 . 

. 2.00 

1ft . 

.. 2 25 

24 . 

. 2.85 

91 . 

.. 2.85 

Stanley, No. 1— 
12 . 


24 . 

.. 2.50 

. 2.00 

Millers Falls, No. 
19 . 

6— 

16 ... 

. 2.15 

.. 1.75 

18 ... 

. 2.25 

15 . 

.. 1.75 

24 . 

. 2.85 


BLOCKS—Wood Tackle 



Com 

Com 

Com 

Pat 

Pat 

Pat 


Sngl. 

Dbl 

Triple 

Sgl 

Dbl 

Triple 

8. 


1.80 

2.60 

1.40 

2.60 

8.85 

4. 


2.15 

8.00 

1.55 

2.95 

8.80 

5. 


2.80 

8.15 

1.65 

8.00 

4.05 

6. 

. 1.60 

2.75 

8.85 

1.95 

8.75 

5.10 

7. 

. 1.80 

8.80 

4.70 

2.25 

4.85 

5.80 

8. 


8.85 

5.80 

2.95 

5.85 

6.95 

10. 


5.90 

8.25 

4.50 

7.75 

9.80 

12. 


... 

... 

6.90 

19.00 

15.90 


Steel Tackle 
Sise 

8 .. 

4.. 

5 .. 

6 .. 

7.. 

8 .. 

10 . 


Single 

1.15 

1.85 

1.50 

1.50 

2.75 

4.25 


Dbl. Triple 
1.75 


Wood Snatch— 
6. 

8. 

10 . 


2.15 

2.85 

2.75 

2.75 

4.50 

7.00 


Tackle—Dbl, 

% . 

1 . 

1V4. 

Ui. 

1 % . 

2 . 

2V4 


12 . 11.00 


2.45 
2.55 
8.85 
4.00 
5.10 

7.50 No. 200 Buffalo 

12" Complete. 44.00 

4.50 14" Complete. 50.00 

6.50 No. 700 Climax— 

9.00 12" Complete. 28.00 


OalT.—176 

.20 

.20 

.25 

.85 

.60 

.65 

.85 


BLOWERS— 

No. 4Q0 Champion, without Tyere Irons, $40.00; No. 400 
Champion, complete, $42.50. 

No. 40 Lancaster, complete, $81.50. 

Royal H, without Tyere Irons, $46.00; complete $48.50. 
No. 200 Buffalo, Complete—12-in,, $44.00; 14-in., $50.00. 
No. 700 Climax—12-in. complete, $28.00. 

BOARDS, IRONING— 

With Table—No. 2, Plain, $2.50 eaeh; No. 10 Springer, 
60x15 in., no sleeve board, 25.50; No. 20 Springer, 54x18 
in., no sleeve board, $5.25; No. 40 Springer 60x12 in., no 
sleeve board, $4.50. 

Without Table (skirt boards)—4-foot, $1.15 each; 5-foot, 
$1.75; 5 ft *foot, $2.00; 6-foot, $2.50. 


BOARDS. WASH—Braes, 95c eaoh; Tot, sine, 25c; Single 

Zinc, 70c; Double Zinc, 90c; Glass, $1.00; Blue Enamel, 
fl .10; Single Zinc, 75c. 


BOLTS—Common Carriage— 



3-16 

A V4" 

5- 

16" 


7- 

16" 



10 

100 

10 

100 

10 

100 

10 

100 

10 

100 

lVi 

.15 

1.05 

.20 

1.50 

.25 

2.00 

.30 

2.50 

.35 

8.05 

2 

.15 

1.15 

.20 

1.60 

.25 

2.15 

.35 

2.70 

.40 

3.35 

2 Vi 

.15 

1.25 

.20 

1.70 

.30 

2.35 

.35 

2.95 

.45 

8.65 

3 

.15 

1.35 

.25 

1.85 

.30 

2.50 

.40 

3.15 

.50 

8|95 

3 Vi 

.20 

1.50 

.25 

2.00 

.35 

2.65 

.40 

3.40 

.55 

4.30 

4 

.20 

1.60 

.25 

2.10 

.35 

2.85 

.45 

8.60 

.55 

4.60 

4Vi 

.20 

1.70 

.30 

2.20 

.35 

3.00 

.45 

8.85 

.60 

4.90 

5 

.25 

1.80 

.30 

2.35 

.40 

3.15 

.50 

4.05 

.65 

5.20 

5 Vi 

.25 

1.90 

.30 

2.45 

.40 

3.35 

.50 

4.30 

.70 

5.55 

6 

.25 

2.00 

.35 

2.60 

.45 

3.50 

.55 

4.50 

.70 

5.85 

6Vi 

.30 

2.25 

.35 

2.95 

.50 

3.95 

.60 

4.75 

.75 

6.20 

7 

.30 

2.35 

.35 

3.05 

.50 

4.10 

.60 

4.95 

.80 

6.50 

8 

.35 

2.60 

.40 

3.30 

.55 

4.50 

.65 

5.40 

.86 

7.10 

9 



.45 

3.60 

.60 

4.85 

.70 

5.85 

.95 

7.75 

10 



.50 

3.85 

.65 

5.20 

.75 

6.30 

1.00 

8.40 

11 





.70 

5.55 

.80 

6.75 

1.10 

9.00 

12 





.75 

5.90 

.85 

7.20 

1.15 

9.60 

14 





• . , 



• • • • 

1.35 

10.90 

16 






.. . . 


• • • • 

1.45 

12.15 

18 


. • . • 


.... 

• • • 

«• • • 

• a • 

• a • • 

1.60 

18.40 

20 


.... 




.. . . 



1.75 

14.70 


BOLTS—Expansion—(See SHIELDS). 


BOLTS—Stove — 



Vi, 

5-82" 

8-16" 

V4 

• 

6 16" 


r 

8ize— 

10 

100 

10 

100 

10 

100 

10 

100 

10 

100 

%.... 

.10 

.55 

.10 

.55 







Vi.... 

.10 

.55 

.10 

.55 

.io 

.80 





%.... 

.10 

.55 

.10 

.55 

.10 

.80 





%.... 

.10 

.55 

.10 

.55 

.10 

.80 





% . ... 

.10 

.60 

.10 

.60 

.10 

.85 




.. . 

1 .... 

.10 

.60 

.10 

.60 

.15 

.90 

.15 

1.25 

.20 

1.80 

1 V4 . . . • 

.10 

.70 

.10 

.70 

.15 

.95 

.15 

1.30 

.25 

1.95 

1 Vi.... 

.10 

.75 

.10 

.75 

.15 

1.00 

.20 

1.35 

.25 

2.05 

1%.... 

.10 

.80 

.10 

.80 

.15 

1.05 

.20 

1.45 

.25 

2.15 

2 .... 

.10 

.85 

.10 

.85 

.15 

1.10 

.20 

1.55 

.80 

2.25 

2 V4 .... 



.10 

.85 

.15 

1.15 

.25 

1.60 

.80 

9.40 

2Vi.... 



.15 

.90 

.15 

1.20 

.25 

1.65 

.80 

2.55 

8 .... 


• a • 

.15 

1.00 

.20 

1.35 

.25 

1.80 

.85 

2.80 

3 Vi . . . . 



.15 

1.15 

.20 

1.45 

.25 

2.00 

.40 

8.05 

4 .... 



.20 

1.35 

.20 

1.60 

.30 

2.20 

.45 

8.85 


BOLTS—Machine, Square Head and Nut— 

V4" 5-16" %" 7-16" 


1-lVi 

.15 

1.40 

.20 

1.65 

.25 

2.00 

.85 

2.80 

2 

.20 

1.50 

.20 

1.75 

.25 

2.10 

.35 

8.00 

2 Vi 

.20 

1.55 

.25 

1.85 

.30 

2.25 

.40 

8.20 

3 

.20 

1.60 

.25 

1.95 

.30 

2.40 

.40 

8.40 

3 Vi 

.20 

1.65 

.25 

2.05 

.30 

2.50 

.45 

8.60 

4 

.20 

1.75 

.25 

2.15 

.35 

2.65 

.45 

8.80 

4 Vi 

.25 

2.20 

.35 

2.75 

.40 

3.35 

.50 

4.00 

5 

.25 

2.25 

.35 

2.85 

.45 

3.55 

.50 

4.20 

5 Vi 

.30 

2.35 

.35 

2.95 

.45 

8.70 

.55 

4.40 

6 

.30 

2 45 

.40 

3.10 

.45 

3.85 

.55 

4.60 

6 Vi 

.30 

2.50 

.40 

8.20 

.50 

4.00 

.60 

4.80 

7 

.35 

2.60 

.40 

3.35 

.50 

4.15 

.60 

6.00 

8 

.35 

2.75 

.*45 

3.55 

.55 

4.50 

.65 

5.40 

9 

.35 

2.90 

.45 

3.80 

.60 

4.80 

.70 

5.80 

10 

.40 

8.05 

.50 

4.05 

.65 

5.15 

.75 

6.20 

11 

.40 

3.25 

.55 

4.30 

.65 

5.45 

.80 

6.60 

12 

.40 

8.40 

.55 

4.55 

.70 

5.75 

.85 

7.00 


Vi" 



* 



1-lVi 

.45 

3.60 

.65 

5.20 

.95 

7.70 

1.25 

10.50 

2 

.45 

3.85 

.70 

5.60 

1.00 

8.25. 

1.35 

11.20 

2 Vi 

.50 

4.15 

.75 

5.95 

1.05 

8.80 

1.45 

11.90 

3 

.55 

4.40 

.75 

6.35 

1.10 

9.35 

1.50 

12.60 

3 Vi 

.55 

4.65 

.80 

6.75 

1.20 

9.90 

1.60 

13.30 

4 

.60 

4.90 

.85 

7.10 

1.25 

10.45 

1.70 

14.00 

4 Vi 

.60 

5.15 

.90 

7.50 

1.35 

11.00 

1.75 

14.70 

5 

.65 

5.45 

.95 

7.85 

1.40 

11.55 

1.85 

15.40 

5 Vi 

.70 

5.70 

1.00 

8.25 

1.45 

12.10 

1.95 

16.10 

6 

.75 

5.95 

1.05 

8.65 

1.55 

12.65 

2.00 

16.80 

6 Vi 

.75 

6.20 

1.10 

9.00 

1.60 

13.20 

2.10 

17.50 

7 

.80 

6.45 

1.15 

9.40 

1.65 

13.75 

2.20 

18.20 

8 

.85 

7.00 

1.20 

10.15 

1.80 

14.85 

2.35 

19.60 

9 

.90 

7.50 

1.35 

10.90 

1.95 

15.95 

2.55 

21.00 

10 

.95 

8.05 

1.40 

11.65 

2.05 

17.05 

2.70 

22.00 

11 

1.00 

8.55 

1.50 

12.45 

2.20 

18.15 

2.85 

28.80 

12 

1.10 

9.05 

1.60 

13.20 

2.30 

19.25 

8.05 

25.20 

13 

1.15 

9.60 

1.70 

18.95 

2.45 

20.35 

3.20 

26.60 

14 

1.20 

10.10 

1.75 

14.70 

2.60 

21.45 

3.35 

28.00 

15 

1.30 

10.65 

1.85 

15.45 

2.70 

22.55 

3.55 

29.40 

16 

1.35 

11.15 

1.95 

16.25 

2.85 

23.65 

3.70 

80.80 

17 

1.40 

11.65 

2.05 

17.00 

3.00 

24.75 

8.85 

32.20 

18 

1.45 

12.20 

2.15 

17.75 

3.10 

25.85 

4.00 

83.60 

19 

1.55 

12.70 

2.25 

18.50 

3.25 

26.95 

4.20 

35.00 

20 

1.60 

13.25 

2.30 

19.25 

3.35 

28.05 

4.35 

86.40 

21 

1.65 

13.75 

2.40 

20.00 

3.50 

29.15 

4.55 

37.80 

22 

1.70 

14.25 

2.50 

20.80 

3.60 

30.25 

4.70 

39.20 

23 

1.80 

14.80 

2.60 

21.55 

3.75 

81.35 

4.90 

40.60 

24 

1.85 

15.30 

2.70 

22.30 

3.90 

32.45 

5.05 

42.00 

25 

1.90 

15.85 

2.75 

23.05 

4.05 

33.55 

5.20 

43.40 

26 

1.95 

16.35 

2.85 

23.85 

4.20 

34.65 

5.40 

44.80 

27 

2.05 

16.85 

2.95 

24.60 

4.30 

35.75 

5.55 

46.20 

28 

2.10 

17.40 

3.05 

25.35 

4.45 

36.85 

5.70 

47.60 

29 

2.15 

17.90 

3.15 

26.10 

4.55 

37.95 

5.90 

49.00 

30 

2.20 

18.45 

3.25 

26.85 

4.70 

39.05 

6.05 

50.40 
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HARDWARE WORLD 

RETAIL HT.TJ.mO PRICES—Continued. 


BOLTS—Barrel— 


Extra Heavy Wrought 

Steel, Japanned— 


4- inch .15 

5- inch .20 

6- inch .25 

8-inch .45 

Cast Iron, Japannerl— 
2%-inch .15 

3- inch .15 

4- inch .20 

5- inch .25 

6- inch .30 


CHAIN— 


Cast Iron Japanned— 


6-inch .50 

8-inch .60 

10-inch .85 


Cast Iron. Amber or 
Bronzed— 


4-inch .45 

6-inch .60 

8-inch .75 


Cast Iron, Ant. Copper 
or Dull Brass— 

4-inch .75 

6-inch . 1.00 

8-inch . 1.10 


CUPBOARD, Japanned— 


3-inch .75 

6-inch .75 

10-inch . 1.75 


Cupboard, Other Finishes— 

3-incn .75 

6-inch . 1.00 


FLUSH, Angle—All Finishes, 
Cast Bronze— 

2- inch .40 

3- inch .50 

4- inch .55 

6-inch .70 

LEVER—Cast Bronze, All 

Finishes— 

8 ft -inch . 1.10 

5- inch . 1.25 

T-HEAD—Wrought Bronze, 

All Finishes— 

8-inch .85 

4 inch .40 

5- inch .45 

6- inch .50 

Cast Bronze, All Finishes— 

3- inch .45 

4- inch .40 

5- inch .50 

FOOT— 


Cost Iron, Japanned— 


6-inch .45 

8-inch .55 

10-inch .85 

Amber or Bronzed— 

6-inch .55 

8-inch .75 

Other Finishes—. 

4-inch .75 

6-inch .95 

8-inch . 1.10 

Foot Wrought Steel—Cup 
board, Japanned : — 

3-inch .60 

6-inch .90 

10-inch .2.25 


BOLTS—Toggle—(See Toggle Bolts). 


BOTTLES—V acuum— 


Thermos— 


6 .. .. 

6Q . 

11 . 

. 4.50 

.2.75 

HQ . 


14 . 


14Q . 


14% . 


15 . 


15Q . 


15% . 



Universal— 


21 . 

_2.75 

22 . 

_4.25 

61 . 

_2.25 

62 . 

_ 8.25 

71 . 

_8.25 

72 . 

_4.75 

81 . 

_4.50 

82 . 

_6.25 

91 . 

_4.00 

92 . 

_5.75 

592 . 

_6.75 

Ferrostat— 


504R . 

_11.00 

505R 2-qt. 

_16.00 

505N . 

_16.50 


FILLERS — Thermos and 

Uni- 

verssl — 



% Pint. 


1.50 

1 Pint. 


1.75 

1 Quart. 


2.50 

LUNCH KITS— 



Thermos — 



392 and 896 . 


4.50 

393 and 897 . 


5.00 

394 and 898 . 


5.75 

Universal — 



810 . 


4.75 

820 . 


5.25 

410 . 


6.00 

510 . 


5.50 

4070 . 


6.25 

8070 . 


4.25 

Thermos — Food Jars. 

Fillers 

600 . 

4.00 

2.00 

601 . 

5.00 

2.25 

602 . 

6.75 

3.00 

Thermos — 

Jugs. 

Fillers 

556 . 

9.50 

4.00 

557 .: 

L0.00 

4.75 

Thermos — Oases — 


104 . 


6.25 

104Q . 


9.25 

114 . 


9.75 

114Q . 


14.75 

130 . 


9.75 

130Q . 


14.75 


BOXES—Mitre— 


Goodell— 

1285 26x4 .27.75 

1305 25x5 .30.75 

1306 30x5 . 33.00 

Stanley— 

50% . 13.25 

246 . 25.50 

858 . 32.00 

460 . 35.00 

Acme— 

72 22.50 


73 .21.50 

74 .26.00 

75 .24.00 

New Langdon Imp.— 

72 25.00 

78 25.75 

74 .30.50 

75 .31.25 

Steam’s Perfection— 

20 5.00 


BRACES— 

P. S. & W.. No. 7008. $5.00 each; No. 7010. $5.25; 7012, 
$ 5 . 50 ; 8010B, $6.50; 8012B, $6.75; 8014B, $7.00. 

Stanley, No. 921, 8-inch, $5.25 each; 10-inch, $5.50; 12- 
inch, $5.75; 14-inch, $6.00. 

BRACKETS—Shelf- 


Japanned— Pair 

3x 4 15 

4x 5 20 

5x 7 30 

6x 8 35 

7x 9 40 

8x10 45 

10x12 60 

12x14 1.00 


Copper, Brass, Nickel—Pair 

3x 4 60 

4x 5 ............. .65 

5x 7 75 

6x 8 90 

7x 9 95 

8x10 ... 1.00 

10x12 1.25 

12x14 . 


BRADS—Wire— Bulk per lb. %-lb.pkgs. %-lb.pkgs. 

% and %-inch.30 .20 .15 

% to 1 %-inch.25 .15 .10 

1% to 2-inch.20 .15 .10 


BRASS—Sheet—Soft, per lb., 75c; Half Hard, 80c; Sign, 80c; 
Spring, $1.05. 


BREAD AND CAKE MAKERS—Universal—No. 2, $3.00 each. 
No. 4, $3.75 each; No. 8, $4.75 each; No. 44, $3.50 each. 


BRIGHT WIRE GOODS—See Hooks and Eyes. 

BROOMS—House or Parlor— 

Finest selected, 16-15 in., $1.50 each; second grade, 14% 
in., $1.35; third grade, 14 in., $1.10; common, 85c; Ware¬ 
house, $1.25; Railroad or Smelter, $1.25; Switch, small, 65c, 
large, 90c; Toy or Hearth, 1 sew, 30c; 2 sew, 40c. 

Push or Street 


Bassine, 14-in. 1.60 

Bassine, 16-in. 1.75 

Steel Wire, 12-in. 1.00 

Steel Wire, 18-in. 1.60 

BRUSHES— 

CA8TING— 

Round .80 

Oblong.60 

Counter— 

Dusting, com.90 

Extra quality .1.20 

White oristles .... 1.75 
FLOOR— 

Fibre, 12-inch. 1.50 

Fibre, 16-inch. 1.90 

Hair, 12-inch . 2.10 

Hair, 16-inch . 2.65 

Mixed, 12-inch. 1.75 

Mixed, 16-inch . 2.00 

Bristles, 14-inch.5.00 

Bristles, 18-inch. 6.25 

Garage— 

Fibre, 16-inch.2.00 

Fibre, 18-inch. 2.25 

Fibre, 20-inch. 2.50 


Rattan, 6 rows, 12-in. 1.35 
Rattan, 6 Rows, 14 in. 1.60 
Rattan, 6 rows, 16 in. 1.75 
Rattain, 8 rowa, 14 in. 1.25 


Fibre, 24-inch. 3.25 

Gear— 

Handles.65 

Hand or Nail.10 

Horse— 

Rice Root, 12% lb.— .75 

Rice Root, 13 lb. 1.25 

Palmyra Fibre, 12% 

lb.55 

Palmyra Fibre, 13 lb. .95 

Mixed Fibre, 13 lb.90 

Ox Fibre, 3%x9 in... .75 

Ox Fibre, 4%xll% in. 85 
Kalsomine — 

7-in., single. 2.40 

8x7% in. blocks.... 6.75 
Marking—(Round) — 

White Bristles— 

%*% in.10 

1-1% in. ..15 


Paint—(Chinese bristles) 


Grade. 1 

2%-lnch.$0 

8-inch .40 

8%-inch.. . .55 

4-inch.70 


4%-inch. 


2 

8 

4 

5 


.65 



.55 

.85 

i!oo 


.75 

1.05 

2.25 

2.75 

1.00 

1.55 

2.75 

iJCi 

1.60 

• see 

2.50 

4.00 


Roofing—Knotted— 

8 knots, 14-lb.2.00 

4 knots, 18-lb.2.50 

Sash—Chisel Point— 

%xl%-in. .20 

%xl%-in. .25 

%x2-in..80 

1x2%-in..40 

8c rub— 

Grey Tampioo, 10*... .40 
Gray Tampioo, 12*... .50 

Ox Fibre, 7*.40 

Ox Fibre, 10*..50 

Ox Fibre, 12*.55 

White Tampico, $*... .85 
White Tampioo, 11*. • .50 
White Tampico, 12*.. .70 
Shoe- 

Dauber, wood.20 

Dauber, iron.50 

Brush only, %-in.... .55 

Brush only 1%-in... .75 

Combination.86 

Extra bristles.60 

Best 1%-in. bristles .86 

BUCKETS—(See Gslv. Ware)— 


Sink- 

Ox Fibre.16 

8plit Bamboo. .05 

Sharing—Robber Bet ■ 

Kbonixed handle .... .54 

Boxwood, email .... 1.00 
Boxwood, medium. •. 1.10 

Boxwood, large.1.55 

White Bone, small... 1.00 
White Bone, medium U5 

Octagon Bone.2.00 

Oetag. Bone, polishad 4.00 
Stencil— 

1%-in., 2%-Ib. M 

1%-in., 8%-lb..55 

1%-in., 5-lb.45 

1%-in., 6-lb.. .55 


Window- 

Gray fibre.75 

Black horsehair.90 

Pope's Eye.1.15 

Sqneegee, 10-in..SO 

Squeegee, 12-In..85 

Squeegee, 14-in..40 

Sqneegee, 16-in.*.50 


BURNERS—Lamp—%-inch wick, 15c each; 1-inch, 20c; 1%- 

inch, 35c. 

Lantern—For Cold Blast, %-inch wick, 20c each; 1-inch. 
30c; for Kerosene, %-inch, 20c: 1-inch, 80c; Lard, Sperm 
and Sig. Oil, %-inch, 15c; 1-incn, 20c. 

Rubbish—No. 1 , 20-inch Steel, $9.00 each; No. S, 20- 
inch Steel, $15.00. 


BUTTS—(See Hinges)— 
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CANTEENS—BEAR BRAND AND BOYCO—Covered—No. 2, 
$1.25; No. 3, $1.40; No. 4, $1.65; No. 6, $1.85; No. 8, 
$2.20. Government, $1.45; American, $1.50; Army, 3-pt., 
$1.40; Army, 5-pt., $1.60; De Luxe, 3-pt., $1.75; De Luxe, 
5pt., $2.10. 

RUNNING BOARD OUTFITS— 

Boyco Service Units—No. 5, $5.75; No. 22, $6.65; No. 
112, $8.00; No. 212, $8.40; No. 312, $8.60. 

Bear Brand—Lincoln—No. 100, $2.00; No. 200, $2.50; 
No. 300, $2.85. 

Auto Cans—Covered, No. 1, $1.95; No. 2, $2.30; No. 3, 
$2.70; No. 5, $3.35. Plain, No. 1, $1.45; No. 2, $1.70; 
No. 3, $2.00; No. 5, $2.50. 

CANT HOOKS— Maple Hdl. Hiekory Hdl. 

2H»4% . 3.25 4.25 

2%x4% . 8.50 4.85 

CAPS—Roofing;. Per lb., 22c. 

CARBORUNDUM—Grain, per lb., bulk, 65c. 

CARRIERS—Timber—No. 425, 4-ft. maple, $4.25. 

CARRIERS—Hay—Usin^ Manila rope for steel, wood, cable 
track, $14.50 each; using wire cable or manila rope for steel, 
wood, cable track, $18.50; Sling, $25.00; Steel Hay Carrier 
Track, 45c foot; 8teel Hay Carrier Hanging Hooks, 30c 
each; Rafter Brackets, 15c. 


CATCHERS—GRASS—RRI, $1.00 each; 

Eureka, 85c; 16G, 

$2.25; G5, $2.50; 10G, $2.75; 

12G, $3.25 

; 9, all duck, $2.65; 

11, all dnek, $2.75. 




CESSPOOLS—BELL— 



Hinge Loose 

2-inch 6x6 Bell. . . . 




8-inch 9x9 Bell. . . . 




4-inch 18x18 Bell.... 




CHAINS—Tire. 




Site 

Pair 



Tiro—Weeds 


4%x88 


8 x80 . 

4.50 

4%x84 

.7.60 

8%x30 . 

5.00 

4%x85 . 


8 %x32 . 

5.50 

4% x86 . 

. 8.00 

4 x81 . 

. 6.00 

4 H x37 . 

. 8.76 

4 x32 . 

6.00 

5 x35 , 

. 6.00 

4 x83 . 

6.50 

5 x36 , 

. 6.60 

4 x34 . 

7.00 

5 x37 . 

. 6.75 

4 x35 . 

7.50 

5%x86 . 

.12.00 

4 x38 . 

7.60 

5 % x87 . 

.18.00 

lUxsa .. 

7 00 

KILtBA . 

_14.00 

I>osen pair lots, 10% off. 


CHAIN—New German Straight Link (Coil)— 

6-0, 15c ft.; 6-0, 14e; 4-0, x8e; 8-0, 11c; 2-0, lie; 0, lOe; 
1. 8e; 2, 8c. 

Norway Straight Link (coil)—85c lb.; %, 85c lb.; %, 
80c lb. 

Passing Link (coil)—4-0, 14c ft.; 3-0, 12c ft.; 2-0, 11c ft. 
Proof Straight Link (coil)—3-16 black, 20c lb.; %, 25c lb.; 
5-16, 20c lb.; %. 20c lb.; 7-16, 20c lb.; %, 20c lb.; 

%, 20c lb.; %, 20c lb. 

Proof Twisted Link (coil)—3-15 black, 30c lb.; %, 25c 
lb.; 5-16, 25c lb.; %, 20c lb. 

B. B. Proof Straight Link (coil)—5-16, 25c lb.; %, 25c lb.; 

H, 20c lb.; %, 20c lb.; %, 20c lb. 

Twisted Machine Coppered (coil)—4-0, 20c ft.; 8-0, 17c 
ft.; 2-0, 17c ft.: 0, 16c ft. 

Jack, Iron—No. 20, 7He yd.; No. 18, 7%c; No. 16, 10c; 
No. 14, 10c; No. 12, 10c; No. 10, 10c; No. 8, 15c; 
No. 6. 25c. 

Jack, Brass—No. 120, 10c yd.; No. 118, 10c; No. 116, 
12 He; No. 114, 20c; No. 113, 25c; No. 112, 30c; No. 
110, 40c. 

Safety Brass and Nickel Plated—00 and N00, 20c yd.; 0-N0, 
25c yd.; 1-N1, 30c yd.; 2-N2, 85c yd.; 3, 40c yd. 

Sash—01 Copper Plated, 5c ft.; 02 Copper Plated, 5e ft.; 
XXXX Copper Plated, 20c ft.; 02P Steel Plain, 8Ho ft.; 
10 Cable, 30c ft.; 56 Universal, 7c ft. 

8ash Chain Fasteners—10, 20e set; 100, 45e set. 

CHALK—Carpenters' White, Blue, Red, 80c dos.. Railroad, 
80e dos. School, 5c dos. Lumber—Dixon's Black, 76c dos.; 
All oolors, $1.20. Metal Workers'—Solid Soapstone. 26c 
dos.; 8olid Soapstone, Chisel Point, 40c. Oil Checking— 
6-in. Black, red and blue, 45c dos.; 6-in., 50c. 

CHBCKS—Door—All makes. Liquid Checks—A-ll, $7.00; 
B-12, $9.50; C-18, $10.75; D-14, $12.75; E-15, $16.85; 6, 
extra large, $22.50. For hold open arm, add $1.25 each. 
Screen Door Check—No. 01, $8.85. 


IISELS— 

Socket 
Firmer 
Bev. Edge 

Whites 
No. 2 

Pocket 
Bev. Edge 

Inside or 
Outside 
Bevel 

H. 

_ 1.15 

1.30 

1.30 

1.85 

% . 

_ 1.20 

1.35 

1.35 

1.86 

% . 

_ 1.25 

1.40 

1.50 

1.85 

H. 

_ 1.30 

1.45 

1.55 

1.40 

% . 

_ 1.35 

1.50 

1.60 

1.50 

%. 

- 1.40 

1.55 

1.65 

1.65 

% . 

_ 1.50 

1.65 

1.75 

1.75 

1 . 

_ 1.65 

1.75 

1.80 

1.85 

1H. 

_ 1.85 

1.90 

2.00 

2.00 

1H. 

_ 2.00 

2.00 

2.25 

2.25 

1*4. 

_ 2.35 

2.15 

2.40 

2.50 

2 . 

_ 2.50 

2.30 

2.75 

2.75 


1 

1H 

1H 

1H 

1 % 

2 


Blacksmiths' 

Bucks No. 4 Cold or Hot Eye 
. . .90 .75 

. .85 

. . 1.45 1.00 

. 1.25 

.. 1.50 1.50 

.. 2.00 2.50 

.. 2.25 8.00 



Cold 

Cold 


Round 

Diamond 


Com. 

Special 

Cape 

Nose 

Point 

%. 

... .15 

.35 

.55 

.50 

.55 

5 16_ 

.20 

.35 

.60 

.50 

.60 

. 

... .20 

.40 

.65 

.55 

.65 

H. 

... .25 

.45 

.75 

.65 

.75 

%. 

... .30 

.55 

.85 

.70 

.85 

. 

... .40 

.65 

.90 

.90 

1.00 

% . 

. . . .60 

.90 


.. . 

1.25 

1 . 

... .80 

1.00 


.. . 

1.50 

CHURN8—Barrel—No. 0, 
3, $14.25; 4, $16.75; 5 

$9.75 each; 1, 
. $19.50. 

$11.25; 2, $12.75; 

Improved 

Cylinder—No 

1 $6.86 

; 2, $7.60; 8. 

$6.75; 4. 


Sturges Steel—No. 1, $10.35; 2, $12.65; 8, $14.65. 

Glass Family—Universal, No. 15; $2.75; 125, $3.25; 185, 
$4.00; 145, $4.50. Dazey, No. 10, $2.00; 20, $2.50; 30, 
$3.25; 40, $4.00. Extra Jars, Dasey, No. 10, 65c; 20, 
95c; 30, $1.25; 40, $1.50. 

Tin without Dasher—1H gal., $1.50 each; 2 gaL, $1.66; 
3 gal., $1.60; 4 gal., $1.75. 

Dash— IX Tin— 2-gal., $2.25; 4-gal., $2.75; 6-gal., $8.25. 
Dash and Handle —25c extra. 


CLAMPS—Steam’s Special Joiners’—Opens 1 ft., pair, $6.50; 
1H ft., $7.00; 2 ft., $7.25. 

Carriage Makers—Common—2Hin., 70c; 8-in., 80c; 4-in., 
$1.10; 5-in., $1.45; 6-in., $1.85; 8-in., $2.75; 10-in., $3.75; 
12-in., $4.75. 

Quilt Frame—No. 1, 10c each; 8, 20c; 82, 20c; 88, 20c. 

CLEANERS—Window— 

Rubber— Wood Floor— 

10-la eh.46 16-ineh.66 14-lneh.66 

12-lneh. .66 18-ineh.76 16-lnak.76 

14-ineh. 66 


CLEVISES—Malleable, 26o lb. Stool, 4", 25c; 5", 25c; 6", 

80c; 7", 80c; 8", 86c. 

CLIPS—Wire Rope "Bulldog"—6-16 to % ine„ oooh, 15o; 
H, 20c; %, 25c; %, 85c; %, 50c; l-in n 55c; 1%-in., 60c. 


CUPPERS—Bolt— 


New Easy— 

No. 0. 

... 4.25 

Extra Cutters— 
No. 0 . 

.. 2.25 

No. 1. 

... 5.75 

No. 1 . 

,. 2.75 

No. 2. 

... 8.66 

No. 2 . 

,. 8.75 

No. 8. 

... 16.56 

No. 8 . 

.. 4.75 

0. K.— 

10-inch . 

.... tJ5 

14-ineh . 

.. 8.66 


CLOCKS—(Alarm)—Act, $8.75 each; America, $2.10; Auto¬ 
matic, $6.00; Bingo, $4.00; Brownie, $4.60; Circle, $8.26; 
Columbia, $8.75; Ideal, $8.00; Indian, $2.10; Iron Clad, 
$3.25; Lookout, $2.50; Prompter, $8.25; Simplex, $6.00; 
Sleepmeter 2, $4.00; 81eepmetor 8, $8.26; Startle, $8.60; 
Tattoo Jr., $4.25; Tattoo Int, $4.25. 

NOTE—A Government War Tax of 6 per cent has bsai 
levied on all retail salts of clocks. The retail dealer Is re¬ 
quired to keep a record of all sales and pay the tax Into the 

Collector's office each month. 

CLOTH—Emery, Nos. 00 to 2%, 10c straight; Nos. 1 to 8, 
15c. Carborundum or Aloxito—Nos. FF-90, 16s straight. 


CHOPPERS—Meat nnd Food— 


Enterprise 

5 4.00 

10 625 

12 5.75 

22 .\ 9.75 

32 12.75 

501 2.25 

602 2.75 

703 3.50 


Universal 


0 . 2.00 

1 2.50 

2 3.00 

3 4.00 

304 9.75 

Russwin 

0 R . 2.50 

1 R . 3.00 

2 R . 8.50 

3 R . 4.75 


CLOTH, WIRE— 

Hardware Galvanised— 


Mesh. 

Sq: ft. 

1 inch. 

.18 

% inch. 


% inch. 


2 mesh. 


8 mesh. 


4 mesh. 


6 mesh. 


8 meah. 




Serosa 

8q. ft. 

12 

M—Black .... 

. .04% 

14 

M—Black .... 

. M 

16 

M—Blaok .... 

. .66 

14 

M—Bronte ... 

. .16 

14 

M—Galvanised 

. .05% 

16 

M—Galvanised 

- .06% 


14 M—Opal, Galvanoid .06 
16 M—Opal, Galvanoid .06 H 
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No. Each 7-inch... 1.85 

tall— %-inch. .. 1.25 8-inch... 2.10 

%-lnch... 1.50 No. Each 

%-inch... 1.85 Oas Hose— %-inch... .85 

1-ineh... 8.85 %-inch... .40 

loots— 5-inch... .55 %-inch... .55 

6-ineh... .95 

Berries, Standard—Square or Flat Head— 

%" %" %" 1 " 1 %* 1 %" 2 " 
ach.65 .75 .80 .90 1.50 2.25 8.00 5.25 


DRILLS— 

Goodell-Pratt Beneh Drills— 
No,, Eaeh 

8 7.50 

8% . 9.50 

9% 14.00 

10 % 24.00 


No. Each. 

12A . 6.60 

87.12.00 

97.12.75 

118. 7.50 


490% .20.00 Tanks*—Millers Falla, Hand- 


1008 15.00 

1005 . 21.50 

11 . 22.00 

Goodell-Pratt Breast Drills— 


COMPASSES—No. 40-4, 45c each; 6, 60c; 8, 75c. 

COOKERS—Fireless—Duplex—No. 25, $20.00 each; No. 80, 
$88.50; 85, $22.25; 50, $88.75; 55, $86.00; 60, $40.00; 
70, $56.00. 

Legs—Set, $5.00. 

Soapstone Discs—Each, $1.50. 

COOLERS—Water—Galvanised Lined—2-gal. with push faucet, 
$5.50 each; 8-gal.. $6.75; 4-gal., $8.50; 6-gal., $10.00; 8- 
gal., $12.50; 10-gal., $14.50. 

COPPER—Sheet, 66e lb.: Bars, round, 70c lb.; Tubing, 75e lb. 

COPPER WARE—Rome Nickel Plated— 

Tea Kettles. 5 pints.2.50 

8% inch. 8.00 6 pints. 2.75 

9% inch. 8.25 Tea Pots. 

10% inch. 8.50 2 pints 1.75 

Coffee Pots. 8 pints. 2.00 

8 pints. 2.00 4 pints. 2.25 

4 pints. 2.25 5 pints.2.50 

COPPERS, SOLDERING—Family— 

1, per set. J-65 

2, per set . 1-50 

Tinners— 

% pound, per pair. .25 

1 pound, per pair. 85 

1% pound, per pair.50 

2 pound, per pair.60 

8 to 14 pounds.50 

CORD—Sash, Common—Per hank: No. 6, $1.00; 7, $1.25; 
8, $1.50; 10, $2.50; 12, $8.00. 

Silver Lake—Per hank: No. 6, $1.65; 7, $2.15; 8. $2.65; 
10, $4.25; 12, 5.25. 

CORD, TINNED PICTURE— 

No. 00, 15c pkg.; 1, 25c; 2, 80c; 8, 40c; 4, 50c. 

CRAYON—Lumber, 10c; Soapstone, 5c. 

CULTIVATORS— M 

Norcross, 1GC-5, each, $1.25; 5N, $1.50; 8N, $1.25; 

Midget. 60c. 

Pull Easy, PEO, each, $2.00; PE5, $1.65; PEW2, $5.00. 

CUTTER8—Pipe—Barnes, No. 1, $3.40 each; 2, $4.50; 8, 
$7.50; 4, $15.00; 5, $20.00; 6, $30.00. 

Saunders—No. 1, $2.75 each; 2, $4.00; 8, $9.85; 4, 
$15.30. 

Trimo—No. 11, $8.40 each; 12, $4.50. 

DAMPERS—Store Pipe—No. 8, 25c each; 4, 25c; 5, 80c; 
6, 85c; 7, 50c; 8, 80c; 9, $1.15; 10, $1.50. 

DIVIDER8—Wing. No. 1, 85 A 50, 6-in., 75c pr.; 7-in., 90c; 
8-in., $1.00; 10-in., $1.25. No. 35, 6-inch, 75c pair; 7-inch, 
85c; 8-inch, $1.00; 10-inch, $1.25; 12-inch, $1.85; 14-inch, 
$2.50. 

Excelsior—6-inch, 90c; 8-inch, $1.25; 10-inch, $1.65. 
DOORS—Ash Pit— 

8x8 .2.00 10x12 . 2.75 

8x10 . 2.25 12x15 . 5.50 

ASH TRAPS—Common, 7x9, 80c; Adams Double, 90c. 

DOORS—Screen— 

241 Common Varnished, %-in.—2-6x6-6, $3.25; 2-8x6-8, 
$3.35; 2-10x6-10, $3.50; 3x7, $3.75. 

276 Black, 1 %-in.—2 6x6-6, $3.65; 28x6-8, $3.75; 2-10 
x6-10, $4.00. 

311 Black, 1%-in.—2 6x6-6, $4.50; 2-8x6-8, $4.75; 2-10 
x6-10, $5.00; 3x7, $5.25. 

391 Galr.—2-8x6-8, $5.50; 2-10x6-10, $5.75; 3x7, $6.00; 
3x6-8, $6.25. 

525 Black—2-8x6-8, $6.50; 2-10x6-10, $6.75; 3x7, $7.00; 
3x6-8, $7.25. 


6 . 


5 . 

07 . 

.6.50 

98 . 

245 . 

.5.00 

106 . 

279 . 

.18.25 

806 . 

fillers Falls 

(Breast)- 

848 . 

12 . 

. 7.50 

1980 . 


Drill Presses—Millers : 

20 . 

. 11.00 

28 . 

21 . 

.15.00 

210 . 

22 . 




Hand Drills— 

No. 

Each 

No. 

4 .... 


456 

4%- 


646 

5%- 


560 

5%B... 


555 

49 _ 


1480 

58 _ 


1445 

54 _ 

. 4.00 

1455 

154 .... 


1580 

269 . 


1540 

829 _ 


1545 

879 .... 


1660 

885 _ 


1556 


8.60 

6.26 

4.76 
4.00 
4.00 

6.76 

8.76 
6.60 
4.00 


.9.00 

Chain Drills—Goodell-Pratt 


807 

.. 4.59 818 . 

... 7.00 

816 . , 

. 4.59 1500 . 

... 4.50 

817 .!. 

.6.60 


41 . . 

Yankee Automatlo 

. 8.00 44 . 

... 8.75 

42 

. 2.60 50 . 

... 4.80 

No. 

800 •.. 

Yankee Chucks and Drill Points 

Set. No. 

. 1.15 806 . 

Set. 

... .66 

801 ... 

. 1.15 


Set of 8, 

Yankee Drill Points 
$1.00; eaeh 15e; 2 for 25s. 


Bits, Wood (Syracuso Pattern) 

Thirtyseconda— Ea. 

2 .25 12 . 

Be. 

... .60 


Bit Stock Twist Drills for metal or wood— 


11-82 . 60 % ... 

% .66 16-16 .. 

18-82 .70 1 . 

7*16 .76 

Straight Shank Carbon Steel, Short Set- 


15- 82 .80 

% 90 

17- 82.1.00 

9-16.1.10 

19-82 . 1.20 

% . 1.80 

11-16.1.40 

% . 160 

18- 16 .1.60 

% . 2.00 

16- 16.2.25 

1 . 2.50 


1-82 .15 7-82 - 

8-64 .15 16-64 ... 

I- 16.15 % . 

5- 64 .16 9-82 .... 

8- 82 .15 5-16 _ 

7- 64 .15 11-82 ... 

% .15 % . 

9- 64 .16 18-82 ... 

6- 82 .15 7-16 _ 

II- 64 .20 15-82 ... 

8 - 16 . 20 % . 

18-64.80 

Straight Shank, Wire Gauge Carbon Steel— 


7-82.25 

16-64.25 

% .80 

9-82.85 

5-16.40 

11-82.46 

% . SO 

18-82.60 

7-16.70 

15-82. m 

% . 1.00 


1 to 5.25 

6 to 10. .20 

11 to 15.20 

16 to 20.20 

21 to 25.20 

26 to 30.15 

31 to 85.15 


86 to 40.15 

41 to 45.10 

46 to 60.15 

51 to 56.15 

66 to 60.16 

61 to 80.16 
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DRILLS—Continued. 


Sebco "Star' 

* :::::: 

7*16. 

H . 


18.00 

22.00 

26.00 

80.00 


0-16 


5 


86.00 

88.00 

52.00 


■LSOTRIOAL APPLIANCES— 


Universal Goods— 


Dishes, Chafing— 


E940 . 

.22.00 

E9850 . 

,20.00 

Grills— 


E982 . 

.13.25 

E984 . 

.14.00 

Heaters. Immersion 

— 

E970 . 

. 6.00 

Irons, Curling— 


E9901 . 

. 6.75 

E99011 . 

. 7.60 

Irons, Pressing— 


E901 . 

. 9.00 

E902 . 

. 8.00 

E905 . 

. 8.00 

E9028 . 

. 7.25 

E9035 . 

. .8.00 

E9051 . 

. 9.00 

Pads, Heating— 


E9940 . 

.12.50 

Percolators— 


E9435 . 

.15.00 

E9437 . 

.16.50 

E9439 . 

.18.00 

E9635 . 

.18.00 

E9637 . 

.14.50 

E9689 . 

.16.00 


E9646 .19.00 

E9649 .. .21.00 

E9676 .12.00 

Rangel, Table— 

E9841 .22.00 

Stores— 

E998 . 9.50 

E997 . 9.50 

E9960 . 8.50 

Toaiten— 

E945 . 9.00 

E946 . 7.50 

Urns, Coffee— 

E916 .19.00 

E919 .20.50 

E9186 .16.50 

E9146 .21.50 

E9149 .24.00 

E9166 .25.00 

E9169 .27.50 

E9176 .17.50 

E9179 .19.00 

E9166044 .47.75 

E9169044 .50.25 

Vacuum Cleaners— 

E701 .89.50 

Attachments .10.50 


Loom, 7*82 (250 feet in eoil) 
hi (250 feet in eoil). 


Receptacles, No. 226, Porcelain Cleat. 

No. 195, Freeman Key, brass. 

No. 188. Freeman Key, brass. 

Rosettes, No. 819, Cleat. Mesoo No.16445. 

No. 838. Concealed Mesoo No. 16447 . 

Switches, No. 400, Common Snap, Masco 5121. 

No. 403, Indicating Snap, Mesoo No. 5128. 

No. 459, 8-way Snap, and Masco No. 5129. 

No. 4401, Single Pole Push, and Mesco No. 5011.. 

No. 4403, 3-way Push, and Mesco No. 5012. 

No. 707, Single Polo, l*way Baby Knife. 

No. 708, Single Pole, 2*way Baby Knife. 

No. 709, Donble Pole, 1-way Baby Knife. 

No. 710, Double Pole, 2-way Baby Knife. 

Sockets, Vfc-inch and Pendant Cap Key BB. 

Pull Chain .. .. 

Shades, 8-inch Tin Cone... 

10-inch Tin Cone. 

8-inch Flat Tin . 

10-inch Flat Tin. 

Shade Holders, 2)4-inch P. A A, BB. 

8 M -inch P. A A„ BB. 

Tubes, Porcelain, 5-16x8. 

5-16x4. 

5-16x5. 

5-16x6. 


Foot 

.10 

.11 

Each 

.80 

.70 

.80 

.20 


•ov. 

.50 

.96 

.64 

.89 

.40 


.60 


.65 

1.00 

.65 

.60 

.50 

.75 

.16 

.25 

.02 

.04 

.06 

.07 


8 


Lb. 


Tape, Dnrafix Friction, )4*lb. rolls.95 

8ticktite Friction, )4-lb. rolls.96 

Parawcld Rubber, %-lb. rolls...05 


Hot Point Goods— 

Chafing Dishes—No. 20501, 911.25 each; 20502, 921.00; 
20503, 925.00. 

Grills—No. 116G1, 918.00 each; 186G1, 914.00; 20101, 
912-50. 

Heaters, Air—No. 80408, 912.50 each; 30404, 914.50; 
30603, 936.00; 80604, 949.00; 116A4 (Hedlite), 912.85. 

Heaters. Immersion—No. 118W16 (50201), 95.75 each; 
115W16 /50202), 96.75; 115W17 (50208), 98.25. 

Irons, Curling—No. U2L1, 97.50 each; 112L2, 96.75. 


Pads, Heating—114Q8 (50142), 910.00; 114Q4 (50151), 
911.25. 

Percolators—No. 20611, 912.00; 20620, 918.50; 20621, 
14.50; 20622, fl9.00: 20650, 919.50; 114P18 (20651), 
25.50; 114P17 (20652), 927.60. 

Stores—No. 116D1, 911-00; 186D1, 912.50; 20801, 98.00; 
20302, 98.50; 40101, 98.50; 40102, 910.25; 40108, 914.00; 
40104, 916.05; 40105, 919.50; 40106, 97.25. 

Toasters—No. 114T5, 97.50; 115T1, 99.50. 

Vacuum Cleaners—No. 112V2, 945.00; Attachments, 

91100. 

ELECTRICAL SUNDRIES— Each 


Irons, 

(11203) 

(11206) 


Pressing—1113812 (11108), 98.75 each; 115F22 
, 8-lb., 97.25; 115F5 (11205), 5-lb., 98.00; 115F17 
, 6-lb., 98.00; 11807, 910.50 



Foot 

Wire, No. 10, 8. B. Solid R. C. 

. 05% 

No. 12, 8. B., Solid R. 0. 

.04 

No. 14, S. B., Solid R. O. 



Lb. 

No. 18, Single Bell.. l.*5 

No. 20, Twisted Bell. 1.40 

100 Feet 

No. 18, Black R. 0. Fixture. 1.50 

EMERT—Per lb, 25c. 

Stones—Bee Stonee. 

Cloth—See Cloth. 

Wheels- See Wheels. 

FASTENERS—Casement, common brass plated, 85e; Bash, 
common brass plated, 20c, two for 25c. 

FAUCETS—Cork Lined— 8-inch .20 

7-inch, each.-15 9-inch .25 

FIBRE WARE—Funnels—1-qt, 51-80; 2-qt., 99.26. 

Lunch Boxes—25o to 40c. 

MMrarM—l-plnt, *2.85; l-q»„ $2.60; tt-gal. $2.00; 1- 
$$.76. 

Fails—12-quart, 51.75. 

Spittoons—4x9 in., $2.00; 5x11 in, 2.85. 

Tube, Oral—18-inch, 95.00; 28-inch, 58.00. 


Attachment Plugs, No. 908, Benjamin. 

No. 500, Bryant . 

Bells, 2%-inch Eclipse, Nonpareil, Iron Box 

8-lneh Eclipse, Nonpareil, Iron Box. 

BussersL Nonpareil, Iron Box. 

Watch Case . 


Cleats, 2 and 8 wire, unglased 


Clusters, No. 92, Benjamin, 2-light 

No. 93, Benjamin, 8-light. 

No. 94, Benjamin, 4-light. 

Porcelain Rings for Clusters. 


Cord No. 18, Green and Yellow Twisted Lamp 
No. 18, Heater, Twisted. 


Fuses, u, 10, 15. 20, 25, 30 amp 

Globes. 6x3 R. I. Ball. 

8x3 Vi or 4. Ball . 

Knobs, No. 5)4. solid. 

No 5)4 split. 

Lamp Guards, Style A—16 C. P 

Style H—16 C. P. 

Style H—82 C. P. 

Loxon 40 watt (guard only) .. 
Loxon, 60 watt (guard only) .. 
Key for Loxon Guards. 


.40 

.86 

.46 

.65 

.70 

.10 


.85 

FIGURES AND LETTERS (STEEL)— 



.20 

Figures Set 

Each 

Letters 

Set 

Each 

1.00 

% inch. 1.50 

.25 

V4 inch. 

6.00 

.85 

1.00 

8-16 inch.2.00 

.80 

% inch. 

4.50 

.25 

1.00 

)4 inch.2.50 

.85 

8-16 inch. 

6.00 

.80 

.75 

6-16 inch.8.00 

.45 

V4 inch. 

7.50 

.85 


% inch.8.50 

.65 

5-16 inch. 

9.00 

.40 

Pair 






.06 

FILES— 






Length, inches— 8-8 % 

4)4 

5)4 6 

8 

10 

Each 

Band Saw, Slim. 


.25 

.30 

.45 

1.85 

Knife, Bast. 


.45 

.50 

.60 

1.75 

Regular Taper ... .15 

.is 

.20 .25 

.35 

.55 

2.85 

Slim Taper.15 

.15 

.20 .20 

.80 

.50 

.20 

Warding, Bast. 

... 

.85 

.40 

.. . 

Foot 

Length, inches— 3-4 

6 

10 12 

14 

16 

Flat Bastard.20 

.25 

.40 .55 

.80 

1.05 

.06 

Half Round Bast.. .30 

.35 

.55 .70 

.90 

1.20 

.15 

Mill Bastard.20 

.20 

.35 .45 

.65 

.85 

1TaA>i 

Round Bastard . . .20 

.20 

.85 .45 

.65 

.85 

CjBCQ 

.10 

Square Bastard . . .25 

.25 

.45 .60 

.80 

1.10 

!60 

FIXTURES—Grindstone—Auto—01, 92.00; 02. 

, 92.50 

; 15, 

1.25 

91.25; 17, 9135; 19, 

91.50; 

21, 91.75; Am. Heavy 

—17, 

• 03H 

81.00. Extra Shafts, 

15-inch. 50c; 17-inch. 

50c. 

Extra 

.06 

Cranks, 25c. 






FLASHLIGHTS — Ereready Daylos — Complete — No. 6961, 
$1.00 each; 6962, $1.25; 1991, $1.50; 2604, 51-70; 2631, 
91.85; 2632, $2.25; 1619, $2.25; 2616, $2.00. 

Eveready Batteries—No. 705, 50c each; 790, 85c; 791, 
80c; 700, 80c; 750, 80c; 751, 40c. 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 


FLASHLIGHTS—Continued— 

Kwiklitea 

Tubular Not...5220 5221 5223 5229 5331 6240 6240B 

Complete, **...$1.35 $1.70 $2.00 $2.00 $2.25 $1.55 $1.70 

Case A Bulb, ea. 1.15 1.35 1.50 1.65 1.75 1.25 1.40 

Tubular Nos . .6241 6241B 6240 6249B 6348 6848B 6351 

Complete, ea...$1.85 $2.00 $2.35 $2.55 $2.25 $2.45 $2.75 

Case A Bulb, e. 1.50 1.65 2.00 2.20 1.75 1.95 2.25 

Pocket Nob.2472 2573 8475 8475B 3577 3577B 8579 

Complete, ea- 1.00 1.25 1.25 1.35 1.50 1.65 1.90 

Case A Bulb, ea. .70 .85 .95 1.05 1.10 1.25 1.50 

Watch Chain Noa. 6289 6239B Watch Chain Bat'j No. 1204 
Complete, each... .$1.00 $1.10 Battery only, aaeh....$ .25 
Case and Bulb, each .75 .85 

Battery only, 

Noa. ...1202 1208 1206 1207 1271 1301 1808 1809 

Bach ..$0.30 $0.85 $0.80 $0.80 $0.80 $0.50 $0.40 $0.40 

FLATTERS—Blacksmith—2-in., $1.25; 2# in., $1.65; 8-in., 

$2.00; 8 % -in, $8.00. 

FORGES—No. 150 Chicago, $16.85; No. 151 Chicago, $17.00. 
Buffalo—No. 810 Steel Ball Bearing Rivet, $88.00; No. 722, 
$88.00; No. 742H, $40.00. 

FORKS—Hay—Nellis, 94 single haraoon, $6.25; 95 double 
harpoon. $8.85; 96 double harpoon, $7.75; 97 double harpoen, 
$4.25; 98 double harpoon, $7.85. Grapple, No. 99 (4 tines), 
$15.50; No. 100 (6 tinea), 218.00. Jackson Patterns, 4 ft n 
$19.00; 4ft ft„ $19.75; 5 ft., $28.00. 


GLASS—Window— 


3B Grade— Large Lots 

Single Strength .80% 

Double Strength .80% 


Small Lou 

80% 

80% 


Extras for Putting in Glass 

First 3 Brackets.. 

Second 3 BrackeU. 

Third 3 BrackeU.. 

Larger Lights... 


Per Light 

.50 

.75 

. 1.00 

$1.00 per hour, per ssan 


GLASSES— 

Ground Level— 

1 % . 

2 .. 

2 % . 

3 .. 

3% .. 

GLASSES, GAUGE— 

% 

10 .85 

12 .35 

14 . 

16 . 

18 . 

20 . 

22 . 

24 . 


Proved Level— 

.50 1% 12 

.00 2 .12 

.65 2% . 42 

.70 8 40 

.75 8 % . 40 

Standard Extra Heavy 

%A% % %A% % 

.85 .85 .55 .76 

.85 .50 .60 .90 

.45 .60 .70 1.06 

.55 .65 .85 145 

.60 .75 .95 145 

.65 .80 

.70 .90 

.80 1.00 


FREEZERS - “Arctie- -- 


1 . 
2 . 
3 . 

. 4.50 

. 5.25 

. 6 35 

2 . 

8 . 

. 7.65 

4 . 

. 7.75 

4 . 

. 9.45 

6 . 

. 9.75 

6 . 


8 . 

.12.65 

8 . 


Toy 

. 4.00 

10 . 




12 . 

.24.50 


WhiU Mountain 

15 . 


1 .. 


20 . 



GLOBES—Lantern—Cold Blast—Plain, 25c each; Bullseye, 
40c; 2 Plain, 25c; 2 Bullseye, 40c; 2 Ruby, 65c. 

Railroad—Clear, 30c each; Green or Red, 70c. 

Tubular—Clear, 10c each; Plain, 25c: 3-0 Ruby, 60c; 4 0 
Bullseye, 35c; 5-0 Wizard, 25c; 6-0, 25c each. 

GLU E—Dry— 


Common .35 

Cabt.40 

White .45 


PROES—Special—Each, 12-in., $2.00; 14-in., $2.25; 16-in„ 
$2.50. Common—Each, 12-in., $1.85; 14-in., $2.00; 16-in., 
$2.55. 

GARBAGE CANS—(See Galvanized Ware). 

GATES—Molasses and Oil — 

Stebbins—%-inch, 75c each; 1-inch, 90c; 1 >4-inch, $1.00; 
1 %-inch, $1.25; 2 inch, $1.35. 

Perfection—%-inch, 85c each; %-inch, $1.00; 1-inch, 
$1.10; 1 %-inch, $1.30; 1%-inch, $1.50; 2-inch, $2.10. 

Enterprise, Self Measuring—No. 61, Faucet, $10.50; 97, 
Pump, $24.00. 


GAUGES—BUTT—Stanley- 


No. 

93 . 

94 . 

Each 

1.75 

2.00 

No. 

77 . 

71 . 

Each 

. 1.85 

. 1.00 

95 . 

1.75 

90 .. . . . 

.75 

95 % . 

1.50 

91 . 

. 1.75 


92 . 

. 2 50 

61 . 

20 

97 . 


64 . 

.35 

98 . 

. 1.85 

65 . 

.90 



Altitude Gauges, $5.35. 
Steam Gauges, 4%-in. 

face I. 

C., $5.35. 


Thermometer, Straight, $1.50. 
Thermometer, Angle, $1.75. 




Imperial Liquid— 

Size — 1 Oz. % Pt. % Pt. % Pt. 1 Pt. 1 Qt. 1 Gal 

List, Doz_ 1.06 3.60 2.80 6.00 10.20 18.00 54.00 

Sug. Ret. Ea. .20 .30 .30 .50 .85 1.50 4.50 

Le Page's Glue— 

Size— 1 Oz. 2 Oz. % Pt. % Pt. % Pt. 1 Pt. 1 Qt 

List, doz.2.40 1.65 1.80 8.60 6.00 10.20 18.00 

Sug. Ret. Ea. .20 .20 .30 .30 .50 .85 1.50 

GOUGES—Buck's, Socket Firmer, OuUide Bevel— No. 42— 
% -inch, $1.20; %-inch, $1.20; %-inch, $1.25; %-ineh. 

$1.30; % -inch, $1.40; %-inch, $1.55; 1-inch, $1.65; - %-inch, 
$1.85; 1 %-inch, $2.10; 1 %-inch, $2.25; 2-inch, $2.50. 

Witherby No. 320—%-inch, $1.25 each, %-inch, $1.25; 
%-inch, $1.35; %-inch. $1.40; %-inch, $1.50; %-inch, 

$1.65; 1-inch, $1.75; 1 %-inch, $2.00; 1%-inch, $2.15; 1% 
inch, $2.40; 2-inch, $2.75. 


P. S. A W. Firmer— 


160—% 

inch.... 

... 1.50 

1 

Inch.... 

. . . 2.10 

% 

inch.... 

... 1.50 

1% 

inch.... 

. . . 2.25 

% 

inch.... 

. . . 1.65 

1% 

inch.... 

. . . 2.50 

% 

inch.... 

. . . 1.70 

1% 

inch. 

. . . 2.75 

% 

inch.... 

... 1.80 

2 

inch. 

. . . 3 25 

% 

inch.... 

. . . 2.00 





GRAPHITE—Flake, per lb., 80c. 


Boilers, Wash 

227 2.75 

228 3.00 

229 3.25 

Bowls, Wash 

7 35 

7% 40 

Buckets, Fire 

314 70 

Buckets, Well 
101 (10 qt.).. .60 

Oans, Garbage 
Smooth 

200 . 1.00 

300 1.25 

400 1.50 

500 1.75 

600 . 2.10 

700 2.65 

Corrugated 

2 . 1.00 


3 . 1.25 

4 . 1.50 

5 . 1.75 

6 .2.10 

70 2.65 

80 7.00 

90 7.75 

100 10.75 


Garbage Cans in 
lots of 3 dozen or 
more, 5 per cent from 
above prices. 


Cans, Gasoline 


65 , 

. 2.10 

501 


505 


605 

. 2.10 


Cans, Oil 

0 . . 

..60 

02 . 



GALVANIZED WARE 


15 .. 

.65 

25 .. 

. . . . 2 00 

105 . 

_ 1.60 

205 . 

_ 2.10 

Canteens, 

see page 

195. 


Dippers, Laundry 
525 (4-qt.) . .. .60 

Hods, Coal 

615 .80 

616 .90 

617 .95 

618 . 1.00 

Pails, Cement 

14 1.65 

114 2.25 

Pails, Chamber 

8-nt.85 

10-qt.90 

12-qt . 1.00 


Pails, Stock 

14 .70 

16 75 

18 85 

20 . 1.00 

Pails, Water 

8 35 

10 40 

12 45 

14 50 

16 .60 


Pails and Tubs, 6 
doz. assorted 5 per 
cent discount. 

Pans, Refrigerator 


1 .65 

2 .75 

3 .95 

4 1.35 


Pots, Watering 


514 . 

. 1.00 

516 . 

- 1.15 

518 . 

_ 1.35 

520 . 

_ 1.65 

522 . 


526 . 

_ 2.25 

Tubs, 

Foot 

51 . 

.... .80 

52 . 

.90 

53 . 

_ 1.05 

54 . 

_ 1.35 

Tubs, 

Wash 

A . 

. 70 

B . 

. 75 

0 . 

_ 1.00 

1 . 

_ 1.15 

2 . 

_ 1.35 

3 . 

_ 1.60 

10 8 . 

_ 1.75 

20 S. 

_ 2.00 

30 S. 

_ 2.25 
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RETAIL SELLING PRICES—Continued. 


GREASE—AXLE—1 lb. cant, 15e each; 8 lb. cant, 40c; 6 lb. 
cans. 65c; 10 lb. pails, $1.25; 25 lb. pails, $2.?5. 

Cup Grease—5 lb. cans, $1.00 each; 10 lb. cans, $1.75; 
25 lb. cans, $8.75. 

Transmission—5 lb. eana, 20c each. 


GRINDSTONES— 

Loose— Owt. 

15 to 40 lbs. 8.00 

40 to 200 lbs. 8.00 

Over 200 lbs. 8.50 

Fixtures and Axle— 

15 inch . 1.25 

17 inch . 1.40 

Pedal Mounts—Prices range 


to material and quality* 


19 inch . 1.50 

M ounted—Hand— 

7 inch. 8.00 

8 inch. 8.25 

10 inch. 4.00 

12 inch. 4.50 


$9.75 to $20.25, according 


HACKSAW BLADES— 


Lenox, Power— 


Lgth. 

Wdth. 

Lt. 

Heavy. 

8" 

9-16. . . 

. .90 


10" 

%. 

. 1.15 


10" 

%. 

. 1.85 

i.95 

10" 

1. 


2.45 

12" 

% - 

. 1.85 

.... 

12" 

%- 

. 1.60 

2.85 

12" 

1. 

. 2.80 

2.95 

14" 

% - 

. 1.70 


14" 

%.... 

. 1.99 

2.75 

14" 

1. 

. 2.66 

8.50 

16" 

%.... 

. 2.15 

8.15 

16" 

1. 

. 8.06 

8.90 


17" \ . 

. 2.80 

.... 

17" 1. 

. 8.25 

4.15 

Hand, Lonox 

— 


Length. 

Each 

Dos. 

8-inch. 

.10 

.75 

9-inch. 

.10 

.85 

10-inch. 

.10 

1.00 

11-inch. 

.10 

1.10 

12-inch. 

.15 

1.20 

Hand, Starrett, 

Victor, 

Star— 

8-inch . 

. .10 

.80 

9-inch .. 

. .10 

.90 

10-inch .. 

. .15 

1.00 

12-inch . 

. .15 

1.25 


HACK SAW FRAMES—M. F.—4B, 75c; 6, $2.50; 9, $2.25; 
15. $3.50; 77, $1.25; 78, $1.35; 1027, $3.50; 69, $3.30; 
69B, $3.00; 14 $3.40; 4 Milford Adj.. $4.00; 7 Milford Adj., 
$2.25; 36% Disston, $1.50; 40 Extension, 75c. 


HAMMERS—Vanadium, No. 41%, $2.65 each; Plymouth, No. 
11%. $1.90; No. 2 Ball Pein, $2.00. 


HAMMERS—Maydole Carpenters’ Nail—No. 1, $2.85 each; 
1%. $2.25; 2, $2.00; 11, $2.25; 11%, $2.00; 12, $1.85; 
12%, $1.80; 13, $1.75; 14, $1.65; 34, $1.50; 611%, $3.00; 
710, $3.00; 711, $2.25; 711%, $2.00; 712, $1.85; 718, 
$1.75. 

Maydole Chipping—No. 100, $1.00 each; 101, $1.75; 
102, $1.55; 103, $1.40. Maydole Cross Pein—No. 174, $1.50. 

Maydole Machinist Ball Pein—375, $2.50; 376, $2.40; 877, 
$2.25; 378, $2.15; 879, $2.10; 770, $3.25; 770%, $2.75; 
771, $2.50; 772, $2.25; 773, $2.00; 774, $1.85* 775, $1.75; 
776, 1.50; 777, $1.45; 778, $1.35. 


HAMMERS, CLAW— 


Stanley No. 22— 

16 oz.2.00 

20 oz.2.25 

No. 12 and 12B— 

5 oz. 1.65 

7 oz. 1.75 

10 oz. 1.80 

13 oz. 1.85 

16 oz.2 00 

20 oz. 2.25 

Plumb’s Engineers— 

261 1.85 

262 . 2.10 

263 2.25 

264 2.40 


374 1.65 

375 1.75 

376 1.90 

377 2.00 

379 2.25 

381 2.75 

Riveting— 

Plumb's, Stanley No. 147— 

250, 4 oz. 1.35 

251, 7 oz. 1.40 

252, 9 oz. 1.50 

253, 12 oz. 1.60 

254, 15 oz. 1.65 

255, 18 oz. 1.75 

256 1.85 

Plumb's Brick— 


Plumb’s Machinist’s 

Ball 

Pein— 


18 . 

.65 

370 . 

1.50 

371 . 

1.50 

372 . 

1.50 

373 . 

1.55 


461 . 


462 . 

.1.75 

3154 . 


8155 . 



Plumb’s Prospector’s Pick 

470 . 2.75 

471 . 2.85 


HANDLES—Aaze, extra select, $1.00; second growth, $1.00. 
Axe—Single or double bit, Boys’ No. 1, 60c; Boys' extra 
select, 60c; Turned No. 1, 60c; extra select hickory, 85c; 
second growth, $1.00. 

Chisel—Hickory, 10c; Leather Tip, 15c. 

Hammer and Hatchet—Second growth hickory, 12 inch. 25c; 
14 inch, 25c; 18 inch, 30c. 


Peavey Handles— 

Select Maple 

2%x4 . 

2 % x4 % . 

2 % x4% . 1.25 

2 % x5 . 1.40 

2%x5 . 1.65 

2%x5% . 

8 x5% . 


Rock Maple 


1.60 

1.75 

2.00 

2.45 


Select Hickory 
2.80 
2.40 
2.50 
2.65 
8.80 
4.46 


Pick—36-inch Drift, 8elect, 75e; Extra Select, $1.00; Rail¬ 
road No. 1, 50c; No. 2, 60c; Select, 85c; Extra 8elect, $1.15. 
Sledge—36-inch, Select, 60c; Second Growth, 75c. 

Saw, Hand—Disston, No. 7, 50c; No. D8, 86e; No. 12, $1.26. 
Crosscut, Disston, No. 112, $1.00; No. 118, $1.26; No. 114, 
$1.50. Simonds Reversible Guard, par pair, $1.60, S imon ds 


No. 6, 1.60; Atkins No. 24, $1.60. One Man Cross Out, 
No. 218, 45c; Supplementary, 80c. Anger M. F. No. 1, 
$1.00; No. 2, $1.25; No. 8, $1.75; No. 4, $4.75; No. 6 <Jba&* 
15c; Pecks Adj., 50c; Pratts Ratchet, $4.75. 


HANGERS, BARN DOOR—Richards-Wilcox— 


No. With Brackets 
20%B for 81 track... 5.10 
27 %B for 31 trrek. . . 7.50 

Without Brackets 
80 for 80 track.2.40 


135-1 for 81 track.... 8.50 
38-1 for 61 track. ... 2.10 

Myers No. 3. 3.00 

Myers No. 4. 2.50 

Lanes No. 25. 1.75 

Wilbera, rnd. tr., No. 5 8.00 


HANGERS, PARLOR DOOR—Complete with track— 
Richards-Wilcox, Double. 

No. 11 with 14 ft. of 

track . 5.00 

Size. No. 221 

25 .12.00 

26 .12.00 

27 .18.15 

28 14.25 

29 .15.40 

210 .16.50 

Richarda-Wilcox, Single. 

No. 11, with 7 ft. of 

track . 2.50 

Sise No. 221 

18 . 6.00 


14 . 7.16 

15 . 8.25 

16 .9.40 

17 .10.50 

18 .11.60 

Prouty, No. 5S.4.35 

Prouty, No. 5D.8.75 

Lanes, No. 0105.4.65 

Lanea, No. 0105A.... 4.65 
Lanes, No. 0105NT ... 8.75 

Lanes, No. 105A.0.45 

Lanes, No. 105.11.50 

Lanes, No. 106NT .... 7.75 


HASPS—Common— 

Size 20, 5-in., each, 10c: 6-in., 10c; 7-in., 10c; 8-in., 10c; 
10-in., 15c. Size 80, 5-in., 10c; 6-in., lOe; 7-in., lOo; 
10-in., 80c. 850, 8-in., each 15c, 10-ln„ 20c. Siso 86, 6-in^ 

each 20c; 8-in., 25c. 

Hinge—912, 8-in., each, 15c; 4%-in., 15c; 6-in., 20c; 

8-in., 25c; 10-in., 45c; 12-in., 75c. 

S. C. 912—3-in. ( each, 20c; 4%-in., 20c; 6-in. t 25o; 

8-in., 35c; 10-in., 55c. 

1308%—3-in., each, 35c; 4%-in., 50c; 6-in., 70c. 

Lock—20, Prouty, 75c each; 22, Prouty, 95c. 

Safety—915, 3-in., doz., 20c; 4%-in., 25c each; 6-in., 
35c. SC915, 3-in., 25c each; 4%-in., 30c; 6-in., 45c. 

35c. SC915, 3-in., 25c each; 4%-in., 30c; 6-in., 40c. 

45c each; 941J, 65c. 


HATCHETS—Underhill Star, No. 10, Chicago Pat., $8.25; 
No. 5, Boston Pat., $3.25; No. 15, St. Paul Pat., $3.25. 
Sayre—Boston, No. 30, $3.00; Chicago, No. 40, $3.25. 
Flooring—Plumb, $2.75; White, $4.00. 

Broad—1 Plumb, $2.25; 2, $2.50; 3, $2.85; 4, $3.25; 5. 
$3.75. 

Bench—(single or double bevel)—8 WTiite, $8.00; 7, 

$3.25: 6, $3.35; 5, $3.50; 4, $4.00. 

(Maw—1 Plumb, $2.00; 2 Plumb, $2.15; 8 Plumb. $2.35. 
Shingling—1 Plumb or equal, $1.85; 2, $2.00; 3, $2.50. 
Half—1 Plumb or equal, $2.00; 2, $2.10. 

Barrel or Fruit Box—Sayre 400, $2.75; Sayre 401, $2.50. 

HEADS—MOP—Cotton—No. 9, 35c each; No. 12, 45c; No. 15, 
85c; No. 18, $1.00. Linen, No. 012, 55c each; No. 015, 
70c; No. 018, 80c; No. 020, 90c. 


HINGES— 

Wrought Braaa—No. 75, S5e pair; No. 76, 80o pair. 
Wrought Steel—No. 1420, 2%-in., 86e pair; No. 1421, 
%-in„ 80c; 8 in., $1.85. 

Screen—No. 5908, %-inch, 65e; No. 5908, 1%-in.. 75c: 
No. 5908, blued, %-in., 70c. 

Counter Flap—No. 9001, $1.85. 

Light Tee Hinges—No. 904, 8-in., 20c; 6-ln., 85c. 

Extra Heavy Tee Hinges—No. 008, 4-in., 45c; 6-in., 
75c; 8-in., $1.00; 10-in., $1.85; 12-in., $1.85; 14-in- $2.16. 

Light Strap Hinges—No. 000, 8-in., 20c; 6-in., 40o; 
Heavy, No. 902, 4-in., 80c; 6-in., 50c; 8-in., 75c; 10-In- 
$1.15: 12-in., $1.60; 14-in., $1.85. 

Heavy Galv. Strap—No. 1802%, 6-ln„ $1.00; 10-in* 
$2.25; 12-in., $8.00. 

Gate Hinges—No. 124, 90c; 284-254, $1.10; 274, $1.46. 
Gate Latches—No. 7, 85c: 0, 40c; 14, 40c. 

Hook and Eys Hinges—%-inch, 85c; %-inch, $1.26; %- 

inch, $1.85. 

Wrought Hook and Eye Strap Hinges—No. 10, 06c; 

12, $1.10; 14, $1.25. 

Chicago Floor Hinges—DB6281, l%x 1%, $6.25; I%x2, 
$8.50; l%x2%, $12.50. 


BUTTS— 

Ball Bearing Butts—BB241F, 8%x8%, $1.76; 4x4, $1.85: 
5x5, $2.25; BB2418F2, $1.75; $2.00; $2.25; BB241H, 
$1.75; $2.00; $2.25. 

Chicago Butts, Single Acting—2002 Jap., 8-in- $2.00: 
4-in., $2.40; 5-in„ $2.75; 6-In., $8.45. 2282DDB and 

2172AC, 8-in„ $2.60; 4-in^ $8.25; 6-in., $8.75; 6-in* $4.75. 
2112NP, 1-in., $8.50; 4-in., $4.10; 5-in., $5.00. 

Double Acting—200U, $8.80; $8.85; $4.50; $5.60; $7.16; 
$10.30; $14.25. 2171AO and 2281AB, $4.80; $5.10; $6.00; 
$7.60; $10.00; $14.00; $19.25. 

Galvanised Batts—No. 1884, 2%-in., 60c.; 8-In* 80c; 
4-in., $1.40; 6-in., $2.45. 
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HARDWARE WORLD 

BJBTAUj SELLING PRICES—Continued. 


BUTTS—Continued— 

Light Looae Pin Butte—289D2&F, 2x2, 40c; 8x3, 60c; 
289SF2, 45c; 60c; 289N, 55c; 70c. 

PUln Bevel Edge Surface Butte—165D2-F, 2ft-in., 60o; 
t-ln„ 65e; 4-in, 80c. 165872, 2%-in^ 55c; 8-in., 65o; 

4-in., 85c. 

Plain Steel Butte—No. 808, 2%x2%-in. t 20c; 8-in^ 25o; 
4-ln., 45c. 

Sherradised Butte—SC804ZAZZ, 2%-ln., 50c; 8-in^ 60o; 
4-in., $1.10; 6-in„ $1.80. 

Wrought Steel Butte—241D2-F, 2xt, 45c; 8x8, 55e; 4x4, 
70c; 5x5, 81.40. 241SF2, 2x2, 50c; 8x8, 55c; 4x4, 70c; 

5x5. 8185; 241H, 2x2, 55c; 8x8, 60o; 4x4, 85c; 5x5. 81.85; 
241N, 8x8, 65c; 4x4, 80c. 781%, 2x2, 45c: 8x8. 50c; 4x4, 

70e; 5x5, 81.80. 788, 8x8, 66c; 4x4, 75o: 5x5, 8140. 

Wrought Steel Plated Butte—286D2AF, 2-ln~ 80 o; 

t%-in. 85c; 8-in., 40e. 286H, 85o; 40c; 45e. 286N, 40c; 

45e; 50c. 

wrought Steel Butte—No. 804, 8x8, 85o; 4x4, 60c; 
5x5, 70e. 

Wrought Steel Butte—No. 888. 1%-ln., 15o; 2-im^ SOe.; 
8-ln., 25c. No. 840, 15o; 20c; 80c. 

wrought Plated Butte—291D2AF, 2% -in., 40c; 8-in. 45c; 
8%-ln., 60c. 2918F2AH, 2%-ln., 45c; 8-in., 50c; 8%-ln., 

88c. 291N, 2 % -in., 50c; 8-in., 60e; 8%-in., 70e. 

HOLLOW WARE—STEEL—Bailed Oriddlee, Cooking surface 
12 inches, 81.80 each; 18 inches, 82.25; 14 ineheaTfSJO. 

Handled Oriddlee—Cooking surface 8 inches, 81.80; 10 
inches, 81.80; 11 inches, 81.88. 

Spiders—Diameter, bottom, 8 Inches. 81.10; 9 inches, 
81.20; 10 inohes, 81.80; 11 inchec, 81.78; 12 inches, 82.00. 
HOLLOW WARE—OAST—Dutch Ovens—No. 6 , 84.25 each.; 

9, 84.85; 10, 86.00; 11, 87.10; 8, 82.85; 2, 82.75; 1, 88.85; 
0, 84.85; 00, 86.85. 

Gem Pane—No. 1, 81.25 each; 8, 8125; 6, 81.25; 10, 
81.50; 11, 8125. 

Griddles—No. 7, 8125 each; 8, 81.80; 0, 8160; 10, 81.95; 
12, 82.25; 14, 82.85; 16, 83.45. 

Kettles, Store—No. 7, Round, 88.15 each; 8, 88.65; 9, 
84.50. No. 7. Flat, 88.15 each: 8. 88.65; 9, 84.60. 

Skillets or Bpidera—No. 4, 81.15 each; 5, *1.25; 6, 81-80; 
7, 81.85; 8, 81.50: 9, $1.85; 10, 82.15; 11. 92.85; 12, 88.80. 
Scotch Bowla—No. 2, 92.00 each; 8, 82.40; 4, 82.70. 
Waffle Irons—No. 7, 92.85 each; 8. 92.65; 9, 98.10; 
7-D, 92.85; 8-D, 83.25; 11, 98.85; 12, 85.50. 

HOLLOW WARE—STEEL—Fry Pans, Acme—No. 00, 20c 
each; 0, 25c; 1, 80c; 2, 85c; 8, 85c; 4. 40c; 5, SOe; 6, 
60c; 7, 76c. 

Griddles—No. 8. 9100 each; 9, 91.26; 10, 91.40; 12, 
91.80: 14, 92.00: 16, 82.85. 

Skillets or 8plders—No. 7. 9120 each; 8, 9185; 9. 91.45; 

10, 92.00; 12, 92.86; 07, 40c; 08, 45c; 09, 60c; 1010, 70e; 
012, 85c. 

HOOKS AND EYES—(Price per dosen)— 


Screw Hooks Screw Eyes 

Steel Brass Steel Brass 

0 ............ .60 ... .45 ... 

1 ............ *60 •• • .40 • 

2 .46 ... .85 

8 ............ .40 ... .80 •«. 

4 or 104.80 ... .25 

5 or 105.25 ... .20 .75 

6 or 106.15 .75 .15 .60 

7 or 107.15 .60 .15 .45 

8 or 108.15 .45 .10 .40 

9 or 109.10 .85 .10 .85 

10 or 110.10 .80 .10 .80 

11 or 111.10 .25 .10 .25 

12 or 112.10 .20 .05 JO 

18 or 118.10 .15 .05 .15 

14 or 114.10 .10 .05 .10 


Gate Hooks and Eyee— 


Sise 1% t 

No. 40, steel... .20 .25 

No. 1040, brass.. .60 .75 

Gross lots, 85% off list. 
Ceiling — Ea. 

2%-inch cast iron.60 

2%-inch cast iron.... 1.35 
2% -inch, other finishes 1.50 

Oast, coppered.65 

Wire, coppered.85 

Wire. Japanned.40 

Wire, tinned.40 

Wire, nickel plated... .55 

Wire, brass plated.55 

Coat and Hat- 

Double, cast, heavy... .75 

Single, cast.50 

Medium, cast.90 

Heavy, cast. 1.00 

Cast, nickel plated.95 

Cast, copper finish... 1.00 
Cast, brass finish .... 1.15 
Cast, bronze, all fin... 4.50 

Porcelain, solid.15 

Wire. Japanned.25 


2% 8 8% 4 

.80 .40 .45 .50 

.90 1.10 1.50 1.75 

Wire, tinned. 

Wire, nickel plated... 

Clothes Lins— 
Malleable iron, Jap... 
Malleable iron, Galv.. 
Grass— 

14-in., 16-in., 18-in... 

Bronzed. 

12-in., enameled, green 
12-in., enameled, clack 
Finest quality steel.. 

Forged tool steel. 

Hammock— 

To screw . 

With plate . 

Hay Fork— 

%-inch pi. wr'ght steel 
% -inch pi. wr’pht steel 
%-inch galvanized ... 
% -inch galvanized . . . 
7-16-inch galvanized.. 
% -inch galvanized . . . 


HOSE FIXTURES—Hole Washers —%-inch, dos., 5c; 


45c lb. 


6 

.90 

2.00 

.80 

.40 

Ea. 

.10 

.15 

Each 

.50 

.65 

.60 

.75 

.90 

.60 

.15 

.15 

.80 

.45 

.15 

.15 

.20 

.25 

bulk. 


Hose Couplings—Cast Brass, Common— __ 

% -inch, SOe; 1-ineh, 45o.. Heavy Brass, Olineher, %-inoh. 

86c; %-inch, 85c. 

Brass Hoss Clamps—% -inch, 6« oaeh: %-ineh, 5e; 1- 
Inch, 15c; 1%-inch, 20c; 1 %-ineh, 80s; 2-inch, 86e. 

Galvanised Stssl Hoss Clamps—% -inch, 5e each; %-lmeh. 
5c; 1-inch, 5c; 1 %-ineh, 15e: 1 %-ineh, 20c; 2-inen, 15a 
Hose Menders—Clincher, %-lnch, lOe each; %-ineh, 10c. 
Sherman Seamless Brass, %-inch, 15c; %-inch, 15c. Wood, 
% -inch, 25c; %-inch, 30c. Caldwell Hose Straps, %-inch, 
2%c; %-inch, 3c. Caldwell Hose Strap Pliers, No. 1 
for % or %-inch Hose Bands, 20c each. 

Hose Nozzles—Boston, %-inch, 95c each. Magio, %-inch, 
75c. Oakland Pattern, %-inch, 65c. 

HOSE, GARDEN—Coupled in 50-ft. lengths—Cotton, %-inch, 
20c; %-inch, 23c;4-ply, black, %-inch, 15%c; %-inch. 
19%c; 5-ply, black, %-lnch, 16%c; %-inch, 20c; 5-ply, 
red, %-inch, 17c; %-inch, 24c. 

Reels, not coupled, per ft.—Electric, corrugated, %-inch, 
25c; %-inch, 28c; 1-Inch, 40c; Electric amooth, %-inch, 
24c; %-inch. 27c; 1-inch, 86c; Second Grade, %-inch, 22%c; 
%-inch, 25%c; Third Grade, %-inch, 21c; %-inch, 24c; 
Fourth Grade, %-lnch, 19o; %-inch, 22c. 

IRON SHEETS— 

Galvanised— Oat Sheets Full Sheets 

10 to 20.14 .11 

20 to 30. .18 

Black Sheets— 

10 to 16.12 .09% 

18 to 24 .12 .09% 

26 to 30.13 10% 

Corrugated Sheets, Galvanized— 

26 Os. .9.00 

28 Ga. 8.50 

Rockface Siding . 9.00 

Brickfac# Siding 28 Ga. 8.25 

IRON S 

Plans, Stanley or Bailey— 2 %-lnch Single . 1.10 

1 %-ineh. Block.75 1%-inch Double. 1.25 


%-inek, 80e s 
Olinohor, %-! 


Oat Sheets 

Full Sheets 

.14 

.11 


.13 

.12 

.09% 

.12 

.09% 

.13 

10% 


Plane, Stanley or Bailey— 2%-ineh Single 
1 %-ineh. Block.75 1%-inch Donnie 

1 %-lnch Single.80 2-lnch Doable . 

2-inch Single.85 2%-inch Double 

2%-lnch Single.96 2%-inch Double 

2 % -inch Single . 1.05 2 %-inch Doable 


2 %-lnch Single.96 2% -inch Double.1.70 

2 %-inoh Single . 1.05 2%-ineh Doable.1.85 

IRONS—Sad. Common. 18c lb. 

Mrs. Potts—No. 50, 88.50 per set. 

70, 84.25; G. Pressing, 25c lb.; T Tailors' Goose, 25c 
lb.; N Gasoline, 96.25 each. Handles, 85e; Asbestos No. 99. 
83.50 set. 

IfN TVX Q Yfa-r- - 

Lightning, 83.25; Iwan Sickle, 98.25; I wan Serrated. 
98.25; Heaths Upright, 83.75. 

KNOBS—Maple base, each, 5c; dos., 85e. 

LACING—Belt— 


0 and 1, eoil.90 

2, coll.70 

8, coil.80 

OM, 1M, 2M, 8M spl. .80 


Rawhide, Out 

Size %, per ft.08 

Size 6-16, per ft.08V 

Sise %, per ft.04 

Sise 7-16, per ft.05 

Size %, per ft.06 V 

Sise %, per ft...... .07V 

Sise %, per ft.09 

Wire 

0 and 1, eoil.75 


Kss:::::: rrt »-■ 

Size %, per ft.09 10 . M 

Wirt 8, 9. 10. .05 

0 and 1, eoil. 75 9, 7 ....... .10 

LADDERS—Extension, No. 1. 45e foot. Step, Climax, 70c 
foot; Special, Orescent, 55c foot; Standard. 40c foot. 

LAMPS—Coleman Quick-Llte, Gasoline—00829, Eastern and 
Central States, 99.00; Rooky Mt. and Pa©. Coast States, 
89.50. 

LAMPS. ELECTRIC—Hygrsde, Save, B First, Whitelite, Mar¬ 
vel, Brite-Lite and other makes. 

Type B Lamps— Clear Frosted 

10 to 50 watts. 40 .45 

60 watts.45 .50 

100 watts. 1.00 1.10 

Type C Lamps— Clear Frosted 

50 watts.65 

75 watts.75 .«0 

100 watts. 1.10 120 

150 watts. 1.55 1.65 

200 watts. 2.10 2.25 

LANTERNS—Coleman Quiek-Llts, Gasoline, LQ827—East and 
Centra] States, 97.50; Rocky Mt. and Pae. Coast States. 
8 . 00 . 

Note—General rise In lantern prices will be itemized 
next month. Ask yonr jobber. 


LANTERNS—Dietz Tubular— 
HOT BLA8T 

Little Star Tin Lanterns. 1.50 
Hi-Lo Tin Lanterns.2.00 


No. 2 Large Fount Bliz¬ 
zard Lanterns .2.00 

Little Wizard Tin Lan¬ 
terns .1.45 


Victor Tin Lanterns. .. .1.85 D-Lite Tin Lanterns. ... 1.65 


Monarch Tin Lanterns. . 1.35 

O. K. Tin Lanterns.1.50 

No. 2 Royal Tin Lants. .1.75 
COLD BLAST 


No. 2 Large Fount Wiz¬ 
ard Lanterns .2.10 

DASH AND WAGON 
Buckeye Dash Lant'ns. .2.25 


Junior Tin Lanterns-1.50 j un j or Wagon Lant’n . 1 .2.35 


Junior Brass Lanterns. .2.50 
Junior Brass Nickel- 

plated Lanterns .2.50 

No. 2 Crescent Tin Lan¬ 
terns .2.10 

No. 2 Blizzard Tin Lan¬ 
terns .2.10 


Roadster Wagon L a n- 

terns .2.35 

DRIVING 

Eureka Driving, plain 

lens .2.50 

Same with optical lens. .2.65 
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BETA1L SELLING PBK7BS—Continued. 


Octo Driving. pl’n lens. .4.50 

Same, optical lens.5.10 

Union Driving, plain 

lens .5.10 

Same with optical lens..5.50 
MILL 

Watchman’s Mill Lan¬ 
terns, enamel fin.2.50 

Underwriter’s Mill Lan¬ 
terns .2.75 

No. 2 Blissard Mill Lan¬ 
terns .8.75 

FIRE DEPT. 

King Fire Dept. Tin, 

enamel finish .5.10 

Same, Nickel-plated on 

Tin.5.65 

Same, all Brass. 

Same, Nickel-plated on 

Brass .8-80 

WALL 

No. 15 Wall Lanterns. . .8.00 
No. 25 Wall Lanterns. . .8,15 
No. 80 Beacon Wall Lan- 

...........8.15 


No. 60 Beacon Wall Lan¬ 
terns .8-00 

STREET AND HANGING 
Pioneer Street Lanterns, 

Tin .7.50 

Same, Brass Founts . . . .9.50 

Same, all Brass .12.50 

Pioneer Hanging Lan¬ 
terns, Tin .8.10 

Same, Brass Founts... .11.00 
PLATFORM 

Imperial Platform Lan¬ 
terns .18.00 

No. 1 Climax Platform 

Lanterns .5.50 

No. 2 Climax Platform 

Lanterns .5.65 

Nos. 1 and 2 Climax 

Nested .11.00 

UNCLASSIFIED 
Police Flash Lanterns. . .2.00 
Traffic Signal Lanterns.4.35 
No. 12 Display Stand and 
Assortment .25.00 


$3.35 ;18*inch, 
$4.50; 18-inch, 


$4.00; 

$5.25; 


24-inch, 

24-inch, 


MOWERS—Lawn 
Groat 


M ILLS—Cider— 

Junior.42.00 

Medium.48.00 


Senior.65.00 

Foroe Feed.80.00 


Common 



14-inch . 

. 10.50 


16-inch . 

. 10.75 

25.00 

Pennsylvania— 


27.50 

14-inch. 

.. 22.00 

30.00 

16-inch. 

.. 25.00 

83.00 

17-inch. 

.. 86.00 


19-inch. 

.. 40.00 

9.00 

21-inch. 

.. 44.00 


NAILS—New Base, $5.25. 


NETTING, POULTRY—Hexagon, Galvanised after Weaving— 
2-inch, 20-gauge—List roll, 12 in* 82.14; 18 in., 88.06; 
24 in., ^8.92; 80 in., $4.68; 86 in., $6.86; 48 in., $7.18; 


terns 

LEAD—Bar, 18c lb.; Calking (100 lbs.), 17c lb.; Pig (100 
lbs.), 16c lb.; Sheet (fall), 26c lb.; Wool, 85c lb. 

LEVELS—No. 86, 12-inch, 

$4.75. No. 37, 12-inch, 

6.25. 

Marx Aluminum—12-inch, $3.75; 18-inch, $4.50; 24-inch, 
$5.50; 28, $6.25. 

No. 95, 24-inch, $8.00: 26-inch, $8.25; 28-inch, $8.50; 
30-inch, $9.00. No. 96, 24-inch, $10.00; 28-inch, $10.50; 
30-inch, $11.00. 

Special Nos.—No. 0, $2.00; 15, 24 and 26-inch, $4.75; 15, 
28 and 30-inch, $5.00; 25, $5.50. 34, $1.85; 4524, $5.00; 

4424, $6.50; 45%, $5.25; 90, $3.75; 93, $5.00; 103, $1.00. 

LIFTERS—Hot Pan—20c each. Stove Cover, wire circular 
handle, 15c; straight wire handle, 10c. 

Transom, Coppered—%x8-in* 55c each; %x4, 60c; 5-16 
x4, 90c; 5-16x5, $1.05. 

LINES, CLOTHES—Cotton, Braided—40-foot, 20c each; 60- 
foot, 25c; 50-foot, 25c; 50-foot, 35c. 

Wire, Twisted—50-foot, 20 gauge, 45c each; 75-foot. 20 
gauge, 60c; 100-foot, 20 gague, 70c; 50-foot, 18 gauge, 70c; 
75-foot, 18 gauge, 80c; 100-foot, 18 gauge, 95c. 

Wire, Solid—100-foot, 10 gauge, 95c each. 

LOCKS—Rim—Steel, 75c set; Cast, 60c set. 

LUGGAGE CARRIERS—BOYCO—No. 4. 46-inch, open, $8.75; 
No. 40, 46-inch, with end $4.25; No. 5, 66-inch, open, $4.65; 
No. 50, 65-inch, with ena, $5.00. 

MANILA ROPE—8-16 inch to %-inch, 50c per lb.; %-inch 
and larger, 45c. 

MATS, DOOR —Cocoa Fibre, Fine, 14x84, $8.00; 16x87, $8.60; 
18x80, $2.75. 

Cocoa Fibre, Medium— 16x87, $8.85; 18x80, $4.85; 80x88, 
85.00; 22x86, $6.25. 

Steel—15%x23%, $2.75 each; 17%x30, $3.75; 21%x36, 

$5.50. 

Steel Matting in Rolls—Per sq. ft., $1.00. 

MATTOCKS— Each - 

Short Cutter, Standard, 5% lbs. 1-50 

Long Cutter, Standard, 6 lbs. L65 

Pick, Standard, 6 lb. 1-65 

Handled, .. 

Handled, OE .. 

Handled ... 1,6 

MAULS—Post—10-lb., $1.65 esch; 13-lb., $2.25; 16-lb., $2.75; 
18-lb., $3.10; 20-lb., $3.45. 

Ship or Top—22c lb. 

Wood Choppers’— Adso or Round Eye, 80e lb. 


60 in*' $8.91; 72 in* $10.69. 

Sell Full Roll—12 in., $2.25; 18 in., $3.85; 24 in., $4.10; 
30 in., $4.90; 86 in., $5.65; 48 in., $7.50; 60 In., $9.85; 
72 in., $11.25. 

Sell Cut (lin. ft.)—12 in., l%c; 18 in., 2%c; 24 in., 8%c; 
30 in., 4c; 86 in., 4%c; 48 in., 6c; 60 in., 7%c; 72 in., 9e. 

1 %-inch, 20-gauge—List Roll, 18 In., $8.15; 18 In., $4.68; 
24 in., $5.78; 80 in., $6.90; 86 in., $7.88; 48 in., $10.50; 
60 in., $18.18; 78 in* $15.75. 

Sell Full Roll—18 tn., $8.65; 18 in., $5.10; 84 in., $6.50; 
80 in., $7.75; 86 in* $8.85; 48 in., $11.80; 60 in., $14.75; 
72 in., $16.75. 

Sell Cut (lin. ft.)—12 in., 8e; 18 in.. 4%e; 84 in* 6c; 
80 in., 7c; 86 in., 8o; 48 in., 10%o; 60 in* 18o; 78 in., 16« 
1-inch, 20-gauge—List Roll, 18 In* $4.95; 18 in., $7.18; 
24 in., $9.08; 80 in* $10.88; 86 in* $19.88; 48 in* $16.50; 
60 in., $20.64; 72 in* $34.75. 

Sell Full Roll—18 in* $5.65; 18 in* $8.00; 94 In* (10.90; 
80 in., $12.20; 86 in., $18.90; 48 In* $18.56; 60 in* $98.96; 
72 In* $27.85. 

Bell Out (lin. ft.)—12 in., 5e; 18 in* 7c; 94 In* 9e; 80 In* 
11c; 86 in* 12o; 48 In* 16%o; 60 in* 21e; 79 In* 95c. 

%-inch* 20-gauge—List RolL19 In* $8.55, 18 in* (19.80; 
24 in* $16.68: 80 In* $18.71; 86 in* $81.88; 48 In* $98.60; 
60 in* $85.68; 78 in* $48.75. 

Sell Full Roll—12 in* $9.60; 18 in* $18.65; 94 In* (17.66; 
80 in* $21.05; 86 in* $24.00; 48 in* $82.00; 60 In* $40.10; 
72 in* $48.10. 

Sell Out (lin. ft.)—12 in* 8%o; 18 in* 12%e; 94 In* l$c; 
80 in* 19c; 86 in* 21e; 48 In* 29c; 60 In* 86a; 79 In* 48c. 

NIPPERS, CUTTING- 


Kracutcr’s— 
6-Inch . 

.. . 1.85 

8-inch . 

10-inch . 

.2.90 


. .. 1.60 

12-inch . 

.3.10 

7-inch . 

. .. 1.85 

14-inch . 

.8.75 

8-inch . 

Bernard's— 
5-inch . 

... 2.15 

. .. 2.25 

Utics— 

5-inch . 

t so 

6-inch . 

. . . 2.65 

7.?rw»h 

1 R5 

7-inch . 

. . . 3.25 

4-inch . 


Nettleton's— 


4 %-inch . 

. 1.80 

6*inch . 

. . . 2.00 

5-inch . 



NIPPLES—See Pipe Fitting#— 

NUTS—Cold Punched U. 8. 8. Hexagon, Tapped—Rise U, 5 
for 5o; 5-16, 8 for 5e; %, 8 for 5o; 7-16, 3 for 5e; %. 8 far 
5c; 9-16, each 6c; %, each 5c; %, 9 for 16e; % each 10a; 
1 inch, each 15e. In quantity sell at cost* pins 60 per cent. 

Hot Pressed U. 8 . S. Square, Tapped—Else %. Eng. 
retail, 10 for 5c; 6-16, 6 for Sc; %, 5 for 6o; 7*16, $ for 5c; 
%, 8 for 6c: %, 2 for 5o; %, oach 5e; %, each 10c; 
1-in., 2 for 25e. In quantity sell at cost, pins 50 per cent. 

Wing, Tapped, U. S. S.— 8-16, 25c dos.; %, 80c; 5-16, 
85c; %, 50c; 7-16, 60c; %, 85c; %, $1.75. 

OAKUM—Plumbers, 80s lb.; Navy, 80o lb.; Best Unspun. 
85c lb. 

OIL—8-in-l, 1-os. bottle, 20c each; 8-os* 85c; 8-os* 65c; 2%- 
os. can, 85c. Household Lubricant, 4-os. can, 95c each; 8- 
os. can, 85c. 


OILERS— 

Oopperised Steel— 


.40 

.45 

.55 

.60 

.66 


MOPS—Dish, Handled, No. 1, 10c each; 2, 10c; 4, 10c. 

O-Oedar, Handled—No. 4, small triangle, $1.25 esch; No. 
3, large triangle, $1.75; No. 10B, polish, $1.50. 
Self-Wringing—No. 10, $1.10 each. 

MOP STICKS—No. 2, 25c each: No. 7, 40c each; No. 13, 40c 
each; No. 70, $1.15; Janitor’s, 75c each. 


18 
14 
14B 
15A 
16 . 

Gannon Pump—Brass— 

11 .2.75 

12 .8.00 

18.8.60 

Cannon Pump—Tin— 

1 . 1.75 

2 .2.00 

2% ..8.25 

OPENERS (Can)— 

No. 

4 . 

16 . 

100 . 


Fell* 


8 

4 . 

5 . 

6 . 

Zinc, Ohqsc'e— 

00 . 

0 . 

1 . 

2 . 

3 . 

4 . 

5 . 

6 . 


2.95 

1.75 

1.85 

2.00 

2.15 


.16 

.15 

.15 

.20 

.25 

.30 

.40 

.50 


Each. 

.10 

.15 

.80 


No. 

140 

840 


Digitized by 


Google 


.15 

.80 
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HARDWARE WORLD 

BETAJL SELLING PRICES—Continued, 


OVXN8, POBTABLB—Bom— 


No. 

Back. 

No. 

Each. 

012. 

. 5.25 

550 . 

. 5 50 

055 . 

. 5.75 

700 . 

. 5 50 

0200 . 

. 5.25 

750 . 

. 6 50 

450. 

. 5.50 

755 . 

6 75 

Perfection— 


Ill . 

R 75 

121 G . 

. 6.25 

113 . 

. 4.50 

122 G . 

Pinney A Boyle— 
11 . 

. 7.50 

120 . 

213 . 

. 4.00 

. 8.00 

220 . 

. 7.35 

13 . 

. 3.75 

313 . 



PACKING—Sheet Rubber—Standard I. C., 50c lb.; Rainbow, 
65c. 

Italian Hemp—Common, 45c lb. 

Square Flax, braided, 65c. 

Piston Spiral—Steam, high pressure, $1.50; steam or 
water, low pressure, $1. 

PADS—Sweat—No. 63 N12, Red Edge, 24-in., $1.00; No. 146 
A 12, Blue and White Striped, $1.50. 


PADLOCK8—Corbin- 


No. 

958 . 

Each. 
.35 

2802% . 

.45 

2822% . 

. ..65 

2869 ~. 

. 1.25 

2879 . 

.2.10 

2880 . 

.2.35 

2881 . 

. 8.00 


2883 . 4.50 


016 . 

... .35 

18 . 

... .40 

18 D. 

... .40 

19 . 

... .40 

21 . 

... .50 

75 . 

... .55 

76 . 

... .85 

78 . 

. . . 1.00 

96 . 

. . . .55 

960 . 

... .75 

121 . 

... .55 

5441 . 

... 1.15 

Slaymaker— 

1902 . 

... .75 


No. Each. 

1903 55 

9902 75 

9902 N C.70 

21090 80 

Yale- 

223 85 

225 1.25 

453 J.40 

453 X.40 

563 1.85 

565 2.25 

585 2.00 

635 1.75 

645 J.65 

803 2.25 

805 2.25 

805% 2.50 

813 2.50 

815 2.50 

823 2.75 

833 3.00 

843 3.35 

853 3.75 

8454 . 2.75 


PAINT SUNDRIES— 

Alcohol— ( Denatured) — 

1 gallon. 1.80 

5 gallons. 1.50 

Alum— 

Pwd., less than 100 
lbs., lb.14 

Benzine— 

New cans, casd., gal. .60 
Old cans, uncsd, gal. .40 


Coal Tar— 
5-gal. .. . 
1-gal. . . . 

Creosote— 
Gal. 


.Gal. .40 
.Gal. .55 


.70 


Distillate— 

Light, gal.40 

Glue— 

No. 2 Gelatine.50 

Chicago White .. . .50 

Kalsomine, White— 

Bbls., 280 lbs.08 

Kegs, 100 lbs.08 % 

4 25-lb. pkgs., bulk .09 

25 lbs., bulk.09 

Less 25 lbs.09% 

100 lbs. 5-lb. pkgs. .09 
Less 100 lbs. pkgs. .09% 
Lamp Black—Bear Brand— 

1-S, lb. pkg.45 

%-S.30 


7* -O 

Linseed 

Oil, Boiled— 


5’s 

.Gal. 

1.11 

l’s 


1.40 

%’a 

%’s 

%’s 

.% -Gal. 

80 

.Qt. 

.45 

.Pt. 

.30 

Raw 

Linseed Oil, 2c 

less 


than price of boiled. Paint* 
ing c ontractors’ price on 
Linseed Oil, 5c above cost, 
according to quantity. 


Oil— Gal. 

Floor.75 

Gloss . 1.50 


Lard, No. 1. 1.80 

Lin-O-Oil.90 

Neatsfoot No. 1... 2.40 

Neutral .60 

Paraffine.85 

Paint, Dry Colors— 

Umber.12 

Chrome Green, Med .20 

Graphite .06 

Princess Metallie.. .06 

Sienna.11 

Venetian Red.08 

Yellow Ochre.05 

Painters* Petroleum— 

I-Gal.Gal. .40 

Paints. Ready Mixed—1st 
grade, white — 

Gals.Gal. 4.40 

% -gals.% -Gal. 2.30 

Quarts .Qt. 1.25 

Pints.Pt. .70 

%-pints-%-Pt. .40 

1st Grade, Colors— 

Gals.Gal. 4.25 

%-gals. .. .%-Gal. 2.25 

Quarts .Qt. 1.20 

Pints .Pt. .65 

%-pints-%-Pt. .35 

2d Grade, White or 


Colors— 


Gals. 

_Gal. 

2.90 

%-gals. . 

. . % -Gal. 

1.60 

Quarts .. 

.Qt. 

.95 

Inside Floor— 


Gals. 

_Gal. 

2.90 

%-gals. . 

. . % -Gal. 

1.60 

Quarts .. 

.Qt. 

.95 

Porch— 

Gals. 

-Gal. 

4.25 

%-gals. . 

. .%-Gal. 

2.25 

Quarts . . 

.Qt. 

1.20 

Plaster Paris— 


Less sack, 

lb. 

.03 


Putty, Bladder— 

Less than 100 lbs. .07% 
Putty, Bulk— Lb. 

1-lb. cans.15 


2- lb. Cons. 

3- lb. Cans. 

5-lb. Cans .. 

10-lb. Cans. 

25-lb. Cans. 

85 lb. Cans. 

Rosin— 

Lb. 

Tints, Kalsomine— 

Barrels, 280 lbs... 

Kegs, 100 lbs. 

100-lb. bulk. 

25-lb. bulk. 

Less 25 lbs. 

PANS—Acme Prying— 

No. 00, each. 

No. 0, each.. 

No. 1 , each . 

No. 2, each. 

No. 3, each. 


3 * 

100 n»fc, 5-lb. 
Less 100 lba. 



.09 

Pkga. 


J.0 

.08 H 
.08 

Turpentine— 



.06% 

5’s.. 

. .Gal. 

1.15 


l’s. 

.Gal. 

1.30 

.14 

%’s . 

%-Gal. 

.75 


%>. 

....Qt 

. 45 

.09 

%’■. 

. ...Pt 

. 25 

.09% 

Painting contractors 

' price 

.10 

on turpentine: 

5 gals, or 

.10 

more, 2c above 

cost; 

leas 5 

.10% 

gals., 5c above cost. 


.20 

No. 4, each.... 


.55 

.35 

No. 5, each...., 


.60 

.40 

No. 6, each...., 


.80 

.45 

No. 7, each..... 


.90 

.50 





PAPER—ASBESTOS—1-16 and under, full roll, per lb., 20c; 
cut, per lb., 20c; over 1-16 full roll, per lb., 20c; cut, per 
lb., 20c; Asbestos Millboard, 20c per lb. 


BUILDING— PAB Imitation PAB 

hi o. 1-500. 4.25 8.75 

No. 1-1000. 8.25 7.25 

No. 2-500. 6.25 5.25 

No. 2-1000. 12.00 9.75 

No. 3-500. 9.00 7.85 

No. 3-1000. 17.50 14.75 


Red Resin—17-lb., $1.30; 20-lb., $1.50; 25-lb., $1.80; 
30-lb., $2.25. 


Black Glased—No. 1, 500 sq. ft. roll, $1.75; 1000 sq. ft. roll 
$8.00; No. 2, 500 sq. ft. roll, $2.50; 1000 sq. ft. roll, $4.50; 
No. 8, 500 sq. ft. roll, $8.25; 1000 sq. ft. roll, $6.00 
FELT—Asphalt saturated, per roll, $2.75; Deadening, per 
lb., 06 % c. 


INSULATING—No. 8, per roll, $1.75; No. 10, per roll, $2.75. 


ROOFING— 


3 Dly . . . . 



4.75 

Standard or 

Cronolite— 

Malthoid Junior.. 

. .. . 

4.25 

1 ply square . . 


Hoofing Cement 

1— 


2 ply square . . 


Preservative 



8 ply square . . 

. 3.50 

Bbls., per gal. .. 


.90 

Malthoid or Rubberoid 

6 Gs3„ per gaL .. 


ldS 

Roofing— 


1 Gal., per gaL.. 


1.85 

1 ply . 

.8.25 

Pimt. 



.50 

2 ply. 





SAND AND EMERY—Per qnire of sheete— 





0 % 

1 1% 

2 

2% 

8 

Carborundum . 

. . .80 .95 

1.10 1.80 

1.50 

1.75 


B. & A. 

. . .45 .50 

.55 .60 

.75 

.85 

.95 

Aztec . 

. . .40 .45 

.50 .60 

.70 

.75 

.90 

Aloxite . 

. . .80 .85 

.90 1.00 

1.10 

1.20 

1.45 


SHEATHING—Red or gray 20-lb., $1.25 per roll; 25-lb., $1.50; 
30-lb., $1.75. 

PEA VIES—- 

Socket. 

Maple. Hickory. 

2%x4 . 4.85 5.25 

2%x4% - 4.50 5.50 

2%x4% - 4.65 5.75 

2 % x5 . 4.85 5.85 


2%x4% 


Socket. 

Maple. Hiekory. 
. 5.25 5.75 

.5.85 6.00 

. 6.00 6.75 


PERCOLATORS, OOFFEE—Universal— 


46 5.50 74 

48 6.00 76 

52 5.25 79 

54 5.50 714 

56 6.00 464 

58 6.75 466 

64 6.00 469 

66 6.50 474 

69 7.25 476 

614 8.00 479 


Percolator Tops, 15c each. 


6.75 
7.00 

7.75 
8.50 

6.75 
7.25 
8.00 
7.25 

7.75 
8.50 


PICKS—Railroad, 5-lb., $1.25 each; 6-lb., $1.85; 7-lb., $1.50; 
8-lb., $1.75; 9-lb., $2.00. 

Drifting—No 1, $1.10 each; 2, $1.25; 8, $1.85; 4, $1.50. 


PINS—Clothes—0—Common, 10c dos.; US—Spring, 20c; H— 
Hoyt’s Spring, 15c. 


PIPE— Standard Black Galvanised (kitting and 



Cut Full Out Full 

Length Length Length Length 
Pr. Ft. Pr. 100 Pr. Ft. Pr. 100 

Threading 
Outs Threads 
Each Each 

% -inch. . 

. .05 

4.80 

.07 

6.80 

.04 

.08 

% -inch. . 

. .05% 

5.25 

.08 

7.45 

.04 

.08 

% -inch. . 

. .05% 

5.25 

.08 

7.45 

.04 

.08 

% -inch. . 

. .07 

7.10 

.09 

8.85 

.04 

.08 

% -inch. . 

. .09% 

9.00 

.11% 

11.20 

.04 

.08 

1 -inch. . 

. .14 

13.40 

.18 

16.50 

.04% 

.09 

1 % -inch. . 

. .19 

18.05 

.23% 

22.80 

.05% 

.11 

1 % -inch. . 

. .22% 

20.05 

.28 

26.65 

.06 

.12 

2 -inch. . 

. .31 

28.90 

.38 

85.00 

.07% 

.15 

2 % -inch . . 

. .48 

45.65 

.61 

56.85 

.11% 

.23 

3 -inch. . 

. .61 

59.80 

.78 

74.30 

.15 

.80 

3%-inch. . 

. .84 

80.40 

1.17 

112.30 

.19 

.88 

4 -inch. . 

. .99 

95.30 

1.89 

132.85 

.26% 

.68 
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PIPE)—Gaa and Water—Black—%-inch, 6c foot; $4-inch, 
6%c; %-inch, 6%c; %-inch, 8c; %-inch, 10%c; 1-inch, 
16c; 1%-inch, 21c; 1 %-inch, 25c; 2-inch, 33c. 

Galvanized—%-inch, 8%c per ft.; %-inch, 9%c; %-inch, 
9%c; %-inch, 10c; %-inch, 12%c; 1-inch, 19c; 1 %-inch, 
25c; 1 %-inch, 30c; 2-inch, 41c. 

PIPE, STOVE—Nested, Full Joints—3-inch, 25c joint; 4-inch, 
25c; 5-inch, 80c; 6-inch, 35c; 7-inch, 40c. 

4-inch, Japan, 40c; 3-inch, Galvanized, 35c; 4-inch, Gal¬ 
vanized, 40c; 5-inch, Galvanized, 50c; 6-inch, Galvanized, 60c. 

Half Joints—5-inch, 20c joint; 6-inch, 20c. 

Taper Joints—6-inch to 5-inch, 35c joint; 7-inch to 6-inch, 
40c. 


PIPE FITTINGS—Price each—BlacV 


% 

% 

% 

% 

% 

1 

1% 

1% 

2 

Bushings . 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

Caps .10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

.30 

Couplings . . . .10 

.10 

.10 

.10 

.15 

.20 

.25 

.30 

.40 

Crosses . 

.10 

.10 

.15 

.20 

.35 

.35 

.45 

.70 

Elbows, 90 dg. .10 

.10 

.10 

.10 

.10 

.15 

.20 

.25 

.35 

Elbows, 45 dg. ... 

.10 

.10 

.10 

.10 

.15 

.30 

.35 

.45 

Elbows, red. 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

.45 

Elbows, S. 0. 


.10 

.15 

.20 

.30 

.40 

.50 

.90 

Elbows. Street .15 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

.45 

Floor Flanges. ... 

.20 

.20 

.25 

.25 

.30 

.35 

.45 

.65 

Look Nuts. . .10 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

Plugs.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

♦Reducers . 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

.35 

Ret. Bends, Cl. ... 


.15 

.15 

.20 

.35 

.45 

.55 

.80 

Tees .15 

.io 

.10 

.10 

.10 

.15 

.20 

.30 

.50 

Tees, 4-way . ... 


.10 

.15 

.20 

.30 

.50 

.70 

1.15 

♦Tees. Red. 

.is 

.15 

.15 

.20 

.35 

.35 

.45 

.75 

Unions.15 

.15 

.20 

.20 

.25 

.30 

.40 

.50 

.65 

Galvanized— 









Bushings . 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

.30 

Caps .10 

.10 

.10 

.10 

.10 

.15 

.25 

.30 

.45 

Couplings . . . .10 

.10 

.10 

.15 

.20 

.25 

.35 

.45 

.55 

Crosses . 

.15 

.15 

.25 

.35 

.50 

.60 

.80 

1.25 

Elbows, 90 dg. .15 

.10 

.10 

.10 

.15 

.20 

.30 

.35 

.60 

Elbows, 45 dg. .. . 

.10 

.10 

.10 

.15 

.25 

.45 

.50 

.70 

Elbows, Red. 

.10 

.10 

.15 

.20 

.25 

.35 

.45 

.80 

Elbows, S. 0. 


.10 

.15 

.25 

.40 

.60 

.75 

1.30 

Elbows. Street .20 

.10 

.10 

.15 

.20 

.25 

.35 

.40 

.80 

Floor Flanges. ... 

.40 

.45 

.50 

.55 

.60 

.75 

.90 

1.30 

Lock Nuts ... .10 

.10 

.10 

.10 

.10 

.15 

.20 

.20 

.30 

Plugs .10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

♦Reducers . 

.10 

.10 

.10 

.15 

.20 

.25 

.30 

.50 

Ret. Bends Cl. ... 


.20 

.25 

.30 

.50 

.75 

.90 

1.45 

Toes.15 

!io 

.15 

.15 

.15 

.20 

.35 

.50 

.85 

Toes, 4-way . ... 


.15 

.20 

.25 

.45 

.70 

1.00 

1.70 

♦Tees, Red. 

‘.20 

.20 

.25 

.30 

.45 

.55 

.70 

1.20 

Unions.25 

.25 

.25 

.30 

.35 

.45 

.60 

.75 

.95 

NIPPLES—Black- 









Close .10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

Long .10 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.15 

4-inch Long. . .10 

.10 

.10 

.10 

.10 

.15 

.15 

.15 

.20 

5-inch Long. . .10 

.10 

.10 

.10 

.10 

.15 

.20 

.20 

.25 

6-inch Long. . .10 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

.30 

Galvanized— 









Close .10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

.25 

Long .10 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

4-inch Long. . .15 

.15 

.15 

.15 

.10 

.15 

.20 

.25 

.30 

5-inch Long.. .15 

.15 

.15 

.15 

.15 

.20 

.25 

.30 

.35 

6-inch Long. . .15 

.15 

.15 

.15 

.15 

.25 

.30 

.35 

.40 

Bushings . 


. .25 


.30 


.40 


.50 

Caps . 


. .45 


.65 


.80 


1.05 

Couplings . 


. .55 


.80 


1.10 


1.35 

Crosses . 


. 1.30 


2.15 


2.35 


4.10 

Elbows, 90 degree . 


. .70 


1.10 


1.45 


2.30 

Elbows, 45 degree . 


. .75 


1.05 


1.45 


2.10 

Plugs . 


. .20 


.25 


.40 


.45 

♦Reducers . 


. .60 


.85 


1.15 


1.45 

Tees . 


. .85 


1.30 


1.75 


2.75 

Unions . 


.1.30 


1.80 


3.10 


3.75 

8-inch long. 


. .75 


.95 


1.20 


1.35 

NIPPLES— 









Close . 


. .30 


.35 


.50 


.60 

5-inch long. 


. .40 


.50 


.80 


.95 

6-inch long. 


. .50 


.60 


.80 


.95 

10-inch long. 


. .95 


1.20 


1.35 


1.60 


♦Reducers and Reducing Tees 1-inch and larger reducing 
to %-inch and smaller advance 50 per cent over prices shown. 
PIPE FITTINGS (STOVE) —Gaps, No. 0 16, 60e each; 0-16, 
60c each. 

Dampers—No. 8, 4, 80c each; 5, 6, 85c; 7, 40c. 

Elbows—No. 8 Gory., 86c each; 4, 80c: 5, 85c; 6. 40c; 

7, 45c. No. 8 Adj. 4 Pc., 85c; 4, 40c, 6, 40c; 6. 46c. 8- 

inch Adj. Galv„ 40c; 4-inch, 46c; 6-ineh, 50c; 6-tneh, 55c. 
No. 8 Corg. Jap., 40c; 4, 45c. 

In lota of 18 doson, 6 per cent discount from above. 

Fine Stops, Noe. 1 and 86, 80e each; 8, 80c each; 80, 80c 

8. 8% (in kegs), 85e lb.; 4, 5. 85c; 6, 7. 8, 85c; 10, 85c. 

Roof Plates and Saddles, Not. 15, 16 (Side), 90e each; 60, 
60 (Ridge), 75e each. 

PISTOLS—Antomatic—Colts’ .25 Oal., $20.50 each; 25 Cal. 
nickel. $27.00; .32 Cal. $25.00; .38 Cal., pocket, $45.00; 
.45 Cal., military, $42.00. 

Smith & Wesson—.85 Cal., $81.50; Savage, .88 OhL, 
$27.00; .380, $28.00. 


PITCH—Navy Caulking—5-lb. can, 75c; 10-lb., $1.25; 25-lb., 
$2.50; 50-lb., $4.50; %-bbl., $9.00; bbl., $13.50. 

PLANES—Block-Bailey—No. 185, $2.75 each; 195, $3.00; 

210, $3.15; 240, $3.60; 18, $3.50; 19, $3.60. 

Block, Stanley—No. 60, $3.15 each; 60%, $3.00; 61, 
$2.75; 65, $3.75; 101, 55c; 102, $1.05; 103, $1.40; 110, 
$1.40; 120, $2.00; 130, $1.95; 131, $3.25; 203, $1.75; 220, 
$2.65. 

Iron, Bailey—No. 2, $4.65 each; 3, $5.00; 4, $5.40; 4%, 
$6.15; 5, $6.15; 5%, $7.00; 6 $8.00; 7, $9.00; 8, $10.75; 
3C, $5.00; 4C, $5.75; 4%C, $6.50; 5C, $6.50; 5%C, $7.25; 
6C, $8.25; 7C, $9.50; 8C, $11.25. 

Iron.Stanley—No. 603, $5.50 each; 604, $6.00; 605, 

$7 00; 606, $9.00; 607, $10.50; 608, $12.25; 604C, $6.25; 
605<\ $7.25; 6060, $0.25; 607C, $10.75; 608C, $10.00. 

Wood Bottom, Bailey—No. 22, $3.75 each; 24, $4.00; 26, 
$4.00; 27, $4.75; 28, $5.25; 29, $5.25; 30, $5.50; 31, $5.50; 
32. $6.25; 35, $4.75; 36. $5.25. 

Rabbet—No. 10, $8.25 each; 10%, $7.00; 75, $1.00; 78, 
$4.25; 90, $5.00; 92, $5.00; 98, $2.50; 99, $2.50; 140, 
$3.75; 190, $3.75; 191, $3.50; 192, $3.25. 


PLATES—GAS, HOT—No. 501, $3.75 each; 502, $6.00; 503, 
$9.25; 702, $8.75; 703, $12.75; 722, $9.75; 723, $13.75; 
1001, $2.65; 1002, $4.35. 

PLIERS—Klein’s No. 201—6-inch, $3.90 each; 7-inch, $4.50; 
8-inch, $4.75; 9-inch, $6.00. Bernard's No. 102—4%-inch, 
$1.50; 5 % -inch, $1.85; 6%-inch, $2.25; 8-inch, $3.25. 


PLUG8—Spark—$1.00 each. 

PLUMBS AND LEVELS—Metallic, 8tanley—No. 86, 6-inch, 
$2.25 each; 9-inch, $2.75; 12-inch, $3.25; 18-inch, $3.75; 
24-inch, $4.75. No. 37, 12-inch, $4.50; 18-inch, $5.25; 24- 
inch, $6.25. 37G, 12-inch, $4.25; 18-inch, $6.25. 34V, 4- 

inch, $1.80; 6 inch, $2 25; 8-inch, $3.00; 10-inch, $3.85. 

Wood, Stanley or Disston—No. 00, $1.50 each; 0, $1.75; 
2, $2.50; 3, $3.00; 8, $3.85; 13, 26-in., $3.50; 28-in., $3.75; 
30 in., $3.75. No. 15, 26-in., $4 25; 28-in., $4.50; 30-in., 
$4.50. No. 30, $3.75; 35, $3.25; 45%, $5.25. No. 93. 26-in., 
$5.00; 28 in., $5.25; 30-in., $5.50. No. 95, $8.25; 96, 
$10.00; 102, 80c; 104, $1.15. 

Pocket, Stanley—No. 31, 2%-inch, 55c each; 8-inch, 65c; 
8 %-inch, 75c. No. 41, 20c. No. 44, 50c. No. 600, $2.25. 

Extra Level Glasses—No. 1, 1 % to 2-inch, 15c each; 2%- 
inch, 15c; 3 % -inch, 20c. No. 361, 40c. No. 362, 75c. No. 
371, $1.65. 


POKERS. STOVE—• 

No. 120. Straight, 20-inch, 15c each; 126, Straight, 26-inch, 
20c; 2u0, Bent, 20-inch, 15c; 250, Bent, 26-inch, 20c. 


POINTS AND CHUCKS— 


For 80 and 81. 

.$ .76 

For 35 . 

. .50 

Nos. 11 and 15, 2-ln. 

. .55 

8 -inch ... 

. .60 

4-inch . 

. .65 

5-inch . 

. .75 

6-inch . 

. .85 



.95 

10-inch . 


No. 75. 

...... 8.25 

No. 60. 

.1.00 

No. 80. 

.86 

No. 81. 

.95 


POLISH (AUTO)—Dnrolae, 1 pt. f 60c; 1 qt* $1.00. 


POLISH (FURNITURE)—Dnrolae, 1 pt., 60c; 1 qt„ $1.00. 
Calol, % pt. 80c each; 1 pint. 46c; 1 quart, 66c; % gallon, 
$1.15: 1 gallon, $2.00; 6 gallons, $7.60. 

Liquid Veneer, 4 ounce, 80o each; 12 ounce, 60c; 1 quart, 
$1 25. 

O-Cedar—4 ounce, 25c each; 12 ounce, 50c; quart, $1.00; 
% gallon. $2.00; gallon, $8.00. 

Johnson's Prepared Wax, 6 ounce, 46c aach; 1 pound, 86o; 
2 pounds, $1.70; 5 pounds, $8.00. 

METAL—NonOlio, % pint, 60c each; 1 pint, 76s; 1 quart, 
$1.25. 

SHOE—Shnwhite, 16c each; Midnight Oil, 16s; Royal, 15s; 
Jet-Oil 15c; 4 C 8 Shoe Satin, 10c; 9 O 8 Shoe Satin, 16c; 
1 C Satinola, 10c; 2 0 Satinola, 15c; 5 P 8 Shoe Satin, 10s; 
10 P 8 Shos Satin, 15s; 5 P Satinola, lOo; 10 P, Satinola, 
15c. 


STOVE —Liquid, No. 6 Black Silk. 20c aach; 8, Black Silk, 
25c; 2, Black Eagle, 25c; 10 E, Enamelins, 15c. 

Paste, No. 5, Black Silk, 15c each; 10, Black Silk, 25e; 
20, Black Silk, $1.75; 01, Black Earle, 45c; 95 Black Eagle, 
$2.00; 4 E, Enameline, 15c; 6 E, Enamelins, 15c; 75 Black 
Jack. 25c; 1, Rising Sun, 10c. 


POTS—Fire. 


Gasoline. O A L. 


21 . 

.15.25 

71 . 

.19.50 

72 . 

.18.00 

5 . 

.18.00 

1 . 



Watering Galvanised 

4 Quart . 1.00 

6 Quart. 1.25 


8 Quart . 

. 1.40 

10 Quart 


12 Quart 
16 Quart 


Tin 

4 Quart 


6 Quart 


8 Quart , 


10 Quart 
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HARDWARE WORLD 


KBTAn. SELLING PSI0B8—Oontinaad. 


PULLERS—Nail—Rex, $1.65 each; Rex, Jr., $1.50; Red Devil, 
$3.50; Morrill’s, $4.25; Little Giant, $2.25. 

PULLEYS—Brass 8crew, No. 850, ft-inch. 15c each; ft. 20c; 
ft, 25c; 1, 80c; 1ft, 85c; 1ft, 40c. No. 870, ft-inch, 85o 
each; 1, 40c. 

Brass Side— No. 1150, ft inch, 25c each; ft, 80c. No. 
1170, ft inch, 40c each; ft, 45c. 

Brass Upright—No. 500, 85c eaoh. 

Olothea Line— No. 610, 2 inch, 20c each; 2ft, 25c. No. 
660, 20o; 670, 20c; 1610, 2 inch, 25c; 2ft, 85c; 1660, 25c; 
1670, 80c; 68508, 85c; 6500G, 55c. 

Hay Fork, No. 1267, 60e each; 602, 60c; 706, 75o; 46, $1; 
1651, lor wire rope, $8.00. 

PULLEYS—Frame—No. 4, Ottumwa, per dos* 00c; No. 5, 
$1,00; No. 0, 05c; No. 105, OOo; No. 100, 00c. 

PUMP8—P. S.—1, $5.00; 2, $5.40; 8, $6.10; 4, $7.00. 

PUTTY—Per lb* 15c. 

RAKES—GARDEN— Malleable. 12-tooth, 70c each; 14-tooth, 
80c. Steel Straight, 12-tooth, $1.10; 14-tooth, $1.25. Steel 
Row, 11 and 12-tooth, $1.85; 18 and 14-tooth, $1.46; 16 
and 16-tooth, $1.60. Lawn, 860. 

RASPS—Plain Horse Rasp*—14-in* each $1.00; 16-in., $1.26; 
18-ln* $1.60. 

Flanged Horse Rasps—14-ln, each $1.26; 16-in., $1.60; 
18-in., $2.00. 

Half Round Cabinet—10-in., each $1.25; 18-in* $1.60; 
14-ln, $2.00; 16-in., $2.60; 18-in., $8.00. 

Half Round Wood—10-in, each $1.00; 12-in* $1.25; 


_6 OVUIIU TV UUU—SRRU f A*VV • 

14-in., $1.66; 16-in., $2.25; 18-in* $2.00. 

Flat Wood—10-in* each 05e; 12-in* $1.26; 
16-in* $2.00; 16-ln* $2.60. 


RAZOR8 (SAFETY)— 
No. 

700, each . 

2, each . 


Everead y 
No. 

1.00 706 B, Blades, Pkg.. 

6.00 


800, 


1.00 800 B, Blades, Pkg.... 

Enders 

1.00 900 B, Blades, Pkg.... 

Durham Domino 

1000, each . 1.00 1000 B, Blades, Pkg... 

Gillette 


.40 


•50 


.60 


480, each.5.00 

600, each.5.00 

500 B, each.... 6.00 

501, each.6.00 

6 X B, Blades, pkg. AO 


00, each.7.50 

460, each.6.00 

480 B, each.5.00 

470, each.6.00 

601 B. each. 6.00 

12 X B. Blades, pkg 1.00 

AutoStrop 

L Mt. 5.00 2541, set. 6.00 

I#. »•*. 5 .OO 600 B, Blades, pkg... 1.00 

M. .5-5? «00ft B Blades, pl^.. AO 

251, set .5.00 

MELS—Hose—No. 1 Wire, $1.65 each; No. 1 , Wood, $8.25. 

REVOLVERS— 

Colts, Model Each 

Pocket Positive.80.00 

Police Positive Special 82.50 
Police Positive Target 85.26 

Army Special.84.00 

New Service. 88.00 

Single Action . 86.75 

Harrington A Richardson 
228 .. 


808, 228 .11.50 

208 B, 228 B.12.00 

204, 224 .12.00 

204 B, 224 B.12.60 

268, 278 .12.60 

268 B, 278 B.12.75 

*64, 274 .12.75 

264 B, 874 B.16.00 

Ivor Johnson- 

800, 808, 828.16.50 

800 B, 808 B.16.76 

204 .16.75 

RIFLES—No. and Model- 


Daisy Air- 
26 .. 

Each 

.... 6A6 

40 . 

... 6A5 

8 . 

... 8.00 

80 . 

... 2.85 

11 . 

... 2.85 

12 . 

... 2.00 

King Air — 

4 . 

... 9.95 

6 . 

... 8.16 

21 . 

... 2.00 

22 . 

... 2.85 

804 B . 


828 B . 

. •. .17.00 

824 . 

....17.00 


1899 TD, Feath'wt . 
189 SF 

1904 TD, Single shot. 
1914 TD, Hammerless 


Stevena— 


Little Scout . 

.. . 7.50 

Crack Shot. 

... 9.50 

Marksman . 

. .. 11.00 

Favorite . 

.. .13.00 

70 TD, .22. 

...19.00 

1919, .22. 

...26.75 


Winchester— 

1886 SF—Round Brl. 

TD—Round Brl. 
1890 TD—Oct. Fancy 
TD—Oct. Plain. 


55.00 1892 SF—Round BrL 27.60 

48.00 SF—Oct. Brl. ..89.40 

9.75 TD—Oct. BrL.. 45.75 

28.50 SW—Carbine . .88.55 

1894 SF—Round Brt. 40.85 
SF—Oct. Brl... 48.60 
SF—Carbine .. 86.85 
TD—Oct. Brl. ..54.50 

1895 SF .58.15 

1895—Govt. Model.. .58.15 

1895 TD.67.10 

1902 TD—22.10.50 

1908 TD—Plain.44.80 

49.00 1908 TD—Fancy_69.00 

64.80 1904 TD .22 .12.60 

57.50 1906 TD.28.55 

81.60 1907 TD.61.50 


lOe box. 

Copper—With Burra— 
Size. ft Lbs. 

Lbs. 

Size. 

ft Lbs. 

Lbs. 

7—St’r Lgths. 

.80 

.55 

7—Asst. . 

.. . .30 

.55 

8 

.30 

.55 

8 

.. . .80 

.55 

9 

.30 

.55 

9 

.. . .80 

.55 

10 

.30 

.55 

10 

... .30 

.55 

12 44 

.30 

.55 

12 44 

... .80 

.55 


14-in., $1.50; 


Copper Iron, with Burrs—08 Asst., 20c, ft-lb. box; 010, 25c. 

RIVETS—Tinners—Black, all sises (in kegs), 20c lb. Tinned, 
8, 8ft (in kegs), 80c lb.; 4, 5, 80c; 6, 7, 8, 25c; 10, 25c. 

RODS, CURTAIN—No. 2, ft-in.. Steel, Brass Covered, 15c ft.; 
8, ft inch. Steel, Brass Plated, 10c; 80, 1-in., Wood, Brass 
Covered, 80c; lft -in.. Wood, Brass Covered, 85c. 

ROOFING—(See Paper). 

ROPE—Cotton, Thread—8-16, 55c; ft to 5-16, 55c lb.; ft to 
ft, 55o; % to 1, 70c. 

Manila—Base. 24c lb. 

Sisal—Base, 25c lb. 

RULES—Boxwood—Lufkin, Stanley—No. 171 (86), 65c each: 
872 (36ft), 90c; 886 (32), 95c; 888 (32ft), $1.35; 465 
(69), 25c; 651 (68), 35c; 702 (18). 50c; 751 (61), 40c; 
761 (63), 50c; 762B (7), $1.35; 771 (84), 85c; 780 (62ft), 
$1.00; 781 (62), $1.00; 861A (58ft), $1.00; 8620 (83ft). 
$1.50; 871 (52), 90c; 881 (54), $1.10; 3851 (66ft), 75c ; 
8861 (66ft), 85c; 3881 (66ft), $1.85. 

Rules, Steel—No. 17, Blacksmiths, 90c each; 041, 
Pocket, 25c; 1181, 1141, Zig-Zag, 25c; 1182, 1142, Zig-Zag, 
$1.85; 1148, Zig-Zag, $2.00. 

RULES, ZIGZAG—Lufkin, Stanley—No. 804F, 40c each; No. 
806F, 60c; 8518 (08), 80c; 8514 (04), 40e; 8515 (05), 50c; 
8516 (06), 65c; 8518 (08), 80c; 8528 (408F), 80e; 8524 
(404F), 40c; 8525 (405F), 50c; 8526 (406F), 65e; 8613 
(108), 85c; 8614 (104), 45c; 8615 (105), 55c; 8616 (106), 
65c; 8624 (854F), 45c; 8626 (856F), 65c, 

SAWS—One Man—Gross-* 


Disston 


Oh (nook 


Royal 

Ohlaook 


8ft. ft. 
4 ft. 


4ft ft. 
5 ft. . . 


824 B .17.25 

•48, 858 .17.75 

848 B, 858 B.18.00 

•44, 854 .18.00 

844 B, 854 B.16.50 

804 B.19.29 

806 B.19A0 

Smith A Wesson— 

1905 Military. Poliea. .84.50 
Regulation Polio# .... 82.50 
1908 Hand Sieetor... 80.50 
88 8. A W. Perfected 80.50 

1908 Military.85.00 

1911 Target.85.00 

New Departure 88.... 80.50 

Martin- 

20 TD—Octagon Brl..18.50 
27 TD—Round Brl... 21.80 
TD—Octagon Barrel. 84.55 
29 TD—Round Brl.. 15.60 
1897 TD—Round BrL 22.75 
TD—Octagon Barrel. 24.60 
Remington— 

4 TD—Octagon Bri.. .15.54 
6 TD—Round Brl.... 10.48 
8 A TD—Round Brl..78.27 
12 TD—Round Brl.. .28.48 
TD—Octagon Brl....81.95 
14 A TD—Standard. .58.86 

TD—Carbine.57.25 

16 A TD—Standard. .44.61 
Savage — 

1899 260 800C .60.00 


. 4.75 

5 ft. ... 

. . 8.25 

. 

. 5.25 

5ft ft. . 

.. 8.50 


6.00 

6 ft. ... 

.. 9.25 

11.50 

. 6.75 

6ft ft. . 

. .10.50 

13.00 

. 7.00 

7 ft. ... 

..11.50 

14.00 


7ft ft. . 

..12.60 

15.25 


Simonds Falling same price as Royal CAinook Oroea Out. 


SAWS—Hand- 

12 Disston or 69 Atkins 

18 inch . 8.70 

20 inch.4.00 

22 inch .4.85 

24 inch .4.70 

26 inch.5.10 

28 inch . 5.50 

No. D8 Disston or 51 Atkins 

18 inch .8.10 

20 ineh .8.50 

22 inch .8.66 

24 inch . 8.75 

26 inch . 8.95 

28 inch .4.45 

No. 7 Disston 

18 ineh .9.65 

Simonds Hand and Oroee-cut 8a 


90 inch .9.85 

22 ineh . 8.10 

24 inch. 8.40 

26 ineh. 8.60 

28 ineh . 4.00 

No. 190 Disston 

26 ineh. 6.20 

28 ineh . 6.60 

No. 112 Diiston 

26 ineh . 5.25 

28 ineh . 5.60 

No. D 100 or No. D 20 
Disston 

26 ineh. 4.86 

28 ineh . 4.86 

•Prices on Application. 


Baek Saws 

12 inch . 

8.00 

Oompasa No. 2 
12-ineh . 

A6 


8.25 

14-<n«h _ ......... 

. .90 

16 inch .... 

8.50 

1 6* ineh — ......... 

. .95 

22-inch . 

24-inch . 

, 4.00 
, 4.25 

Kitchen No. 2 

.55 

.65 

.75 

26-inch . . 

, 4.75 

14. inch 

28-lneh . 

, 5.50 

16-inch . 

Butcher No. 10 

18-inch .. 

, 1.90 

Mitre 

24-ineh . 

. 5A6 

18-ineh . 

, 2.00 

26-inch .. . 

. 5.75 

20-inch . 

, 2.15 

2 8-ineh . 

. 6.60 

22-inch .. 

2.25 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued, 


SAW 8 —MISCELLANEOUS—Continued— 

Nut, Complete Mo. SO Californio; 14-ln. 1.40 

Mo. 8 .8.50 N <>. 81 California, 13-in. 1.80 

Mo. 51 California, 14-in. 1.00 
„ _ Pnmi»I Diaaton, No. 0 , 14-inoh. 8.00 

Mo. 50 California, 18 in. 1 J 6 Diaaton, Mo. 10 , 14-lnoh 8.85 
Bnek— 

Com Bel Braea V tooth. 1,75 

Com Dbl Braea Tuttle tooth. 2.50 

Com Dbl Braea V tooth.8.75 

Mo. 150 Special. 1.95 

8 A ^T.5 L ^ fP 5^: N 2-.!v w -. 50 i ®t * 188 - P.rfeetlon. Ho. 1 W. 
!2SS : £?V 3 ^’ f®-®* : No - aw. 9 S.S 0 : No. 11 . with Gold*, 
$8.85: Bishop ■ No. 750, 860 ; Stearns* No. 106, 88 . 75 : No. 
800. #1.75; N 88 , 88.36; No. 8 , Di.oton, 84.50. 

SAW SETS— X CUT— 

201 O * P. 1.50 Morrill No. 8 . 1.80 

Spec. Morrill.2.00 Baker No. 8 .2.85 

105 Morrill.60 Colonial . 1.40 

1 Morrill. 2.00 7 Taintor . 2.00 

10 . 1.20 28 Triumph . 1.65 

77 . 1.00 Hammer .85 

Lerer .. .25 

SAW TOOLS— Morin No. 2 . 4.75 

Clipper Outfit.75 Morin No. 2 %. 6.00 

MortW. Baker Gau,»- Mo ^uln f 0 'Tooi Disiten—°° 

No. 1. 1.50 No . 100 ..80 

No- •.2.50 No . 4 Bloeka, Morin.. 1.85 

Atkina Baker Swage.. .45 Swages No. 0 Diaat... 4.75 

5-M Tooth Oauge.25 Swagea, Whiting*.... 1.00 

Jointer* Pikes Perf... .75 Atkina, Rex . 1.00 

Jointers No. 7 Sterna. .70 Atkins, Excelsior.85 

SCALES—Family, testing without scoop, $8.75; with scoop, 
84.50; Peddlers' glass sash, $ 6 . 00 ; glass sash with chains, 
$6.50: brass dial, $7.25; brass dial with chains, 87.50. 

Spring Balance, No. 50, 25c each; 51, 50u; family, $6.50; 
No. 202, $6.50. 

8 CI 8 SOR 8 —Cast—No. 10 , 60o each; No. 44, 7)4 inch, 60e; 
8 % inch, 65e; 240, 4 inch, 35c; 4)4 inch, 80c; 255, 4 inch, 

80c; 4)4 Inch, 85c; 5 inch, 86 e; 5)4 inch, 40c; 6 inch, 46e; 

820, 85c; 850, 75c. 

Wiss—No. 14 B H, $1.45 each; 54)4. 95c; 55, $1.00; 
55)4, $1.05; 56. $ 1 . 10 ; 56%, $1.15; &7, $ 1 . 20 : 154%, 
$1.15; 155, $1.20; 155%, $1.25; 156, $1.80; 156%, $1.85; 
157, $1.45; 864, $1.20; 864%. $1.25; 865, $1.30; 866 , 
$1.45; 463, $1.05: 468%, $1.10; 464, $1.15; 578, $1.45; 
578%, 1.60; 574%, $1.70; 668 , $1.45; 668 %, $1.60: 664, 
$1.70; 768, $1.05: 768%, $1.10; 764, $1.15; 764%, $1.20; 
765, $1.25; 765%, $1.80: 766, $1.35; 778. $1.15; 778%, 

$1.20; 774. $1.25; 814, $1.25; 814%, $1.40; 815, $1.85; 

815%, $1.40; 816, $1.50. 


SCOOPS—Common Hollow Back—Black—No. 2, $8.15 each; 

8, 82.25; 4, $2.85; 5, $8.45; 6, $8.55; 7, $8.65; 8, $8.75; 

9, $2.85; 10, $8.00. 

8GREENS—Adjustable—Window—Wabash. Wood Frame, 15x 
88, 80c; 18x88, 90c; 24x88, $1.15; 80x88, $1.45; 24x87, 
$1.25; 28x37, $1.50. 

Sherwood, Steel Prams—18x88, $1.20; 84x88, $1.85; 24x 
87, $1.60; 80x87. $1.76. 


SCREWS—Cap and Set— 

Machine, Brass, Flat* or Round Head— 


Prices 
one dosen 

shown are for full gross packages. For pries of 
, use one-tenth of the full package pries shown. 

Sisc. 

%-in. 

%-in. 

%-in. 

%-in. 

1-in. 

2. 

.25 

.80 

.85 

.40 


4. 

.30 

.35 

.40 

.45 

.55 

6. 

.40 

.45 

.50 

.55 

.70 

8. 

.60 

.70 

.75 

.85 

1.00 

10. 

.85 

.95 

1.10 

1.25 

1.55 

12. 

. 1.10 

1.25 

1.40 

1.55 

1.85 

14. 

. 1.40 

1.60 

1.85 

2.10 

2.50 

16. 

. 2.20 

2.40 

2.65 

2.85 

8.80 

18. 

. 2.75 

8.10 

3.40 

8.70 

4.80 

20. 


8.75 

4.15 

4.50 

5.25 


Site. 


1%-in. 

1%-in. 

1%-in. 

2-in. 

2. 

... .20 

.20 

.20 

.20 


4. 

.20 

.20 

.20 

.20 

.25 

6. 

.20 

.20 

.25 

.25 

.80 

8. 

.25 

.25 

.30 

.30 

.85 

10. 

.35 

.35 

.40 

.45 

.50 

12. 

.40 

.45 

.45 

.50 

.55 

14. 

... .50 

.50 

.55 

.55 

.65 

16. 


.65 

.65 

.70 

.80 

18. 



.90 

.95 

1.05 

20. 




1.15 

1.25 


Iron. Flat or Round Head— 
8ise. % -in. % -in. 

% -in. 

%*in. 

1-in. 

4. 

.60 

.85 


6.. 


1.15 

1.45 

1.75 

8. 


1.45 

1.75 

2.05 

10. 


2.00 

2.80 

2.60 

12. 

. 2.15 

2.45 

2.80 

3.20 

14. 


3.10 

3.50 

3.85 

16. 

. 3.70 

4.15 

4.65 

5.25 

18. 

. 4.75 

5.20 

5.80 

6.45 

20. 


6.75 

7.50 

8.25 

4. 


.35 


.. . . 


Sise. 

1%-in. 

1%-in. 

1%-in. 

8-in. 

6. 


.40 

.50 

.60 

8. 


.45 

.55 

.65 

10. 


.70 

.80 

.90 

12. 


.75 

.85 

.95 

14. 


.85 

.95 

1.15 

16. 


1.10 

1.80 

1.55 

18. 


1.50 

1.70 

1.90 

20. 


1.70 

1.90 

2.10 


Prices shown are for doscn lots. For price of one only, 
use one-tenth of the dosen price shown. 

U. 8. 8. Thread, Iron— 


Length 

%-in. 

5 16-in. 

%-in. 

7-16-in. 

%-in. 

%. 

■. • • .30 

.30 

.85 

.40 

.50 

%. 

.30 

.a# 

.35 

.45 

.50 

1 . 

.30 

.30 

.35 

.45 

.55 

1%. 

.30 

.35 

.40 

.50 

.60 

}%. 

«... .35 

.85 

.40 

.50 

.65 

l%. 

.... .35 

.40 

.45 

.55 

.70 

2 . 

.40 

.45 

.50 

.60 

.75 

a%. 

• • • • .45 

.50 

.50 

.65 

.80 

2%. 

.... .50 

.55 

.55 

.70 

.80 

3 . 

.... .55 

.60 

.65 

.75 

.95 

8%. 




.90 

1.10 

4 . 

. 



1.00 

1.25 

Length 


%-In. 

%-in. 

%-in. 

1 

1 . 


.85 

1.15 

1.65 


1%. 

. 

.85 

1.15 

1.65 


1%. 

.. 

.90 

1.25 

1.65 


1%. 


.95 

1.80 

1.80 

2.05 

2 . 


1.05 

1.40 

1.90 

2.25 

2%. 


1.15 

1.50 

2.00 

2.50 

2%. 


1.25 

1.60 

2.15 

2.65 

8 . 


1.40 

1.85 

2.35 

3.05 

8%. 


1.55 

2.15 

2.70 

3.50 

4 . 


1.80 

2.45 

8.00 

3.90 

S. A. E. 

Thread, Steel- 

_ 




Length 

li-in. 

5-16-in. 

. %-in. 

7-16-in. 

%-in. 

%. 

. 80 

.85 

.45 

.. . 


%. 

. . . . .35 

.40 

.45 

.60 

*.65 

1 . 

. . . . .35 

.40 

.45 

.65 

.65 

1% . 

» . . . .35 

.45 

.50 

.65 

.75 

1% . 

.40 

.45 

.50 

.75 

.80 

1%. 

. 45 

.50 

.55 

.80 

.85 

2 •••••• 

.... .45 

.55 

.60 

.85 

.95 

2% . 

• . . . .55 

.60 

.65 

.90 

1.00 

2% . 

. 60 

.65 

.70 

1.00 

1.10 

2% . 

. . . . .65 

.70 

.75 

1.05 

1.15 

8 . 

. 70 

.75 

.80 

1.10 

1.20 

3% . 

. 80 

.90 

.95 

1.25 

1.40 

4 . 

. 90 

1.00 

1.10 

1.40 

1.55 

Length 



9-16-in. 

%-in. 

%-ln. 

1 . 



. 1.10 



1%... 



. 1.10 

.... 


1% . 



1.15 

i 80 

1 55 

1% . 



. 1.20 

1.45 

1.65 

2 . 



1 80 

1.55 

1 75 

2% . 

• ••••••■•••a 


. ll40 

L65 

1.85 

2% . 



. 1.55 

1.75 

2.00 

2% . 



. 1.65 

1.90 

2.15 

3 . 



. 1.70 

2.00 

2.85 

3% . 



. 1.95 

2 30 

2 70 

4 . 



. 2.25 

2.65 

8.00 


Square 

Head, 

V or U. 

8. S. Thread— 




Prices 

shown 

are for 

dosen lots. For 

the 

price 

on one 

only, use 

one-tenth of the dosen price shown. 


Length 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

%-in. 

% ... 


.20 

.20 

.25 


.80 

.85 

% ... 


.20 

.25 

.25 


.30 

.85 

% ... 


.20 

.25 

.25 


.80 

.85 

1 


.25 

.25 

.80 


.80 

.46 

1% ... 


.25 

.25 

.80 


.35 

.45 

1% ... 


.25 

.80 

.30 


.40 

.45 

1% ... 


.80 

.80 

.85 


.45 

.55 

2 


.35 

.85 

.40 


.50 

.60 

2% ... 


.40 

.40 

.45 


.60 

.70 

2% ... 


.45 

.45 

.50 


.65 

.75 

3 


.55 

.55 

.65 


.75 

.90 

3% ... 






.80 

1.05 

4 






.90 

1.20 

Length 



%-in. 

%-in. 


%-in. 

1-in. 

% ... 



.50 





% ... 



.55 





1 



.60 

i.oo 



.... 

1% ... 



.65 

1.10 


1.55 


1% ... 



.75 

1.20 


1.65 

2.20 

1% ... 



.80 

1.30 


1.80 

2.40 

2 



.90 

1.40 


1.95 

2.60 

2% ... 



.95 

1.45 


2.10 

2.80 

2% ... 



1.05 

1.55 


2.25 

8.00 

3 



1.20 

1.75 


2.55 

8.40 

3% ... 



1.85 

1.95 


2.85 

8.80 

4 



1.50 

2.20 


8.15 

4.20 

Prices 

shown 

are for 

full gross packages. 

For t 

trice of 

one dosen, use one-tenth 
Wood—Brass, Flat or 

of the full packages 
Round Head— 

price si 

town. 


%-in 

%-in. 

%-in. 

%-in. %-in 

. %-in 

1-in. 

0. 

.50 

.50 

.55 



•.. 

1. 

.50 

.50 

.55 

.55 




2. 

.50 

.55 

.55 

.60 

.65 

‘.80 

... 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 


WOOD SCREWS— Continued— 


Size. %-in. %-in. %-in. %-in. %-in. %-in. 1-in. 

8.55 .55 .60 .65 .70 .85 .95 

4 .55 .60 .65 .70 .75 .90 1.00 

5 .60 .65 .70 .75 .80 .95 1.05 

6 .70 .75 .80 .85 1.00 1.10 

7 .75 .80 .90 .95 1.05 1.20 

8 .85 .95 1.05 1.15 1.25 1.40 

9 . 1.05 1.20 1.30 1.40 1.60 

10 . 1.20 1.35 1.50 1.65 1.75 

11 . 1.50 1.70 1.90 2.05 

12 . 1.70 1.90 2.10 2.30 

13 . 1.90 2.10 2.30 2.55 

14 . 2.10 2.30 2.55 2.85 

15 . 2.30 2.55 2.85 8.15 

16.. .. 2.55 2.85 3.15 8.75 

Size 1*4-in. 1%-in. l%un. 2-in. 2% -in. 2 %-in. 8-in. 

3 . 1.20 . 

4 . 1.25 1.65 . 

5 . 1.30 1.70 . 

6 . 1.35 1.75 . 

7 . 1.40 1.80 2.25 2 95 . 

8 . 1.60 1.85 2.30 8.00 . 

9 . 1.80 2.05 2.35 8.05 _ 5.30 _ 

10 . 1.95 2.40 2.65 3.10 3.95 5.35 _ 

11 . 2.30 2.60 8.00 3.45 4.10 5.40 7.85 

12 . 2.60 3.00 3.40 8.85 4.45 5.45 7.90 

13 . 3.00 3.35 8.75 4.25 4.95 5.55 7.95 

14 . 3.30 8.75 4.15 4.75 5.50 6.05 8.00 

15 . 3.70 4.30 4.85 5.50 6.05 6.70 8.20 

16 . 4.05 4.70 5.35 5.85 6.75 . 

17 . 5.15 5.90 6.40 7.30 . 

18 . 6.10 7.00 7.80 8.65 . 

Flat Head, Bright— 

Size. %-in. %-in. %-in. %-in. %-in. %-in. 1-in. 

0 to 2. . .30 .30 . 

3 .30 .30 .30 .30 .30 .30 .35 

4 .30 .30 .30 .30 .30 .30 .35 

5 .30 .30 .30 .35 .35 .35 

6 .30 .35 .35 .35 .35 .40 

7 .35 .35 .35 .35 .40 .40 

8 .35 .35 .40 .40 .40 .45 

9 .40 .40 .40 .40 .45 .45 

10 .45 .45 .45 .45 .50 

11 .45 .50 .45 .50 .55 

12 .50 .50 .50 .55 .eO 

13 .55 .55 .60 .65 

14 .55 .60 .65 .70 

15 .65 .70 .80 

16 .75 .80 1.00 

17 . 1.10 

18.. .... ... ... ... ... ... ... 1.15 

20. 1.40 

Size 1% -in. 1%-in. 1%-in. 2-in. 2 %-in. 2 %-in. 8-in. 

3 .35 .40 . 

4 .40 .40 . 

5 .40 .45 .50 .60 .65 .75 

6 .45 .45 .55 .60 .65 .80 1.16 

7 .45 .50 .60 .60 .70 .85 1.20 

8 .45 .55 .60 .65 .70 .90 1.25 

9 .50 .55 .65 .65 .75 .95 1.25 

10 .55 .55 .65 .70 .80 .95 1.80 

11 .55 .60 .70 .75 .85 1.00 1.80 

12 .60 .65 .75 .80 .90 1.05 1.35 

13 .70 .75 .80 .90 .95 1.10 1.35 

14 .75 .80 .90 1.00 1.05 1.15 1.40 

15 .85 .95 1.05 1.10 1.25 1.35 1.55 

16 . 1.00 1.15 1.15 1.25 1.40 1.45 1.70 

17 . 1.10 1.30 1.40 1.50 1.55 1.70 1.95 

18 . 1.35 1.55 1.60 1.70 1.85 1.90 2.20 

20. 1.60 1.75 1.80 1.95 2.15 2.35 2.60 


Round Head, Blued—Sell at 10 per cent ad ance over 
prices shown for Flat Head, Bright. 

8AFETY 8ET— (Bristo) — 

% -inch, any length, 10c each; 5-16, 10c; %, 12c; 7-16, 15e; 
%, 18c; %, 25c; %, 30c; %, 35c; 1-inch, 40c. 

SCREWS—Lag—Gimlet Point, Square Head—30% below. 


%. 5-16-in. %-in. %-in. %-in. %-in. 

10 100 10 100 10 100 10 100 10 100 

1%.. .25 2.25 . 

1% . . .25 2.25 .30 2.70 . 

1% . . .30 2.45 .35 2.95 . 

2 . . .30 2.45 .85 2.95 .50 4.10 .70 6.00 . 

2%.. .30 2.65 .35 3.25 .50 4.50 .75 6.50 . 

3 . . .35 2.85 .40 3.50 .55 4.85 .80 7.00 1.15 9.90 

3%.. .35 3.05 .45 3.75 .60 5.20 .85 7.50 1.20 10.60 

4 . . .35 3.25 .45 4.00 .65 5.55 .90 8.00 1.30 11.30 

4%.. .40 3.45 .50 4.25 .70 5.90 .95 8.50 1.40 12.00 

5 . . .40 3.65 .50 4.55 .75 6.30 1.05 9.00 1.50 12.70 

5%.. .45 3.85 .55 4.80 .75 6.65 1.10 9.50 1.55 13.40 

6 . . .45 4.05 .60 5.05 .80 7.00 1.15 10.00 1.60 14.10 

6%.60 5.30 .85 7.35 1.20 10.50 1.70 14.80 

7 .65 5.55 .90 7.70 1.25 11.00 1.80 15.50 

7%.70 5.85 .95 8.10 1.30 11.50 1.90 16.20 

8 .75 6.10 1.00 8.45 1.40 12.00 2 00 16.90 

9 1.05 9.15 1.50 13.00 2.10 18.30 

10 . 1.15 9.90 1.60 14 00 2.30 19.70 

12 . 1.25 11.30 1.85 16.00 2.60 22.50 


SCREW DRIVERS—Machinists’. No. 51. 50c each; 51%. 85c; 
52. 85c; 52%, $1.25; 53, $1.15; 53%, $1.65; 54, $2.65; 
gauge, 15c; 10c full sheet. 


Yankee Ratchet —No. 11, 2-ineh, 76# aaeh; 8, 05e; 4, 
$1.00; 5, $1.15; 6, $1.25; 8, $1.50; 10 ( $1.76; 18, $1.15; 
15, 2-inch, 85c; 8, 90c; 4, 95c; 5, $1.00. No. 80, $8.80; 81. 
$4.75; 85. $2.65; 60, $1.16; 180. $4.00. 


SCREW DRIVERS—G 

A P- 

—1%. 40c; 8, 

40c; 4, 60s. 

SOYTHE S —Bush— 


Grass— 


No. 

Eaeh. 

No. 

Back. 

400 .. 

. 2.50 

200 . 

.2.60 

450 .. 

. 2.85 

250 . 

.2.86 

Weed- 


100 . 


300 . 

. 2.60 

160 . 

..2.86 

850 . 

. 2.85 




SHEETS—IRON—Galvanized—10 to 16, 11 %c; 18 to 84, 
12c; 26 to 27, 12%c; 28, 18c; 80, 14c. Black, 12 to 10. 
10c lb.; 18 to 28, lie. Add 10 per cent for cutting. Cor¬ 
rugated, Ptd.. 28 Ga., $8.25; GalY„ 26, $12.00; 2$, $10.50. 
Rockfacc Siding, $11.50. 

SHEETS—STEEL—Black, soft, 18-20, 22-24. 8o, 27, 28, 80 
gauge, cut, 15c; 10c full sheet. 

Galvanized Flat, 12-14, 16, 18-20, 22-24, 28, 27, 28, 80 

gauge, cut, 16c; 12c full sheet. 

SHIELDS—Lag Screw — Expansion — 8EB00—Per hundred 


list. 

8-18 inch. 


% . 


% . 


% . 


5-18 . 


% . 


% . 


% . 


7-16 . 


1 . 



SHINGLES—Tin, 5x7, $8.00; 7x10, $6.00. 

SHOT —Air Rifle, bulk, 20c lb.; 4 and 6-os. tubes, lOe tube. 
Balls, Nos. 0, 00, 000, 20c lb. Buck Nos. 1, 2, 8. 20c lb. 
Drop, Nos. 1 to 12, B, BB, BBB, 20c lb. Chilled, 8 to 9, 20c. 
SHOVELS — D or Long Handle, Round or Square Point—Plain 
Back Black—4th Grade, $2.00 aaeh; Carter's, $2.50; Ames, 
$2.7 5. 

Plain Black Polished—4th Grade, $2.10 each; Carter’s, 
$2.65; Ames, $3.00. 

Riveted Strap Back Black—Amos, $2.65 sack. 

Riveted Strap Back Polished—4th Grade, $2.60 oneh; 
Ames. $2.75. 

Solid Socket—Maynard—Black, $2.75 eaeh; Polished. 

$ 8 . 00 . 

Fire, Sheet Steel—Jumbo, 85c each; 54, Japanned, 20c; 
56, Japanned, 25c; 280, Galvanised, 20c. 

Special—Northwest —Pacific, $2.00 each; Occident, $2.85; 
Maynard Patr., $2.60; Genuine Mayn, $2.75* Chester, $2.00. 


SLEDS—Hand and Coaster— 
Flexible Flyer— 

No. 1.. 4.25 

Racer.'.. 

Fire Fly— 


No. 2. 

5.00 

No. 0. 


No. 8. 

6.50 

No. 10. 


No. 4. 

7.00 

No. 11. 


No. 5. 

0.50 

No. 12. 


Jr. Racer. 

SMOOTH-ON—76c lb. 

5.50 

Racer. 



SOLDER— % and %. 45c lb.; No. 1, 00-100, 45e; Wiping. 

40-60. 50c; Wire, 50-50. 50c; Electrical Wire, 40-60, 55c. 
8PARKER8—Red Seal—No. A141, 08.00; A152, $8.65; A182. 
$4.35. 

SPORTING GOODS— 

Xaoh Handballs.85 

Official Baseballs .... 2.50 Boxing Gloves, 8-os... 18.50 

Second Grade BaseVls 8.00 Striking Baga .0.00 

Playground B. B., Out Championship Tennis 

or Plain 8eam—■ Balia .65 

14-inch . 8.00 Beat Grade Backets, 

12-inch . 2.76 Sutton .12.00 

Baseball Bata, leans.. 1.75 Ootton Gym Shirts.75 

Baseball Masks, T * 10.00 White Banning Pants. 1.00 

Chest Protectors.8.50 Bike Jockey Strap.75 

Official— Rubber Soled Tenuis 

Rugby Footballs... 10.00 Gym Shoes. 1.05 

Soccer Footballs... .12.00 Rubber Soled Tennis 

Basketballs .15.00 or Gym High.2.25 

Volley Balia.8.00 Basketball Shoes - 5.00 

SPRAYERS —Myers' Bucket Pump, 8 lbs., $12.50 each; 6 
lbs., $7.50. Hand — Faultless. 70c each; Miaty, 85c. Knap- 
sack — Kant Klog, $7.50; Perfection, $9.00; Utility, $7.25. 
SPRAY PUMPS-—Faultless Tin, 75c each; Barnet No. 254. 
$ 8 . 00 ; Barnes, 276, $12.30; Little Giant, 827%, $7.25; Acme 
Pressure 345, $9.00; Defiance, No. 824, $10.00. 

SPRINGS, DOOR—Coiled 18-inch, Japanned Spring, %-ineh. 
15c; 9-82, 15c; 11-82, 15e; 18-82, 15c; %, 20c. Faultless, 
Tight No. 12 Steel Wire, 18-inch, 46c eaeh. Victor, Adjust¬ 
able Tension, 9-inch; 20c each; 10-inch, 25c; 11-inch, 85c; 
12-inch. 50c. Reliance, Extra Heavy Ratchet Tension, 10 
inch, 60c each. Warner’s Coppered Steel Wire for eereea 
doors, each 25c. Torrey Screen Door, 89 in. steel rod, 40c. 
SPRINKLERS. LAWN— 

Perforated Tube, Dew Drop, 7 feet long, brass, $8.25 each; 
8 feet, $3.65; 8 feet, galvanized, $2.85. 

Pluvius—Revolving Brass Spoon, $1.15 each; Revolving 
Arms, 6-inch, $1.35; Revolving Anna, 11-inch. $2.50. 

Ring — 5%-inch diameter, 75c each; 8%-inch, $1.25. 

Rose — 3-inch perforated oblong piste spray, $1.00 each. 
Ross—Perforated oblong plate spray, 81.00 each. 

Thompson’s—Twin. 40c each; Fountain, 50c; Fan, 25c; 
Simplex Circle. 40c: Shower, 50c; Peerless, 55c. 

Will’s Galvanized Pipe — 6 feet, $2.50 each; 7 feet, $3.00, 
8 feet, $3.25. 
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RETAIL SELLING* PRICES—Continued. 


8TAPLE8 —Pence Wire—Polished, 10c lb.; galvanized, ,10c. 
Poultry Wire, % -inch, 15c lb. 

8TARRETTS TOOLS—Add to Catalogue— 

Micrometers, 50% 

Thickness Gauges, 50% End Meas. Rods, 50% 

Gr. Flat Stock, 50% Caliper Gauges, 50% 

Handy Equiv. Table, 50% Micrometer Cases, 50% 
Balance of Book (not itemized) add to list 40%. 

STEEL—Mild—See Iron. Tool, 22c; Drill, Co., 20c. * 

8T0NES—Oorborundum—No. 76, 50c; 107, $2.00; 108, $2.25; 
109, $1.75; 110, $2.00; 111 $1.35; 112, $1.00; 113, $1.00; 

115, $1.75; 116, $1.75; 117, $1.75; 118, $1.50; 119, $1.50; 

120, $1.50; 21, $1.25; 122, $1.25; 123, $1.25; 124, $1.00; 

130, 75c; 131, 75c; 142, 75c; 143, 75c; 144, 75c; 45, 50c; 

146, 50c; 147, 50c. 

Pike’s Oil and Water—No. 13, 60c each; 14, 60c; 16, 10c; 
20, 40c; 22, $1.00; 25, 15c; 37, 25c; 40, 25c; 42, 35c; 
48, 50c; 51, $1.00; 52, $1.25; 53, $1.50; 54, $1.00; 55, 
$1.25; 56, $1.50; 59. 15c; 60, $1.75; 62, $2.25; 66, $2.75; 
68, 8.75; 78, 50c; 80, 60c; 86, 75c; 88, $1.00; 92, 50c; 
94 60c. 

Pike's Scythe—No. 89, 15c each; 40, 15c; 41, 15c; 42, 20c. 


TENTS—Single Filling— 


Size 

8-oz. 

10*oz. 

Size 

8-o>. 

10-os. 

7x7 .... 

. . .14.80 

17.30 

16x18 ... 

. .57.25 

67.85 

7x9 .... 

. . .17.55 

20.45 

16x20 ... 

. .68.10 

73.65 

9x9 . . . . 

. . .20.25 

23.70 

16x24 . . . 

. .71.85 

88.60 

9^x12 . 

. . .23.85 

27.85 

16x30 ... 

. .86.95 

101.30 

12x14 .. 

. . .32.00 

37.35 

A or Wedge— 


12x18 .. 

. . .39.50 

46.15 

5x7 . 

.. 9.25 

10.76 

14x16 .. 

. . .42.00 

49.30 

7x7 . 

. .11.65 

13.60 

14x20 . . 

. . .52.15 

60.60 

7x9 . 

. .18.95 

16.35 

Flys Half Price of Tents. 




Wagon 

Covers—Single Filling — 



Size 

8-oz. 

10-oz. 

Size 

8-oz. 

10-oz. 

10x14 . . 

. . . 8.85 

11.10 

12x16 ... 

. .12.90 

15.90 

10x16 .. 

. . .10.15 

12.70 

12x18 ... 

. .14.35 

17.90 

Stockmen’s Bed Sheets—Single Pilling 

— 


8ize 



8-oz. 

10-os. 

18-os. 

6x12.... 



.. .. 5.00 

6.60 

7.60 

6x14.... 




7.60 

8.T5 

7x14.... 




10.86 

12.26 

7x16.... 




12.60 

14.10 


THERMOS—See Bottles. 

THIMBLES —Steel—5x4-in., 25c; Red Clay, 20c; Terra Ootta. 
45c. 


STOVES—Oil Heating, Perfection—No. 520, $8.50 each; 560, 
$11.00; 660B, Blue, $18.50; 660W, White, $15.00. 

Boyle (Airtight)—No. 16, $8.00 each; 20, $4.00; 22, 
$7.25; 122, $8.65; 418, $9.50; 518, $12.75; 818, $16.00; 
918, $18.50; 1018, $5.25; 1818, $7.50; 1518, $14.25; 1618, 
$20.25; 1718, $22.50; 1818, $26.25. 


8TRIP—Weather—Rubber, H-inch, 5e ft.; 
Felt, tt-ineh, 5c ft.; tfcineh, 10c. 


% -inch, 7e ft. 


SWEEPERS, CARPET—Bissell's American Queen, $6.75; 
Club, $12.00; Elite, $7.50; Gold Medal, $6.25; Grand Rapids 
(Nic.), $6.00; Grand Rapids (Jap.), $5.50; Grand (Jap.), 
$7.50; Parlor Queen, $7.00; Princess, $6.25; Prize, $6.25; 
Universal (Nic.), $5.75; Universal (Jap.), $5.25. 

Vacuum—Superba, $18.00; Grand Rapids, $11.00; House¬ 
hold, $9.00. 

On account of the freight, retail prices 50 cents higher 
will prevail In the following Western and Southern States: 
Colo., New Mex., Wyo., Mont.. Ore., Utah, Arts., Nev., Ida., 
Wash., Calif., Tex., Okla., Ajck, La., Miss., Ala., Fla., Oa., 
N. C. and S. C. 

SWEEPERS, TOY—Little Daisy, 25c (30c in west and south) ; 
Little Queen, 50c. 


TIN— 

Bar and Pig, $1.20 1b. 

Common Roofing, 40e per sheet. 

Valley, No. 4, 6c per ft.; 10, 10c; 14, 17c; 20, 25c. 
Painted 1 side, lc foot extra; two sides, 2c. 

Flashing IC, lxl, $3.00 per 100 feet; %xl, $8.00. 

Shingles—5x7, 40c dozen. 

Valley—14-inch, 15c per foot, $14.00 per roll; 20-inch, 22e 
per foot, $21.00 per roll. 


TOGGLE BOLTS—Sebco No. 1—Per hundred list. 

—Diameter— 


Length 

8-inch . .. . . 
3*4-inch ... 

4 . 

tt-i*. 

. 6.25 

. 6.75 

S- 16-in. 
8.00 

8.00 

8.50 

tt-in- 

12.60 

9.00 

12.80 

5 . 

. 7.50 

9.25 

14.80 

6-tnch . 


10.00 

16.00 

8ebco No. 
screws — 

6 — With either round or flat head mi 
— Diameter — 

tehlmo 

Length 

ft.lnoh 

tt-ln. 

. 2.68 

8-16-in. 

2.15 


4 - inch 

. 2.97 

2.60 

2.65 


. 8.22 

8.85 

4.20 

6-inch . 


4.20 

4.55 


TACKS—Bill Posters*—No. 8, 25c lb.; 4, 25c; 6, 25c; 8, 25c. 
Carpet—Cut, % -lb-papers—No. 4, 10c; 6. 10c; 8, 10c; 
10, 10c; 12, 10c. Wire, Vfc-lb. papers—No. 8, 10c box; 
4 10c; 6. 10c; 8, 10c: 10 10c; 12, 10c. Wire in bulk— 
No. 8, 30c lb.; 4, 30c; 6, 30c; 8, 30c; 10, 30c. 

Gimp— % lb. box, 2%, 5c; 8, 5c; 4, 5c. M lb., 6, 10c; 
8, 10c. 

Upholsterers—Cut, % lb. papere—No. 1%, 10c box; 2, 
10c: 3. 10c; 4, 10c. tt-lb., 6, 10c; 8, 10c; 10, 10c; 12 to 
16, 10c. Cut, in bulk, No. 8, 85c lb.; 4, 30c; 6, 80c; 8, 
30c; 10, 80c; 12, 30c. 

Double Pointed—Blued, % lb. papers. No. 9, 5c box; 10, 
5c; 11, 5c; 12, 5c. Blued in bulk, No. 9, 35c lb.; 10, 80c; 
12, 30c. 


TAPE 8—MEASURING—(Lufkin)—(Starrett) — 


Asses' Skim 

No. Each 

710 60 

713 75 

715 1.10 

716 1.35 

730 75 

733 1.25 

735 1.50 

736 .1.85 

Metallic 

500 3.25 

503 4.50 

505 5.65 

506 7.25 

Pocket 

143 80 

145 1.00 

165 25 

3143 55 


Asses* Skin Case—25, 65o; 


Steel 


100 . 

. 5.65 

103 . 


200 . 

. 6 25 

203 . 

.10.00 

205 . 

.14.50 

206 . 


240 . 

. 4.75 

243 . 

. 5.75 

245 . 

. 7.75 

246 . 

.10.00 

260 . 

. 5.25 

263 . 

. 6.35 

265 . 

. 8.50 

266 . 

.11.00 

550 . 

. 5.00 

553 . 


555 . 

. 8.00 

556 . 


1240 . 

. 4.75 

12430 . 

. 5.65 

1260 . 

. 5.00 

1263 . 

. 6.25 

>, 85c; 75, $1.15; 

100, $1.85. 


TAPE—Friction—V4 lb., 80s; 2 os., 15c; 1 os.. 10c. 


TORCHES—OLayton & Lambert—No. 28, Alcohol, $5.75 each. 
Gasoline—No. 31. $11.00 each; 37. $9.75; 38, $10.25; 47, 
$12.75; 48, $13.25; 108, $11.00; 112, $10.50. 

TRAPS— Fly —Paragon, 35c each; Balloon, 80c; Avis 2, $2.50; 
$2 00; Edgewood 2, $2.00; Avia 1, $2.75; Avis 2, $2.50; 
Avis 3, $2.25; Perfect, $1.45. 

Game —No. 0 Newhonse, 60c each; 1 Newhouse, 70c; 1% 
Newhouse, $1.10; 2 Newhonse, $1.40; 8 Newhouse, $2.15; 
4 Newhouse. $2.50; 5 Newhouse, $19.50. No. 1 Oneida Jump, 
35c; 1H Oneida Jump, 55c; 2 Oneida Jnmp, 85c; 8 Oneida 
Jump, $1.20. No. 0 Victor, 25c; 1 Victor, 30c; 1% Victor, 
40c; 2 Victor, 55c; 8 Victor, 95c; 4 Victor, $1.15. 

Gopher —Western, 25c each; Noxall, 25c; Maccabbce, 25c; 
Easv Set, 25c; Newhonse, 85c; California Pocket, 85c. 

Mole —Reddick, $1.50 each; Out-O-Sight, $1.75. 

Mouse —Sure Catch, 5c each; Security, 10c; Ohoker-Wood, 
20c; Choker-Tin, 15c; Deluaion, 80c; Holdem, 90c; Cage, 80c. 
Cage, 25c. 

Rat—Sure Catch, 20c each; Security, 25c; Holdem, small, 
$1.35; Holdem, large, $1.65. 

TROWELS—Rose Brick, Wood Handle, $2.25; Rose Brick, 
Leather Handle, $2.50; Marshalltown Plasterer’s, $3.00; Fin¬ 
ishing, $2.75. 

TWINE— Cotton—Wrapping, 50c lb. Budding, 50c. 

Flax—18 BB, 45c lb.; 24 BB, 45c; 18 BO, 60c; 24 
BC. 60c; 36 BO. 55c. 

30 Sacking, 70c; 40 Sacking, 70c; 83 Sacking, 85c; 44 
Sacking, 85c. 


VALVES— 


Standard Globe and 


Standard Gate Valve 

■— 

v< . 

. 1.05 

% . 

.60 

% . 

. 1.05 

% . 

.65 


. 1.20 

% . 

.80 

...... 

% . 

. 1.50 

% . 

1.05 

1 . 

. 2.00 

1 . 

1.45 

1H . 

. 2.75 

1^4 . 

2.00 

\Vi . 

. 3.75 

1V4 . 

2.85 

2 . 

. 5.35 

2 . 

4.25 
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TINWARE 

Boilers, Ooffee 

27 . 1.80 

29 . 1.75 

Covers, Pot 

6-9.10 

10-11.15 

20, Jelly.85 

6134, Cake ... .45 

6fi Oak* . T .. 

IO, Ret 

801, 802 .25 

304 .85 

852 .95 

18 .25 

Pails, Dairy 

806 .45 

854 . 1.80 

15 .85 

808 .50 

856 . 1.65 


10, 6-qt.85 

8100 .60 


Boilers, Wash 
Copper Bottom 
10 8. 8.75 

10 9.4.00 

IX 8.4.00 

IX 0.4.25 

IXX 8. 5.50 

IXX 9 .5.75 

Copper Rim 

IX 8.5.00 

IX 0.5.25 

Bowls, Wish 

0634 .15 

08 .25 

634 .80 

8 .45 

Bnekets, Covered 

11 .15 

12 .25 

14 .85 

Buckets, Dinner 


Gins, Mils 


211, 212.10 

00, 010.15 

9, 10, 214.20 

Dippers 

2 15 

4, 01.20 

02, 81, 82 .25 

83, 84 .80 

48 50 

Fillers, Fruit Jar 

25 15 

Forks 

419 .15 

1197 .20 

1198 .25 

203 65 

206 .85 

10, 15.10 

20 15 

80 .20 

85 25 

235 1.85 

885 1.65 

Graters 


Cans, Oil 


Cookers, Steam 

42 . 8.25 

45 .4.00 


020 , 100 . 20 

080, 150 .25 

Kettles, Lipped 
Preserving 

160 .40 

200 50 

240 70 

280 .85 

Ladles 

010 .25 

11 .80 

Measures 

68 .20 

88 .80 

85 .55 

86 .75 

122 .20 

124 25 

126 .60 

Moulds, All Kinds 

1, Melon. 1.10 

8, Melon.1.50 

4, Melon. 1.75 

10, Jelly.25 


IC, 10*qt.45 

IX, 10-qt.75 

IX, 14-qt.90 

IXX, 10-qt.95 

IXX, 14-qt.... 1.05 
IXXX, 12-qt... 1.80 
IXXX, 16-qt... 2.10 
IXXXX, 18-qt.. 2.85 
IXXXX, 20-qt.. 2.50 
Pails, Fruit Picking 
14-qt.65 

Pails, Peddlers 

Small.45 

Larfe.55 

Pails, Strainer 

IX, 10-qt.. 1.10 

IX, 12-qt. 1.15 

IXX, 12-qt. 1.65 

IXX, 14-qt. 1.66 

Gem, 12-qt.... 1.50 

Gem, 14-qt_ 1.65 

Pans, Bread 
01, 110, 80... .20 

140, 200 .80 

800 35 

Pans, Corn Oaks 

06 .80 

09 45 

012 .55 

Pans. Cake 
Perfection 

Round, 9 34-In.. -20 

Round, 10 34 -in. .25 
Square, 8 34-in.. .25 

Square, 9-in.85 

Mt, 9 34-in.25 

Tube, Rd* 9 34 • .30 

Tube, 8q., 9-in. .50 

Pans, Dish 

8, IX Tin.75 

14 1.00 

21 1.85 

Pans, Milk 
IC, Plain 

200, 201 .10 

202, 208 _ .15 

204 20 

205, 206 .25 

208 .80 

2100 85 


Pans, Muffin 

6 .25 

9 .85 

12 45 

Pans, Patty 
All Nos.10 

Pans, Pie 

6, Shallow.10 

9 .15 

Deep .16 

Pans. Pudding 
10, Plain 

015 to 018 ... .15 

019, 020 .20 

021, 022 .25 

IO, Ret. 

16 .25 

18 85 

20 .40 

22 .50 

Pans, Rinsing 
IC, Plain 


Sieves, Flour 

2, 816 . 

318 . 

Sifters, Flour 

0 . 

1 . 

10 . 

Acme . 

Nesoo. 

Shaker . 


IO, Ret. 


8poons, Basting 

110 . 

114 . 

812 . 

816 . 

Spoons, Mixing 

15 . 

25 . 

Steamers 

70 . 

90 . 

Steepen, Tea 

12 . 

Strainers 


Pans, Lipped 8auce 



Pots, Coffee 


Pots, Tea 

240 .25 

241 .80 

242 .40 

Raisers, Bread 

114 2.00 

117 2.60 

Scoops 

2 85 


WAGONS—Boys’— 

American „ , s 

No. and Elsa. Bach. S°* if.IJ’SJJ 

}!•—. 2«2 »«. * 4 .i».oo 

JJiziSaS. S oS No! 20 .!! iioioo 

182—15x82 . 6 00 No< i0 .11.50 

Bunion No. 40.12.60 

826—12x26. 4.00 Mars-Welle— 

828—18x28 . 4.26 No. 10.7.60 

882—16x82. 6.50 No. 11.8.00 

886—16x86. 7.26 No. 12.9.60 

WA8HKRS—Oast Iron—Sise 34 to 2, 10c 1b.; Angle. 10c. 
Malleable—Standard, 25c lb.; Nail Hole, 25c Id.; Angle 
85* lb. 

Out—8izes 8-16, 29c lb.; 34. 25e; 5-16, 22e; 34, 20c; 7-16, 
19c; 34. 18c; % to 1. 17c. 

WASTE—Cotton—No. 6X White, 25c lb.; 1 White, 24c; 2 
White, 24c: 01 Colored, 21c; 02 Colored, 20c; 10 Wool, 88c. 
WAX—Floor, 95c lb. 

WEANER8—Calf—Shows No. 1, 65c; No. 2, 75c. Hoosier 
No. 11, 75c;.No. 12, 85c. Kantsuk—Calf, 50c; Cow, 60c. 
WEDGE8—Truckee-Alki, lb., 20c; Oregon-Atha, 28c; Cedar- 
Atha, 20c; Cedar-Alki, 20c; Falling, 27c; Saw, 27c. 
WHEELBARROWS—Garden—No. 0, 134 cu. ft. capacity, 

28.50 each; No. 1, 8 34 cu. ft., $9.75; No. 2, 434 cu. ft., 
$12.75. 

Railroad—Bolted, $8.50 each; 8taTe, $7.25. 

Steel Tray, Wood Frame—Star, $7.75 each. 

Steel Tray and Frame—AX, $12.75 each; 4, $15.00; 5, 
$16.50; 10, $21.75; 25, Concrete, $15.00. 

WICKS— 

Oil Cook Store Wicks—New Perfection with wire carrier, 
each. 45c; Bon Ami with wire carrier, 45c. 

Oil Heating Store Wicks—New Perfection with wire 
carrier, each, 45c. 

Lamp or Lantern Wieka—Flat—No. 0, width H*in., 234 c 
each; No. 1, %-lneh., 234c; No. 2, 1-in., 234o; No. 8, 
134 in.. 5e. 

Rochester Wicks—Circular—No. 1R. sise 4x6 in* each, 

10c; 2R, 5x6 in., 10c; 3R, 8x8 34 in., 20c. 


Turners, Cake 
1. 2. 71. 


WIRE— Plain Fanes. Baling. 

Per 100 lbs. Blaek. Galr. 

8 gauge . 6.60 .... .... 

4 . 6.60 7.80 

6-8-9 . 6.50 7.20 

10 . 6.50 7.25 

11 . 6.60 7.80 .... 

12 . 6.60 7J5 

18 . 6.75 7.46 .... 

14 . 7.66 7.00 

15 . .... 8.00 7.10 

16 . 8.10 7.26 

17 . .... 1M 

18 . 9.00 - 

Barbed Fenoe—Glidden Pat.. $6.50; Glidden Galr., $6.85; 

Baker Patent, $7.15; Baker Galr., $8.00; Waukeganito Galr., 
$8.50. Beg. Cattle. 

Am. Special Galr., 80-rod spools, each. 4.75 4.55 

Glidden, 80-rod spools, each. 6.50 6.40 

Broken Coils—Add, 1 to 24 lbs* 6o; 25 to 49 lbs* te; 50 
to 99 l’~s* lc per lb. 

Store Pipe Wire, 50-ft. ooils, 10c each. 

WIRE CLOTH—See Cloth. 

WOODENWARE—Boards, Pastrr—16-inch, 95o each. 

Bowls, Chopping—11-inch, 85e each; 15-inch, $1.85; 17- 
inch, $8.00. 

Pins, Rolling, 55c each. 

Spoons, 18-inch, 15o each; 15-lneh, 20c. 

WOOL—Steel—1-lb. rolls—0, $1.25; 1, $1.10; 2 and 8, $1.00. 
8-os. packages, 80c each. 

WRINGERS—Mop—Vanco 78, $5.50; 88, $4.00; 89, $5.50. 
Dana or Eagle. 5, 68.25; 10, $4.60; 20, $6.00. 


24 lbs* 8o; 26 to 49 lbs* 2e; 50 


5o each; 15-inch, $1.85; 


WRENCHES— 

Agr. 

Coes. 

8tlilson Barcalo Bare ale 
Orescent. Trimo. N. Semi-fin. 

6-inch. . 

. .85 

1.65 

1.00 

1.50 

1.35 

1.25 

8-inch. . 

. 1.00 

2.00 

1.25 

1.70 

1.40 

1.25 

10-inch. . 

. 1.25 

2.50 

1.50 

1.90 

1 75 

1.50 

12-inch. . 

. 1.50 

2.50 

2.25 


2.65 

2.00 

15-inch. . 

. 2.00 

8.50 

8.40 


4.00 

2.75 

18-inch. . 


4.60 


• • • • 

.... 

4.00 

21-inch. . 


5.50 


10.80 


6.00 

ZINC—Full 

sheets. 

25c lb.; 

less than 

sheets, 80e 

lb. * 
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Albert Lee Sprayer Co. 57 

Albertson A Go.141 

Alert Tool Co.156 

Aluminum Goods Mfg. Go.29-202 

Aluminum Products Co.182 

American Bolt A Screw Case Co.176 

American Chain Co.147 

American Hone Co. 84 

American Saw A Mfg. Co. 61 

American Scale Co.159 

American Stainless Steel Co. 18 

American Stamping A Enameling Co. 95 

American Steel A Wire Co. 26 

American Wire Fabrics Co. 47 

Armstrong Mfg. Co.178 

Atkins, E. 0. A Co. 11 

Arrow Tool Co.168 

Atlas Mfg. Co., The. 88 

Atlas Shear Co. 87 

AutoStrop Safety Rasor Co. 7 

Avis Hardware Go. 77 

B 

Babcock Company. W. W. 54 

Baker, Hamilton m Pacific Co. 68 

Baldwin Refrigerator Co. 80 

Barnes Mfg. Co. 57 

Bassick Company, The. 20 

Beaton A Cadwell Mfg. Co.181 

Beaton A Corbin Mfg. Co.178 

Beh A Company . 85 

Belmont Tumbler Co. 99 

Benjamin Air Rifle Co. 86 

Benson Importing Co. 99 

Best Cutlery Co. 99 

Berger Bros. Co. 54 

Berns Co.. Otto. 180 

Blaich, Adolph, Inc. 80 

Boiler Machine Works. 51 

Bommer Spring Hinge Co. 61 

Boston Brass Oo.180 

Boston Woven Hose A Ruhr. Oo.102 

Bowman Company, Geo. H. 84 

Boyle Mfg. Co. 43 

Brainard Mfr. Co. 60 

Bridgeport Hardware Mfg. Corp. 63 

Brite-Lite Lamp Mfg. Oo. 85 

Buckeye Aluminum Co.101 

Buffalo Forge Co. 50 

Buffum Tool Oo.Cover 

Burch, F. 8. A Co. 64 

Butterfield A Ob.153 

0 

Caldwell Sales Co. 84 

Cannon Oiler Co. 58 

Central Stamping Oo. 15 

Champion Blower A Forge Co. 44 

Chastern, Inc. 84 

Chatillon, John A Sons. 93 

Chicago Flexible Shaft Co. 12 

Chicago Mill A Lumber Co. 8 

Chicago Solder Oo.59-99 

Chicago Spring Butt Co. 45 

Cincinnati Tool Co., The. 60 

Church, C. P. Mfg. Co.171 

Clark, Geo. M. A Co. 97 

Clayton A Lambert Mfg Co.178-180 

Cleveland Stone Ob. 60 

Clifton Mfg. Co.153 

Coes Wrench Co. iu 

Coldwell Lawn Mower Co. 41 

Columbian Rope Co. 35 

Columbus Anvil A Forging Co. 60 

Columbia Brush Co.167 

Computing Scale Co.165 

Comstock-Bolton Co. 82 

Connors, Wm. Paint Mfg. Co. 83 

Converse Rubber Shoe Oo.Cover 

Cook, H. C. Co. 64 

Cbok, Ernest C. Oo. 84 

Covert Mfr. Co. 64 

Crescent Tool Co. 53 

Cronk A Carrier Mfg. Oo. 47 

Curtis Pneumatic Machinery.156 

Cushman Motor Works.169 

D 

Delta File Works. 62 

Diamond Saw A Stamping Works.44 

Diets, R. E. Co. 98 

Disston, Henry A Sons.2-8 

Dixon, Joseph Crucible Ob. 88 

Dunham, Carrigan A Hayden Co. 67 

Du Pont Powder Oo. 81 

Durham Mfg. Co. 97 

B 

Elastic Tip Co. 82 

Elgin Stove A Oven Co. 96 

Elite Mfg. Co.151 

Empkie-Snugart-Hill Co.155 

Eyelet Tool Co. 64 


INDEX TO ADVERTISERS 


T 

Fate-Root-Heath Oo. 59 

Faultless Caster Co. . . 94 

Foreign Mfg. Sales Co.159 

Fraim-Slaymaker Hardware Co.... . 62 
Freeman Mfg. Co., June. 75 

G 

Geneva Cutlery Oorp. 23 

Gillette Safety Rasor Oo. 5 

Gilson Co., J. E. 64 

Gold Medal Camp Furniture Co. ... . 89 

Goodell-Pratt Co. 6 

Goodyear Rubber Company. 70 

Gottschalk Co., John W . 87 

Granucci Hardware Co. 66 


Hall Automatic Fish Spear A Gaff Co.86 


Hammer-Bray Co. 79 

Hardwear Tire Oorp.Cover 

Hardy, John E.157 

Harvey Spring A Forging Co.156 

Hays Mfg. Co.175 

Hay-Budaen Mfg. Co. 49 

Hercules Products Co. 82 

Hess-Snyder Mfg. Co. 56 

Higgins Spring A Axle Co.155 

Holter Hardware Co., A. M. 71 

Hotter Hardware Oo. 7 j 

Honeyman Hardware Co. 71 

Hol-Tite Hose Washer Co.167 

Hunt, Helm, Ferris A Co. 40 

Hygrade Lamp Co. .. 94 

Hyfield Mfg. Co. 65 

I 

Illinois Pure Aluminum Co. 19 

International Silver Co. 22 

J 

Jobbers’ Mfg. Co. • 64 

Johnson Electric Washer Co. 81 


Kees Mfg. Co., F. D. 

King Lock Co. 

Kline Co., M. L. 

L 

Lalance A Grosjean Mfg. Co. 

Lane Bros. 

Lane Unique Tool Co., Will B 

Lawson Mfg. Co. 

Lindemann, O. A Co. 

Lloyd Sales Agency. 

Lockwood Mfg. Co. 

Lovell Mfg. Co. 

Ludlow-Saylor Wire Co. 

Lufkin Rule Co. 


60 

155 

171 


92 

58 

155 

24 

88 

100 

63 

88 

53 

52 


Mac A Mao Company. 

Maine Mfg. Co. 

Madewell Pipe A Culvert Works 

Mangrum A Otter. 

Marble Arms Mfg. Co. 

Massasoit Mfg. Co. 

Maydole Hammer Co. 

McCaffrey File Co. 

McKee Glass Co. 

McKinney Mfg. Co. 

Meyers Mfg. Co., Fred J. 

Michigan Wire Goods Co. 

Milbradt Mfg. Co. 

Monarch Refrigerator Works. . . 

Montauk Paint Mfg. Co. 

Mooers-Wright Oo. 

Morrill, Charles . 

Motor Mercantile Co. 

Mueller Furnace Oo., L. J. 

Myers, F. E. A Bro. 

N 

National Cash Register Co. 

New Era Spring A Specialty Oo. 

New Haven Clock Co. 

New Process Stove Co. 

New York Stamping Co. 

Norcross, O. 8. A Sons. 

North Bros. Mfg. Oo. 

North A Judd Mfg. Co. 

Northland 8ki Mfg. Co. 

Nye Tool A Machine Works, The 

O 

Ohlen-Bishon Co. 

Ontario Knife Co. 

Ottemiller Co., Wm. 

P 


167 

86 

73 

78 

89 

91 

63 

60 

95 

16 

82 

159 

85 

42 

82 

149 

65 

157 

14 

57 


39 
151 
82 
91 
87 
59 
93 
* 38 
47 
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For Quick Turnover 
and Repeat Sales 

The present-day buying trend in cooking 
ware is toward aluminum. And the popu¬ 
lar demand of women who choose alumi¬ 
num is for VIKO—The Popular Aluminum. 
Women are quick to realize the advantages 
of aluminum ware for cooking. They 
appreciate its light weight, its attractive 
appearance, its durability. 

And they know through experience that 
V1KO, The Popular Aluminum, combines 
all the desirable features of fine aluminum 
with modern methods of manufacture, 
which makes Viko high in quality but 
popular in price* 

Put the Viko line in your store. Cash in 
on the present-day demand of the modem 
woman. Viko sales are easy to make and they 
bring repeat orders. For mil information— 

cAsk Your Jobber 

Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wia, U. S. A. 
Makers of Eeerytkimgjm Aluminum 


Popular Aluminum 
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I. 5-Ply 30x3j^ Fabric (instead of the usual 4 ply) 

2* 6-Ply 30x33^ (instead of the usual 4 ply) 

3. Guarantee 6000 Fabrics, 8000 Cords 

4. Air Bag Expansion Process Cured 

5. Lowest Price for Quality 

6. Protection on Territory 

7. Hand-Made 

8. Best Quality Materials 

9. Sold exclusively to Hardware Trade 

10. Lowest List Price with widest dealer’s margin 

II. Non-skid combining best points of all others 

12. Exceptional appearance; Black Tread and White Sides 
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East Rutherford, New Jersey 
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Extruded Metal 
Padlocks 
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Corbin Cabinet LockCo. 


THE AMERICAN HARDWARE CORPORATION SUCCESSOR 

New Britain,Conn.,U.SA. 
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